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Webster proudly announces 


MULTIKOPY 


qa new 


TYPEWRITER RIBBON 


A finer, cleaner ribbon for the best ‘front office’ work 








MULTIKOPY TYPEWRITER RIBBON is the newest product of one of 
America’s oldest makers. It’s designed as a worthy companion in qual- 
ity to the famous MultiKopy Carbon Paper. It was developed for 


executive letters and all high-standard typing. Available in all-black, 






and in black and red, in two degrees of secretarial inking. 







Extra Fine, because it’s made of the sheerest cotton fabric, which 






gives results as smooth as silk. 





Extra Clean, because it’s smooth inking is the culmination of a half- 


century of Webster experience. 






Extra Saving, because it’s longer. The spool holds more of this fine 





fabric. Fewer ribbon changes are required. 






MULTIKOPY is your answer to that growing demand for a better 






ribbon for the ‘front office’...a ribbon giving the sharpest, cleanest, 





smear-proof impressions, with longer wear. 






Ask our service representative — or write to 


F.S. WEBSTER COMPANY 


13 AMHERST STREET, CAMBRIDGE 42, MASS. 









OTHER STARS 
IN THE WEBSTER LINE 


MultiKop) Carbon Pap r 
1 Typer riter Ribbons 







Star Brane 
] m 
! -hon Paper 

Micrometric Carbon Paf 






{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00;two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50; 
Foreign — one year, $3.00; 
two years, $5.00, Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office of Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 
CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 
{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
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ticles of office equipment 
or directly related products 
eligible. 

fEntered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIL, 
under Act of March 3, 1879. 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. They do, however. 
A 
Acco Products, Inc. 92 
Ace Fastener Corp. 107 
Acme Bulletin & Di. Bd. Corp. 190 
Acme Staple Co. 185 
Acme Visible Records, Inc. 97 
Adirondack Chair Co. 145 
Aigner, G. J., Co. 133 
Allen Calculators, Inc. 139 
Allen & Co. 185 
All-Steel-Equip. Co. 187 
Amberg File & Index Co. 173 
American Hair & Felt Co. 105 
American Passbook Co. 185 
Amer. Photo Laboratories 146 
Amer. Writing Mach. Stores 71 
Ames Supply Co. 74 
Anderson-Hickey Co., Inc. 117 
Art Metal Construction Co. 75 
Art Steel Sales Corp. 83, 123 
Autocopy, Inc. 178 
Autmtce. Pencil Sharpener Co._.130 
Autopoint Co. 167 
B 
Bankers Box Company 104 
Barkley, C. L., & Co. 96 
Bates Mfg. Company 61 
Bolens Products Co..... 86 
Boorum & Pease Co. 79 
Box N-150 186 
Boynton and Co. 172 
Bright Chair Co. 162 
British Staty. Exporter 182 
Brown, Arthur, & Bro. 126 
Browne-Morse Co. 115 
Brush-Punnett Co. 164 
Buckeye Ribbon & Carbon Co...153 
Business Efficiency Aids...149, 150 
Cc 
Clarotype Co., The 166 
Codo Mfg. Corp. 102 
Cole Steel Equipment Co. 127 


Columbia Rib. & Car. Mfg. Co. 76 
Commercial Control Div. NPM 137 


Commonwealth Publishing Co... 5 


Continental Ink Co. 194 
Cook, The H. C., Co. 154 
Corona Typewriter 41 
Corry-Jamestown Mfg. Corp.....120 
Cotterman, I. D. 189 
Cram, The George F., Co. 140 
Cramer Posture Chair Co. 171 
D 
Daco Card & Index Co. 186 
Darnell Corp., Ltd. 165 
Dawn Mfg. Corp., Ltd. 194 
Dayton Stencil Works 190 
Dick, A. B., Co. 37 
Diebold, Inc. 192 
Domore Chair Co. : 55 
Downey, C. L., Co. 166 
E 
Eaton Paper Corp. 173 
Ehrlich Upholstery Works 194 
Esterbrook Pen Co. 72 
Fight Infantile Paralysis 198 


offer their services in 


resolving any disagreements which 


through the journal 


Finch & MecCullouch 

Frankel Car. & Rib. Co 

Fritz-Cross Co., The 

Fulton Specialty Co 
G 


De, 


General Fireproofing Co 
General Pencil Co. 
Globe-Wernicke Co., The....58, 


The 
Ink Co 


Graff, Geo. B., 
Gregory Fount-O 
Guide System & Supply Co. 


Gunlocke, W. H., Chair Co. 


Hall-Welter Co. 
Harding, Milo, Co. 

Heyer Corporation, The 
Higgins Ink Co., Inc. 

High Point Bndg. & Chair Co. 


Hunt C. Howard, Pen Co. 


Impcrial Desk i 

Imperial Mfg. Co. 

Imperial Methods Co. 
Indiana Desk Co. 

Inkograph Company, Inc.....98, 
Ink Specialties Co., Inc. 
Int’l Typewriter Exchange 


Inter-State Rib. & Car. Corp. 


Jasper Chair Co. 
Desk Co., 
Office 


Jasper The 


Jasper Furniture Co. 
Seating Co. 
K 

Koh-I-Noor Pencil Co., 
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Jasper 
Inc. 


Leopold Co. 
Ay P&P... ine. 
M 
Manifold Supplies Co. 
Markilo Co. 


Markwell Mfg. Co. 


Little, 


Martens Type Cleaner Co. 
Master-Craft Corp. Div. S.-W. 
Meilicke Systems, Inc. 


Meilink Steel Safe Co. 


145 
119 


188 


186 


116 
163 
152 
181 


Melind, Louis, Co. 
Metalstand Co. 
Meyer & Wenthe, 


Desk Co. 


Inc. 
Michigan 
Miller-Bryant-Pierce Co. 
Mimeograph 
Mittag & Volger, Inc. 
Moore Push-Pin Co. 
Mutschler Bros. Co. 

N 
Blank Book Co. 
Desk Co., 


National 
National Ine. 
National Duplicating Co., Di 
Frankel 
National Postal Meter Co., Inc 
Neva-Clog Products, Inc. 
New England Woodwkg. Co. 
New Indiana Chair Co. 
Noesting Ticket Co., 
Norcor Mfg. Co. 


Pin Ine 


States Envelope Co 
0 

Office Specialty Mfg. Co. 

Old Town Rib. & Car. Co...63 


Northern 


Oxford Filing Supply Co. 
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Pacific Cb. & Ribbon Mfg. Co. 


Peerless Key-Imperial Mfg. Co 
Peerless Steel Equip. Co. 

Perma-Bilt Equipment Co. 
Phillips Process Co., Inc. 


Photo Materials Co. 


103 
169 
181 
112 
147 


87 
66 
Vv. 
119 
...137 
51 
168 
...144 
...101 
157 
...114 


, 65 


-.. 95 


Photo Reproducing Equipment 
Co. 157 
Polychrome Corp., The 180 
Precise Developments Co. 146 
Pronto File Corp. 160 
Q 
Quality Park Envelope Co. 82 
Rapid Office Devices, Inc. 106 
Red Feather Products, Ltd. 73 
Regal Typewriter Co. 190 
Reliance Pencil Corp. 193 
Rex-O-Graph, Inc. 138 





THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 


use of subscribers and advertisers. 
commissions this 


of its various 


In the execution 


bureau calls upon 


practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 


pares advertising 


copy, 


furnishes 


list of desirable 


agents and dealers in nearly every country, aids for- 


eign dealers in securing U. 


S. A. lines, and in many 


other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
turers. 
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result from relations established 


Reyburn Mfg. Co., Inc., The...118 
Rite-Rite Mfg. Co. 198 
Rivet-O Mfg. Co. 189 
Roberts Number. Mach. Co.......178 
Rochester Wire-O Binding Co...198 
Rockwell-Barnes Co. 45 
Royal Metal Mfg. Co., The 200 
Royal Typewriter Co. .. 43 
Ss 
St. Johns Table Co. 165 
Shaw-Walker Co. iinnane 
Sheaffer, W. A., Pen Co... 111 
Sheppard, C. E., Co. 141 
Shipman-Ward Mfg. Co.... 136 
Sikes Co., Inc., The 151 
Sinclair & Valentine Co. 146 
Sloane, W. & J. pias, 
Smith, L. C., & Corona Type- 
writers, Inc. . 41 
Speed Key Mfg. Co............... 193 
Speed-O-Print Corp. 183, 184 
Speed Products Co....... 124 
Staedtler, J. S., Ine......... wse0e 1 89 
Standard Record Company...... 158 
Starkey Paper & Supply Co.....194 
Stationers Clearing House 150 
Stationers Loose Leaf Co. 108 
Stein Brothers Mfg. Co.. 128 
Stewart, R. A., & Co....... 196 
Storms, H. M., Co..... : 197 
Sturgis Posture Chair Co. .. 64 
Superior Type Co. 196 
= 
Taylor Chair Company, The......155 
Technygraph Co., The 170 
Todd Co., The : 175 
Toledo Metal Furniture Co....... 77 
Typewriter Equipment Co. 190 
Typosture Chair Co., Ine... . 83 


U 
Elliott Fisher Co. 
..Back Cover 
United Autographic Reg. Co.....143 
U. S. Bronze Sign Co............... 186 
U. S. Typewr. Ribbon Mfg. Co...149 


Underwood 


U. S. War Bonds—Stamps........199 
Vail Mfg. Co. ee eee 
Van Dyke Industries 121 
Victor Adding Machine Co.......179 
Victor Safe & Equip. Co. .. 84 
Vogel-Peterson Co. 162 
Ww 
Wabash Filing Supplies, Inc.....109 
Wagemaker Co. eee Vf 
Warshaw Mfg. Co. 170 
Waters & Waters Branch nssceni ae 
Webster, F. S., Co. say 
Weis Mfg. Co. 67, 68, 69, 70 
Wells Office Furn. Co. ..88, 89 
Wholesale Typewriter Co. 176 
Wilson Jones Co...... a oe 


Windsor Duplicator Supply Co...129 
Winston Manufacturing Co.......196 


Wood Office Furn. Institute 132 
Y 
Yawman and Erbe Mfg. Co.....191 
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For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 


communicate with the service bureau, through which the information will be 


Globe-Wernicke Co., The 58, 


obligation. 
Adding Machine Parts Calculating Devices Copyholders 
Amer. Writing Mach Stores Div 71 Meilicke Systems, Inc 193 Acco Products, Inc 
Ames Supply Co mee Rapid Office Devices, Inc 106 Dawn Mfg. Corp., The 
Shipman-Ward Mfg. Co 136 Shipman-Ward Mfg. Co 136 Wells Office Furniture Co 88 
Victor Safe & Equipment Co 84 
Adding Machine Rolls & Paper , ; Costumers 
Rockwell-Barnes Co 45 Calculating Machines Globe-Wernicke Co 58 
Allen Calculators, Inc 139 Peerless Steel Equip. Co 
Victor Adding Machine Co 179 Shaw-Walker Co 
Adding Machines Vogel-Peterson ( 
Allen Calculators, Inc 133 Carbon Papers Wells Office Furniture Co. 88 
Amer or. Mach. Stores Div... 71 (See Ribbons and Carbons) 
=< gl C., & Corona Type a 5 Dating Stamps 
: : m Card index Boxes and Trays ates Mfg. Co. .. 
Victor Adding Machine Co.. 179 All-Steel Equip. Co 187 Fulton Specialty Co. 
Art Metal Construction Co 75 Melind, Louis, Co. sada 
Adding Machines, Rebuilt & Used Art Steel Sales Corp 123 Meyer & Wenthe, Inc. 
Shipman-Ward Mfg. Co.... 136 Boynton and Co 172 Rivet-O Mfg. Co 
Underwood Elliott Fisher...Back Cover Cole Steel Equipment Co 127 Stewart, R. A., & Co 
Corry-Jamestown Mfg. Co 120 Superior Type Co. 
: General Fireproofing Co., The....52, 53 
a og Adhesives, etc.) Globe-Wernicke Co 58, 59 Desk Lamps 
— en me aes Guide System and Supply Co 148 Dawn Mfg. Co. . 
Imperial Methods Co. eae S| Van Dyke Industries 
Arch and Clip Board Files New England Woodworking Co.......168 
Globe-Wernicke Co., The 58, 59 eee or Mfg. Co SE | Desk Pads & Neg ™ 
Rockwell-Barnes Co. Seen Peerless Steel Equip. Co 110 Aigner, G. J., 
oe A ET 135 Pronto File Corp 160 Wagemaker Co. ... 
Yawman and Erbe Mfg. Co.............191 Shaw-Walker Co. 135 Wilson Jones Co. 
Wagemaker Co ae 
Warshaw Mfg. Co ite 17 0 
inch & McCullouch....... vee 45 Wells Office Furniture Co 88, 89 Sheaffer, W. A., Pen Co 
Yawman and Erbe Mfg. Co 191 ‘ : oe 
Associations, Manufacturers 
Wood Office Furniture Institute......132 Cash Boxes gay 1 oh J. Co. 
Ae 122 Art Metal Cosstruction Co 
Atlases, Geographical Saaeiont. Whine ~ . sesteneet ne Art Steel Sales Corp 83, 
Cram, George F., Co........................ 140 General Fireproofing Co., The 2, 53 Boynton and Co. sia 
: ‘orry-Jamestown Mfg. Co. 
. P Casters, Caster Bearings, Slides General Fireproofing Co., The....52, 
Autographic Registers Darnell Corp 165 Globe-Wernicke Co 58. 
United Autographic Register Co.....143 Imperial Methods Co 
Celluloid Envelopes Peerless Steel Equip. Co 
Bank Supplies (See Envelopes, Celluloid) Shaw-Walker Co, err iar 
Downey, C. L., Co __.......166 Weis Mfg. Co. 67, 68, 69, 
Chair trons Yawman and Erbe Mfg. Co 
3olens *roducts Cc 86 
Bankers Note Cases Melons Product ‘ ed 
Art Steel Sales Corp 83, 123 Chair Mat Desk Work Distributors 
General Fireproofing Co., The....52, 53 Ss Eeakies Atte © W7 Art Steel Sales Corp... 83, 
Globe-Wernicke Co.. The 58, 59 ee ee Vue ae kt ake a 8 
Victor Safe & Equip. C 8 : . Yictor Safe & Equip. Co 
sci cages : Chairs, Folding Wilson Jones Co. 
Adirondack Chair Co. 145 
Binders, Catalogue and Periodical Norecor Mfg. Co 2001 57 
Acco Products, Ince. : 92 Royal Metal Mfg. Co 200 Desks ‘ , , 
Amberg File & Index Co BE sf — —— pomgnction Co = 
Master-Craft Corp., Div. S-W 93 Chairs, Office Are SLeel Hales Vorp wo 
National Blank Book Co. 87 Bright Chair Co 162 Browne-Morse Co. 
Shepp: The CE ’ . se . 71 Corry-Jamestown Mfg. Co 
Sheppard, The C. E., Co 141 Cramer Posture Chair Co 171 “* . 7 - 
Wilson Jones Co. 47 Ke teneral Fireproofing Co., The 52, 
° 4 Domore Chair Co 55 Globe-Wernieke Co.. The 5g 
Ehrlich Upholstery Works 194 Taciicl wae ; 
Binders, Permanent Storage Fritz-Cross Co., The 161 indiana Desk Co. 
Boorum & Pease Co 79 General Fireproofing Co., The....52, 53 Jasper Desk Co..... 
Master-Craft Corp., Div. S-W 93 Gunlocke, The W. H., Chair Co.....159 Jasper Office Furniture Co 
Sheppard, The C. E., Co. RR CY pe yo popes & Chair Co. in Michigan Desk Co 
Wils ‘ as 7 Jasper Chair 0 - 6 Wnt teen, . — 
ilson-Jones Co. 47 Jesper Seating Co 181 National Desk Co., Inc 
Michigan Desk Co 112 Peerless Steel Equip Co. 
Blank Books New Indiana Chair Co 144 Royal Metal Mfg. vo 
Boorum & Pease Co 79 Royal Metal Mfg. Co 200 Shaw-Walker Co. 
National Blank Book Co................... 87 Shaw-Walker Co 95 Sloane, W. & J....... : 
Rockwell-Barnes Co ces nee Sikes Co., The 151 Victor Safe & Equip. Co 
Wilson-Jones Co. ... secovbebuentees . 47 Sturgis Posture Chair Co 64 Wagemaker Co. - : 
Taylor Chair Co., The 155 Wells Office Furniture Co 88, 
Blue Print and Plan File Cabinets Toledo Metal Furniture Co. 77 Yawman and Erbe Mfg. Co 
” Je ice Furni 2 Cc tH) 
All-Steel Equip. Co 187 Wells Office Furniture Co 88, 8 Diaries (See Memo Books) 
a: Hickey Co. 117 Chai (Posture) 
Art Metal Construction Co. 75 airs osture ; ij F 
Art Steel Sales Corp. 83,193 Bright Chair Co 162 ——— Mashine Records 
Browne-Morse Co. ..... 115 Cramer Posture Chair Co 7 Standard Record Co 
Cole Steel Equipment Co. 127 Domore Chair Co vee 55 . 
Gunci-dameotaenn Mfg. Co $ 120 Fritz-Cross Co., The seidlioniall 161 Drawing Instruments 
General Fireproofing Co., The....52, 53 General Fireproofing Co., The....52, 53 Brown, Arthur, & Bro 
Globe-Wernicke Co., The 58, 59 Gunlocke, The W. H., Chair Co.....159 — " ; 
Peerless Steel Equip. Co.................110 High Point Bending & Chair Co...195 Duplicating Machines & Supplies 
Pronto File Corp.... iE, Jasper Chair Co 116 Amer. Writing Mach. Stores Div 
Shaw-Walker Co. 135 Jasper Seating Co 181 Autocopy, Inc. 
Yawman and Erbe Mfg. Co 191 Metalstand Co. ..169 Columbia Rib. & Carb. Mfg. Co 
Shaw-Walker Co 135 Dick, A. B., Co. 
Bond Boxes Sikes Co., The ° 151 Frankel Carbon & Ribbon Co 
Art Steel Sales Corp 83. 123 Sturgis Posture Chair Co. 64 Harding. Milo. Co 
Gamerel Wivane hers The KO Ko Taylor Chair Co., The , 155 Heyer Corp., The 
reneral Fireproofing Co., The....52, 53 ‘ “ : . a . 
Globe-Wernicke Co.. The 5g BO Toledo Metal Furniture Co............... 77 Ink Specialties Co 
‘ ses Typosture Chair Co., Inc I, Manifold Supplies Co 
ells ce Furniture Co... 88, 89 Mimeograph, e 
ik Cie Wells Office F Cc 88 Mi h, Th 
All-Steel Equip. Co. meee . ae & Volger, Inc . : 
Art Metal Construction Co 75 Chairs, Tablet Arm Cid Towa Ribbon & Carbon Co..68, 
Browne-Morse Co. "115 Jasper Chair Co 116 Polychrome Corp. The 
Corry-Jamestown Mfg. Co 120 Jasper Seating Co 181 Red Feather Products, Ltd. 
General Fireproofing Co., The..52, 53 New Indiana Chair Co 144 Rex-O-Graph, Inc. 
, 8 eee? ee Sinclair & Valentine Co 
ve 
Michigan Desk Co. 112 Check Covers & Passbooks - f 
New England Woodworking Co....168 American Passbook Co 185 Speed-O-Frint sg : . 
Peerless Steel Equip. Co 110 bn bg Supply Co 
Shaw-Walker Co. .......... “135 Cheek Protectors & Writers Victor Sate’ & Equip. Go 
Weis Mfg. Co 67, 68, 69, 70 NER? WON SSI sas sentisneensasaieitacurnsinicintin 194 Windsor Dupl. Supply Co 
Yawman and Erbe Mfg. Co.............191 | ee ee aes 175 ? <— : 
Bookkeeping Machines Check Signing Machines eT en ae Senteve 
Underwood Elliott Fisher....Back Cover Nat’l Postal Meter Co 137 7 ‘ 
Box Letter Files Checks, Stamped Metal EN Slobe: Wernicke Co., The 
Art Steel Sales Corp 83, 123 Dayton Stencil Works 190 Northern States Envelope Co 
Glob < Equipment Co...........--......127 Meyer & Wenthe, Inc 181 Quality Park Envelope Co 
tlobe-Wernicke Co. ae FF Vilson J Cc : 
Rockwell-Barnes C0. ...........+-.:-s0-00: 45 Clip Boards a 
Weis Mfg. Co...... 67, 68, 69, 70 (See Arch and Clip Booard Files) Envelopes, Celluloid 
: Aigner, G. J., Co 
Brief & Zipper Cases Coin Bags, Trays & Wrappers Markilo Co 
Master-Craft Corp., Div. S-W........ 93 Art Steel Sales Corp............ 83, 123 
Stationers Loose Leaf Co Downey, C. L., Co 166 Erasers, Rubber 
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Eyelets & Eyelet Fasteners 


Bates Mfg. Co.......... Sli 61 
Rivet-O Mfg. Co ‘ ..189 
File Boxes, Fibre Cotupeltte 

Bankers Box Co 104 
Barkley, C. L., & Co. diksnavitcicin. 
Diebold, Ine anchsiensiguiatinntaen 
Globe-Wernicke Co., The...... 58, 5Y 

...148 


Guide System & Supply Co...... 
Oxford Filing Corp - 

Pronto File Corp. puss 
Weis Mfg. Co 67, 6 





File Boxes, Metal 


Art Metal Construction Co. 75 
Art Steel Sales Corp e808, 133 
Cole Steel Equipment Co...................127 
Corry-Jamestown Mfg. Co.......... 120 
Globe-Wernicke Co., The..............58, 59 
Peerless Steel Equip. Co mi 
Pronto File Corp. ——— 
Rockwell-Barnes Co. — | 
Shaw-Walker Co. seats 135 
Victor Safe & Equip. Co. . 84 
Weis Mfg. Co 67, 68, 69, 70 


Filing Cabinets, Insulated 





Shaw-Walker Co. . 135 
Victor Safe & Equip. Co. . $4 
Filing Cabinets, Metal 

All-Steel Equip. Co ume 1 87 
Anderson-Hickey Co. . ebieal 117 
Art Metal Construction Co. 75 
Art Steel Sales Corp...... ...83, 123 
Beene ONTOS CR mtcecrecesernseonsionn 1! 
Cole Steel Equipment Co........... 

Corry-Jamestown Mfg. Co.................120 
General Fireproofing Co., The....52, 53 
Globe-Wernicke Co., The ..58, 59 
Peerless Steel Equip. Co.................. 110 
Shaw-Walker Co : nceveoh OD 
Victor Safe & Equip. Co................... 84 
Weis Mfg. Co 67, 68, 69, 70 
Yawman and Erbe Mfg. OB cocsstocriacea 


Filing Cabinets, Wood 


Art Metal Construction Co. = oo 
Art Steel Sales Corp...................83, 123 
Bepetes ORE OR .nancinnecimmnnne 
Browne-Morse Co. . siesta 
Business Efficiency Aids..........149, 150 
General Fireproofing Co., The....52, 53 
Globe-Wernicke Co., The...... ....58, 59 
Imperial Methods Co...................... 1% 
Indiana Desk Co aioe 
Michigan Desk (Co. oemeiene 


New England Woodworking Co.......168 
Peerless Steel Equip. Co.. 
Perma-Bilt Equipment Co... 
Shaw-Walker Co. sa 
Victor Safe & Equip. Co. 

Wagemaker Co 





Weis Mfg. Co. 67, ¢ 

Wells Office Furniture Co. ....88, 89 
Winston Mfg. Co ‘ 196 
Yawman and Erbe Mfg. Co wn 91 


Filing Supplies 
Acco Products ane 
Aigner, G. | Co. wntiigeaaalal 
Art Metal Construction Co. 
Barkley, C. L. & Co. = 
Browne-Morse Co. = 
Corry-Jamestown Mfg. Co. 
Daco Card & Index Co. = 
General Fireproofing Co., The....52, 53 
Globe-Wernicke Co., The 58, 59 
Guide System & Supply CO. assess 2 48 
Imperial Methods Co. aicabatinnil 
Oxford Filing Supply Co. 
Pronto File Corp. 
Quality Park Envelope Co. 
Rockwell-Barnes Co. 
Shaw-Walker Co. ; 
Victor Safe & Equip. Co. 
Wabash Filing Supplies, 
Warshaw Mfg. Co..... , 
Weis Mfg. Co. a7, 
Yawman and Erbe Mfg. ‘Co............191 








Filing Tables 
Toledo Metal Furniture Co............. 77 


Finger Pads 
Melind, Louis, Co. 
Speed Products Co 





Folders (See Filing Supplies) 


Fountain Pens, Mfrs. 


Esterbrook Pen Co............. ‘aint 72 

Inkograph Co., Ine. = 

Sheaffer, W. A., Pen Co................. 111 
Globes, Geographical 

Cram, The George F., Co................: 140 
Gummed Cloth Rings 

Graff, Geo. B. Co. sniisintsetanesiahiaesiiaane 

Warshaw Mfg. Co vtaitenictagiiog 


Honor Rolls 
Acme Bulletin & Dir. Bd. Corp.....190 
U. S. Bronze Sign Corp...................186 


Index Card Signals 
Cook, H. €., Co. 
Graff, Geo. B., Co.. 
Victor Safe & Equip. Co... 


(Continued on page 6) 
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THE CLASSIFICATIONS 


(Continued from 


Index Tabs 
Aigner, G. J., Co 


Barkley, CC. L., & © 


Globe-Wernicke 
Guide System 
Markilo Co. 

Master-Craft Corp I 
Melind, Louis, Co 

Reyburn Mfg. Co., I 
Shaw-Walker Co. 

Sheppard, The C. E 
Speed Products Co 
Victor Safe & Equip 


Co., 
& Sur 


Inks, Adhesives, Etc. 
Continental Ink Co 
Higgins Ink Co., Inc 
Ink Specialties Co 
Melind, Louis, C« 
Rivet-O Mfg. Co. 
Stewart, R. A., & Co 


Labels 
Imperial Methods Co 
Oxford Filing Supply 
Warshaw Mfg. Co 
Weis Mfg. Co 


Ladders, Library, 
Cotterman, I. D 


Leads for Mechanical 
Autopoint Co 
Rite-Rite Mfg. Co 
Sheaffer, W. A Pen 


Leather Goods 
Stein Brothers 


page 5) 


0. 
The 
ply Co 


liv. S-W 


to. 


67 68, 


Pencils 


Mfg. Co 


Leather Upholstered Furniture 


Chair Co 
Upholstery 


Bright 
Ehrlich 
Gunlocke, 


Jasper Chair Co. 
New Indiana Chair C 
Letter Trays (See Desk 


Library Equipment 
All-Steel Equip. Co 


Art Metal Construction Co. 
Art Steel Sales Corp 83, 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co., The....52, 
Giobe-Wernicke Co., The 58, 
Peerless Steel Equip. Co 
Shaw-Walker Co. 
Yawman and Erbe Mfg. Co 
Lockers and Storage Cabinets 
All-Steel Equip. Co 
Anderson-Hickey Co 
Art Metal Construction Co 
Art Steel Sales Corp 83, 
Browne-Morse Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co., The....5: 
Globe-Wernicke Co. The 58 
New England Woodworking Co 
Shaw-Walker Co. 
Yawman and Erbe Mfg. Co 
Loose Leaf Books & Systems 
Amberg File & Index Co 
Boorum & Pease Co 
Master-Craft Corp., Div. S-W 
National Blank Book Co 
Sheppard, The C a Co 
Stationers Loose Leaf Co 


Wilson Jones Co 


The W. H., 


Works 
Chair Co 


0 


Trays) 


Store & Vault 


Loose Leaf Sheet Covers, Celluloid 


Aigner, G. J., Co. 
Markilo Co. 
Wilson-Jones Co. 


Loose Leaf Metals and 
Sheppard, The C. E., 
Wilson Jones Co. 


Mail Distributors 
Globe-Wernicke Co 
Victor Safe & Equip 


Map Tacks 
Graff, Geo. B., Co 
Moore Push-Pin Co 


Maps 
Cram, The George F 

Matched Office Suites 
Art Metal Constructic 
General Fireproofing ¢ 


Devices 
‘oO 


The 


m Co 
‘o., The 


Globe-Wernicke Co The 
Leopold Co 

Royal Metal Mfg. Co 
Shaw-Walker Co 

Sloan, W. & J 
Memorandum Books 
Boorum & Pease Co 
National Blank Book Co. 
Rockwell-Barnes Co 
Wilson Jones Co 
Memorandum Devices 
Autopoint Co 

Bates Mfg. Co 

Finch & MeCullouch 
Mending Tape 

Warshaw Mfg. Co 
Metal Badges, Checks, Tokens, 
Dayton Stencil Works 
Meyer & Wenthe, Inc 
Moisteners 

Rivet-O-Mfg. Co 


Ete. 


131 
90 
170 
70 


167 
199 
lhl 


162 
194 
159 
116 
144 











169 
189 


190 
181 


189 


Numbering Machines 


Bates Mfg. Co 61 
Melind, Louis, Co 103 
Roberts Numbering Mach. C¢ 178 


Office Partitions and Railings 


Globe-Wernicke Co The 58 a] 
Office Printing Outfits 

Fulton Specialty (« 154 
Pads, Figuring 

Boorum & Pease Co 79 

National Blank Book Co 87 

Rockwell-Barnes Co 15 

Wilson Jones Co i7 
Paper 

Eaton Paper Corp 173 

Rockwell-Barnes Co 45 
Paper Clamps 

Acco Products, Inc 92 

Autmte. Pencil Sharpener Co 130 

Esterbrook Pen Co 72 

Hunt, C. Howard, Pen Co 161 
Paper Clips 

Acco Products, Inc 92 

Cook, H. ©., Co. 1544 

Graff, Geo. B., Co 169 

Noesting Pin Ticket Co. 101 

Vail Manufacturing Co 81 
Paper Fastening Machines 

Ace Fastener Corp 107 

Acme Staple Co 185 

Autmte. Pencil Sharpener Co 130 

Bates Mfg. Co 6 

Markwell Mfg. Co 195 

Neva-Clog Products Inc 51 

Speed Products Co 124 

Victor Safe & Equip. Co R4 
Paste (See Inks, Adhesives, Etc 
Pencils, Mechanical 

Autopoint Co 167 

Rite-Rite Mfg. Co 198 

Sheaffer, W. A., Pen Co 111 
Pencil Sharpeners 

Autmtec. Pencil Sharpener Co 130 

Hunt, C. Howard, Pen Co 161 
Pencils, Wood Cased Lead 

General Pencil Co 142 

Koh-I-Noor Pencil (« 94 

Reliance Pencil Corp 193 

Staedtler, J. S., Inc 189 
Pens 

Esterbrook Pen Co 72 

Hunt, ©. Howard, Pen Co 161 
Photo Copying Apparatus 

Photo Reproducing Equipment Co...157 
Pins and Pin Containers 

Vail Mfg. Co g1 
Pin Tickets 

Noesting Pin Ticket ( 101 
Platens, Typewriter 

Amer. Writing Mach. Stores Div 71 
Ames Supply Co 74 
Typewriter Equipment Co 190 
Postal Scales 

Nat'l Postal Meter Co 137 
Presentation Covers 

Amberg File & Index Co 173 
Oxford Filing Supply Co 90 
Price & Sign Markers 

Fulton Specialty Co 154 

Melind, Louis, Co 103 
Stewart, R. A., & Co 196 
Publishers 

British Stationery Exporter 182 
Punches 

Acco Products, Inc 92 

Boorum & Pease Co., The 79 
Globe-Wernicke Co The 58, 59 
National Blank Book Co 87 
Wilson Jones Co 17 
Push Pins 

Moore Push-Pin Co 189 


Ribbons and Carbons 

Allen & Co 185 
Amer. Writing Mach. Stores Div 71 
Ames Supply Co 74 
Buckeye Ribbon & Carbon Co 153 
Codo Mfg. Co 102 
Columbia R. & C. Mfg. Co 76 
Frankel Carbon & Ribbon Co 119 
Inter-State Rib. & Car. Corp 186 
Little, A. P Inc 158 
Manifold Supplies Co 39 
Miller-Bryant-Pierce Co 147 
Mittag & Volger, Inc 19 
Old Town Rib. & Car. Co 63, 65 
Pacific Car. & Rib. Mfg. Co 113 
Peerless Key-Imperial Mfg. Co 95 
Phillips Process Co 122 
Regal Typewriter Co 190 
Royal Typewriter Co In 43 
Shipman-Ward Mfg. Co 136 
Storms, H. M., Co 197 
Underwood Elliott Fisher Back Cover 

S. Typewriter Ribbon Mfg. Co...149 
Waters & Waters Branch &5 
Webster, F. S a 2 


Rubber Stamps 


Melind, Louis, Co 103 
Meyer & Wenthe, Inc 18] 
Stewart, R. A., & Co. 196 
Superior Type Co 196 
Rubber Type 
Fulton Specialty Co 154 
Melind, Louis, Co 103 
Stewart, R. A & Co 196 


Safes 
Art Metal Construction Co ) 
Brush-Punnett Co 164 
Diebold, Inc y 


General Fireproofing Co., The..52, 53 
Globe-Wernicke Co., The 58, 59 
Meilink Steel Safe Co 78 
Shaw-Walker Co 35 
Victor Safe & Equip. Co 84 
Yawman and Erbe Mfg. Co 191 


Sales Representatives Wanted 


Box N-150 186 
Scrapbooks 

Globe-Wernicke Co. The 58, 59 
Weis Mfg. Co. 67, 68, 69, 70 
Wilson Jones Co. 47 


Secretary Desks 





Art Metal Construction Co 

General Fireproofing Co., The 

Globe-Wernicke Co., The 

Peerless Steel Equip. Co. 

Shaw-Walker Co 

Shelving 

All-Steel Equip. Co 187 

Art Metal Construction Co 75 

Browne-Morse Co 115 

Corry-Jamestown Mfg. Corp. 120 

General Fireprooting Co., The..52, 53 
) 


Globe-Wernicke Co 
Shaw-Walker Co 


The 


Signs, Changeable Letter 


Acme Bulletin & Directory Board 
Corp 190 
Stamp Affixers 
Nat'l Postal Meter Co 137 
Stamp Pads 
Bates Mfg. Co 61 
Fulton Specialty Co 154 
Melind, Louis, Co 103 
Meyer & Wenthe, In 181 
Phillips Process Co 122 
Rivet-O-Mfg. Co 189 
Rockwell-Barnes Co 45 
Stewart, RK. A., & Co 196 
Victor Safe & Equip. Co 84 


Stands for Office Machines 





All-Steei Equip. Co 187 
Ames Supply Co 74 
Anderson-Hickey Co 117 
Art Steel Sales Corp 83, 123 
General Fireproofing Co., The..52, 53 
Globe-Wernicke Co., The 58, 59 
Metalstand Co 169 
Peerless Steel Equip. Co 110 
Shipman-Ward Mfg. Co 136 
Sturgis Posture Chair Co 64 
Toleco Metal Furniture Co 77 
Wells Office Furniture Co 88, 89 
Staple Extractors 
Ace Fastener Corp 107 
Staples ard Stapling Machines 
Ace Fastener Corp 107 
Acme Staple Co 185 
Bates Mfg. Co 61 
Markwell Mfg. Co 195 
Neva-Clog Products Inc 51 
Speed Products Corp 124 
Vail Manufacturing Co 81 
Stationery 
Stationers Clearing House 150 
Stencils, Brass 
Dayton Stencil Works 190 
Stenographer’s Note Books 
National Blank Book Co 87 
Rockwell-Barnes Co 45 
Stools 
Metalstand Co 169 
Toledo Metal Furniture Co 77 
Wells Office Furniture Co 88, 89 
Storage and Transfer Cases 
All-Steel Equip. Co 187 
Art -Metal Construction Co 75 
Art Steel Sales Corp 83, 123 
Bankers Box Co 104 
Barkley, C. L., & Co 96 
Browne-Morse Co 115 
Cole Steel Equipment Co 127 
Corry-Jamestown Mfg. Corp 120 
General Fireproofing Co., The....52, 53 
Globe-Wernicke Co., The 58, 59 
Guide System & Supply Co 148 
Imperial Methods Co 131 
Peerless Steel Equip. Co. 110 
Pronto File Corp 160 
Rockwell-Barnes Co 45 
Shaw-Walker Co 135 
Wagemaker Co 174 
Weis Mfg. Co 67, 68, 69, 70 
Yawman and Erbe Mfg. Co 191 
Store Fixtures and Equipment 
All-Steel Equip. Co 187 
Strong Boxes, Fire Protected 
Diebold, Inc 192 
Meilink Steel Safe Co 78 
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Tables 
Art Metal Construction Co 7 
Browne-Morse Co 115 
Corry-Jamestown Mfg. Corp 12 


General Fireproofing Co., The 








Globe-Wernicke Co., The 59 
Mutschler Bros. Co. 177 
Peerless Steel Equip. Co 110 
St. Johns Table Co. 165 
Shaw-Walker Co. 135 
Victor Safe & Equip. Co 84 
Wells Office Furniture Co 88, 89 
Tags 
Reyburn Mfg. Co., Ine. 118 
Tax Record Books & Systems 
Commonwealth Publishing Co 57 
Telephone Accessories 
Bates Mfg. Co 61 
Victor Safe & Equip. Co x4 
Telephone Stands 
Art Metal Construction Co. 75 
Art Steel Sales Corp 83, 123 
General Fireproofing Co., The...52, 53 
Globe-Wernicke Co., The 58, 59 
Peerless Steel Equip. Co. 110 
Shaw-Walker Co. 135 
Yawman and Erbe Mfg. Co. 191 
Thumb Tacks 
Graff, Geo. B., Co 169 
Noesting Pin Ticket Co 101 
Ticket Holders 
Aigner, G. J., Co. 133 
Vail Manufacturing Co. 81 


Trimming Boards 


Amer. Photo Laboratories 146 
Photo Materials Co. 153 
Precise Developments Co 146 
Tying Bands & Devices 
Rocnester Wire-O Bindg. Co. 198 
Type, Typewriter 
Amer. Writing Mach. Stores Div... 71 
Ames Supply Co 74 
Shipman-Ward Mfg. Co 136 
Typewriter Cleaning Material 
Amer. Writing Mach. Stores Div 71 
Ames Supply Co. 74 
Clarotype Co. 166 
Martens Type Cleaner Co 198 
Mittag & Volger, Inc. 19 
Red Feather Products, Ltd 73 
Regal Typewriter Co. 190 
Reliance Pencil Corp. 193 
Rivet-O Mfg. Co. 189 
Shipman-Ward Mfg. Co 136 
Webster, F. 8., Co 2 
Typewriter Cushion Keys 
Amer. Writing Mach. Stores Div... 71 
Ames Supply Co 74 
Peerless Key-Imperial Mfg. Co. 95 
Shipman-Ward Mfg. Co 136 
Speed Key Mfg. Co. 193 
Speed Products Co 124 
Typewriter Cushion Knobs and Bases 
Amer, Hair & Felt Co 105 
Amer. Writing Mach. Stores Div... 71 
Ames Supply Co 74 
Peerless Key-Imperial Mfg. Co 95 
Shipman-Ward Mfg. Co 136 
Typewriter Parts and Tools 
Amer. Writing Mach. Stores Div 71 
Ames Supply Co 74 
Shipman-Ward Mfg. Co 136 
Typewriter Equipment Co 190 


Typewriter Tables 


(See Stands for Office Machines) 
Typewriters, Mfrs. of 
Royal Typewriter Co. 133 
Smith, L. C., & Corona Type- 
writers 


Underwood Elliott Fisher Back Cover 


Typewriters, Rebuilt and Used 
Amer. Writing Mach. Stores Div 71 
Int'l Typewriter Exchange 188 
Regal Typewriter Co 190 
Shipman-Ward Mfg. Co 136 
Visible Systems Equipment 
Acme Visible Records, Inc 97 
Aigner, G. J., Co. 133 
Art Metal Construction Co. 75 
Boorum & Pease Co. 79 
Diebold, Inc 192 
Globe-Wernicke Co. ie 58, 59 
Master-Craft Corp. Div. S-W 93 
National Blank Book Co. 87 
Shaw-Walker Co 135 
Sheppard, The C. E. Co 141 
Stationers Loose Leaf Co 108 
Victor Safe & Equip. Co 84 
Wilson Jones Co. 47 
Yawman and Erbe Mfg. Co 191 
Wardrobe Racks 
New England Woodworking Co. 168 
Vogel-Peterson Co 162 
Waste Baskets 
Art Steel Sales Corp 83, 123 
Cole Steel Equipment Co 127 
Corry-Jamestown Mfg. Corp 120 
General Fireproofing Co., The 52, 53 
Globe-Wernicke Co 58, 59 
Peerless Steel Equip. Co ..110 
Shaw-Walker Co 135 
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WANTS AND FOR SALE 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED 


OFFICE MACHINE CONNECTION wanted by salesman who has served as sales- 
man and operated own business. Interested particularly in Southern California 
where now located and engaged in armament activities. Capable of handling 
a branch office or covering a large area as representative selling to dealers. 
Best of references. Address A-28, care Office Appliances, Chicago 6. * 


STATIONERY STORE MANAGER, now employed, wishes to make a change. 
Young, married, not subject to draft. Thoroughly experienced and capable. 
Experience includes supervision of medium-sized letterpress printing plant. 
Have had special training in Business Administration, Executive Management, 
and Accounting. Will consider any field in which my qualifications would be 
an asset. Tell me what you have to offer in your first letter. Box A-24, care 
Office Appliances, Chicago 6. 


“LONDON CALLING U. S. A. Successful Sales Manager (46) linguist, London, 
Eng., holding executive position with British Manufacturers of Continuous Sta- 
tionery Systems, and who has had a life experience as Mechanised Accounting 
Adviser in Great Britain and East and Central Europe, would welcome proposition 
from American Manufacturers who are planning post-war Sales programme in 
any part of the world.’’ Contact, C. EATON. 86. Thurleigh Road. London. 
S. W. 12. England. 


SALES MANAGER; experienced national distribution, wholesale, retail and 
selling to manufacturers, offices, etc. Background of broad experience, organi- 
zation, management and with ability to develop sales nationally or locally. 
Experienced as Branch and District Manager. Also qualified for position as 
assistant to executive. Capable assuming responsibilities. Address A-23, care 
Office Appliances, Chicago, 6. 


SALES PRODUCER accustomed to turning in big volume will make a change 
after long, successful representation for one company. Has made big increase 
in sales. Interested in any stationery or office supply product which offers 
suitable sales possibilities. Experience in recent years covers Ohio and ad- 
joining states. Would prefer the same area but will gladly consider any other. 
Excellent references. Address A-25, care Office Appliances, Chicago 6. 


SALESMEN WANTED 


AAA-1 MANUFACTURER of most complete, fine quality line of hectograph and 
spirit duplicating materials, printed forms and sunolies, inked ribbons, carbon 
papers, etc., has territory openings for steady, reliable type of salesmen who 
are workers. New exclusive products have created an unusual opportunity for 
able representatives. Permanent post war employment. Opportunity for ex- 
cellent earnings. Salary and expenses paid. See display ad in this magazine. 
Write Old Town Ribbon & Carbon Co., Inc., 750 Pacific Street, Brooklyn, N. Y. 


AGENTS WANTED FOR RAPID VISUAL TAX SELECTOR. Every employer is a 
prospect for this new time saver. New government withholding tables are 
longer, more complicated. Rapid Visual Tax Selector simplifies and cuts 
culating time. There is nothing like it on the market. Sells on sight for $ ‘ 
Agents receive liberal discount. SPECIAL Introductory Offer: Send $1.38 for 
sample today (one only) and get started making substantial profits. Rapid 
Office Devices, Inc., 135 S. LaSalle St., Chicago 3, Illinois. 











WE HAVE AN OPENING for a factory salesman to handle our line of PANAMA 
Carbon Papers, Inked Ribbons and Duplicating Machine Materials, in several 
of the large Eastern States. EXCLUSIVE TERRITORY—GOOD SALARY— 
BONUS. Experience in selling stationer~ printing or novelty line would be 
helpful but not absolutely necessary. All replies treated with confidence. 
MANIFOLD SUPPLIES COMPANY, 188 Third Ave., Brooklyn 17, N. Y. 





CALCULATING MACHINE SALESMAN, with experience and ability to manage 
department, wanted, to sell Friden Calculating Machines. Must have had 5 
years or more experience, successfully selling Rotary type Calculators and have 
earned $6,000 to $10,000 annually. Apply Alexander Brothers, Limited, 180 
Merchant Street, Honolulu 3, Hawaii. 


CALCULATING MACHINE SALESMAN WANTED to sell Felt and Tarrant Comp- 
tometers. Must have had 5 years or more experience successfully selling 
Comptometers and have earned $6000 to $10,000 annually. Apply Comp- 
tometer Agency, 184 Merchant Street, care Alexander Brothers, Limited, 
Honolulu 3, Hawaii. 


MECHANICS WANTED 


SERVICE MEN WANTED—wWe need Service Men with experience on either or 
all of the following: Friden Calculators, Allen-Wales Adding Machines, Dicta- 
phones and all makes of typewrtiers. Give full details in first letter, replies 
treated confidentially. Reliable Office Equipment Co., 311 Sycamore, Evans- 
ville, Indiana. 


ADDING MACHINE MECHANIC, also Typewriter, Addressograph, Multigraph 
Mechanic. Good salary. Pruitt Office Machines, 425 N. LaSalle, Chicago. 


WANTED—Experienced Dictating machine mechanic. Young Office Equipment 
Co., 210 W. Adams St., Chicago, Illinois. 


EXECUTIVES WANTED 


STATIONERY STORE MANAGER WANTED. Capable, experienced store man- 
ager wanted by long established stationer and office outfitter in mid-west city. 
Good salary. All replies confidential. This represents an opportunity for the 
future for a man well versed in the routines of office supply store management. 
Give full details of your experience in your first letter. Address N-147, care 
Office Appliances, Chicago 6. 


REPRESENTATIVES AVAILABLE 


EXPERIENCED SALESMAN with following selling stationery to jobbers, chain, 
department, drug, gift, stationery stores in California, desires additional line. 
Commission basis. Address A-27, care Office Appliances, Chicago 6. 





SALESMAN TWENTY YEARS with well known manufacturer in middle western 
territory will start first of year as manufacturers’ representative. Has line of 
desk sets and will consider anything else in stationery and office supply. In 
top favor with responsible dealers. Outstanding references. For details write 
A-26, care Office Appliances, Chicago 6. 


REPRESENTATIVES WANTED 


SALESMEN WANTED—wWell-known manufacturer of bank passbooks and check- 
ses offers unusual SIDELINE oppertunity to a limited number of salesmen. 
Use of patented machinery permits quoting low prices on super-quality line. 
We make all styles of passbooks including N.C.R. and Burroughs machine; also 
all styles of checkcases. Impressive sales portfolio and selling plan will 
enable you to produce results immediately. Commission basis. Write today for 
complete information. Address N-146, care Office Appliances, Chicago 6. 
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WANTED TO BUY BUSINESS 


WANTED TO BUY—Complete Stationery Business. Large corporation seeking 
to expand its operations is interested in purchasing a going stationery business. 
If your annual volume is over $200,000 and you would be i terested in selline. 
write N-148, in care of this publication. All replies will be held strictly 
confidential. 


TRADE SCHOOLS 


WEBER TYPEWRITER-MECHANICS SCHOOL. A _ simplified Practical Home- 
study Course. Our students now operating their own business. Division 2, 


Canton 5, Ohio. 


SALES LETTERS 


LETTERS WILL BUILD SALES: For years I have built letters that pull sales. 
You need them more than ever now. Send me your data tor new letters, or 
unsuccessful letters for reshaping. Particulars on request. Address H. M. 
Goldthwait, 1659 Broadway, Denver, Colorado. 


FOUNTAIN PEN REPAIRING 


WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils, etc. 
Repaired at standard prices. We especially feature ‘“‘CONKLIN,’’ SWAN, 
WATERMAN, WAHL, PARKER, WELTY, StihAFFER, MOORE, etc., but can 
repair all other makes. We feature Gold Pen Points and Repairing. Mail 
all makes to ONE place for better service. (Est. 1904). ASK ABOUT 
NEW WELTY PENS, $1.50 TO $10.00 LIST. Welty Pen and Repair Co., 38 
So. State St., Chicago 3. 


ADDING MACHINE PARTS, TYPE, ETC. 


LARGE STOCKS of new and used Adding and Calculating Machine Parts avail- 
able. Quotations furnished on specific parts upon request. I. A. Dehn, Jr., 
1643 101st Ave., Oakland, Calif. 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT 


ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding-Calculating Machines, 
Dictaphones, Ediphones, bought and sold. Chicago Office Appliance Co., 529 
S. Wells St., Chicago 7. 


ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs and 
Monroe Calculators, Typewriters and all office machines bought and sold. Teeter- 
Warsh Co., 849 N. 3rd St., Milwaukee, Wis. 


BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, Comp- 
tometers, all makes calculators bought and sold. Dorrell-Markel, 93 S. 11th, 
Minneapolis, Minn. 


BURROUGHS—Duplexes, Moon Hopkins, Bookkeeping Machines, Kardex. All 
types office machines bought and sold. Fort Pitt Typewriter Co., 644 Liberty 
Ave., Pittsburgh, Pa. 


ELLIOTT-FISHER machines, calculating machines, adding machines—all office 
equipment, bought and sold V. J. Crowley Company, 434 Caswell Bldg., 
Milwaukee, Wis. 


BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting Machines, 
and everything in the office machinery line. State model, serial number and 
we will quote highest cash prices. International Office Appliances, Inc., 326 
Broadway, New York City. 


ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers, Folders, 
Typewriters, Adding Machines. Write for FREE Money Making Circwar. Pru 
Office Machines, 527 Pruitt Bldg., Chicago 10. 


FOR SALE: 1 Sundstrand model ‘C’ Bookkeeping Machine—18”. Front Feed 
carriage with payroll attachment. Serial No. 287802. Burroughs portable 
adding machines—s8 column hand operated, with 12” carriages. DLavid UC. 
Silvers, 135 Grand St., New York 13, N. Y. 


DICTAPHONES—EDIPHONES——Foremost specialists in rebuilding, sales and 
purchases of dictating equipment. Write for catalog. American Dictating Ma- 
chine Co., 235 Fifth.Ave., New York, N. Y. 


KARDEX, ACME, POSTINDEX, etc., visible filing equipment of all types bought 
and sold. We specialize in this field and offer full co-operation to dealers. 
Commercial Card System, 135 Grand St., New York City. 


KARDEX, ACME, all makes used visible filing equipment. Thousands of re- 
conditioned cabinets, panels, books, always on hand. Special service and 
prices to dealers for purchase or sale. Get our quotations. Chas. S. Nathan, 
Inc., 548 Broadway, New York. 


GUARANTEED REBUILTS, KARDEX, other yisible systems, attractively refin- 
ished, thoroughly rebuilt for years of additional service, moderately priced. 
Used equipment also bought and exchanged. Universal Office Equipment Co., 
561 Broadway, New York, N. Y. 


VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in rebuilt 
Kardex, Acme and International Visible Factograph cabinets, as well as other 
makes. Have available credit authorization equipment in one line tube panels, 
and 5x1. pocket panels, for reasonable prices. Write and tell us what 
Visible Equipment you need or have for sale. Special prices to Dealers. E. H. 
Heineman, 4 North Eighth Street, St. Louis, Mo. 


FOR SALE. 700 LEDGER CAR! POSTING TRAYS. With and without covers, 
locks, and stands, all makes and sizes. WE \ : Ri POS1’tING TRAYS, ANY 
QUANTITY AND SIZE. Accurate Office Appliance Company, 115 Liberty Street, 
New York. 


75 ACME INSITE CABINETS—8x5, in 14 and 23 drawer units. Equivalent 
to new. Commercial Card System Co., 135 Grand St., New York 13, N. Y 


WANTED 
INTERNATIONAL Visible Factograph cabinets, in 6 and 12 drawer 8x5 size, 
complete with card holders and good shift rods. Would also consider 3x5 
and 4x6 cabinets if shift rods are in good condition. Advise what you have 
available. E. H. Heineman, Box 552, St. Louis, Mo. 


EMPTY SPOOLS WANTED. I will pay $1.00 per hundred for all typewriter and 
adding machine spools. Any condition and will refund postage in addition. 
Checks sent same day merchandise received. Birnbaum, Central Avenue, Far 
Rockaway, New York. 

MULTIGRAPH RIBBONS—and other wide inked ribbons re-manufactured, also 
silk ribbons. New ribbons of all kinds in the reel. Dealer proposition, Lewis, 
413 West State, Milwaukee 


WANTED: Adding Machines, rough and rebuilt, portable typewriters 3 and 4 
bank. Tampa Typewriter Service, 2206 East Broadway, Tampa 5, Florida. 
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PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 





2,334,785. Filing Cabinet. Raymond I. Mitchell, 
Auburn, Maine. Application June 19, 1942, Serial No 
447,711. Granted November 23, 1943. 

2,334,800. Loose Leaf Book Construction. Murray 
Vernon, New York, N. Y., assignor to 8S. E. & M 
Vernon, Inc., New York, N. Y., a corporation of New 
York. Application January 23, 1943, Serial No. 473,405 
Granted November 23, 194: 

2,334,825. Tray and Tray Stack. James R. Jones 
Lakewood, N. Y., assignor to Art Metal Construction 
Company, Jamestown, N. Y. Application February 4, 
1943, Serial No. 474,683. Granted November 23, 1943 

334,896. Coin-Handling Device. Francis J. Brady, 
Providence, R. I. Application October 5, 1942, Serial 
No. 460,789. Granted November 23, 1943 

2,334,912. Collapsible Book Rack and Divider There- 
for. Guy R. Eide, Detroit, Mich. Application Octo 
ber 9, 1942, Serial No. 461,434. Granted November 
23, 1943 

334,953. Accounting Machine. William H. Petit, 
nay Ohio, assignor to The National Cash Register 
Company, Dayton, Ohio, a corporation of Maryland. 
Application August 724, 1936, Serial No. 97,564. 
Granted November 23, 1943. 

2,335,047. Double Adjustable Binder. Brooks Flem- 
ing Ellis, White Plains, N. Y., assignor to Federbush 
Co., Inc., New York, N. Y. Application October 17, 
1941, Serial No. 415,443. Granted November 23, 1943 
335,051. Billfold. Leah L. Gardner, University 
y, Mo Application July 11, 1941, Serial No. 
401 *903. Granted November 23, 1943 

2,335,092 Letter Page End Indicating Device. 
Paulus Johannes Adrianus van Deinse, Fillmore, Calif 
Application August 5, 1941, Serial No. 405,556 
——— November 23, 1943 

2,335,148. Pencil Sharpener Construction. Edward 
Cc "Hoffman, University City, Mo., assignor to Triple 
“‘E’’ Products Company, St. Louis, Mo., a corporation 
of Missouri. Application March 14, 1942, Serial No. 
q Granted November 23, 1943 

Fountain Pen. Norman E. Weigel, Short 
J Application July 2, 1943, Serial No 
Granted November 23, 1943 
3. Calculating Machine. Harold T. Avery, 
Oakland, Calif., assignor to Marchant Caleulating Ma 
chine Company, a corporation of California. Applica 
tion February 12, 1940, Serial No. 318,490. Granted 
November 30, 1943 

2,335,232. Upwardly Opening Safe. Cecil T. Bough 
ton, Canton, and Karl H. Miller, North Canton 
Ohio, assignors to Diebold, Incorporated, Canton, Ohio 
a eorporation of Ohio Application January 10, 1942, 
Serial No. 426,314. Granted November 30, 1943 

2,335,251. Typewriting-Calculating Machine. Robert 
Anschutz, Zella-Mehlis, Germany; vested in the Alien 
Property Custodian. Application June 21, 1939, Serial 
No. 280,405. Granted November 30, 1943 

2,335,282. Caleulating Machine. Edgar B. Jessup, 
Piedmont, and Harold T. Avery, Oakland, Calif., 
assignors to Marchant Calculating Machine Company, 
a corporation of California. Application July 6, 1940, 
Serial No. 344,238. Granted November 30, 1943. 

2,335,343 Accounting Machine. Henry F. Lang 
Dayton, Ohio, assignor to The National Cash Register 
Company, Dayton, Ohio, a corporation of Maryland. 
Application December 30, 1938, Serial No. 248,403 
Granted November 30, 1943 

2,335,368 Calculating Machine. Hans WUhimann, 
Berlin-Steglitz, Germany, assignor to The National 
Cash Register Company, Dayton, Ohio, a corporation 
of Maryland Application April 8, 1939, Serial No 
266,824. Granted November 30, 1943 
2'335,391. Filing Cabinet Drawer. George W 
Cushing, Newark, N. J., assignor to E. Stanley 
Wright, Worcester, Mass., sole proprietor, doing busi- 
ness as Wright & Company. Application March 13 
1942, Serial No. 434,551 Franted November 30, 1943 

2,335,438. Carriage Decelerating Means for Business 
Machines. Robert L. Muller, Detroit, Mich., assignor 
to turroughs Adding Machine Company Detroit, 
Mich., a corporation of Michigan Application De 
cember 30, 1941, Serial No. 424,970. Granted Novem- 
ber 30, 1943. 

2,335,470. Envelope and the Like. Maurice Alland, 
Los Angeles, Calif. Application July 1, 1940, Serial 
No. 343,447. Granted November 30, 1943 

2,335,498. Addressing Machine. Harmon Parker El 
liott, Watertown, Mass. Application May 7 1940, 
Serial No. 333,810. Granted November 30, 1943 

2,335,499. Addressing Machine. Harmon P. Elliott 
Watertown, Mass. Application July’ 2, 1941, Serial 
No. 400,770. Granted November 30, 1943 

2,335,552. Puneh. Paul O. Unger, Elmhurst, Il 
assignor to Wilson Jones Co., Chicago, Ill., a corpora 
tion of Massachusetts Application March 26, 1942 
Serial No. 436,223. Granted November 30, 1943 

2,335,718 Value Stamping and Vending Machine. 
Walter H. Wheeler, Jr., Stamford, Conn., assignor to 





























Pitney-Bowes Postage Meter Co., Stamford, Conn a 
corporation of Delaware. Application March 19, 1942 
3 435,275 Granted November 30, 1943 





2,3 Paper Clip. Gardner W. Beckett, Jack 
sonville, Fla Application July 10, 1942, Serial No 
450,357 Granted December 7, 1943 

2,335,954 Duplicating Machine. Morris P. Neal 
Quincy, IL, assignor to Ditto, Incorporated, Chicago, 
ll a corporation of West Virginia Application 
January 2, 1942, Serial No. 425,409 Granted De 
cember 7, 1943 

2,335,976 Lateh Controlied Compressor. Clarence 
W. Straubel, Youngstown, Ohio, assignor to The Gen- 
eral Fireproofing Company, Youngstown, Ohio, a cor 
poration of Ohio Application July 9, 1943, Serial 
No. 494.064. Granted December 7, 1943 

2,335,989. Accounting Machine. Walter A. Ander- 
son, Bridgeport, Conn., assignor to Underwood Elliott 
Fisher Company, New York, N. Y., a corporation of 
aware Application February 4, 1941, Serial No 
333. Granted December 7, 1943 
35,992. Hand Stamp and Stencil Therefor. Mor 
S. Biskind, New York. N. Y assignor of twenty 
per cent to John J. Nichols, Forest Hills, N. Y., 
fourteen per cent to Norman H. Sehlmeyer, Brook 
N # Application November 14 1941, Serial 
419,124. Granted December 7, 1943 

2,336,028. Fountain Pen. William G. Nichol, Phila 
lelphia, Pa Application June 24, 1943, Serial No 
192,145. Granted December 7, 1943 
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assignors to Lyon Metal Products, Incorporated, 


, a corporation of Illinois. Application September 18 


Autographic Register. 
assignor to The Standard ‘orn Com 
i a Py me of Ohio 








Application February 


"Record Card Filing System. 
a. January 
943 


Jay Raymond Newland, 
a corporation of Delaware 
Ring Holder Construction. 


Application February 
Granted December 14, 


—— ar 


Stencil sae and Method of Making Same. 


Chicago, Ill., a corporation of Illinois Application 
March 11, 1941, Serial No. 382,690. Granted Decem 


ber 14 1943 
DESIGN PATENTS 


136,711. Design for a Letter Tray or Analogous 
Article. Roscoe W. Clark, Lakewood, N. Y., assignor 
to Art Metal Construction Company, Jamestown, N. 
Application February 4, 1943, Serial No. 109,445 
Granted November 23, 1943, 

136,751. Design for a Typewriting Machine. John 
Joseph Kittel, St. Albans, N. -» assignor to Royal 
Typewriter Company, Inc., New York, N. Y., a cor 
poration of New York. Application September 4, 1943, 
Serial No. 111,065. Granted November 30, 1943 





136,752. Design for a Typewriting Machine. John 
Joseph Kittel, St. Albans, N. Y., assignor to Royal 
Typewriter Company, Inc., New York, N. Y., a cor 


poration of New York. Application September on Maes 
Serial No. 111,066. Granted November 30, 194 


136,754 Design for a Mask for Semigien Ma- 
chines. Lewis Cary Myers, Freeport, N. Y., assignor 
to Royal Typewriter Company, Inc., New York, ¥ 
a corporation of New York. Application October 4, 
1943, Serial No. 111,262. Granted November 30, 1943. 


136,761. Design for a Typewriting Machine. John 
Joseph Kittel, St. Albans, N. Y., assignor to Royal 
Typewriter Company, Inc., New York, N. Y., a cor 
poration of New York Application September a: 1943, 
Serial No. 111,064. Granted November 30, 1943 

36,798. Design for a Loose Leaf Binder Ring or 
Similar Article. John J. Seelman, Milwaukee, Wis., 
assignor. by direct and mesne assignments. to Geo 
Seelman & Sons Co., Milwaukee, Wis., a corporation 
of Wisconsin. Application February 5, 1943, Serial No. 
109,468, Granted December 7, 1943. 
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Palestine Firm Seeks to Establish Post-war Contacts: Braun and 
Son, office equipment dealers located in Tel-Aviv, Palestine, is inter- 
ested in establishing contact with firms manufacturing small machines 
for engraving names on fountain pens and pencils. The Middle East 
firm is also ready to start laying the groundwork for post-war business 
on a large scale in that area and asks that old-established organizations 
in the business equipment field contact them immediately. All com- 
munications should be addressed to Office Equipment Braun & Son, 
13 Herzl Street, Tel-Aviv, Palestine. 

Stationery Lines Wanted for Venezuela.—Messrs. F. Guzman and Com- 
pany, Urdaneta a Salom No. 77 (P. O. Address—Apartado 1873), Caracas, 
Venezuela, are interested in contacting manufacturers of pencils, sta- 
tionery specialties, carbon paper, ink, steel pens, and other stationery 
items for the purpose of establishing an exclusive selling and distributing 
agency for their products in Venezuela, The Guzman organization func- 
tions as manufacturers’ sales agents, distributors and importing mer- 
chants. 

C. Eaton, 86 Thurleigh Road, London S.W. 12, England, a successful 
sales manager and linguist, 46 years old, now holding an executive posi- 
tion with British manufacturers of continuous stationery systems, and 
with extensive background as mechanized accounting adviser in Great 
Britain and in eastern and central Europe, is open to propositions from 
American manufacturers planning post-war sales programs in any part 
of the world. Mr. Eaton may be reached by interested parties at the 
above address. 

Cuban Firm Seeks Books.—Jose Py Diaz, Neptune 210, Havana, Cuba 
is interested in receiving catalogs or information and prices from manu- 
facturers of notebooks, memoranda books, address books and pocket books. 
Domestic manufacturers producing these and similar items should com- 
municate immediately with Mr. Diaz at the above address. : 

New Establishment Seeks Stationery and Office Supply Lines.—The Gen- 
eral Printing Company, 13 Meeting Street, Pawtucket, R.I., printers for 
the past 18 years, have announced their removal to a downtown store 
location, where a stationery and office supply department will be estab- 
lished. Manufacturers of the above mentioned lines who are able to handle 
additional customers are asked to send literature, catalogs and price lists 
to the inquirer at the above address. 

Office Specialty Company, Eighth and Grand Avenue, Des Moines 9, lowa, 
having recently opened a new office equipment and service company in 
that city, are interested in receiving catalogs and literature from firms 
serving this trade. Interested manufacturers may communicate with the 
new organization at the above address. 








NEW TRADE LITERATURE 


Automatic Pencil Sharpener Company, Division of Spengler Loomis Mfg. 
Company, 58 East Washington Street, Chicago 2, IIl., announced late in 
December that their new two-color, four-page folder titled ‘Instructions for 
Replacing Worn Cutters,’’ was ready for distribution. The new folder, 8% x 
ll-inch page size, is attractively printed on good stock. The center spread 
is devoted to instructions for installing and changing cutters on various 
popular makes of pencil sharpeners; the back page is captioned ‘‘How to 
Sharpen a Pencil’? and also contains useful information on the care of 
sharpeners. Copies may be obtained by communicating with the manu- 
facturer at the above address. 

C. Howard Hunt Pen Company, Camden, N. J., has recently issued an 
instruction folder on the upkeep and repair of their ‘Boston’ pencil 
sharpener. The new folder offers valuable suggestions for the replace- 
ment of worn parts, along with instructions for the installation of new 
cutters and directions for reassembling. Copies may be had by address- 
ing the manufacturer at the above address. 








CORPORATION REPORTS AND 
FINANCIAL NOTES 


Eversharp, Inc., Chicago, §1.—Directors of Eversharp on December 17 
placed the common stock of the company on an annual dividend basis of 
$1.20 a share, payable quarterly, plus such extra dividends as might be 
declared by the board. A quarterly dividend of 30 cents and an extra divi- 
dend of 25 cents were voted. The preceding dividend was 75 cents, paid last 
June 15, (Chicago Daily Tribune, December 18.) 

Remington Rand, Inc.—Late in November the directors of Remington 
Rand, Inc., ordered an interim dividend of 30 cents a common share, pay- 
able January 2 to stock of record December 10. The two previous pay- 
ments were 25 cents each. With this dividend, disbursements to com- 
mon stockholders in the fiscal year to date amounted to 80 cents a share, 
compared with 65 cents in the preceding year. (Phoenix, Ariz., Republic, 
November 24.) 


MISSING MACHINES 


Dealers everywhere are asked to be on the lookout for the following office 
machines (described and numbered below) which have been reported lost, 
stolen or strayed. Information on machines located should be transmitted 
immediately to the firm, organization or individual concerned. 
J. W. Densford, Shawnee, Okla.—Sundstrand adding machines, 
15302BS and A8343. 
_National Office Machine Dealers Association, 700 North Quincy, Topeka, 
Kans.—Royal No. A-415874, property of the United States Government. 
Michael T. Hughes, chief of police of Newton, Mass.—Remington Noise- 
less, QP-61901. 
M. Friedland, St. Paul Typewriter Exchange, 380 Minnesota Street, St. 
Paul, Minn.—Brand name of typewriter not given; serial number, 3902407. 
R. F. Manchester, Adding and Bookkeeping Machine Service Company, 
210 West Eighth Street, Kansas City, Mo.—One Victor six-column adding 
machine, No, 458082; one Victor eight-column adding machine, No. 237234; 
four Royal typewriters, Nos. X-1170090, X-1038157, X-1398335 and 
X-106830-40; and one Comptometer, No. 123252. 
_ Waterloo Typewriter Exchange, 225 East Fifth Street, Waterloo, ta.- 
I'wo typewriters: one elite type Underwood No. 5-2458019, equipped with 
green rubber key caps; one Royal KH-1816500, also elite type and equipped 
with green rubber key caps. These machines were reported stolen on the 
night of December 2 from the Stewart-Simmons Company, Waterloo, Ia. 
If anyone attempts to dispose of these machines in any dealer’s store, 
please hold the machines and call your local police at once. Request 
them to notify Waterloo police by wire. 
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WHY SHOULD YOU JOIN A DEALER ASSOCIA- 
TION? There are three chief reasons, says C. E. Bush in 
his timely article on local associations on page 24, why 
every office supply dealer should belong to such an or- 
ganization. Those reasons are friendship, education and 
better business. What his group has done in Washington 
can be done elsewhere as well. 


* 


APPROACHING THE CROSSROADS IN BUSI- 
NESS OPERATIONS. On page 21, A. R. Skibbe, Asso- 
ciated Stationers Supply Company, Chicago, emphasizes 
the fact that business is now approaching the crossroads. 
Legislation and advancements in science cannot be 
ignored in future operations, he maintains, and closes 
with the terse observation, “As we think about business 
for the future, so it will be.” 


* 


HOW DEALERS CAN PLAN OPERATIONS IN 
1944. Another of the popular series by Fred Merish ap- 
pears in this issue on page 22. The successful projection 
of business plans for the coming year depends, he says, 
on preparing a budget, not for a year or half-year, but 
month-to-month. He explains the simplified method of 
handling this important accounting procedure. 


* 


MESSAGES FROM GREAT BRITAIN. You'll be 
interested in reading the statements by the chief execu- 
tives of four British associations in the office equipment 
and supply industry. Beginning on page 30, they not 
only cover the industry in Britain under wartime condi- 
tions but present interesting opinions as to the future 
of the trade when military conflict ceases. 


* 


OFFICE FURNITURE DEALERS CO-OPERATE 
SUCCESSFULLY. Competition coupled with co-opera- 
tion is a new slant on the retailing of office furniture. 
Phil Lance, in a revealing article on page 32, tells how 
six co-operating dealers in Philadelphia traded items, 
made use of another’s storage space, and even sold goods 
(which were unavailable at the moment in the seller’s 
store) from a brother merchant’s stock, the latter lend- 
ing a helping hand, if necessary, to close the deal. It’s a 
good system, and one well worth imitating in any large 
city. 


* 


NINETEENTH ANNUAL OFFICE SPECIALTIES 
SECTION. The sales ideas given by eight dealers in this 
feature probably can be adapted to your own business. 
The section begins on page 13. 
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Commerce with the Republics 
SOUTH OF THE RIO GRANDE 


PAN AMERICAN DAY 


ACH year on the fourteenth of 
+ April, Pan American Day is cele- 
brated in special recognition of Pan 
Americanism as a growing, effective 
movement among the 21 republics of the 
Western Hemisphere. Celebrations, of- 
ficial and unofficial, are held in each 
country in the Pan American Union, in 
observance of the day that was set aside 
in 1931 as one on which the nations of 
America would annually commemorate 
their friendship, co-operation, and com- 
mon adherance to the principles of 
democracy. This year, as in each year, 
people will gather in government pal- 
aces, auditoriums, halls of learning, and 
in smaller and humbler school rooms, 
clubs, and other meeting places to memo- 
rialize their hemisphere’s heritage of 
liberty, and to dedicate themselves anew 
to their present responsibility of defend- 
ing it. 


ON FACING PAGE—HALL OF THE 
AMERICAS, PAN AMERICAN 
UNION BUILDING, WASHING- 
TON, D. C.—Spacious, architecturally 
beautiful, this hall has been the scene 
of numerous great conferences that 
have contributed to the welfare of the 
republics of the Western Hemisphere. 
(Photo courtesy of the Pan American 
Bulletin.) 
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XPORTS of office equipment, machines and supplies to Central 

and South American countries have been practically non- 
existent for some time. Several factors, such as restrictions in 
manufacture, tremendous increases in domestic demands, lack 
of transportation facilities, and so forth, have contributed to this 
condition. Whatever the causes, one result has been concentra- 
tion on home markets to virtual disregard, in some cases, of 
Latin American opportunities. 

While it is true that there are little prospects for establish- 
ment of immediate trade activities, the post-war potentials are 
great. And now is the time to negotiate commercial relations so 
that trade can begin at once when war ceases. 

Export Potentials Indicated 


The export business possibilities in the Pan American republics 
south of the Rio Grande are indicated clearly in a recent address 
by Nelson A. Rockefeller, Co-ordinator of Inter-American Affairs. 
Mr. Rockefeller says: 

“The war has caused many dislocations and hardships in our 
neighboring republics. They have accepted the dislocation and 
hardships of war with the same uncomplaining spirit of sacrifice 
that our own people have shown in the United States. 

“The other Americas, as part of their contributions to victory, 
have stepped up production of strategic and critical materials 
for United States war industry. Because of the shortage of ship- 
ping and the concentration of industry upon war production, 
these countries are unable to get many of the goods they need 
and normally import in large volume. As a result, the balance 
of their trade is impaired; they have increasingly large balances 
of foreign exchange; in some areas there are unusually high 
levels of employment, and unemployment in others; they have 
difficulties in maintaining transportation and obtaining food and 
other essential supplies. 

“Of necessity, joint action between nations in wartime is largely 
action on the part of the Government. But after the war, the 
major burden of co-operative action in the development of the 
hemisphere will rest upon the initiative, the imagination and the 
drive of individuals and private groups throughout the Americas.” 

Industrialization Requires Utilities for the Office 


Mr. Rockefeller refers to stepped up production, increased in- 
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dustrialization, and lack of imports of many goods needed. In- 
cluded in the needed merchandise are office equipment and sup- 
plies. Further, industrialization always leads to increased use of 
office utilities. Throughout Latin America industrial expansion 
is building up a large market for the products of this industry. 

Lawrence W. Witt of the United States Department of Agri- 
culture, writing in a recent issue of the Bulletin of the Pan Amer- 
ican Union, says, “Along with the increased sales from Latin 
America have come decreased purchases from abroad, lower in 
volume if not in value, or increases in imports smaller than 
increases in exports. There are two main reasons for the de- 
creased importation in spite of a general increase in availability 
of foreign exchange to Latin American countries. Former areas 
of supply of imported goods in continental Europe have been 
cut off so that virtually none are obtained, while the alternative 
sources in Great Britain and North America have had difficulty 
in providing even normal exports, let alone taking over any sub- 
stantial portion of the markets held by other former exporters. 
As a result local industries to produce such goods or substitutes 
for them have been developing for some commodities. In Brazil 
alcohol production from sugar cane has been increasing to sup- 
plement very limited quantities of gasoline available. In Brazil, 
Argentina, and other countries increasing use is being made of 
wood to substitute for the coal no longer being imported. Chile and 
Brazil are expanding steel production to provide local sources of 
this metal. Many other examples could be cited of the forced 
increase in local and regional self-sufficiency. Along with these 
developments have usually gone increased economic activity and 
higher prices. 

Economic Interdependence of the Americas 


“Events of the past few years have dramatized the interde- 
pendence of all nations in a political sense. Fully as dramatic 
for the American nations has been the demonstration of economic 
interdependence in all parts of the continent as the economic 
machinery of the United States began to operate in high gear. 
Full utilization of the economic resources of the continental 
United States calls for greater and greater supplies from the 
resources of the countries to the south and north, and this in- 
creased procurement in turn stimulates greater economic activity 
in these countries.” 

Although it is impossible to prognosticate just when movement 
of civilian merchandise to Latin America will be resumed on a 
substantial scale, there seems to be some foundation for the hope 
that shipping restrictions will be eased before many months. If 
production restraints are also eased a bit, as is expected, com- 
mercial contacts should be made at once. Planning in the present 
to care for future business would appear to be the course of 
wisdom. 
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PAN AMERICAN UNION 


HE PAN AMERICAN UNION, now 53 
years old, is an international organ- 
ization created and maintained by the 
twenty-one American Republics: Argen- 
tina, Bolivia, Brazil, Chile, Colombia, 
Costa Rica, Cuba, the Dominican Re- 
public, Ecuador, El Salvador, Guate- 
mala, Haiti, Honduras, Mexico, Nicar- 
agua, Panama, Paraguay, Peru, the 
United States, Uruguay, and Vene- 
zuela. Originally known as the Interna- 
tional Bureu of the Americn Republics, 
it was established in 1890 in accordance 
with a resolution passed April 14 of that 
year by the First International Confer- 
ence of American States, which con- 
vened at Washington in October, 1889. 
April 14 is celebrated annually through- 
out the Americas as Pan American Day. 
PURPOSE AND ORGANIZATION 
The purpose of the Pan American 
Union is to promote peace, commerce, 
and friendship between the Republics of 
the American Continent by fostering 
constructive co-operation among them. 
The Union is supported by annual con- 
tributions from all the countries, in 
amounts proportional to population, and 
its services are freely available to of- 
ficials and private citizens alike. Its 
affairs are administered by a Director 
General and an Assistant Director, 
elected by and responsible to a Govern- 
ing Board composed of the Secretary of 
State of the United States and repre- 
sentatives in Washington of the other 
American governments. 
ADMINISTRATIVE DIVISIONS 
The administrative divisions of the 
Pan American Union are organized to 
carry out the purposes for which it was 
created. There are special divisions 
dealing with foreign trade, statistics, 
economics, intellectual co-operation, mu- 
sic, juridical matters, agricultural co- 
operation, travel, and labor and social ~ 
information. All these divisions main- 
tain close relations with official and un- 
official bodies in the countries members 
of the Union. The Columbus Memorial 
Library contains 115,000 volumes and 
many maps. The BULLETIN of the Pan 
American Union, published monthly in 
English, Spanish, and Portuguese, is the 
official organ of the institution. 
PAN AMERICAN CONFERENCES 
The Pan American Union also serves 
as the permanent organ of the Interna- 
tional Conferences of American States, 
usually referred to as the Pan American 
Conferences. In addition to preparing 
the programs and regulations, the 
Union gives effect to the conclusions of 
the Conferences by conducting special 
inquiries and investigations and by con- 
vening or arranging for special or tech- 
nical conferences in the intervals be- 
tween the International Confernces of 
American States. 
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SPECIALTIES 


AND 


SPECIALIZING 


O THREE major lines — office furniture, office machines, and 

systems equipment — has been credited most of the expansion 
made in the commercial stationery business in the past 25 or 30 
years. They have transformed the business, adding to its function 
of distribution of office supplies that of specialization in systems, 
equipment and attendant utilities which facilitate and economize 
office procedure. This new function of the commercial stationery 
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business not only demanded a new order of merchandising but also 
a new order of selling beyond merely convincing the buyer that the 
price was as low as elsewhere for the same quality —a new technique 
applicable to the factors of system, convenience, economy, dispatch, 


comfort, and beauty. 

The new order and the new technique for specialized selling 
enhanced the prestige of the business and made the commercial 
stationery establishment “the department store of general business” 
—source of supply for most office requirements except highly 


specialized machines. 


SPECIALTY TECHNIQUE HAS BEEN TESTED 


Since 1926, when the first annual specialties section was pre- 
sented in OFFICE APPLIANCES, sales potentials inherent in 


office specialties have been tested extensively by commercial sta- 
tioners. The trials have resulted in a great advance, both in the 
profitable volume in specialty items and in the conception of what 
constitutes an office specialty. From a relatively restricted idea of a 
machine or mechanical device, the term has broadened in definition 
to include a variety of systems and equipment whose character 
requires a special sales method or effort to convince prospects. 
Emphasis has been shifted from product only to technique of sale. 
So far has the pendulum swung that some stationers assert that 
any item in the stock of any office equipment and supply store can 
be sold as a specialty. Individual characteristics of a local market 
will naturaly have an influence upon just what items are chosen 
for specialization, but any item, it is maintained, CAN be moved 
on a specialty basis. In the final analysis, as Ivan Allen of the Ivan 
Allen-Mershall Company, Atlanta, Ga., said in an article in last 
year’s Specialties Section, “In our business, all selling is specialized.” 


STAPLES BECAME SPECIALTIES 


Staple products have become specialties by virtue of conditions 
as well as sales method. Under the impact of a full war economy, 
many lines, particularly those having the more obvious specialty 
characteristics, became unavailable. Frequently, alternates were not 
to be had. Despite draft calls and losses of personnel to war plants, 
many trained specialty salesmen remained on stationers’ staffs and 
searched for something to sell. They took up so-called staple goods, 
over-the-counter items, and found them rich in sales potentials 
when sold as specialties. 

Although selling has been “‘easy”’ and buying ‘‘hard”’ for quite 
a long time, there are evidences pointing to a gradual resumption 
of manufacture of certain scarce items in the coming months. Those 
who practice specialization will be ready to go as soon as releases 


permit production. 
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Diversify with Specialties for More 
EVEN VOLUME DURING WAR 


LMOST without exception, 
the stationer of today finds 
that he is serving a market quite 
different than that of a few 
months ago. Many of his custom- 
ers of the past have switched to 
war activities, others have closed 
up their offices, and the Govern- 
ment is likely to be the biggest 
customer for every item in stock. 
As a direct result, volume of sales 
is likely to become “lopsided” un- 
less changes are made in mer- 
chandise to compensate for the 
peculiar nature of the wartime 
market. In the smaller store like 
my own, we were accustomed to 
a Steady stream of small business- 
men dropping in regularly for 
small orders. Now traffic is made 
up largely of businessmen who 
make only rare calls, want large 
orders, and leave large gaps be- 
tween visitors during the day. 

In our store we have discovered 
that we can most easily fill up 
these “gaps between” and round 
out the day’s business by diversi- 
fying our stock with outwardly in- 
significant sidelines. More impor- 
tant we can bring in many more 
customers per day, keep up store 
traffic, and round out volume to 
cover much more than essential 
office items which are sometimes 
difficult to procure in the needed 
amounts. All of this counts, and 
can play a large part in rebuild- 
ing our standard trade when the 
war is won. 


Find a Market and Then 
the Merchandise 


Diversification at Dixie Office 
Supply Company consists of fer- 
reting out a practical market for 
some item, putting in the mer- 
chandise which fits and sticking 
to it—even when it may have no 
practical relationship to our 
peacetime stocks. For a good ex- 
ample, we are constantly attempt- 
ing to obtain merchandise which 
will appeal to soldiers and avia- 
tion cadets stationed at a nearby 
aviation training field. One day 
I learned that cadets were study- 
ing navigation problems involving 
protractors and metric rulers. I 
immediately put in a small stock 
of these, including acetate plastic 
clear styles at prices from 35 cents 
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to $1.50, added a few rulers and 
drawing pencils, and tested them 
in the window. The first day we 
sold a dozen protractors, and on 
a Saturday cleaned out the origi- 
nal stock. Now we enjoy a con- 
sistent traffic of cadets who 
depend on us for accurate angle- 
drawing equipment and are will- 
ing to buy complete sets. 

The same cadets will be flying 
soon. Accordingly we put in a 
stock of leather log books for fly- 
ing time, placed them near the 
protractor display, and immedi- 
ately got them into the rapid 
turnover class. At a dollar they 
have proven a valuable drawing 
card for our leather goods depart- 
ment, and have sold ring binders, 
notebooks and files steadily. It 
takes only one or two sales to 
establish more, and now that we 
have these items, scores of cadets 
are coming in every day. 


Dictionaries Sell Well 


Another diversified line—higher 
priced dictionaries—has proven its 
worth in profitable sales to the 
“average man” or woman. A sales- 
man attempted to get me to ex- 
periment with them for several 
months before I hesitantly put in 
a line of inexpensive $3 and $4 
types. These sold so fast—and to 
absolutely new customers—that I 
tried out $22.50 dictionaries 
mounted on handsome stands. 
We sold seven of these within 
three months—not a startling vol- 
ume, but highly satisfactory. In- 
cidentally one of the dictionary 
sales got us all the business of a 
writer in our city who uses a great 
amount of office supplies. 

Now the dictionary line has 
been greatly amplified, is dis- 
played once a week and has cre- 
ated a surprisingly large feminine 
traffic for us. Many of the women 
asked for lower-priced world 
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globes. We felt encouraged enough 
to display a line of globes in all 
price ranges, and we have found 
them the most rapid-selling line 
we handle. After the African in- 
vasion our globe stock was snapped 
up in two days. Globes will sell 
tremendously all through the war, 
particularly in the moderate price 
lines, to anybody who enjoys trac- 
ing military progress through 
news reports. 

We have built up a huge ink dis- 
play, 400 per cent larger than 
during peacetime. We appeal to 
every customer to write more let- 
ters to men in service and back 
up our advice with a vast stock 
of ink and boxed writing paper. 
Our sales people have instructions 
to buttonhole every customer 
known to have relatives in uni- 
form, and suggest colored inks 
and cheerful stationery which 
helps to inject pleasure in the 
fighting man’s life. Ink has thus 
moved up several places in the 
importance ledger for us. We use 
continuous ink and paper displays, 
follow up newspaper announce- 
ments of inductions and enlist- 
ments, and keep new people com- 
ing in, even if only for a 15-cent 
bottle of ink. 

Another little novelty which is 
surprisingly worthwhile is a hu- 
morous sticker sign for automo- 
bile windshields and windows. 
These read, “To Hell With Tokio,” 
“Thumbs UP,” and so forth. At 
25 cents they are excellent items 
to show in display windows and 
push as extra-sale items. Patriot- 
ism is a lot stronger in customers 
than most stationers realize. A 
counter of these little signs and 
“sons in service” cards and win- 
dow flags has brought us highly 
agreeable results. 


Market for Duplicating Machines 


Lastly, we have been assisting 
dozens of office managers in ob- 
taining proper priorities to buy 
duplicating machine equipment. 
Surveying these offices, we found 
that many of them were seriously 
hampered by the fact that local 
or even distant printers were un- 
able to accept orders for forms, 
various direct mail pieces, and so 
forth, which the office manager 
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badly needed. Since the dupli- 
cating machine offers a ready so- 
lution to most of these problems, 
we have resurrected all those out 
of service or unused, put them 
into the offices where they will do 
the most good, and helped others 
to buy. We are pushing dupli- 


cating machine service and main- 
tenance heavily. By teaching new 
and inexperienced employees to 
handle them correctly, we have 
built extra goodwill. 

We feel it is wise to experiment 
with almost any line of merchan- 
dise, once we have determined 





that some sort of a market exists 
for it. I feel that stationers who 
worry about store prestige or ap- 
pearance and refuse to “clutter 
up” the interior with new lines 
are making a serious mistake— 
and that the war years are time 
for sidelines of any kind. 


Stationers Can Be Headquarters for New 
SPECIALTY MERCHANDISE 


T IS MY feeling that the office 

equipment and commercial sta- 
tionery dealers who also enjoy a 
large volume in office machinery 
agencies have learned many 
things during the war. Many 
stores, strictly commercial in char- 
acter, have added artist’s draw- 
ing materials, greeting cards, 
books, games, and gifts of the bet- 
ter kind, making their stores 
headquarters for all kinds of spe- 
cial merchandise. In the coming 
post-war period, the store that 
has enlarged in this way will have 
an opportunity for a much larger 
sales volume and be a better store 
in its community. 

Another consideration is that 
those stationers who have been 
successful in this special mer- 
chandise development have found 
that better price marking, better 
displays, easier and quicker han- 
dling of customers is now, and will 
be in the future, a bigger factor in 
stationery merchandising. 

There are many items that re- 
quire time in order to be sold 
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effectively because of the neces- 
sity of explaining systems, work- 
ing out adaptations to individual 
requirements, and so forth. On 
such lines price markings are not 
so important. The many small 

















MR. ASHLEY 


items in the average stationery 
Store, however, should be clearly 
marked and displayed so the cus- 
tomer can get in and out of the 
store quickly. I feel this will be 
a definite trend in our industry, 
because failure to follow it will 
open the way after the war to 
competitors who will not give the 
service stationers have always 
given. Such merchandisers will 
be quick to take advantage of the 
situation. More open displays of 
all kinds, with prices clearly 
marked, will lower store selling 
costs and increase volume. 

We have learned a lot during 
the past two years. The experi- 
ence should be invaluable to us 
during bad times as well as good. 

In closing let me say: Treat your 
customers today in the same help- 
ful, cheerful way you did before 
the war, lest you be visited with 
an unpleasant surprise later, when 
buyers with long memories will 
shy away from those suppliers 
who assumed independent atti- 
tudes during rush times. 


Orders-in-Blank for 
POST-WAR TYPEWRITERS 


HE OTHER day a factory man 
from one of the well known 
typewriter manufacturing compa- 
nies dropped in at the store of 
Henry N. Levy & Company, Vicks- 
burg, Miss., agents for the make of 
typewriter formerly produced by 
the factory man’s firm, and deal- 
ers in office appliances in general. 
“Glad you came in,” said Henry 
N. Levy, founder of the firm, in 
greeting to the factory man. “I 
was just on the point of sending 
your factory a little order.” 
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The factory man looked at Mr. 
Levy in a perplexed way, as well 
he might. He knew Mr. Levy well, 
had known him for a number of 
years, in fact, and was convinced 
that he was a good business man. 
But this idea of taking orders for 
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typewriters in these times was just 
too much for the factory man. 

“What do you mean you have a 
little order for us?” asked the fac- 
tory man. “Haven’t you wakened 
to the fact that we are at war?” 

Mr. Levy handed the typewriter 
man a paper which proved to be 
an order for nine typewriters. The 
factory man took the paper, looked 
at it carefully and then looked at 
Mr. Levy again. 

“What’s the matter, Levy, are 
you off the beam or something?” 
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asked the typewriter man. “Why 
this order has no models men- 
tioned, no prices, no delivery date. 
In fact it hasn’t a thing except 
the number of typewriters wanted 
and the make. What kind of an 
order is it, anyway?” 

Dealer Levy laughed. 

“This is an order for nine type- 
writers to be delivered after the 
war and as soon as you begin to 
make civilian shipments,” he ex- 
plained, still laughing. “Can you 
tell me what the model numbers 
will be?” 

The salesman looked puzzled. 

“No, I can’t,” he said. 


“Can you tell me what the price 
will be?” 

The typewriter man hesitated a 
minute and then replied, “No, I 
can’t.” 

“Can you tell me what the de- 
livery date will be?” persisted Mr. 
Levy, still laughing. 

This was too much for the sales- 
man. “O course not,” he said. 

“Well you are a heck of a type- 
writer salesman,” responded Mr. 
Levy, with a chuckle. With this 
they both laughed. The factory 
man wore a Sheepish grin. 

“Well Ill be darned,” he said, 
half to himself. “Maybe you’re not 


as dumb as I thought you were.” 

“You see,” said Mr. Levy, “after 
this war is won we are going back 
to business as we used to know it 
in this country. I haven’t any 
typewriters to sell now, so I am 
using my time to sell typewriters 
for future delivery. Each of those 
nine typewriters I have listed rep- 
resent a bona fide order. I have 
the signed originals in my safe. 
Will you accept the business?” 

“TI sure will,” snapped the fac- 
tory man. “And I’ll see to it that 
you get first pick because I know 
there are no prior orders at the 
factory as yet.” 


Posture Seating Responds to 
SPECIAL SALES EFFORT 


IKE ANY product that has 

genuine utility value, posture 
chairs can be sold in profitable 
volume if the right kind of 
planned effort is put into a deal- 
er’s sales program. This involves 
much more than simply telling a 
salesman to go out and push pos- 
ture seating. To be effective the 
plan must have a point of genesis 
as far back as the time of pur- 
chase of stock—the selection of 
the line of posture chairs that 
will most nearly fill all the re- 
quirements of customers, the idio- 
syncrasies of the sales staff, and 
the peculiarities of the local mar- 
ket. 

To begin at the beginning, we 
made a survey of sources of sup- 
ply of posture chairs. The prohi- 
bition of metal swivel mechanisms 
made it necessary that we buy 
some actual samples in order to 
judge the merits of the various 
chairs offered. Non-metal swivels 
were new and untried. We wanted 
to make our own tests. 

After purchasing about 15 mod- 
els and styles, our job was to se- 
lect the ones which could be sold 
the easiest and at the best profit. 
Several angles had to be consid- 
ered, including potential repairs, 
prices, appearance, and so forth. 
The matter of repairs was partic- 
ularly important because any 
breakage or operating failures 
might be difficult to handle and 
certainly would have a negative 
influence on profits. The price 
problem had two parts—the se- 
lection of a line sufficiently low 
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in unit price yet good enough in 
quality to assure a volume busi- 
ness, and choice of executive pos- 
ture chairs to round out our pos- 
ture seating service. A further 
factor was speed of delivery from 
the factory. With transportation 
facilities strained almost to the 
breaking point, we were fortunate 
in being able to make a connec- 
tion with a close source of supply. 


Opinion of Salesmen Asked 


Thus far only “executive” judg- 
ment had been exercised. No 
decision was reached, however, 
until our salesmen had been given 
a chance to express themselves. 
Each was asked to indicate which 
chair he felt that he could sell 
the easiest and to give reasons for 
his opinion. The choice was nar- 
rowed down to four styles. The 
soundness of this “pooled” judg- 
ment is evident in the volume of 
business we have enjoyed in pos- 
ture chairs. 

When the lines had been select- 
ed, the problem of how to reach 
the market had to be attacked. 
The salesmen all had their regu- 
lar accounts, of course, but many 
potential customers are hard to 
see. Cold canvass calls are psy- 
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chologically difficult and not pro- 
ductive except on a percentage 
basis. We found that a good way 
to gain entree was through our 
“Office Equipment Bulletin,” a 
mimeographed mailing piece we 
distribute at frequent intervals. 
Our most recent issue devoted two 
pages on a special colored paper 
to the subject of posture chairs. 
Sketches of our feature line, em- 
phasizing simplicity of adjust- 
ments seemed to ring the bell. 


Inquiry Form Gets Results 


But we wanted more than in- 
terest—we wanted specific inquir- 
ies that might lead to orders. We 
got them through a form on the 
last sheet of the bulletin. At the 
head of the form were the words, 
“For immediate service telephone 
Central 4324—or mail to Kendrick 
Furniture Company, 218 West 
Jackson Boulevard, Chicago 6, Ill.” 
Then followed spaces for the 
names of the office manager, the 
purchasing agent, or some other 
individual desiring copies of the 
bulletin. The second group of 
blank lines was for listing furni- 
ture or equipment for sale or 
trade, and the third group for 
naming items on which informa- 
tion as to availability, prices and 
time necessary for delivery was 
desired. The returns were re- 
markably high—20 to 25 per cent. 

The chair line we selected has 
two outstanding characteristics— 
good looks and simplicity of ad- 
justments. The latter is a par- 
ticularly good sales point. With 
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today’s untrained office help, man- 
agers appreciate a piece of equip- 
ment that is practically foolproof. 
From the salesman’s standpoint 
an easy demonstration of operat- 
ing simplicity is a big help. 


Better Equipment Being Bought 


Although current buying is 
largely “for the duration,” we 
have observed a recent tendency 
to swing away from the idea of 
purchasing the less durable equip- 
ment at the lower price. If the 
higher cost provides added com- 
fort, increased durability and bet- 


ter appearance, the buyer is will- 
ing to pay more. 

Capitalizing on the desire for 
greater comfort, we have featured 
posture chairs with padded seats 
and back rests. Appearance comes 
into the sales picture at this point 
because the upholstery cloth §is 
available in several colors. As most 
of the chairs are used by girls, 
the appeals of colors and fabrics 
are important. The girls rarely 
do the actual buying, but they 
exercise a tremendous influence, 
which makes it worth while for 
our salesmen to cultivate their 


good will in going after an order. 

A merchandising idea we use 
occasionally is to put chairs in 
service for demonstration pur- 
poses. These “trial” customers are 
chosen very carefully, of course, 
and in no case do we permit the 
trial period to be more than 10 
days. Results have been highly 
satisfactory. 

Posture chair sales potentials 
are great enough to warrant spe- 
cial sales effort. Following the 
process outlined in the preceding 
paragraphs has proved distinctly 
profitable to us. 


Old Customer Contacts 
KEPT ALIVE BY SPECIALTIES 


ITH the stationery depart 

ment of the Miller-Davis 
Company, Minneapolis, Minn., 
busy servicing war plants (desir- 
able business because of the pre- 
ferred priority ratings of these 
companies) one might expect that 
peace-time customers of the firm, 
especially the little fellows, would 
be neglected. 

Not so! The regular customers 
of the firm are still called on as 
usual and supplied with whatever 
goods it is possible to get for them. 
The same number of salesmen are 
employed as before the war, five 
in the country and five in the city. 
These salesmen are adept at Sell- 
ing the new Victory lines. All- 
glass inkwells, instead of ones 
with rubber, are meeting with 
favor. Stapling machines with 
wood bases instead of all metal, 
are having good sale. 

Salesmen take small specialty 
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articles with them in visiting of- 
fices and sell a large number of 
them. An example of this is a 
small erasing shell made of plastic. 
While this is a small item, usually 
one is provided for each girl em- 
ployed in the office—oftentimes 
as many as twelve. 

Another new item demonstrated 
is a goat’s hair chair pad. Of 
modest price, it is meeting with 
favor. 

By pushing such _ Specialties, 
some of them seasonal items, but 
most of them year-round, sales 
and profits are increased. In addi- 
tion, friendship is created in the 
office visited by the store repre- 
sentative, for office managers like 
to be apprised of new items on 
the market. 


Small specialty items are carried 
by the salesmen so that often the 
sale is actually consummated on 
the spot. 

In the stationery department of 
the store, these new items are 
given good display. Windows pro- 
mote timely special items. A re- 
cent attractive window was filled 
with world globes of various sizes, 
placed on different levels. With 
them were shown diaries, suitable 
for those in the armed forces, and 
other well-bound note books for 
various purposes. The suggestion 
of purchase of globes for those re- 
maining at home and diaries for 
those going away was good and 
found appreciation from many 
shoppers. 

The stationery department is lo- 
cated at the front on one side of 
the store, separated from the office 
furniture section, and entered by 
a separate door from the street. 


Specialty Techniques for Wartime 
TELEPHONE MERCHANDISING 


O CUT down gasoline and tire 

usage, office appliance dealers 
and their customers are more and 
more resorting to use of the tele- 
phone. Those dealers who succeed 
in holding—and building—tele- 
phone patronage will be those who 
have mastered the technique of 
doing business by invisible con- 
tact. 
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Actual telephone merchandising 
begins even before the first words 
are said—begins, in fact with the 
lifting of the receiver. It should 
be picked up gently so that no 
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loud clicking sound reverberates 
in the ear of the listener. 


Secondly, identity of the store 
should be given as soon as the 
receiver is picked up. In pre-war 
days, “Good morning. Smith 
Brothers,” was frequently heard. 
Now, in the interest of cutting 
time on the phone to a minimum, 
“Smith Brothers,’ must suffice. 
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But, with practice, the simple 
identification can be said with all 
the warmth of a complete sen- 
tence, such as, “Good morning. 
This is the Smith Brothers sta- 
tionery store.” 

Next, cultivate a pleasing over- 
the-wire personality. Make the 
customer believe you are glad to 
talk to him. Be glad to talk to 
him! Keep a smile in your voice. 
In fact, it helps to smile as you 
talk, the smile somehow seeming 
to carry over the wire. 

As early as possible in the con- 
versation seek the identity of the 
caller. Get his name and you can 
use it as you talk. With each re- 
petition it becomes fixed in the 
mind. 

Talk directly into the phone, 
using a normal tone of voice. Keep 
lips about a half-inch from the 
mouthpiece. Thus will you be 
easily understood by the person on 
the other end of the line. Never 
attempt to telephone with a cigar- 
ette or chewing gum in your 
mouth. Your voice must be clear 
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and understandable to promote 
Sales. 

If your caller is placing an or- 
der, write it down as it is given, 
when it is given, and you'll avoid 
mistakes and build good will. 

If during the course of conver- 
sation you find it necessary to 
leave the phone, first explain to 
the customer what you are doing 
—and apologize courteously. Put 
the phone down gently. When you 
return to the phone, once again 
have a care for the caller’s ear- 
drum—pick it up gently. 

When someone orders one ar- 
ticle on the phone, unless he ap- 
pears to be in a terrific hurry, try 
to sell him something he can use 
in connection with it. 


Opportunity for “Special Item” 
Sales 


The telephone offers an excel- 
lent means of selling “special 
items.” Good customers may be 
called, and informed of the new 
lines of merchandise being stocked. 
New customers phoning for a par- 


ticular item may have the special 
suggested to them. 

When an inquiry call is made 
concerning the price of an article 
or if a certain item is carried, 
take advantage of the opportu- 
nity to ask, “May we send one 
out?” or to state, “We have only a 
few left, and due to the war may 
not be able to get any more soon. 
Wouldn’t you like to place your 
order now?” 

Once you have a customer’s or- 
der, read it back, checking to see 
that you have all items listed cor- 
rectly. Check, too, to make sure 
name and address are correct. 

Last but not least, spend some 
time browsing among the stock— 
familiarizing yourself with it. 
Often you will be called upon to 
describe certain items to customers 
over the phone. Hence, you will 
need to know exactly what you 
have on hand. In a like manner 
learn to know by heart prices of 
all possible items. This will save 
many unnecessary trips to and 
from the phone. 


Specializes on Extra Lines 


TO MEET WARTIME SHORTAGES 


HE ONLY logical means of 

meeting the situation in which 
deliveries of certain office supply 
lines fall off because of war con- 
ditions is to add something else 
which can be sold as profitably, 
according to Alex Staiger, man- 
ager of the Hyatt Stationery & 
Printing Company, New Orleans, 
La. 

“Addition of extra lines doesn’t 
necessarily mean substitutes,” Mr. 
Staiger told Orrice APPLIANCES. 
“In some fields it has been nec- 
essary for firms suffering from 
war shortages to go into com- 
pletely unrelated merchandise— 
such as electrical appliance deal- 
ers selling furniture, rugs, and so 
forth, and tire stores suddenly 
blossoming out with a line of auto- 
mobile accessories. I feel that in 
the office supply business—with its 
hundreds of useful items—it is 
possible to expand some depart- 
ments and add other new lines of 
a related nature to make up for 
Serious profit losses elsewhere in 
the store.” 

The Hyatt concern, a small 
Store on Camp Avenue near the 
downtown office building district, 
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specializes almost exclusively in 
office supplies and printing. Mr. 
Staiger has two regular outside 
men on the street, and makes out- 
side calls himself. The store main- 
tains close personal relationships 
will all customers and feels that it 
has earned sufficient good will in 
many years of office supply retail- 
ing to be able to start out new 
merchandise lines with a fair cer- 
tainty of success. 

Back in 1941, long before the 
Pearl Harbor attack, Mr. Staiger 
“saw the handwriting on the wall” 
so far as Supplies of certain mer- 
chandise were concerned—notably 
metal objects, some papers, and 
chemical-containing supplies. Con- 
sequently, he made a study to as- 
certain what supplies would be 
available to make up the loss on 
restricted merchandise. “We sim- 
ply adopted the plan of sending 
our salesmen around to study the 
situation with their customers,” 
Mr. Staiger said. “Each man was 
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asked to study the offices of his 
customers to see if there was any- 
thing needed regularly which we 
didn’t have in stock, and to make 
a note of it on every call. We also 
asked them frankly to inquire 
from the office manager customer 
whether he was buying anything 
elsewhere because he could not 
buy it from us—including, of 
course, the general line of office 
supplies, printing, and so forth. 
We explained exactly what our 
point was, and got excellent re- 
sults because many of the office 
firms involved were likewise worry- 
ing about shortages in their own 
specific fields. The upshot was 
that we produced a worthwhile 
list of possible additional mer- 
chandise, suggested by our cus- 
tomers themselves, and developed 
from a study of their offices.” 
About four months were spent 
on this task, lines being added as 
quickly as possible. Included in 
the new merchandise bought for 
shortage-replacement are postage 
scales (never handled before, but 
now in demand for maximum 
economy in mailing at every cus- 
tomer’s office), a complete line of 
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inks including all colors which can 
be used for bookkeeping, sketch- 
ing, records, and so forth, new re- 
fills for roll-wire spool type stapl- 
ing machines (the store had for- 
merly sold the stapler but not 
refills for some unknown reason), 
wood letter trays, a complete line 
of desk accessories, and a stock of 
grease marking pencils in colors 
which sell to any firm using 
mailed packages. There are many 
more, all outwardly insignificant, 
but together doing an excellent 
job of making up for the sharp 
drop in store income which ap- 
peared immediately following the 
imposition of restrictions. One im- 
portant specialty of the Hyatt 
store which appears doomed for 
the duration was chair seat pads— 
which had been shown in the win- 
dow four times a year and fea- 
tured aggressively by the store. 
Although it has been a long time 
since Mr. Staiger received his last 
shipment of rubber and fibre-type 
pads, he reports that additional 
ink sales alone made up for the 
loss. 


At the same time the replace- 
ment program begun, Mr. Staiger 
made it a point to increase his 
stocks of lines slated almost cer- 
tainly for the shortage bracket. 
Included were metal files, index 
cards, clocks, celluloid products, 
pencil sharpeners, rubber goods 
and leather goods, all of which he 
had bought in large amounts. “We 
weren’t hoarding,” he grins. “But 
we did attempt to protect our- 
selves for as long as possible once 
it became plain that we would 
have to disappoint our customers 
if we didn’t buy heavily.” 


New Buying Policy to Be 
Continued After the War 


Lastly, a change made in store 
buying policy has shown such 
good results under present war 
conditions that Mr. Staiger plans 
to follow through with it after the 
war is won. This was to eliminate 
all unfamiliar or “off-brand” mer- 
chandise in the store which had 
formerly been stocked to meet the 
demands of predominantly price- 





minded customers who _ insisted 
upon buying as cheaply as possi- 
ble. Almost every staple office sup- 
ply line in the store is supported 
by a low price line, Mr. Staiger 
pointed out—but since the war be- 
gan, he has slowly been weeding 
this bracket out. “A good example 
is paper files,” he said. “We car- 
ried two well-known brands of 
these and a slightly cheaper brand 
for the price-minded buyer. Under 
today’s conditions, the average 
customer is unwilling to fool with 
any but the brand he knows is 
good, and less likely to think of 
the few cent’s difference involved. 
Consequently we suggest only the 
national brand, and have gotten 
rid of the lower price brand as 
quickly as possible. If the cus- 
tomer comes in and sees exclu- 
sively well-advertised manufac- 
turer’s names, his confidence in 
the store is bound to be stepped 
up.” The same policy is true of all 
merchandise lines—everything is 
being converted rapidly to the 
more substantial and better- 
known brands. 


Daily Call on Special Service Basis 
GET WAR PLANT BUSINESS 


HERE is no doubt but what the 

many defense plants scattered 
all over the country have been and 
still are sources of big business for 
office appliances and allied lines. 
In many instances this business is 
of a special character and also 
quite different in other ways from 
the usual run of office appliance 
business. Charles Firmin, one of 
the partners in the firm known as 
the Firmin Printing & Stationery 
Company, Texarkana, Tex.-Ark., is 
fully aware of this, with the result 
that he has worked out a tech- 
nique that gets for his firm plenty 
of business from the defense 
plants in the Texarkana area. 

The formula that Mr. Firmin 
has worked out and that he uses 
himself with most excellent re- 
sults is to make daily visits to 
every defense plant in the area 
and be ready and willing to sell 
them not only the things that 
they want in office equipment and 
supplies, but anything else that is 
needed. This second service, that 
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of getting anything under the sun 
that the plant wants at the mo- 
ment, has been found to be one of 
the best ways to get business. As 
a result of this willingness to get 
anything, even items completely 
foreign to the Firmin stock, Fir- 
min salesmen get the orders when 
office appliances and allied items 
are wanted. Defense plant execu- 
tives realize that this extra service 
is saving them lots of time and 
money. 

Calls are generally made after 
the lunch hour, Mr. Firmin figur- 
ing on spending the entire after- 
noon every day visiting the de- 
fense plants in this area. 

One phase of this sort of busi- 
ness is that frequently the items 
wanted are wanted as quickly as 
possible. In such cases, Mr. Fir- 
min either phones the store and 


gets the goods on the way to the 
plant or comes in himself, picks up 
the goods, takes them out and 
makes the delivery. In other 
words, it is service all along the 
line from the daily call, the will- 
ingness to get absolutely anything 
wanted and the ability to make 
delivery with machine gun rapid- 
ity. The process is building a big 
volume of business. 

While Charles Firmin is making 
his daily visits to the defense 
plants in the Texarkana area, his 
brother and partner, Jack Firmin, 
is on another firing line. Every 
week a visit is made to the defense 
plants in Pine Bluff and El Dorado, 
Ark., and generally to Lake 
Charles, La. These points are 
some distance removed from Tex- 
arkana so that daily visits are out 
of the question. But it has been 
found that regular weekly visits 
will cinch the business, especially 
when the same willingness to get 
absolutely anything and every- 
thing needed is exhibited. 


END OF NINETEENTH ANNUAL OFFICE SPECIALTIES SECTION 


Because virtually all products of the office equipment and supply industry may be 
| estente specialties if sold on that basis, the reader is referred to the classified 


list of advertisers on pages 5 and 6 as an aid to selection of appropriate lines. 
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Approaching the Crossroads 
IN BUSINESS OPERATIONS 


INCE we are now rapidly ap- 

proaching the crossroads in 
the operations of our individual 
businesses, and are going through 
the most critical period of non- 
availability of merchandise and 
manpower and, since the whole 
atmosphere seems to be sur- 
charged with myriads of discus- 
sions relative to post-war business 
planning, I have a feeling that 
each one of us, individually, is 
approaching the crossroad of a 
destiny which calls for some pretty 
solid thinking and discussion of 
tremendous future importance. 

Now there are those extreme op- 
timists who inherently look for- 
ward and who prefer to give no 
thought to things of the past. 
They will say: “What’s past is 
water over the dam,” or “Let the 
dead past bury its dead,” or “Look- 
ing backward is for old men and 
not for those who are youthful, en- 
ergetic and progressive, and who 
want to get somewhere in this old 
world.” This is lovely philosophy, 
but I assure you that successful 
businesses are not built on that 
kind of a foundation. I am sure 
you will agree with me that only 
a fool would treat business experi- 
ence of the past lightly, because 
it is a known fact that real big- 
ness, growth, and success are born 
out of hardships and experiences 
of the past. It is these very fac- 
tors that enable most business 
men to face the future with hope 
and confidence. I believe that, ap- 
proaching the crossroad aS we 
are, we should look backward as 
well as forward to get our bear- 
ings for moving ahead into the 
new era of prosperity that is quite 
generally predicted for America 
and the world at the conclusion 
of the war. 

As I recite to you the signs and 
guideposts we have encountered 
during the last decade, that have 
Steered us safely, if roughly, to 
this point in the road, I ask you 
to give thought to the many de- 
cisions you made, the actions you 
took, and the direction in which 
you steered your business after 
Studying each one of these new 
“business road-markers” during 
the last 10 or 12 years. I am sure 
that if you are honest with your- 
self you are going to conclude that 
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most of these markers have be- 
come permanent, and that we will 
be following them for many years 
after we have passed the crossroad 
and have started out on the new 
highway of future business opera- 
tions. 

Here are some of the guideposts 
or markers that caused you and 
me to stop, read, and go ahead, 
even though on rough, untraveled 
roads. We may have bumped 
along occasionally, but here we 
are, and here are some of the 
markers I want to call to your 
attention: 

1. The Robinson-Patman Act 

2. The Wage and Hour Law 

3. New and higher Federal taxes 

——corporate, capital, stock, 
and so on 

4. Retail or Occupational Tax 

5. Priority Regulations 

6. OPA Price Freeze Regulations 

7. Salary Freeze Order 

8. ODT Regulations 

9. Inventory Limitation Order 

It is not my purpose to discuss 
the merits or demerits of any one 
of these laws, directives, or regu- 
lations. But I do want to point 
out that each one of these has, in 
some respect, affected and changed 
the course of your business, in 
some cases to a lesser degree than 
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others. And yet, businesses of all 

kinds and sizes have been so af- 

fected. 

Whether these effects and 
changes upon business have been 
favorable or unfavorable, I leave 
to your judgment. The point is 
that complete freedom of action 
and rugged individualism are 
things of the past as far as busi- 
ness management is concerned. A 
great many of these markers are 
permanent, and must be followed 
now and in the future. They are 
all part of the pattern of post- 
war management and therefore 
must be a definite—if not a legal— 
part of post-war planning and 
management. Of course, some of 
the wartime restraints and restric- 
tions will be removed. But those 
laws and regulations that are 
basically necessary to the preser- 
vation of democratic principles— 
as those principles relate them- 
selves to production, distribution, 
and consumption of goods — will 
stand, and I believe they should! 

Consider, then, that as we ap- 
proach this crossroad I am think- 
ing of, we have and will continue 
to be guided by certain funda- 
mental and necessary types of leg- 
islation. Isn’t it safer to assume 
that we must embrace these laws 
as a part of our post-war plan- 
ning and future business opera- 
tions? There are those who think 
it smart to evade some of these 
laws or to conveniently overlook 
them, but not substantial busi- 
nesses that have a long-range fu- 
ture program in mind and who 
intend to build solidly and honest- 
ly for the future. They quite log- 
ically will adhere to all of these 
laws and regulations and, in so 
doing, will prosper and command 
the respect of all men, competi- 
tors included. 

No truer or more appropriate bit 
of verse was ever written, that ap- 
plies to what I am trying to Say, 
than that penned by Ella Wheeler 
Wilcox: 

“One ship drives East and another 
West with the selfsame winds 
that blow. 

‘Tis the set of the sail and not the 
gale which decides the way 
to go.” 

As we approach the crossroad, 

(Turn to page 91, please) 
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The Office Desk, Where Business Plans Originate 
(Photo courtesy of Koch Brothers, Des Moines, Iowa) 


HOW DEALERS CAN 
PLAN OPERATIONS IN 1944 


OUR plans for 1944 should by 

now be complete, not a mental 
resolution to do this or that, but 
the compilation of estimated fig- 
ures covering sales, cost of sales, 
margins, expenses and net profit 
throughout the year. In other 
words, a budget. Too many office 
appliance dealers have never util- 
ized this important phase of effi- 
cient management and those that 
have adopted it have planned 
their budgets the same as in pre- 
war days, a practice that may blitz 
them into loss for the duration. 
Dealers have asked us, “Is budget- 
ing necessary today?’, assuming 
that these hectic times make the 
efficacy of budgeting questionable. 
To all such querists we reply that 
budgeting is more important to- 
day than ever before, but it must 
be handled in a different manner 
than ever before. In this article, 
we will discuss the means by 
which the budget can be handled 
most effectively under our war- 
time economy. 

Before the war, budgets were 
prepared in advance for annual or 
semi-annual periods, but today, 
with changes coming so rapidly, 
budgets covering the business as 
a whole should not consider forth- 
coming operations for more than 
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one month in advance. Dealers 
using annual or semi-annual 
budgets are finding their estimates 
practically worthless as guides be- 
cause wartime regulations and 
frequent revisions have injected 
so many “jitterbugs” into business 
operation that short-term instead 
of long-term planning is neces- 
sary now. There is no harm, of 
course, in planning operations for 
the entire year so that you get an 
idea of the yearly volume you may 
expect, breaking down your fig- 
ures into the cost of sales, mar- 
gin, overhead expenses and net 
profit; in fact, this should be 
helpful because it provides a 
longer range objective as a guide. 
But at the beginning of each 
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month, compute your working 
estimates for that month. 

Before Pearl Harbor, the dealer 
who used a budget geared all 
operating elements—cost of sales, 
overhead expense, margin and net 
profit—to the sales figure. Today, 
with money and jobs plentiful, he 
can sell all the goods he can sup- 
ply, so selling is a secondary con- 
sideration. The basis of budgetary 
computation should be reversed. 
It isn’t how much business you 
can get, but how much merchan- 
dise you can get to sell that 
should guide you in estimating 
potential sales and profits. 

In pre-war days, sales were 
geared high, sometimes higher 
than the dealer hoped to attain, 
a figure set more as a goal, a 
mark to shoot at, on the supposi- 
tion that if he set up a substantial 
sales quota and tried to make it, 
he would more than likely fare 
better than if he just ambled 
along month-to-month hoping to 
get somewhere. The same reason- 
ing should not be followed when 
setting up budgetary figures to- 
day. Be conservative. Figure low. 
Whatever additional items you 
can take on for resale or whatever 
allied lines you can acquire to re- 
place sales of regular items cut 
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by wartime restrictions become 
that much “velvet” because you 
should have no trouble selling 
your offerings. 

Your monthly budget should be 
set up after considering the fol- 
lowing factors: 

1—Your sales for the corre- 
sponding month in 1943. 

2—Your inventory at the begin- 
ning of the corresponding month 
in 1943. 

3—The prospect of getting addi- 
tional supplies from suppliers. 

4—New regulations passed by 
the government that will “up” or 
“down” volume or profit. 

5—Your overhead and margin 
percentages for the past three 
months. 

6—The estimated monthly tax 
to be paid on income. 

The sales for the corresponding 
month in the previous year are 
easily computed from the sales 
records. The figures should be de- 
partmentized, likewise, all other 
budgetary estimates covering 
overhead, net profit, and so on. 
Heretofore, it was considered good 
practice when budgeting to take 
the average sales for the previous 
three to five years, but with vol- 
ume restricted through shortages 
and wartime regulations, this is 
no longer acceptable. Make com- 
parisons month-to-month with 
the previous year only. This prac- 
tice should be followed in the 
post-war period, too, because your 
experience figures of previous 
years can no longer be considered 
dependable. 


Budgeting Example 

Under present conditions, if you 
are budgeting for October, 1944, 
you would consider October, 1943, 
sales as one yardstick to use in 
setting the quota. Then, you 
would take your inventory as of 
September 30, 1943 and compare 
it with your inventory as of Sep- 
tember 30, 1944. Dealers who do 
not prepare profit and loss state- 
ments monthly or budget may not 
have monthly inventory figures 
for 1943 against which to check. 
They can arrive at estimates by 
taking the last inventory figure 
shown on their books in 1943 prior 
to the month under consideration 
and the purchases to that month, 
then deduct the cost of sales to 
that month from the last in- 
ventory figure. 

To illustrate, if you are budget- 
ing for October, 1944, and your 
books show that the last inventory 
taken before October, 1943, was on 
Jure 36, 1943, you will arrive at 
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your comparative inventory figure 
in this way: 
Inventory as of June 30, 

ERE Ee II ny $25,000 
Purchases from June 30, 

1943 to September 30, 

1943 PIRATE OR 2 Vad inte 10,000 


$35,000 
Sales from June 30, 
1943 to Septem- 


ber ‘30; 1948)...\.3.: $18,000 
Percentage of mar- 
gin on sales.......... 30% 


Margin in dollars....$ 5,400 
Cost of sales—$18,000 sales 


less $5,400 margin.............. $12,600 
Estimated inventory as of | 
September 30, 1943............ $22,400 


In this computation, you must 
estimate the margin of profit 
made on sales during the interim 
period. Your profit and loss state- 
ments and mark-up percentages 
will help you here. Remember 
that the foregoing figures provide 
only a rough estimate but an in- 
ventory for 1943 computed in this 
way is better than a “guestimate” 
by far. From now on, however, 
every dealer should budget 
monthly and estimate his in- 
ventory monthly. In this way, he 
will be compiling dependable com- 
parative figures for the 1945 
budget and have a current month’s 
inventory figure available for the 
1944 budget and profit and loss 
statement. 

With the last year’s sales for 
October, 1943, and inventory figure 
as of September 30, 1943, you can 
set a sales quota for October, 1944, 
using a comparison between the 
inventory of September 30, 1943, 
and September 30, 1944, as the 
base. For example, if inventory on 
September 30, 1943 was $12,400 and 
inventory on September 30, 1944 
is $9,300, this represents a 25 per 
cent decrease. So estimate your 
sales for October, 1944, at 25 per 
cent less. If you have merchandise 
coming in that may be sold dur- 
ing the month, you may increase 
your October sales quota accord- 
ingly. In other words, if inventory 
has decreased, your chances of 
selling merchandise will be that 
much less and your sales budget 
for that month should be corre- 
spondingly decreased. Then too, 
inventory on the decline is a 
warning to economize in some way 
to make up for the decrease in 
volume and profit. Budgeting 
with inventory as the base gives 
the dealer a better perspective on 
business possibilities these days. 
He isn’t kidding himself about 
wartime prospects. Budgeting with 
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sales as the base today is like an 
ostrich hiding his head in the 
sand. Particularly is this true if 
the dealer sets his quota high, as 
some are doing in order to cover 
a high overhead that is hard to 
cut, because it contains too many 
fixed charges. On the other hand, 
if inventory shows an increase the 
dealer knows he has an opportu- 
nity to increase volume and can 
plan accordingly. Plan your in- 
crease or decrease on sales for the 
current month in line with in- 
ventory increase or decrease as 
shown by comparison month to 
month with previous year invento- 
ries, taking into consideration 
whatever additional stock is 
likely to come in during the 
month. But be conservative in 
your estimates. 


Suggested Method for Computing 
Stock Inventory 


The foregoing computation 
showed how to estimate your in- 
ventory as of any month in the 
previous year if you had not taken 
a physical count at the end of 
that month. But how can the 
dealer figure his inventory as of 
September 30, 1944, if he has not 
taken a physical count? Start in 
January, 1944, or from the last 
inventory date and compute a 
monthly inventory this way: 


Inventory at cost Decem- 


Der Sl, T0GR nce $5,000 
Goods purchased in Janu- 

ary, 1944, at cost.................. 1,000 
Stock: toteli 2... ua ae $6,000 
Cost of sales during Janu- 

ary 106@)25..eeee 1,250 


Estimated stock on hand 
January 31, 1944, at cost....$4,750 
Goods purchased in Febru- 


ary, 1944,/at cost.......2:.22..0% 1,750 
Stock total ........ 3 SS ae 
Cost of sales during Febru- 

ory, 1966 nance 1,000 


Estimated stock on hand 
February 28, 1944, at cost..$5,500 
Continue this method of compu- 

tation throughout the year and 

you can come pretty close to de- 
termining your inventory on Sep- 
tember 30, 1944. Even if you do 
not budget, it is wise to start 
computing inventory in this way 
from now on to note the trend 
and have a reasonably accurate 
estimate to use on the monthly 
profit and loss statement, which 
is another important tool of trade 
today. The alpha and omega of 
record-keeping are the budget 
and profit and loss statement, pre- 
(Turn to page 109, please) 
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Why Should You 
JOIN A DEALER ASSOCIATION? 








HAVE had typewriter dealers 

ask me, “Why join an associa- 
tion? Why have a local organiza- 
tion? What good is it? What can 
be done?” 

When I hear these questions, I 
am sorry for these fellows. They 
do not know, and that is why they 
take a negative attitude. So I do 
not give them the old axiom that 
you get out of it what you put 
into it. That would only be dish- 
ing out some more of the same 
stuff. 

You can’t tell a man to get to 
work, to get busy, and wonderful 
things will follow. It would take 
a pretty gullible man to believe 
you. He has to be shown. He 
wants to know what can be done 
and how. He wants to see the 
possibilities of dealer co-operation. 
He likes a rosy picture, but he 
can’t see how that goal of dealers 
getting together and working to- 
gether in peace, trust and har- 
mony can ever be accomplished. 


What We Have Done 


So the only way that I can an- 
swer the questions that a dealer 
asks me is to tell him about our 
national association. In spite of 
my reputation of being a con- 
servative (and I guess it is true) 
I throw off all restrictions when I 
think of what it has accomplished. 
I love to tell about it, and to brag 
about what it has done. We have 
the finest association in the coun- 
try, right here in Washington. I 
am mighty proud of the grand 
bunch of fellows that are its mem- 
bers, and of the way they have 
worked together. It is an honor 
to be one of them. 

We have had our organization 
for over 20 years. We have met 
regularly, once a month, all that 
time. We have had many addi- 
tional and special meetings. All 
are well attended, and it is un- 
usual if more than one or two 
members are absent. We fre- 
quently have 100 per cent attend- 
ance, and often as many guests 
as members. We try to make it so 
interesting that it is worthwhile 
to come. 

There are three reasons why we 
have stuck together — friendship, 
education and better business. I 
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have purposely listed them in this 
order, because friendship is the 
ground of our organization, edu- 
cation is the seed, and better busi- 
ness is the crop that we reap. All 
dealers would like to improve 
their business and to make more 
money. And I also believe that 
those dealers who are not receiv- 
ing the benefits of association 
work would get together with 
their fellow dealers if they were 
convinced that they would profit 
thereby. We have proven that 
this is so. We Washington dealers 
are convinced that our co-opera- 
tion can not only be measured in 
friendships and improved methods 
of conducting our business, but 
also in increasing our incomes and 
our profits. United purpose and 
united action know no limits. 


Building Friendships 


Before the days of our associa- 
tion, I confess that I did not know 
my competitors. Oh, I knew a few 
well enough to speak to, but there 
were some that I had not even 
seen. 

All kinds of stories circulated 
about them, and of the things 
that they had done. It was easy 
to believe the worst. Other deal- 
ers were dishonest, chiselers and 
poor business men. They were 
not to be trusted around the cor- 
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ner. I have no doubt that they 
thought the same of me. Cer- 
tainly there was no friendly spirit 
among us. 

When we were brought together 
all this was changed. We soon 
came to know these other fellows. 
We ate lunch and dinner together, 
we talked, we went to parties, on 
fishing trips, picnics, and what 
not. We soon came to the realiza- 
tion that these dealers were not 
so bad after all. We learned to 
respect and trust each other. That 
is the point at which we started 
to work together. 


Educational Advantages 


We have had both speakers and 
movies brought to our meetings. 
This type of education is es- 
pecially valuable in pepping us 
up. We learn a lot from them. 

But I feel that we have learned 
more from our own members than 
from any other source. Discus- 
sions of our problems, and yes, 
even arguments —friendly argu- 
ments—are most effective ways of 
learning. I know that all of us 
have benefited because of our 
open and frank conversations. In 
my own case, I had some very set 
and decided convictions, and I 
thought I was right. Yet in the 
light of another’s experience, and 
of what happened to him, I had it 
proved to me that I did not know 
so much after all. Until a dealer 
begins to think actively about his 
business, to get away from it, and 
to consider it as detached from 
himself, he is apt to buried in a 
rut. Most dealers are so close to 
their own business, with it every 
day and every minute, that if they 
are not careful they become ob- 
scured by it. The little time de- 
ducted from my business, the time 
that it has taken to learn from 
my brother dealer, is the best in- 
vestment that I have ever had 
presented to me as a_ business 
man. Not only has my viewpoint 
widened, but I have had to think 
on those angles of my business 
that I formerly so carelessly 
passed by. 

One of our objectives has been 
mutual helpfulness. If we can 
do something for another dealer, 

(Turn to page 105, please) 
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CONGRESSMAN HILL 


N MY last trip home, I met 

an old friend, a merchant 
with whom I have gone from 
door-to-door in many a commer- 
cial club drive. He lowered his 
voice, “Does a congressman really 
like to have constituents look him 
up in Washington? Aren’t they a 
nuisance?” he asked. 

Probably every congressman has 
been asked that same question. 
Almost without exception he has 
replied enthusiastically, “Jim, you 
don’t know how good they look to 
me.” 


Early or Late Hours Best 


You don’t need to hesitate to 
call on your congressman. He 
wants to see you. He needs to 
hear direct from home—it helps 
him. But in connection with your 
call, consider this: All congress- 
men serve on one or more com- 
mittees. The House convenes for 
the day’s business at 12 noon. 
Committee meetings are usually 
called at 9 a.m., last until 12. The 
House sessions often last late into 
the afternoon. This means that 
the best times for seeing your con- 
gressman are early in the morn- 
ing, or late in the evening. His 
office staff will be courteous and 
obliging, no matter when you come 
in, and though you have sent no 
word ahead. But it is always help- 
ful to write your congressman 
that you are going to be in town 
at a certain time. If there are Gov- 
ernment bureaus you wish to make 
contact with; if you wish to see 
House or Senate or both, in ac- 
tion; if you wish to sightsee—your 
congressman’s office staff will be 
glad to assist you. 


Handling the Day’s Mail 


“If I write you a letter will it 
come to your attention?” This is 
another common question. And 
the answer is “Yes.” Presumably 
different representatives have 
their individual systems for the 
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What Every Business Man Should 
KNOW ABOUT CONGRESS 


By CONGRESSMAN WILLIAM S. HILL 
of Colorado, with 
JOHN T. BARTLETT 


(Part II of a two-part discussion. Part I appeared in December.) 


handling of mail from constitu- 
ents, but I believe my system is 
fairly typical. A secretary opens 
and sorts the letters. Then the 
congressman gives them attention 
in groups to get an idea of what 
is in the minds of the folks at 
home. Routine letters are assigned 
to members of the force to answer. 
The important and personal ones 
are left for the congressman’s 
personal attention. Letters requir- 
ing information from Government 
agencies are handled by the sec- 
retary, who contacts the agency 
and, having obtained the required 
information, turns it over to the 
congressman for direct answer. 
Endeavor is made to deal with all 
mail promptly. 

When a situation with perhaps 
hundreds of letters coming in on 
the same subject is encountered, 
a mimeographed statement is 
often prepared which can be sent 
out promptly. 


Information on Regulations 


This mail that comes in con- 
tains many letters from mer- 
chants and other business men 
seeking light on regulations. 
Washington bureaus have gone 
into mass production; orders have 
gone out by the hundreds. Many 
orders have been written by the- 
orists, economists, bureaucrats and 
others utterly lacking any back- 
ground experience in retail or 
other business. Orders have often 
been incomplete, ambiguous, piti- 
fully inadequate to cover the in- 
numerable specific applications 
which the business man must 
make. 

Your congressman will be glad 
to obtain for you from the issu- 
ing agency information concern- 
ing a regulation. If you are in 
difficulties because a regulation is 
unfair and inequitable, your con- 
gressman should be told the fact. 
He will go to work for you. He 
won’t guarantee results because 
OPA, WBP, and other bureaucrats 
are often incredibly blind and 
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stubborn. But he will do his best. 
So, when you are in doubt about 
the meaning of a regulation, write 
your congressman; he can usually 
get the answer for you. 


Co-operation with Trade 
Associations 


If there is an active trade asso- 
ciation in a businessman’s field, I 
usually advise that he take up his 
difficulty with it. As an associa- 
tion learns of orders and inter- 
pretations that are harmful, the 
officers should immediately get in 
touch with the congressman rep- 
resenting their respective districts. 
In this period of fast-changing 
conditions, both in business and 
government, full and complete 
understanding between trade as- 
sociations and members of Con- 
gress is of inestimable importance. 
Trade associations should keep 
congressmen posted on what they 
are thinking and doing. The con- 
trol which the Federal government 
is now exercising over business 
affairs is such that only as asso- 
ciations and congressmen work 
together can objectives of justice 
and efficiency be reached. 

Your congressman is always 
glad to hear from trade associa- 
tions, and he likes, too, to get let- 
ters from individual business men 
throughout his district. The mer- 
chant who feels very strongly on 
a matter affecting his store, trade, 
or community, but who refrains 
from writing a letter because he 
believes his congressman “gets too 
many letters, anyway, won’t pay 
any attention to one more,” is all 
wrong. Your congressman wants 
to do a first-class job of serving 
his district—that means the com- 
munities, groups, industries, indi- 
viduals, within it. His mail is one 
of the indices to which he at- 
taches great importance. 

I would suggest that the busi- 
ness man not confine himself in 
letters he writes his congressman 
to regulations or other situations 
concerned primarily with his trade 
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or industry. Let him have thought, 
too, for the welfare of basic in- 
dustries of his community. 

Perhaps you can help your com- 
munity by interesting yourself in 
a campaign to obtain considera- 
tion in some federal program. 
Your congressman is always glad 
to hear from you concerning such 
matters. 

Whenever any bill that specif- 
ically relates to your business is 
before Congress, your congress- 
man will be glad to receive from 
you a statement of your opinion, 
with supporting information. If 
the bill is badly needed, cite facts 
and figures within your own ob- 
servation as proof. If the legisla- 
tion is harmful, show why — 
again out of facts from your own 
observation and experience. 

In the House of Representatives, 
we have a special Small Business 
committee. Its chairman is Wright 


Patman of Texas. In the Senate 
James Murray of Montana heads 
a Small Business committee which 
is quite active. My suggestion is 
that whenever you send a letter 
to either of these committees, you 
mail a carbon, also, to your con- 
gressman. He will be glad to re- 
ceive it. 

Along this line, whenever you 
enter a complaint or protest di- 
rect to a government agency, send 
a copy to your congressman. 

Your congressman is always 
ready to inform you on the status 
of any given piece of legislation. 
He will-ascertain the situation for 
you and report. Quite often, he 
can accurately predict the course 
of events. 

We have had a period, as the 
country is well aware, when the 
executive department of the Gov- 
ernment usurped the normal legis- 
lative functions of Congress — 


Is It Luck? 


through edicts, orders, regulations, 
boards, bureaus, commissions. I 
believe that Congress is going to 
recapture this power—that is the 
determination. In the 78th Con- 
gress, a real start has already 
been made. Something has got to 
be done about bureaucracy to end 
its grotesque, incredible ineffi- 
ciency; its wastefulness, its stu- 
pidity, its arrogance. 

Congress has before it the job 
of legislating in the most difficult 
months in our national history. 
In communications to your con- 
gressman, give him the benefit of 
your practical, business view point. 
Keep him informed of retail busi- 
ness problems and trends. Offer 
him suggestions. 

I believe that we can work out 
our national problems, but I am 
sure that, in so doing, Congress 
and business men must co-oper- 
ate in a thousand ways. 


T ONE time there were calling on me regularly two salesmen in whom 
I developed a personal interest. I was sorry when I ceased to be a 














buyer of their kinds of products. 


I lost track of them until just recently when I ran across one of them in a 
hotel lobby. After first greetings, I asked him how he was getting on and 
learned he was still traveling for the same house, covering about the same 
territory, still getting about the same volume of business as when I had known 
him earlier. His hair was beginning to turn gray and, evidently, he was no 


nearer a bigger and better position than years before. 


"I ought to have had some recognition and been given something higher 
up long ago,” he told me, ‘but you know how it is with our outfit. It's a close 
corporation and they aren't doing anything for a salesman they don't have 
to do. Where I made my mistake was in not changing to some other 
company ten years ago.” 


“Where is Joe now?” I asked, referring to the other salesman. 


“Oh, Joe struck a run of luck,” was the answer. ‘‘He’s one of these fellows 
who's always reading scientific magazines—you know, about mechanics and 
all that. He filled his head with dope about electricity and power transmission. 
They didn't have anything to do with what he was selling and I never could 
see why he got so hopped up about ‘em. But just as luck would have it, his 
company developed a side line to sell to power plants and it just happened 
they picked on Joe to sell to that trade on a try-out. He caught some buyers 
at a lucky time and landed some good fat orders. He certainly got a break 
and what's more, his luck stayed by him and finally they took him in and 
made him sales manager. Some fellows get all the breaks.” 


“Maybe if you had—” I started to say. 


“No dice,” was the interrupting return. “I've always had to work for every- 


thing I got. I'm past expecting any windfalls.” 
—Frank Farrington 
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NSA MORATORIUM PLAN WINS 
GENERAL APPROVAL 


LTHOUGH many merchants 
in all fields, as well as con- 
gressmen and association execu- 
tives have been thinking and 
talking about the necessity of 
solving the problem of surplus 
commodities now and after the 
termination of the war, the Na- 
tional Stationers Association is the 
first to offer a definite plan. The 
salient points of the NSA sugges- 
tion are outlined in the bulletin 
reproduced below at the right. 
Many stationers have responded 
to the urge to tell their congress- 
men about the plan. As the ulti- 
mate solution must come through 
legislative action, making con- 
gressmen aware of the moratorium 
suggestion is a contributing activ- 
ity. The ultimate plan may vary 
from the NSA suggestion, but its 
basic merits have been recognized 
and given wide approval. 
Industry reactions to the NSA 
plan seems to be, in general, one 
of approval. To test the validity 
of this assumption, a number of 
dealers and manufacturers were 
approached in a survey. The re- 
sponse indicates approval in prin- 
ciple, though some objections were 
expressed. Several ideas were of- 
fered, some of them indicating a 
possible misunderstanding of the 
plan. From interchange of ideas 
and thorough discussion a work- 
able plan can be evolved. It is 
hoped that the quotations that 
follow and the interpolated com- 
ments will contribute to that end. 


Suggestion from Mr. Guy 


Walter C. Guy, chairman of the 
Post-War Industrial Division of 
NSA, and president of the Arkan- 
sas Printing & Lithographing 
Company, Little Rock, Ark., com- 
ments as follows: 

“If legislation were enacted to 
prohibit the sale of Government 
surpluses for a five-year period, 
there would, of course, be some 
benefit. But merely to postpone 
the fateful day when surpluses are 
to be released to the market would 
have little truly beneficial effects. 

“If along with the five-year 
moratorium, provisions were en- 
acted in the legislation to permit 
the original manufacturers to ab- 
sorb AT ANY TIME any and all 
of the surpluses they found prac- 
tical, and if a concerted and 
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Survey Among Members 
of the Industry Brings 
Additional Suggestions 


o 


strenuous effort were made to dis- 
tribute them in foreign markets, 
the results would be more helpful. 

“Manufacturers and dealers are 
mutually interested in the prob- 
lem. If within the five-year pe- 
riod our manufacturers would so 
redesign and improve their prod- 
ucts that the surplus material 
could be termed ancient and ob- 
solete, the impact of these sur- 


pluses appearing on the market 
would be minimized. 

“It is true that several Govern- 
ment agencies are already adver- 
tising and disposing of surplus 
property. The St. Louis office of 
the Ordnance Department, which 
has jurisdiction over all heavy 
ammunition ordnance plants, has 
disposed of approximately $20,- 
000,000 in surpluses. The items 
disposed of fall mainly in the class 
of consumers’ merchandise on 
which there are no existing inven- 
tories on the part of the manu- 
facturer or dealer. 

“This procedure has not been 
and will not be harmful to Amer- 
ican industry, and I would be op- 
posed to legislation that would 
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N.S. A SUGGESTS— 
THAT THE GOVERNMENT OF THE UNITED STATES DECLARE 
A FIVE-YEAR MORATORIUM 
ON ‘THE SALE OF GOVERNMENT SURPLUS 


MANUFACTURED COMMODITIES INTO 
COMPETITIVE CHANNELS 





Reasons: 
Such a moratorium would make sure by law that Post War profiteering could not 
take place, that the only people the government could sell those commodities to 
would be the makers of the goods whose redistribution would naturally be through 
regular channels. 
Such a moratorium would insure that the government would NOT lose an enor- 


mous amount of money in the sale of these yoods by bid 


Such a moratorium would not prevent the sale of the goods to foreign countries or 


in any channel outside the United States 


There are many other reasons tor such a moratorium 


N. S. A. SUGGESTS 


' 
that its members tell their Congressmen 


and Senators that action is needed now on 


POST-WAR SURPLUS COMMODITIES 


Goods are being sold now by the Treasury Department on bid in the open market. 
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preclude such sales. A gradual 
siphoning of this nature will have 
an overall beneficial effect with 
little or no dislocation. 

“It required nearly two years for 
the manufacturers and dealers to 
supply war industrial centers with 
their needs. It would be suicide to 
redistribute these surpluses in a 
similar period of time. Hence the 
five-year period, in my opinion, 
should be the minimum.” 

“In some instances dealer or- 
ganizations can either partially or 
wholely solve this problem in their 
own communities. For instance, 
our industry in this particular lo- 
cality collectively is prepared to 
absorb a reasonable portion of the 
surpluses of equipment sold war 
industries within the past two or 
three years. 

“We believe that our war plants 
will continue to operate for ap- 
proximately another two years. 
We anticipate realizing a profit 
and deem it advisable to absorb 
locally much of the surplus mate- 
rial. We cannot hope to ‘corner 
the market’ by absorbing all of it. 
Even if this were possible, we real- 
ize that available surpluses from 
other areas would immediately 
flow into this vicinity.” 


Plan Does Not Stop Sale to 
Manufacturers 


Mr. Guy’s clear and forceful 
comments are to the point. His 
suggestions generally are in har- 
mony with the NSA plan, dealing 
largely with operating details. The 
recommendation to permit the 
original manufacturers to absorb 
surpluses at any time is identical 
with the NSA moratorium plan, 
which would prohibit distribution 
into “competitive channels’ but 
not to manufacturers. 

Another outstanding stationer, 
Mrs. C. S. Demaree, president of 
Demaree Stationery Company, 
Kansas City, Mo., responded to 
our queries by quoting from a re- 
port issued November 5 by the 
Special Committee Investigating 
the National Defense Program, 
chairmanned by Senator Harry S. 
Truman of Kansas City. Under 
the heading, “Disposition of Sur- 
plus Commodities,’ the report 
reads as follows: 

“Even if inventories are reduced 
to a minimum, the Government 
will have to face the problem of 
disposing of huge stocks of ma- 
terials. This might be done 
through the organization of a Sur- 
plus Commodities Corporation, 
which might be engaged in liqui- 
dating operations over a number 
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of years. It might also be done 
through the procurement agencies 
themselves. The latter procedure 
would have the disadvantage that 
there might be different agencies 
and that they might operate with- 
out full knowledge of the activ- 
ities of each other. Any such liqui- 
dating operations would constitute 
a specialized marketing job bear- 
ing no relation to a military func- 
tion and would have a major ef- 
fect upon markets and market 
prices. If the inventories are very 
large and the market job unskill- 
fully done, the markets and the 
confidence of business might be 
so seriously disturbed as to retard 
conversion, from war time to peace 
time production. This happened 
in 1920-21 after the last war, and 
a number of businesses failed be- 
cause of large inventories and the 
inability to dispose of them in 
competition with the Government 
at prices approaching the war 
time costs of acquisition. 
“Consequently, every reduction 
in inventory or in materials and 
parts, warehouses or in course of 
production, that we can make be- 
tween now and the end of the war 
will not only reduce the cost of 
the war, but will have a substan- 
tial and beneficial effect upon 
post-war conversion. We must not 
use scarce materials and even 
scarcer manpower to create parts 
and semi-finished articles, the 
chief effect of which will be to 
depress our post-war economy.” 
Mrs. Demaree also quotes from a 
letter she received from Repre- 
sentative Jasper C. Bell of Kansas 
City. Representative Bell says, in 
part, “It is my doubt that final 
recommendations will be as drastic 
as that calling for a five-year 
moratorium because it would be 
unwise, wasteful and would de- 
prive the country of many items 
that we will all want when the 
war is over. However, I do believe 
there will be a tendency to hold 
back on the sale of goods that 
would upset the markets and 
frankly, I too believe that the orig- 
inal manufacturers or suppliers 
should be given first chance to ac- 
quire any surpluses that are left. 
That in itself would eliminate 
much of the danger of dumping.” 


Proposal Misunderstood 


Representative Bell’s statement 
that he doubts that “final recom- 
mendations will be as drastic as 
that calling for a five-year mora- 
torium” seems to indicate a slight 
misunderstanding of the NSA pro- 
posal. The plan does not call for 
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complete stoppage of distribution 
of all commodities for five years. 
Rather it calls for the setting up 
of competent committees in vari- 
ous industries to control the re- 
lease of these commodities. If 
these men are carefully chosen, 
they would know what types of 
merchandise could be _ released 
without causing economic disrup- 
tion. That would avoid depriving 
“the country of many items that 
we will all want when the war 
is over.” 


President Latsch Approves 


R. D. Latsch, president of NSA 
and head of Latsch Brothers, Lin- 
coln, Nebr., says that he believes 
the basic plan is good. He feels 
the need of a provision to move 
some types of merchandise of 
which no stocks are possessed by 
manufacturers or dealers while 
the demand is great. And, of 
course, perishable goods should be 
moved at once. He reports that at 
the meeting of the Manufacturers 
Division of NSA in December, the 
opinion of those present was 
asked. No objections were raised, 
the plan being accepted as sound 
in principle. 

“T believe that Government sur- 
plus stocks should be brought out 
of storage as soon as it is obvious 
that they are surplus and will not 
be needed during the probable 
duration of the war,” says S. B. 
Groom of Thomas Groom & Com- 
pany, Inc., Boston, Mass. “If these 
goods are going to disrupt our or- 
derly market and cause hardship 
and loss to manufacturers and 
distributors, it would be easier to 
take now than later. 

“T believe that in surplus affect- 
ing our industry that whatever 
plan is used it should be worked 
out in co-operation with the gen- 
eral manager of our National Sta- 
tioners Association, manufacturers 
and distributors. The plan of dis- 
posing of this merchandise is not 
easy to devise today for the quan- 
tities are not known. It is a prob- 
lem which undoubtedly will con- 
front our industry until the end 
of the war, and probably longer. 
Above all, this merchandise should 
not be allowed to get into the 
hands of that element who live off 
this sort of thing, are a part of no 
industry and have always de- 
stroyed and contributed nothing. 

Thomas Stagg, vice-president, 
NSA Dealer-Manufacturer Rela- 
tions Division, and president, Hos- 
kins, Inc., Philadelphia, says, “Of 
course, we are vitally interested in 
the NSA five-year plan of distrib- 
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uting surplus merchandise. We 
know that the war is not over, 
but we also know it is only a mat- 
ter of time. We also realize that 
the day of victory over the Nazis 
will not end our troubles. In fact, 
we face worse problems in our 
business than we have ever had 
before. 

“There will probably be millions 
and millions of dollars worth of 
this surplus goods, and if not dis- 
tributed properly, it will certainly 
cause domestic curtailment in our 
manufacturing plants and distrib- 
uting sources. It has already start- 
ed in no small way. Why not have 
everyone in our industry, both 
retailer and manufacturer, write 
to his congressman and tell him 
of this plan? No matter how small 
or how large an operator you are, 
your letter will be read. Let’s all 
get busy on this idea.” 


Mr. Luckett Offers a Plan 


J. S. Luckett, president of 
Luckett Loose Leaf Limited, To- 
ronto, Canada, expressed himself 
as follows: 

“T have been following the NSA 
plan for distributing surplus com- 
modities with a great deal of in- 
terest. For the past year and a 
half, I have been urging govern- 
mental action in Canada along 
somewhat similar lines. A few 
months ago, I outlined a plan 
which has been approved by the 
Stationer’s Guild and by other 
organizations. 

“My suggestion, briefly was this: 

“No surplus commodities of any 
kind in the hands of any Govern- 
ment body or Government agency 
(and in Canada this includes 
those war companies working on 
munition work) shall be offered 
for sale to the public in any man- 
ner. All such merchandise is to 
be properly inventoried by people 
who know the particular class of 
goods. For instance, the automo- 
bile supplies should be inventoried 
by someone familiar with that 
particular industry. The same 
with the clothing trade, boots and 
shoes, stationery, and so forth. 
These inventories are to be ar- 
ranged in comprehensive form by 
lines, properly set out so as to 
give a reasonably good description, 
preferably by maker’s name and 
number as well as the style of the 
commodity. We recognize that this 
would entail a considerable 
amount of detail but it would save 
time in the end because everyone 
getting such a list would then 
know something about it. 

“After the inventory has been 
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taken all of these goods should be 
absolutely frozen and under no 
circumstances would they be dis- 
posed of without first contacting 
the industry concerned, the manu- 
facturer, the wholesaler, the re- 
tailer as well as the labor interest 
in that particular industry, who 
should all have a voice in the 
advisory board about the disposi- 
tion of these goods. No merchan- 
dise should be allowed out of the 
hands of the Government at any 
price until it could be done with- 
out disturbing in any way the nor- 
mal routine of distribution. If 
over a period of time it is found 
impossible for the industry to ab- 
sorb this merchandise without dis- 
rupting it, and it could not be 
disposed of in the European mar- 
ket, then as a final resort, the 
merchandise should be destroyed.” 


As the NSA plan involves the 
sale of surplus merchandise to the 
original manufacturers, a produc- 
er’s reaction was sought. Richard 
A. Jonas, Jr., vice-president, NSA 
Sales Managers Division, and sales 
manager of Oxford Filing Supply 
Company, Brooklyn, N. Y., re- 
sponded as follows: 


Study Reveals Good Points of Plan 


“My first impression of the NSA 
five-year plan for distributing sur- 
plus commodities was that it was 
too wasteful to expect sufficient 
general support in Congress or by 
the tax-paying public. However, 
upon closer examination I found 
that it provided full freedom for 
the immediate exchange of sur- 
plus commodities among the vari- 
ous divisions of the Government 











INNE R(OW) CIRCLE 


and also permitted selling back to 
the manufacturer any part or all 
of such surplus commodities that 
the manufacturer would care to 
buy. With these facts in mind, 
I am in favor of the basic idea. 

“TI think it might be better to 
have the moratorium one to three 
years instead of five years, for if 
the economic experts are correct, 
there will be a period of hesita- 
tion in business of one or two 
years after the war, followed by a 
boom period of several years, dur- 
ing which the demand for all sorts 
of merchandise will be at high 
levels. That is th e period in which 
surpluses could best be disposed 
of in any general distribution. 


Change in Name Suggested 


“T think it might be a good idea 
to rename the NSA plan and call 
it, ‘The NSA plan for surplus war 
commodities.’ This avoids giving 
the impression that I received, 
namely, that this plan proposes 
a complete freeze of all surplus 
commodities for five years, when 
actually it does not. Incidentally 
I see that the Truman Committee 
recommends the recreation by the 
Government of the ‘Surplus Com- 
modities Corporation’ to co-ordi- 
nate all phases of this problem. 
Like most Truman Committee rec- 
ommendations, it seems a good 
idea to me. Incidentally, it would 
provide the type of organization 
needed to carry out the NSA plan. 

“We certainly will have serious 
dislocations and semi-idle fac- 
tories and badly hurt legitimate 
distributors unless some such plan 
is put into effect.” 

















ATHLETE AND COACH: Kar! Kiesel of the Carter’s Ink Com- 
pany is known throughout the Middle West as a successful salesman 


and an inveterate sportsman. Although hunting, fishing, golf, and 


attending football games and other sporting events are his present 


avocations, he was at one time a track champion and athletic coach. 


In 1906, running for the Chicago Athletic Association, he was victor 
over Jimmie Lightbody in the half mile. That same year Lightbody 
was the half mile winner at the Olympic Games. Karl’s skill was 


recognized in Germany in 1907, when he was employed to coach 
baseball and track teams for the German government. The following 
year he was track coach at Washington State College. A little 
slower physically, but just as fast as ever mentally, Karl carries on 


today as a vigorous and always welcome figure in the sales division 


of the office equipment and supply industry. 


1944 
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GOOD WILL MESSAGES 
FROM GREAT BRITAIN 


Marching Along Together 


AST YEAR, in his message to 

our good friends in the United 
States, Mr. H. W. D. Buckeridge, 
my predecessor in office as presi- 
dent of The Typewriter Trades’ 
Federation of Great Britain and 
Ireland, made a very strong plea 
for unity and a better understand- 
ing of the problems confronting 
our two countries. 

After having served a little over 
half the term for which I have 
been elected to the presidential 
chair, I cannot but wholeheartedly 
endorse that appeal. 

The past few months have 
shown me, in no unmistakeable 
manner, how essential it is to have 
unity of purpose and team spirit, 
and I have come to realize that 
that is no idealist’s dream, for I 
have had concrete proof that both 
British and American interests 
can be so interwoven, without 
prejudice and antagonism, as to 
bring profit and benefit to both, 
not only in the monetary sense, 
but in the broadening of vision, 
the establishments of real friend- 
Ships in the hurly-burly of busi- 
ness competition, and the elimina- 
tion of doubtful tactics. 

The typewriter trade in this 
country has passed through a dif- 
ficult year, and I freely acknowl- 
edge that but for the sincere and 


By A. PATEMAN 


Managing Director, Imperial Type- 

writer Company, Ltd., and President 

The Typewriter Trades Federation of 
Great Britain & Ireland 


o 


ready collaboration of the Amer- 
ican interests represented on the 
executive council of this Federa- 
tion, the task of solving the mul- 
tiplicity of problems would have 
been well-nigh insuperable. In the 
troublous days that lie ahead, I 
look forward with confidence to a 














MR. PATEMAN 


continuance of that friendly co- 
operation. 

The task of beating Hilterite 
Germany and treacherous Japan 
would be difficult in the extreme 
were both our countries to par- 
ticipate in the fray as distinct 
units rather than as an insepara- 
ble entity, and it has been a tre- 
mendous source of satisfaction to 
me to note the cordiality that 
exists between the “doughboys”’ 
and members of other American 
services, the civil population and 
our own fighting forces. They 
have all one purpose in mind; that 
is, to free the world from the 
bondage and threats of slavery 
that o’erhang it. Is that not an 
example to business after the war 
—the cutting of the shackles of 
suspicion and unfair tactics? Is it 
too much to ask that the spirit 
which emanates from this co- 
operation in wartime shall find a 
permanent place in our peacetime 
pursuits? 

To you, my American readers, I 
raise my glass this Christmastide 
and toast: “To Uncle Sam and 
John Bull—May their ‘arms’ al- 
ways be linked for the peace and 
prosperity of the world.” 

A happy Christmas to you all, 
and the dawn of the brightest 
New Year in history. 


Supplies Branch of Office Equipment Industry Recognized 


GREAT vitalizing force in 
the carbon paper, inked rib- 
bon and duplicating material in- 
dustry is the Carbon Paper, Inked 
Ribbon and Duplicating Material 
Manufacturers Association of 
Great Britain, founded in 1941. 
Its work has brought about a still 
closer understanding between its 
members and interest in the in- 
dustry’s collective problems. Our 
industry is linked up in a very 
vital way with office machinery, 
many of which cannot function 
without our goods. 
The technique and growth of 
our industry, arrested temporarily 
by the exigencies of war, have 
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By E. S. DUMONT 


President, Carbon Paper, Inked Ribon 
& Duplicating Material Manufacturers 
Association of Great Britain 


& 


progressed at an ever increasing 
tempo during the last twenty 
years and British manufacturers 
have kept well abreast of every 
development and are marketing a 
variety of lines to meet all re- 
quirements. The constant addi- 
tion of new types of office ma- 
chines covering varied and multi- 
farious purposes has in turn 
caused the supplies industry to 
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organize and undertake research 
of the highest technical order, of- 
ten in collaboration with machine 
manufacturers and designers to 
ensure these machines fulfilling 
their functions efficiently. 

Are carbon papers, inked rib- 
bons and duplicating supplies es- 
sential in wartime conditions, and 
to what extent do they contribute 
to the war effort? The United 
States’ (very largely pioneer and 
leader in the field of administra- 
tive and productive efficiency by 
means of office mechanization) 
research into the relative impor- 
tance of industries carried out 
long before the war, placed office 
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machines and their co-related 
supplies amongst the first flight 
of key industries. However, very 
little thought was given the mat- 
ter in this country before the war. 
The fact is now generally accepted 
and it is recognized that the sup- 
plies branch of our industry is an 
integral and vital part of the in- 
tricate machinery of organization 
in every section of commerce and 
industry. To visualize its impor- 
tance it is only necessary to con- 
sider the position of a very large 
industrial plant confronted with 
the necessity to reorganize on the 
basis of hand-written communica- 
tions, instruction, records, and so 
forth. The main justification and 
purpose of our industry has al- 
ways been to improve efficiency 
in terms of speed, accuracy, and 
in particular to economize human 


effort. Our industry’s’ indirect 
contribution in manpower alone 
is of the highest importance and 
value to the nation in the present 
crisis. 

The future must of necessity 

















MR. DUMONT 


bring increased difficulties, but 
our industry has no fear that it 
will not be able to surmount them. 
The conservation of essential raw 
materials is of paramount impor- 
tance and our association encour- 
ages economy in their use wher- 
ever possible. 

In the sphere of post-war re- 
construction, our association 
should do much in the direction 
of stabilizing our industry and 
maintaining healthy and proper 
trading conditions in the interests 
of manufacturers, distributors and 
users alike. Our association has 
given an opportunity to manufac- 
turers to consult with each other, 
and to act collectively in the best 
interests of all concerned. The 
results achieved give considerable 
encouragement for post-war activ- 
ities. 


Greetings from the OATA of Great Britain & Ireland 


N MY election as chairman 

to the Office Appliance 
Trades Association of Great Brit- 
ain and Ireland, I feel that my 
first duty should be a message of 
greeting and good will to my Amer- 
ican friends and colleagues. We 
in the office appliance trades in 
this country are deeply grateful 
to America for the machines 
which reach us in good supply, 
which have enabled us to further 
the interests of our industries, and 
keep our organizations in oper- 
ating condition. 

For my part, as this year’s chair- 
man, it will be my constant 
thought to so contrive that our 
industry shall be in such a condi- 
tion at the end of this war, that 


By C. H. SHELTON COX 


Director, Percy Jones (Twinlock) Ltd., 
and Chairman, Office Appliance Trades 
As.ociation of Great Britain & Ireland 





our young men on their return 
can take up their old jobs and go 
forward building the careers they 
had to abandon. No one imagines 
things will be easy either here or 
anywhere else after this war, and 
the words I used when thanking 
the members on my election were 
“that we should all, so far as pos- 
sible, get away from the profit 
motive and work towards friendly 
co-operation among ourselves and 
with our trade contacts in other 
countries.” It is hard to believe 
that any good can come out of a 
war, but at least it has taught us 
that a great deal can be accom- 
plished by unselfish co-operation, 
and very little can be done with- 
out it. 


‘Peace Hath Her Victories More Glorious Than War’ 


HE PRESIDENT of the Sta- 

tioners Association sends greet- 
ings and wishes all a happy and 
prosperous New Year. 

We commence the year in good 
heart because of the prospect of 
vicory in the near future—at any 
rate in the European theatre of 
the war. 

The problems and difficulties of 
the war period have been sur- 
mounted because the will to win 
has urged our people to a common 
effort. 

The fact that our statesmen— 
who can best realize how near we 
are to the end of hostilities—are 
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By H. LIMBREY 


President, 


Stationers Association of Great 
Britain & Ireland 


o 


considering measures for the bet- 
terment of the standard of living 
in the future, is a clear indication 
that traders of every kind must, 
without delay, look ahead and 
plan for the future of their par- 
ticular industry. 

There can be no return to pre- 
war conditions no matter how 
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good we may have thought them 
to be. The war has changed men’s 
outlook and something better is 
demanded to compensate for the 
upheaval of the last four years. 

The Stationers Association was 
urged more than a year ago by 
our late president, Mr. Lancelot 
Spicer, to consider how best to 
uplift our trade and the report of 
the investigation committee is ex- 
pected at an early date. Its rec- 
ommendations are expected to be 
far-reaching and will, it is hoped, 
result in a new era of prosperity 
for all who are engaged in the 
stationery trade. 
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WOOD & STEEL 








With STEEL off to the war for service at home and abroad, 
WOOD, now also in service in a thousand ways, takes over 
much of steel’s old work and does a thorough job on all calls. 


Office Furniture Dealers 
CO-OPERATE SUCCESSFULLY 


HE OLD story that unity dis- 

plays strength is as much in 
operation now as it was the time 
that the saying was originated,” 
comments Sylvan Muchnick, man- 
ager, Schiff Brothers Stationers, 
Philadelphia, “particularly today, 
when it is of general understand- 
ing that group co-operation can 
accomplish more than any single 
individual.”’ 

Mr. Muchnick’s enthusiasm over 
group co-operation is founded on 
the success that he and several 
other dealers have experienced by 
working together. Co-operation 
between Mr. Muchnick and a 
group of local office furniture 
dealers has kept sales and busi- 
ness at an above-par average even 
though the war has made some 
setbacks in this line. 

“Probably it took the war to 
make our little group conscious of 
the fact that one dealer needs 
another today in order to run a 
successful business,” points out 
Mr. Muchnick, ‘‘and we have 
worked out our problems to a very 
satisfactory degree. Due to the 
current problems encountered, six 
of us office dealers decided to 
work out affairs to our mutual ad- 
vantage, and it has operated to 
perfection.” 

When a customer does not find 
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By PHIL LANCE 


o 


a particular desk or chair that he 
is seeking in the Schiff store, Mr. 
Muchnick immediately phones his 
five other co-operating dealers to 
ascertain if one of the requested 
style is on hand in any one of the 
others’ stock. If it is, Mr. Much- 
nick meets the customer at an ap- 
pointed time in the co-operating 
dealer’s store and takes sole 
charge in making the sale. 

A mutual profit exchange has 
been previously worked out be- 
tween the dealers, and any one of 
the six co-operating dealers en- 
tering the other’s store with a 
customer, is given a free hand and 
assistance whenever required. The 
business transaction is handled 
entirely by the visiting dealer and 
it is on his billhead invoice that 
the sale is concluded. Reason for 
having the visiting dealer handle 
his own customer is that he is 
acquainted with what the cus- 
tomer is seeking, and also that 
the business transaction will not 
have the effect of “handing-over’”’ 
the customers. 

“Dealers like to keep their cus- 
tomers, and some of ours have 
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been dealing with us for years,” 
says Mr. Muchnick, “and it hap- 
pens that we cannot Serve all of 
them because of a limited stock 
due to shortages, limited store 
space to devote to furniture dis- 
plays and for other causes. For 
that reason, when one of our co- 
operating dealers does have the 
article that is being sought, it is 
merchandised by the inquiring 
dealer.” 

As a whole, the co-operating 
dealers have been playing up 
wooden office furniture, and with 
success. As Mr. Muchnick puts it, 
“talk up wooden office desks, 
chairs and files, and make your 
customers aware of the beauty and 
availability of these articles. 
Beauty in wood cannot be dupli- 
cated and this is a strong point to 
bring out. Also the fact that a 
wooden desk can very easily be 
repaired for mars or dents, and 
that something new can be added 
to the home or office room by eas- 
ily changing the color of the desk 
or richly graining it cannot be 
easily overlooked by any uncon- 
vinced buyer.” 

“Various dealers are currently 
encountering business difficulties 
that leave them confused and 
digging in the dark in search of 
some solution to maintain steady 
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business,” related Mr. Muchnick, 
“and I don’t think that there is 
any better solution than to have 
several dealers ‘team up’ and work 
out arrangements to the mutual 
satisfaction of all. Perhaps one has 
some storage space that he can 


offer the other. One dealer may 
have a number of similar type 
articles that another may be in 
need of, or may be able to help 
out another until his shipment of 
merchandise arrives; whatever the 
problem may be, unity and co- 


operation should exist between 
dealers. The other dealers of our 
little organization and myself have 
been profiting tremendously be- 
cause of our association. I believe 
that it will work successfully for 
others as well.” 


New Orders Restrict Wood Furniture Production 


HREE new orders vitally af- 

fecting every wood office fur- 
niture manufacturer and dealer— 
Conservation Orders M-364 and 
M-358 and General Limitation Or- 
der L-260-a—were issued by the 
War Production Board early in 
December. All are aimed at a 
common goal—the conservation of 
the nation’s supply of hardwood— 
and were “deemed necessary and 
appropriate in the public inter- 
est and to promote the national 
defense.” 

M-364 restricts the delivery of 
oak, ash, hickory, yellow birch, 
hard maple, rock elm and beech 
by the sawmill or producer to 
any manufacturer, unless the or- 
der is marked with the name of 
one of the following Government 
agencies: 

The United States Army or 
Navy, the United States Maritime 
Commission, the War Shipping 
Administration, the Panama 
Canal, the Coast and Geodetic 
Survey, the Coast Guard, the Se- 
lective Service, the Civil Aeronau- 
tics Administration, the National 
Advisory Committee for Aeronau- 
tics, the Office of Scientific Re- 
search and Development, Defense 
Supplies Corporation, Metals Re- 
serve Company, or to the govern- 


ments of any of the countries in- 
cluded in the Lend-Lease Act. 


Consequently, all orders sold to 
these agencies should be so noted 
on the order from the dealer to 
the manufacturer; otherwise, they 
will receive but ordinary routine 
treatment. Shipments of the above 
noted woods cannot be made to 
manufacturers for their own use 
without WPB authorization. 

Briefly stated, the Walnut Order 
M-358 prohibits the cutting of 
walnut logs to other specifications 
and for uses other than gunstock 
blanks, unless special permission 
has been granted. 


Furniture Order L-260-a 


This order limits the amount of 
wood for the manufacture of fur- 
niture or for crating in each quar- 
ter, beginning January 1, 1944, to 
not more than 21 per cent of the 
amount used for these purposes 
in 1943, or a total allowance of 
84 per cent for the year. It fur- 
ther specifies that no furniture 
manufacturer may accept deliv- 
ery of wood, which, added to his 
present inventory on hand, will 
give him a supply for more than 
six months, at the rate of opera- 
tion permitted by this order, or 


for more than three months in 
the case of wood purchased in 
other forms (including dimension 
stock, plywood, and veneer). Un- 
der the terms of the order, furni- 
ture manufacturers must have 
filed a report not later than De- 
cember 15, 1943, with the Central 
Procurement Agency of the U. S. 
Army Engineers, Washington, D. 
C., listing all stocks of grade No. 
1 common or better of the seven 
species of wood listed in Order 
M-364. Similar reports must be 
filed every three months there- 
after, beginning not later than 
April 15. 

Disposal or use of any of the 
lumber listed in the above reports 
is prohibited for a period of 60 
days unless released at an earlier 
date by the Army. 

Office commercial and industrial 
furniture affected by the order 
include small, executive and typist 
desks; swivel, side, arm and typ- 
ist chairs; tables for general office 
use; typewriter tables and stands; 
drafting table stools; legal size, 
letter size, plan and blueprint fil- 
ing cabinets; bookcases; storage 
cabinets; card files; costumers; 
desk trays; waste baskets; visible 
record equipment; ledger trays 
and benches. 


WHAT’S HAPPENING TO ORDERS 


(Explanation in rhyme sent to customers 


by the Quigley Furniture Company, Whitesboro, N. Y.) 
’Midst telegrams and letters and threats and bribes I stand. 
My desk is drifted over with the very same demand... 


“What's happened to my order?” . 
“We'll pay the highest prices. . 
My heart is growing weary and my pen is getting worn 


.. “Don’t you want our business, Sir?” 
. Of that you can be sure!” 


From writing our excuses which your buyers seem to scorn. 


The OPA and Hitler and those little yellow Japs 
Have me walking ’round in circles using just one word. . . “Perhaps’’. 


“Perhaps” the lumber will come in. . 


. “Perhaps” it can be sent. 


We’ll do our best to fill your order on that our hopes are bent. 
We try to be co-operative and use a bit of tact 
But we'll be a little “off the beam” ’til they sign the old peace pact. 


So if you’re getting anxious ’cause your shipments aren’t on time 


And you contemplate a letter . 


The mails are overloaded and paper’s getting low 
Please consider all the angles if our service is too slow. 
Barring fire and flood and earthquake and a high priority ruling. . . 


We'll ship as soon as possible . . 
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» believe us .'.. 


... pay heed unto this rhyme .... 


that’s no fooling! 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 


CONFIDENCE . . . COUR- 
AGE . . . CO-OPERATION 


O OUTSTANDING and so 

geared to the times was one 
particular Christmas greeting card 
welcomed by our household this 
year that we want to share it 
with you. Its genuineness and 
originality of expression is in- 
stantly visible in crystal clear 
forcefulness. It’s a New Year’s 
message—a definite one that each 
of us I am sure will readily appre- 
ciate in interchange of greeting 
for a hopeful 1944! Here is a tran- 
script in its entirety: 

“T am not going to wish you a 
Merry Christmas. It seems to me 
that to do so would be a mockery. 
How can there be joy in our hearts 
while those we love are fighting 
in distant lands? Suppose we re- 
member the real significance of 
this Holy Day and wish our friends 
and those dear to us a Hopeful 
Christmas. The Star of Bethle- 
hem was one of hope—hope and 
assurance that there could be 
peace on earth. Why has not the 
world learned the simple lesson 
that peace thrives only among 
men of good will? Bitter commer- 
cial rivalry, greedy national am- 
bition, race hatred, selfishness— 
these are the soil that germinates 
war. 

“And so I wish you a Hopeful 
Christmas—that you may feel the 
assurance that this war will soon 
end and that out of it will come 
a better day—a day when men 
will again look to the Heavens and 
see there in the darkness a bright 
star—God’s guarantee that peace 
will reign among men of good 
will.” 

The author of that important 
message is a prominent attorney, 
civic leader, and key citizen of 
Spokane. His name is W. S. Gil- 
bert. 





* * * 


Number 1 New Year’s Resolu- 
tion: More War Bonds to hasten 
War’s End! 

* a * 

The advertising manager of a 
large office outfitting concern in 
southeastern United States sent 
us a New Year’s present and most 
unique—a complete set of BUSI- 
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NESS BUILDERS in the form of a 
series of actual blotters issued by 
his firm some years ago. He wrote 
in detail noting that each adver- 
tised just one item and this item 
priced. And each blotter carried 
an ATTENTION-GETTER LINE, 
signed “Old Phil Philosopher.” 
This southern office furniture ex- 
ecutive further noted this set of 
catch lines were first set forth in 
a house organ of the Boorum & 
Pease Company, The Sanford Ink 
Company, the C. Howard Hunt 
Pen Company, and The Eagle Pen- 
cil Company. They were used by 
his advertising department and 
with result-getting EFFECTIVE- 
NESS! 

We know you will like to view a 
few of these catch-the-glance 
headlines. Here they are: 

—Sometimes you need more 
than applesauce to lubricate the 
wheels of business. 

—There’s a vast difference be- 
tween seeing through a thing and 
seeing a thing through. 

—When Ibsen remarked, “We 
are all so pitifully afraid of the 
dark,” he forgot a not-at-all small 
minority that is much more afraid 
of the light. 

—If you want folks to take you 
at your word, it’s healthy to be 
cautious when you hand out your 
words. 

—Be grateful for luck, but don’t 
count on it. 

—True happiness results from a 
realization of usefulness. 

—Some salesmen work harder 
thinking up alibis than looking 
for business. 

—We do not need men with new 
ideas any more than we need men 
to energize old ideas. 

—If you know yourself you’re 
sure to be a modest man. 

—People who think straight 
don’t run around in circles. 

—Worry is the interest we pay 
on borrowed troubles. 

—The sweetness of low price 
never equals the bitterness of poor 
quality. 

co ok Ok 

Number 1 New Year’s’ Resolu- 
tion: More War Bonds to hasten 
War’s End! 

* * * 

Here’s a concise 50 words of fac- 
tual FOOD-FOR-THOUGHT that 
was brought to our attention for 
your attention: 

BUSINESS MEN who rail at po- 
litical job-holders who ‘couldn’t 
operate a business on a bet” can 
learn something from the politi- 
cos, nevertheless. Politicians who 





stay in business keep in touch 
with the voters, listen to their 
hopes, desires and belly aches, and 
mold their own brand of confetti 
to the voters’ concerns. Do busi- 
ness men? Do you as an Office 
equipment manufacturer or deal- 
er? 
* * * 
THE LAST HALF HOUR 

A customer was overheard mak- 
ing this remark, “Many times I 
find it necessary to purchase 
something late in the day. In 
some stores the general impres- 
sion seems to be that after a cer- 
tain hour the time should be spent 
in preparation for closing the 
day’s work.” Sales people of a Los 
Angeles store were told that 
eleventh hour customers would 
receive the best of attention for 
the following reasons: (1) They 
intend to purchase if given cour- 
teous attention. (2) The lateness 
eliminates comparison. (3) Most 
buyers are tired and ready to buy. 
(4) If given good eleventh hour 
service it spots your store as a 
good, regular place for the place- 
ment of all this customer’s busi- 
ness.” 

* * * 

In selling office equipment it has 
been observed that the light touch 
often brings the heaviest response. 
In other words we must school 
ourselves not to be so deadly seri- 
ous. It is easy to fall into the 
selling priorities rut. The forego- 
ing comment was from a Michigan 
office outfitter. We read it, and 
re-read it. To add a bit to this 
idea of give a thought to CHEER, 
we mention right here and now 
this observation in the current 
issue of the house organ Sell: 

To improve American marks- 
manship, O. F. Mossburg & Sons, 
Inc., rifle makers, of New Haven, 
are featuring “Share Your Rifle” 
in an advertising campaign now 
running. Inspired by the sensa- 
tional success of Pistol Packin’ 
Mama, no doubt! 


* * * 


We sign off this initial issue of 
BUSINESS BUILDERS series 1944 
with this pert quote: “A time 
when sales come easily of them- 
selves, is the time WHEN A LIT- 
TLE EXTRA PUSH SHOWS THE 
GREATEST RESULTS.” There’s 
a statement of fact that should 
be PUBLIC ENERGY NUMBER 1. 

Ralph B. Ortel, Shaw & Borden 
Co., Box 2153, Spokane 2, Wash. 
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OPA Reviews Order on Typewriter Sales by Auctioneers— 
Metal Furniture Order Terminology Changed 


(For information on new orders restricting wood furniture production see page 33) 


REGULATIONS AFFECTING SALE OF TYPEWRITERS 
BY AUCTIONEERS REVIEWED BY OPA 


In response to questions from auctioneers, the Office 
of Price Administration on November 30 reviewed the 
regulations affecting their sales of typewriters. 

Sales of used typewriters by auctioneers are con- 
trolled by the provisions of Revised Maximum Price 
Regulation 162 (Sale and Rental of Used Typewriters) 
and Ration Order 4-A (Typewriters). 

Exemption granted by supplementary orders of 
OPA on certain sales at auction do not apply to used 
typewriters. When dollars-and-cents ceilings are spe- 
cifically fixed, as they are in the used typewriter reg- 
ulation, there is no reason for the exemption of a 
particular class of sellers who, in the regular course 
of trade, can readily ascertain price ceilings applicable 
to their operations. 

Auctioneers are of two classes: (1) those who buy 
machines for resale, and (2) those who sell machines 
for the account of householders or others. Auctioneers 
of the first category may sell Class A typewriters (used 
office-size machines made, in general, since January 
1, 1935), Class B (machines made between January 1, 
1928, and December 31, 1934), and Class C (machines 
made from 1924 through 1927) only to typewriter deal- 
ers, wholesalers or manufacturers for permissible 
transfer under Ration Order 4-A. Class D machines 
(made before 1924) may be sold to anyone without 
securing rationing authorization to do so. 

In the second category, an auctioneer, in selling for 
the account of others, may sell Class D machines to 
anyone. He may sell Class A, B, and C machines only 
to typewriter dealers, wholesalers or manufacturers, 
unless the person whose machine is being sold owns 
only that one typewriter. In that event it may be 
sold, without special rationing authorization, to a user 
acquiring it for business purposes. 

The only exceptions to the foregoing provisions are: 


(1) Auctioneers, or any other sellers, may sell used 
typewriters which they themselves own, or typewriters 
for the account of others, to a person acquiring the 
machines for export, providing that person has been 
issued an export license by the Office of Economic 
Warfare; 

(2) Auctioneers and all other sellers may sell type- 
writers included in the assets of a business without 
Special rationing authorization to any person who 
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buys or otherwise acquires all, or substantially all, the 
assets of any store, firm, factory, or other enterprise, 
including the good will of that business. Typewriters 
acquired in this manner may be used in the continu- 
ance of the business, but may be transferred only as 
permitted by Ration Order 4-A. 

Auctioneers who buy machines for resale may sell 
to users at prices not higher than the retail ceilings 
established by Revised Maximum Price Regulation 162 
(Sale and Rental of Used Typewriters), under limita- 
tions of Ration Order 4-A heretofore described. They 
also may sell to the typewriter trade at no higher 
than four-fifths of the retail price ceilings, as estab- 
lished by RMPR 162. 

Auctioneers thus engaged in dealing in typewriters 
are, like all other dealers, governed by all provisions 
of the typewriter regulation requiring the keeping of 
records, the supplying of statements, and the posting 
of a notice of maximum rental charges in their places 
of business. 

Sales by auctioneers of typewriters for the account 
of persons who originally acquired machines for use 
may be made (when the transfer is permitted by the 
ration order) to other direct users at established max- 
imum retail prices, and to members of the typewriter 
trade at two-thirds of the retail ceiling prices. 


o 


TERMINOLOGY OF METAL OFFICE FURNITURE 

LIMITATION ORDER L-13-A CHANGED BY WPB 

To assure continued control over production and dis- 
tribution of all the restricted types of metal office 
furniture and equipment, regardless of whether such 
furniture is used in an office or elsewhere, the words 
“metal office furniture and equipment” have been 
changed to read “metal office and industrial furniture 
and fixtures” throughout Limitation Order L-13-A, as 
amended by the War Production Board on December 
14, 1943. The same change in terminology has been 
made in the reference to L-13-A in Schedule B of 
Limitation Order L-260, covering all types of furniture. 

A few other changes, affecting metal tool cases, time 
card racks, inventory reports, and the language of 
the order have also been made in L-13-A. 

Metal tool cases continue to be excepted from the 
prohibitions of the order, but they will henceforth be 
interpreted as including tool room shelving inserts, 

(Turn to page 158, please) 
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EDITORIAL 





Gratitude and the New Year 

@@ THE WORLD outlook, from the United 
Nations viewpoint, is much more cherful as we 
enter 1944 than it was when 1943 began its 
career. For this we are deeply grateful and we 
look forward with the hope that the coming 
months will bring us to that peace proclaimed 
at the first Christmas in Judea nearly two thou- 
sand years ago. Peace to men of good will— 
such was the burden of your Christmas mes- 
sages, which we acknowledge with gratitude. 
Once again we are stimulated to renewed effort 
to deserve your good will, through a journal that 
serves individuals effectively and contributes to 
the advance of the industry. 


-_>--:>-—-— 
It is easier to call names than to suggest sensible improve- 
ments.—Liberty Magazine. 


. i i ae — 


Annual Office Specialties Section 


@¢ THE POTENTIALS of specialized selling 
afforded in the office equipment and supplies 
field are far greater than is realized by many 
dealers. The extra effort required to sell on this 
basis too often deters stationers and office out- 
fitters from taking the steps necessary for par- 
ticipation in that profitable activity known as 
specialized sales work. Those who have given 
it a trial are enthusiastic advocates. Convincing 
arguments are presented in the Nineteenth An- 
nual Office Specialties Section beginning on 
page 13. Adaptations of the ideas presented, 
through shifts in emphasis or other changes 
may be necessary to fit local circumstances, but 
the suggestions implicit in the experiences re- 
corded are sound foundations upon which to 
building profitable sales programs. 


tm me 
The only time that is of any value to a man is what he 
uses.—‘‘/deas,” Melbourne, Australia. 


—_><-—-- 


"The Key on the Cover” 


@¢ AGAIN we take advantage of the query, 
“Just what is the meaning of the key on the 
cover?” to remind old readers of the significance 
of the phrase and inform new readers who may 
be interested in an explanation. 

In voicing the reasoning that prompts man 
to search for information, Disraeli said, “The 
more extensive a man’s knowledge of what has 
been done, the greater will be his power of know- 
ing what to do.” Knowledge is thus the key 
which serves to reveal the solution to problems. 
And so, the function of this journal being to 


36 


inform and aid members of the industry in the 
problems and development of their businesses, 
it carries ‘the key on the cover.” 

In another sense, like the key which affords 
entrance and possession, the journal serves as 
the key to the market places of the industry. 
To the manufacturers it provides entry for the 
display of their products. To the dealers and 
others engaged in the distribution field, it is 
admittance to a permanent exposition of the 
major lines of office equipment and supplies. 
And it gives entrance of both manufacturers 
and distributors to what may be called the 
forum or platform of the industry’s monthly 
meeting place where its affairs are discussed. 


The “key on the cover” is a promise as well 
as a symbol. It expresses an assurance that each 
issue carries and will continue to carry informa- 
tion of a character that will add to the reader’s 
store of knowledge and give him ideas and sug- 
gestions for profitable conduct of his business. 
It promises maintenance of the co-operative 
idea of presenting feature articles by members 
of the industry, in which dealers describe their 
successful methods of operation, of solving prob- 
lems, reducing costs, and increasing profits. 

The symbolic ‘key on the cover” has been in- 
corporated in all cover designs for more than 39 
years—since June, 1905, when the little publi- 
cation which had been founded the preceding 
year by George H. Patterson was given its first 
expansion. Size and shape of the key have 
varied, but its significance has remained con- 
stant—a key to the industry. 


Inspiration is the power to do it now.—Glen Buck, 


-__em--— 


Typewriter Dealers in "Healthy" 


Business Condition 


@& WHEN full war economy in the United 
States became a fact in 1942, much concern was 
expressed regarding the fate of civilian business 
enterprises, particularly small businesses. In 
the office machine field freezes and production 
restrictions caused predictions of dire results. 
Business failures in substantial number could 
be expected among dealers, it was said, and the 
sacrifices would have to be listed as war neces- 
sities. But the prophecies were rot realized, ex- 
cept to a limited degree. Typewriter dealers 
found themselves without merchandise to sell, 
and their rental business was put on a rationing 
basis, yet an innate flexibility in the nature of 
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¢ Looking at War 


through the Mimeograph keyhole 


Remember the good old days when we used to hang out the 
“No Situations Available” sign? ... It’s different now—there 
are almost as many “Help Wanted” signs in business as there 
are names of businesses—and we're keeping them just as shined 
up... We can’t tell you how to win new help to your doors, or 
write those Help Wanted Ads that bring in the cream of the 
available crop... We can suggest, however, that your Mimeograph 
duplicator has the knack of spreading fewer employees farther . . . 
What it can do actually makes up for fewer people . . . Its work can 
take over some of the duties in offices and factories—and even save 
a lot of B-Car gasoline for salesmen. Let it help make up for lack of help. 
A. B. Dick Company, Chicago e THE Mimeocrapu Co., Lrp., Toronto 


Mimeograph duplicator 


MIMEOGRAPH is the trade-mark of A. B. Dick Company, Chicago, registered in the U. S. Patent Office. 
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their business activities enabled most of them to 
shift into high gear on service and repair work. 
Then came the government program of buying 
typewriters from users through dealers. Before 
long rental restrictions were eased. Dealers not 
only stayed in business—they operated at a 
profit. 

W. F. Clausing of International Typewriter 
Exchange, Chicago, whose business operations 
put him in a position to have a broad knowledge 
of dealer activities, sums up the current situa- 
tion in the following pertinent words: 

“Typewriter dealers of the country are in a 
very ‘healthy’ condition. Their purchases of re- 
built typewriters reflect a liquid cash position 
and it is not unusual for checks running up into 
the thousands to accompany orders sent in to 
us by the trade. Dealers are eager to hear about 
machines available. Regardless of serial num- 
bers, they have spots in which to place such 
machines. It’s gratifying to realize that so many 


retail operators have continued to function 
profitably. In numerous wholesale mailings to 
the trade, the number of envelopes returned as a 
result of business discontinuance is so small that 
it can be termed negligible—about the same 
percentage as in pre-war, normal periods. All 
of which adds up to the fact that typewriter 
dealers are doing well and can look to the future 
with confidence. 

“A helpful factor in this pleasant economic 
picture has been the Office of Price Administra- 
tion. Through its various regulations, OPA has 
aided the dealer in making adjustments and 
remaining in profitable business despite the 
necessary restrictions of a war economy. The 
recent amendment to Ration Order 4-A, which 
released all used typewriters for rental and a 
large group for unrestricted sale, is an example 
of the way this government agency has recog- 
nized dealer needs and co-operated whenever 
possible.” 




















JOHN L. GALLUP 


Newest member of the staff of OFFICE APPLIANCES, who is 
now functioning as assistant eastern manager, with head- 
quarters in New York. For fifteen years Mr. Gallup was with 
Chilton Publications, serving with the directory division of 
the Department Store Economist. Well-grounded in trade 
paper fundamentals, Mr. Gallup has had no special experi- 
ence in the office equipment and supplies field, but he is 
learning rapidly. Under the tutelage of Eastern Manager 
George C. Wheeler he is already rendering effective service 
to dealers and manufacturers in the eastern territory. 


HERE AND THERE 
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Thanks to 2-Color Hectograph Reproduction 
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Sharp, brilliant, contrasting colors make 
your forms and memoranda easy to read— 
instantly! Quicker, more accurate reading 
cuts down errors—lessens tension in war- 
jammed offices. 

With Manifold’s Uni-Master you can put 
two colors on a blank sheet in a single 


PANAMA 


hectograph run on any spirit or liquid dupli- 
cator. No added work, no extra attach- 
ments, no skilled labor required. And the 
cost is low. 

Send for V...—Uni-Master Samples 
and Details of this new Panama-Beaver 


Idea. 


-BEAVER 


CARBON PAPERS, HECTOGRAPH, INKED RIBBONS 


Manufactured by 


MANIFOLD SUPPLIES COMPANY 


Uni-Master Division 
COAST TO COAST DISTRIBUTION 
i'8 8s T HIRD AVENUE * BROOKLYN 26) , ce 
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graph the men, women, children, women and 
women, and also some of the quaint scenes that 
sbound in Merrie Olde England. A few of the 
natives have very odd appearances. | saw one 
male civilian in a 31 pub, who had a mustache 
with at least tw nch spikes. which he wiggled 


and waggled while he talked. 
best regards and wishes 


lease give my ver 


y 
to all our friends for the approaching holidays. | 
am looking forward to a much better time at 
holiday season this year than | had at our pre- 
s Christr ation. 
Sincerely, 
Pete. 


Thus concludes the sergeant's lat- 
est missive, written in a slant which 
can't be obtained from the usual 
press releases. Let's have more of 
the same sort of thing from others 
formerly in the field. 


IN WHICH FIREMAN HEALY RE- 
FUSES TO "PASS THE BUCK" 
No second-rate Nimrod is ex-pres 

Dick Healy of NSA fame, who is 

just as adept at squinting an accu- 

rate eye through rifle sights as in 

flashing an appraising orb over a 

convention crowd. Shortly after 

mid-November Dick, accompanied 
by two pals, embarked on his annual 
elk safari in the Sangre de Cristo 
range of the Rockies, about 30 miles 
as the crow flies (or climbs) from 

Santa Fe. 

Camp was pitched at about 
12,000 feet, says the ex-maestro of 
NSA, the mercury frequently drop- 
ping at night to around 30 degrees 
below. Every member of the party 








HEALY COMES THROUGH AGAIN.— 

Above, E. B. (Dick) Healy and his 

hunting companions load the “evi- 

dence” on horseback for the long 

trek back to more modern transporta- 

tion. Below, a close-up of Dick’s 
victim, No. 13. 


bagged an elk, Dick's being his 
thirteenth in 14 consecutive annual 
attempts. Not a bad average — 
.928, if one can stand that strato- 
sphere climate. 
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SEAMAN CRAMER HEADS WEST 
FOR ADVANCED DIESEL WORK 

Harold W. Cramer, Jr., seaman 
second class, formerly of the wood- 
shop of the Cramer Posture Chair 
organization, reports that he is one 
of a group of 21 selected from a 
class of 200 to take an 1|8-week 
course in advanced training on 
Diesel engines. Just where he 
landed he failed to reveal, but he 
headed west from the Great Lakes 
Naval Training Station, world’s larg- 
est naval training base. Of course, 
he was entertaining a secret hope 
that the new locale would be in 
California, where the mild climate 
purports to speed up the learning 
process. 


CLAUDE FLEET AND AL LINDE 
ADMIRALS FOR A DAY 


As everyone knows, fleets and ad- 
mirals go together. After complet- 
ing some important business in 
Milwaukee recently, Claude Fleet of 








ADMIRALS (?) FLEET AND LINDE 


Eberhard Faber Pencil Company, 
and Al Linde, buyer for the H. C. 
Miller Company, donned admirals’ 
uniforms and went down to the lake 
to find the proper setting for a 
bit of photography. The pictures 
were taken to the accompaniment 
of unexpected complications. It de- 
veloped (not the pictures, but the 
situation) that the apparel put them 
under surveillance, but after some 
were bold enough to ask a few 
questions the correct answers were 
given and all was well. 


ROYAL DISTRICT MANAGER TO 
VIRGINIA GENERAL ASSEMBLY 


James E. Gardner, Richmond 
general manager of the Royal Type- 
writer Company for the past 13 
years and active in the civic, polit- 
ical and fraternal life of Richmond 
for a number of years, was recently 
elected a member of the General 
Assembly for the Commonwealth of 
Virginia from the city of Richmond. 
Nominated in the Democratic pri- 
mary last August, Mr. Gardner was 





unopposed in the general election 
on November 2. 

There were three new members 
elected to the Assembly; while the 





JAMES E. GARDNER 
other two were lifelong residents of 
Richmond and older ihan Mr. Gard- 
ner, he led the entire new ticket, 
proof of his popularity among 
Richmond folks. 





UNION DEPOT CLUB, OR—THE 
RAIL BIRDS 

Almost any noon except Satur- 
days and Sundays a stationer walk- 
ing through the main waiting room 
of the Union Station, Chicago, is 
likely to find a benchful of salesmen 
for Associated Stationers Supply 
Company who have gone there for 
lunch and a moment of relaxation 
before returning to their tasks for 
the afternoon. The Associated of- 
fice is one block away. A visitor 
mentioning to A. R. Skibbe, general 
manager of Associated, that he had 
observed ten of the group on one 
of the long station benches received 
the answer, ‘Then four of them are 
missing." Mr. Skibbe said his men 
were the Union Depot Club, not to 
be confused with the Union League 
Club, and also, choosing a railroad 
station, might well be known as 
"Rail Birds."" Because of the large 
number of stationery and office 
equipment concerns located within 
a few blocks of the Union Station it 
is the scene of many chance meet- 
ings of members of the trade. 


—_—_—_—_e—>—9-—__—__ 
BOULDER STATIONER NAMED 
TO CHAMBER OF COMMERCE 

BOARD 
Harry T. Herkert, proprietor of 
the Herkert Stationery and Office 
Supply Company, 1910 Broadway, 
Boulder, Colo., was elected a di- 
rector of the Boulder Chamber of 
Commerce at the annual banquet 
and meeting held late in November. 
During the vote-counting Harry was 
hiding behind a colorful costume, 
performing with gusto in a recently- 
organized "“hillbilly'’ band of the 

local Elks Club.—BART 
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ime will tell... 


ma LMOST literally around the clock, one 
of the most interesting and conclusive tests in 
all typewriter history is now going on. 


With the halting of new typewriter produc- 
tion in the spring of 1942, and the purchase for 
our armed forces... from dealers and users alike 
... of all available machines of recent make, vi- 
tal American industries have nevertheless kept 
going full blast. More paper-work than ever be- 
fore, and fewer typewriters to do it with—in- 
cluding many a ten-year-old and many a rebuilt 
of much more ancient vintage. Intricate gears 
and delicate springs are taking an awful beating 

. and so, we may add, are America’s secretar- 
ies. But the work is getting done. 


So when the test is ended and industry once 
more resumes its peacetime routines, you re go- 
ing to have a lot of first-hand evidence about 
typewriter reliability . . . under wearing rush 
and pressure. Time will tell . .. and more con- 
vincingly than we can. But we know this—a lot 
of Smith-Corona users are going to be mighty 
pleased with their wartime records. 
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War production entrusted to us is precision work calling for 
craftsmanship of the highest order . . . skill won through years 
of making America’s finest office and portable typewriters. 
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DEVICES AND SUPPLIES |B: 





@ NEW EQUIPMENT, 


NEW SOLID WALNUT ASH STAND ANNOUNCED 

Finch and McCullouch, 80-84 South La Salle Street, 
Aurora, Ill., recently placed on the market a beautiful 
new solid American black walnut ash stand, desig- 
nated as the No. 130 Sentinel. The overall height of 





THE “SENTINEL” SOLID WALNUT ASH STAND 


the floor model “Sentinel” is 2414 inches, the handle 
being carved for a firm grip to facilitate moving. The 
glass ash tray measures eight inches in diameter, and 
has four wide cigar or cigarette rests. Carving on the 
side of the upright adds beauty to the item. 

Full information and prices may be obtained by 
writing the maker at the above address. 


oo _——. 

RAPID VISUAL TAX SELECTOR MAKES BOW 
A new, low-priced tax calculator called the Rapid 
Visual Tax Selector has just been placed on the market 
by Rapid Office Devices, Inc., 135 South La Salle 
Street, Chicago 3, Ill. The new device has adopted 
the principle of the accordian fold as it breaks down 
the 1944 government chart (four times as long as the 





RAPID VISUAL TAX SELECTOR 


old one) into easily-read groups of five lines. The 
exact computation is located by a flick of the finger. 

The charts are printed in two colors on durable 
SOREX, which has been lacquered for protection. The 
accordian-folded chart is looped and held in position 
with plastic rings at each end, forming a gear-shaped 
unit which can be thumbed through with ease. After 
reference to any section, the folds snap back into 
position as shown in the cut. 

The unit is mounted on a wooden base with rubber 
non-skid feet, and measures approximately 8 x 3 x 3 
inches. It comes fitted with weekly, bi-weekly or 
semi-monthly chart. According to the maker, the 
Rapid Visual Tax Selector is the ideal low-cost calcu- 
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lating unit for all employers. 

Additional information may be obtained by writing 

the manufacturer at the above address. 
an ee 
BUCKEYE OFFERS NEW LINE OF CARBON PAPER 

A new line of carbon paper, Raven-X, the result of 
months of painstaking research, has just been an- 
nounced by The Buckeye Ribbon & Carbon Company, 
Cleveland, Ohio, one of the pioneer companies in the 
industry. 

The new carbon, a companion line for the well-estab- 
lished Raven Brand carbon paper, is adaptable, ac- 
cording to its makers, for use on all types of type- 
writers—standard, electric and noiseless. Made in three 
weights, light, medium and heavy, the new carbon 
produces sharp, clean impressions. It is believed by the 
company that Raven-X will fill a real need for carbon 
paper having such universal application. 

Further information on Raven-X may be obtained 
by communicating with the company at the above 
address. 


=<? 

INSUL-AMP GUARDS PAPERS AGAINST CHARRING 
The Brush Punnett Company, Rochester, N. Y., has 
announced a newly developed product, Insul-Amp (In- 
sulation Amplifier), designed to safeguard the paper 





INSUL-AMP, NEW SAFEGUARD AGAINST CHARRING 


contents of a safe against charring. According to 
these makers, it’s the latent moisture in a safe’s in- 
sulation that provides most of the fire protection. 
Time causes this moisture to evaporate. 

The new product, Insul-Amp, is designed to supple- 
ment this moisture, keeping the interior temperature 
of the safe below the charring point of paper. Thus, 
in the event of a fire, valuable papers are safeguarded 
against combustion or charring. 

Further details may be obtained by addressing the 
Brush Punnett Company at Rochester, N. Y. 

—>-- - 

SYNTHETIC RUBBER PLATEN NOW AVAILABLE 

Shipman-Ward Manufacturing Company, 325 North 
Wells Street, Chicago 10, Ill., has just released for dis- 
tribution a new deluxe DUR-ROL dated cushion 
platen manufactured of synthetic rubber. Oustand- 
ing advantages claimed for the new platen by its 
makers are its incorporation of all the best qualities 
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* | Follow the leader 


and youll make the sale! 














F YOU don’t think that /Jeadership is 
ir important to any product . . . just try 
selling something nobody’s ever heard of! 

You’ll find that folks just don’t have 
confidence in the unfamiliar. 

On the other hand, with a product like 
Royal Typewriter—top seller till war halted 
production—sales resistance is practically 


zero! 


Today, this same consumer con- 
fidence is on the job for Roytype 
Carbon Papers and Ribbons, 
made by the Royal Typewriter 
Company. 


And why not? You’d expect the makers of 
the World’s No. 1 Typewriter to have the 
resources, experience, and knowledge needed 
to turn out bang-up carbon papers and 
typewriter ribbons. 


For example, Roytype Park Avenue Car- 
bon Paper is deep-inked . . . so that one 
sheet lasts up to 60 times. Three times the 
life of ordinary carbon paper! 


Roytype Free-flowing Ribbons constantly 
renew their life . .. because the ink actually 
flows through the fabric into the spaces 
where the type bar strikes the ribbon. 
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And we’re telling millions about it! 
Remember this—when you stock the Roy- 
type line, you’re pushing a name that won’t 
be forgotten... 

Because a dynamic national advertising 
campaign in LIFE magazine— in big space— 
is constantly spotlighting this complete line 
of carbon papers and ribbons. . . winning 
new customers while holding the old. 


So—stock up now! 
If you’re not getting your full share of the 
Roytype market— stock up now! You'll be 
sponsoring a name and a Jine of carbon 
papers and ribbons that opens 2ffice doors, 
gets orders, brings you a BIG return on a 


small investment. Try it and see! 






CARBON PAPERS AND RIBBONS 


MADE BY THE 


ROYAL 


TYPEWRITER COMPANY 
2 Park Avenue, New York 16, N. Y. 
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of natural rubber, plus a longer life due to its re- 
sistance to hardening. 

The new platen, double-walled, is interlined with 
genuine cushion synthetic rubber, and is said by its 
makers to cut down aligning time, improve appear- 
ance of typewritten matter, and to save ribbons. It 
has a rapid rebound and, by comparison with plastic 
platens, is said to be silent. 

The new platen is available in two densities—soft— 
medium, and brick hard. The No. 1 Soft is recom- 
mended for adding and bookkeeping machines, for 
single or one carbon copy; the No. 3 Medium for gen- 
eral office work requiring from three to six carbon 
copies, and for adding and bookkeeping machines 
when more than three copies are needed; and the 
No. 5 Hard for multiple copies. 

Additional information may be obtained by writing 
the Shipman-Ward Manufacturing Company at the 
above address. 





THE NEW AMFILE HOME SECRETARY 
(The description of this item appeared 
in the December issue.) 


SS 
JUSTRITE PACKING LIST ENVELOPES MEETING 
NEED FOR MOISTURE-RESISTANT CONTAINER 
The Justrite moisture-resistant, oil-proof and acid- 

proof packing list envelopes manufactured by The 

Northern States Envelope Company are meeting a 

long-felt need for protecting packing lists, shipping 

instructions and other papers that must accompany 
shipments to our armed forces, according to recent 
statements released by its makers. 

The new envelopes are constructed of heavy, asphalt- 
laminated stock, assuring protection of contents 
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THE “JUSTRITE” PACKING LIST ENVELOPE 








against the action of the elements, greases and acids. 
The new envelopes are available in nine sizes, and 
other sizes may also be had on special order. They can 
be furnished with metal clasps, and with tag patches 
or eyelets for attaching to shipping containers. 
Additional information, samples and prices may be 
obtained by addressing the manufacturer at St. Paul 1, 


Minn. 
a es ES 


MELIND COMBINES CALENDAR WITH STAMP PAD 


The Louis Melind Company, 362 West Chicago Ave- 
nue, Chicago 10, Ill., has just announced a new rubber 
stamp pad which carries added utility by the addi- 
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tion of a calendar lithographed on the top of the box. 
An innovation in the marking device field, the new 
pad is encased in metal. Because of the scarcity of 
paper calendars this year, the addition of the calendar 
feature should prove immensely popular. 
The calendar pad is being distributed to dealers 





MELIND’S NEW CALENDAR STAMP PAD 


through a special introductory offer, together with an 
attractive counter merchandising piece. 

Full details on the new product may be obtained by 
communicating with the maker at the above address. 


sons gp ae : 
NOVEL ROCK-A-FILE INDEX CARD CABINETS 
DESIGNED TO SAVE SPACE 

Hailed by its makers, the Rockwell-Barnes Company, 
as a filing space-saver, the new Rock-a-File index 
card filing cabinet is the newest addition to the 
extensive Rockwell-Barnes line. A saving in desk 
space of from 45 to 65 per cent is said to be assured 
by using the new unit. 

The new cabinets are made of selected woods three- 
eighths inches thick, to hold 3 x 5-, 4 x 6-, and 
5 x 8-inch cards and dividers. They are available in 
single and double tray models holding 1,200 and 2,400 
cards, respectively. The card trays, pivoted slightly 
off-center at either end, swing open and shut through 





NEW ROCK-A-FILE CARD UNIT 


a 90-degree arc at a slight touch. The cards are 
jogged into position by the closing action, no rods 
being employed. 

Outer cabinets are all 15 inches long, and measure 
5144, 6, and 814 inches wide in the single styles, 914, 
1134, and 14% inches wide in the double styles. The 
standard models are finished in olive-green lacquer, 
custom models in natural walnut. Felt button feet 
are provided to prevent the marring of furniture. 
Simple compressors to hold the cards upright are fur- 
nished with each cabinet. 

Complete details and prices may be obtained by 
addressing the Rockwell-Barnes Company, 35 East 
Wacker Drive, Chicago 1, IIl. 


Professional workers in the architectural, drafting 
and engineering fields will gain a real measure of sat- 
isfaction from the announcement made recently by 
The Frederick Post Company of Chicago that the com- 
pany is again able to produce a substantial quantity 
of slide rules, for the past few years one of the most 
difficult of engineering items to obtain. 

The Post organization has three new slide rules 
available—one for the professional draftsman, one for 
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PATENTS APPLIED FOR 


SPACE SAVING 
TIME SAVING 
ENERGY SAVING 





HE whole staff, from the controller down, ap- 
proves Rock-a-File. It saves 10% to 50% of 
floor space—mighty vital nowadays. Rock-a-File’s 
principle of SIDE-FILING enables two or more 
persons to work on a file cabinet at the same time. 
There’s far less opening and closing, since files 
can be safely left open all day long. And, speaking 
of safety—even when fully loaded, with all com- 
partments swung open, Rock-a-File won’t tip over; 
the bulk of weight is z/ways well inside. 

Another thing—sliding loaded file folders in 
and out sidewise takes but a fraction of the energy 
it takes to lift a heavy folder vertically at arm’s 
length! Also, the folders last much longer. 

Rock-a-File is sold by leading stationers, from 


coast to coast. 








The Rock-a-File card file, pictured at the right, below, 
is similar in principle to de larger letter and cap size 
Rock-a-File. Opensata light roe ofa finger. Available 
in single and double units, for 3x5, 4x6 and 5x8 cards. 


ROCKWELL- BARNES . 


OFFICE EQUIPMENT DIVISION 


Spel 0 the Siatoner Sie 1903 





35 EAST WACKER DRIVE : CHICAGO 1, 
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the apprentice draftsman or student and also a handy 
five-inch pocket slide rule. All three of the new slide 
rules contain A, B, C, D, CI, K, S, L and T scales and, 
with the exception of the apprentice rule, are celluloid 
faced. The apprentice rule has a painted face. All 
three rules are well constructed and accurate, and 
come equipped with a case and instruction sheet. 
Further details may be obtained by addressing The 
Frederick Post Company, Box 803, Chicago 90, Il. 


Se 
NEW DOME INCOME TAX RECORD ON MARKET 


According to statements released by the publishers, 
the new Dome “Five-in-One” income tax record has 
proved to be a fast-moving stationery item during 
recent months. The popularity of the item is expected 
to be further augmented by a new, year-round tax 


bulletin service, provided free to the business and pro- 
fessional men and women who use this book in keep- 
ing their official records. 

Termed by its publishers “the only five-in-one” tax 
service, the simplified weekly Income Tax Record fea- 
tures five salient points: (1) a weekly payroll record, 
with special columns for all tax deductions; (2) a 
Social Security account for each employee, covering a 
full year; (3) a simple, accurate and complete weekly 
income and expense record; (4) free tax bulletins for 
a year, covering new changes and developments: (5) 
a long list of legal deductions (76 items). The first 
three records are required by law, the manufacturers 
state. 

Complete details of the new tax record may be ob- 
tained by addressing Bainbridge, Kimpton & Haupt, 
Inc., 218 Greenwich Street, New York 8, N. Y. 





TYPEWRITER MANUFACTURE BEING RESUMED 
ON LIMITED SCALE 


Recent newspaper reports about discontinuance of 
small ordnance manufacture and resumption of type- 
writer production by L. C. Smith & Corona Typewriters, 
Inc., has led to considerable speculation as to the possi- 
bilities of general return to the making of typewriters 
and other office machines. Probably that cannot be 
expected in the near future, at least so far as manu- 
facture for civilian use is concerned, but the road 
leading to that goal definitely has been opened. In 
fact, as was reported in the November issue, the War 
Production Board is now engaged in a program of 
gradual reconversion of typewriter plants in non- 
critical labor areas to permit an output of nine per 
cent of normal volume. To secure authentic informa- 
tion, typewriter producers were consulted, with the 
following results: 


L. C. Smith & Corona Typewriters, Inc. 


Reconversion of L. C. Smith & Corona Typewriters, 
Inc., from the manufacture of Army rifles to type- 
writers was announced on December 8 by Hurlbut W. 
Smith, president of the company. Discontinuance of 
rifle manufacture was ordered by Col. Frank J. Atwood, 
chief of the Rochester Ordnance District. Production 
will taper off immediately, according to Col. Atwood, 
and will terminate upon contract completion in Feb- 
ruary. 

In a recent letter to Mr. Smith, Maj. Gen. L. H. 
Campbell, Jr., chief of ordnance, Washington, D. C., 
paid tribute to personnel of the company as follows: 

“The approaching termination at your plant of 
manufacture of the Army rifle will bring to a close 
a most valuable war emergency contribution by every 
one of you at L. C. Smith & Corona Typewriters, Inc. 

“The adaptability of L. C. Smith personnel in turn- 
ing from typewriter to rifle production demonstrated 
once more the resourceful versatility of good and 
loyal Americans. Your splendid war production record 
at L. C. Smith becomes all the more distinctive and 
outstanding in the light of your dependable flow of 
rifles, characterized by their high quality. 

Mr. Smith’s response was: 

“IT appreciate the compliment the War Department 
has paid our company. It was no small task to retool 
and convert our plant from its normal function of 
manufacturing typewriters to that of manufacturing 
rifles. That we were able to do this so quickly and 
well is due to the skill and loyalty of our workers. 
This made possible the high standard of efficiency 
for which the Government has given us such high 
praise. 

“And I take this opportunity to thank the Ordnance 
Department for the wonderful support and co-opera- 
tion which it has given us. When the Ordnance De- 
partment asked us to produce rifles, our men and 
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women in an amazingly short time adapted themselves 
to their new work and in many instances to a change 
of working schedule, accomplishing their tasks in a 
gratifying manner. 

“Our workers are already being transferred from 
the manufacture of rifles to that of typewriters so 
urgently needed by the armed forces.” 


Remington Rand, Inc. 


The statement furnished by Remington Rand, Inc. 
in reference to the typewriter situation reads as fol- 
lows: 

“There is nothing to indicate the discontinuance 
of war goods production at Remington Rand. In all 
plants which have been engaged in the manufacture of 
war materials, all Army and Navy production schedules 
are being maintained. 

“Typewriters were produced in limited quantities 
commencing September 1, 1943, under a Government 
conversion order, and we are authorized to produce a 
considerably larger quantity during the first quarter 
of 1944. These typewriters are being produced for the 
armed forces and some will be available to domestic 
civilian business on approved orders. It is anticipated 
that we will be authorized to produce an even larger 
quantity during the balance of 1944.” 


Royal Typewriter Company 


Under date of December 13, the Royal Typewriter 
Company provided the following statement in response 
to our request: 

“Resumption of limited typewriter production for 
the exclusive use of the Army, Navy, Maritime Com- 
mission and extremely high-priority war plants has 
been authorized for those typewriter manufacturers 
whose factories are not located in critical labor areas. 

“As the plant of the Royal Typewriter Company 
is located in Hartford, Conn., considered a critical 
labor area, Royal cannot participate for the time 
being in this resumption of limited production under 
the rulings of the War Production Board and the 
War Manpower Commission. 

“The Royal plant is now producing airplane engine 
and propeller parts, machine gun and rifle parts, and 
bullets. If Royal is authorized to return to limited 
typewriter production, these war work contracts would 
not be affected. 

“Royal is prepared to resume typewriter production 
within three months after authorization by the Gov- 
ernment.” 


Woodstock Typewriter Company 


The Woodstock Typewriter Company reports that 
there has been no change in quantity or distribution 
of the typewriters being made in the Woodstock plant. 


OFFICE APPLIANCES, January, 1944 











SYSTEMS 


hte pemhn 


deen nent 


>>> 


OFFICE APPLIANCES, 


January, 


| 


| 


| 


1944 


MOST COMPLETE 
LINES MADE 


Generations of use has 
established the leadership 
of Deluxe and I-P Forms, 
Binders and Indexes. 


Completeness of these 
lines provides a single source 
of supply for all accounting 
and record keeping needs. 
It simplifies ordering—pro- 
motes easy control of stock 
—reduces shipping costs. 
See Catalog No. 142 


For Complete Listings 


PRONG FASTENER 
BINDER FORMS 


Ask for Circular D1193 
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WILSON JONES Co. 


ELIZABETH CHICAGO NEW YORK 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 600 W. Jackson Blud., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St.and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mrs. S. S. Elliott 


Assistant Secretary, Office rg Trades Association of Great Britain and Ireland, 
4 St. Bride Street, London, E. C. 4 


London, November 28, 1943. 


HE Ex-Chairmen of the Office Appliance Trades 

Association of Great Britain and Ireland recently 
held their customary annual meeting and below are 
the comments of one of the gentlemen present at this 
get-together, Mr. Edgar Smith, Honorary Secretary of 
O. A. T. A.:— 

“In England we are greatly influenced by tradition 
and this is not surprising in view of our general make- 
up. It is surprising, however, how easily traditions, 
even of the modern type, are made. 

“The Office Appliance Trades Association is just 
completing its twenty-fourth year of service to the 
industry. About ten years ago one of our past chair- 
men decided it would be a good thing if past chairmen 
met once a year at dinner and discussed the affairs of 
the association freely and openly, without prejudice 
and without any ill-feeling, each being permitted to 
say exactly what he thought and in the way he 
thought it. Year by year this little party grew. The 
qualification for membership was hard and fast. The 
only people permitted to sit at that dinner table were 
men who had served as chairmen of the association. 
Thus, having held this office and the confidence of 
their fellow members for their particular year, they 
were qualified to discuss the association. 


Regular Meetings Held During Wartime 


“During wartime this annual get-together has been 
; carried through without a break. True, we have had 
to transform them from dinner parties to luncheon 
parties. Such a meeting was held on the nineteenth 
of October, 1943. The interesting feature of this par- 
ticular luncheon was that tradition, for the first time, 
was broken, and Mrs. Elliott, our worthy and popular 
assistant secretary, and London correspondent of 
OFFICE APPLIANCES, was invited to join the party. The 
reason for the breaking of tradition was because only 
thirteen past chairmen were able to be present and 
thirteen being considered an unlucky number in this 
country, Mrs. Elliott agreed to make the fourteenth. 
She, with her customary tact, however, insisted on 
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retiring immediately when luncheon was over, so that 
discussion might be unhampered by her lack of qualifi- 
cation, and tradition reasonably retained. 

“Our tradition also demands that the gentlemen 
presiding at this particular function shall be in strict 
rotation, according to the year of office and seniority. 
This year the chair was very ably taken by Mr. J. 
Adams Keene, who since the formation of the associa- 
tion has been its enthusiastic supporter and who dur- 
ing his year of office was a very excellent chairman. 

“He immediately opened the proceedings by calling 
upon all members in rotation around the table, to 
voice their opinions on current affairs relating to the 
association. These remarks are never recorded, but 
they are of intense interest and, generally speaking, 
have a great influence on the future of the association. 

“This meeting tends to maintain the background of 
the association in the minds of all of those men who 
really matter in the governing of its affairs. Consider- 
able comment was naturally made on Mr. W. G. Gled- 
hill who has completed five years continuous chair- 
manship. It had always been a rule that a chairman 
should only serve for one year. This rule was broken, 
however, owing to the war and the necessity for main- 
taining continuity. The association was fortunate in 
retaining the services of Mr. Gledhill in this capacity 
for so long a period, he having served for twenty years 
on the executive committee. During this time he being 
freely elected by the members year by year. He was 
an ideal man for the peculiar and difficult circum- 
stances which arose from the war. 

“I wish it were possible for me to tell you all that 
was Said at this meeting because I am sure that many 
of our comments would have interested our American 
friends, and of course, our American competitors, 
whom we hope are also our friends. But tradition for- 
bids me commenting on anything that was said inside 
that room. The only thing I can say is that it was an 
excellent gathering with remarkably good spirit shown 
and very optimistic views expressed as to the future 
of our trade. I sincerely hope that the state of war 


(Turn to page 101, please) 
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MATCHED MASTERPIECE 


Since 1881, the M& V Guild of Master Craftsmen have concentrated on 


producing masterpieces of precision workmanship in the carbon paper and 


inked ribbon field. Each M &V ribbon and its companion box of carbon 


paper is so carefully made and perfectly matched that even inexperi- 


enced fingers find it possible to produce letters and copies of unrivaled 


excellence and appearance. This also is why discerning users find these 


products of established quality most satisfactory and economical to use. 


MIT TAG 


ESTABLISHED 1881 


FINE CARBON PAPERS ©& 
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MEETINGS—CONVENTIONS—DINNERS 








PRESIDENT BOB LATSCH HELPS INAUGURATE 
NSA MANUFACTURERS DIVISION CONFERENCES 
December 14, R. D. Latsch, president, National Sta- 
tioners Association, arrived in Chicago to attend the 
first of a series of meetings inaugurated by Ed Conlon 
of Rockwell-Barnes Company, vice-president of the 
NSA Manufacturers Division. In doing so Mr. Latsch 
ran out of a store busy with Christmas trade but 
was so impressed with the potential worth of this 
new means of manufacturers’ co-operation that he was 
happy to give several days of his time. The meeting 
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R. D. LATSCH 


i J. ED CONLON” P 








was held at the Palmer House. Various subjects of 
interest to the industry were discussed, the NSA five- 
year plan for disposal of surplus property and priori- 
ties having most of the attention. 

In his opening remarks Mr. Conlon said that the 
buying spree was nearly over. Manufacturers should 
get together to get better acquainted and work to- 
gether on matters of common interest. He went on 
to say that salesmen must be prepared for the new 
order, urging that manufacturers train their repre- 
sentatives so that they will be qualified to get over 
the application of their products at meetings held for 
the dealers’ salesmen and help prepare them for the 
intensive selling and active competition which is sure 
to follow. 

Mr. Latsch stated that close association of manufac- 
turer with dealer he knew from experience to be a fact. 
There were things, he said, which could be improved. 
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As always, that is a slow process. Important changes 
benefiting the industry come about through gradual 
development. The dealer, he said, should consider 
himself the selling agent of the manufacturer. Accord- 
ingly he felt that the distributor should give his best 
attention to the goods in hand and not jump around 
from line to line. In commenting on the NSA five- 
year plan he said he could see no flaws in the idea 
and that he believed more help would develop in get- 
ting the idea over. Speaking of post-war, he said that 
it would be an era of intensive selling. There will be 
quantities of merchandise and lots of new goods. The 
need for close co-operation of dealer and manufacturer 
will be great. He predicted that with the market back 
on a keen competitive basis the rule of the survival 
of the fittest would apply again and adequate prepara- 
tion will be an essential to successful merchandising. 

Everyone present participated in discussions on dis- 
posal of surplus goods. No official action was taken. 
Rather the conversation was preliminary to a program 
to be followed at subsequent meetings to which definite 
topics will be assigned. Because the date coincided 
with a sub-zero wave, some from nearby states who 
sent reservations were unable to come. Transportation 
difficulties interfered. Letters from some thus pre- 
vented from attending the first meeting indicate deep 
interest and intentions to participate on subsequent 
occasions. 

Meetings are to be held at the same place the second 
Tuesday of each month, the next being scheduled for 
January 11. It will be open to all manufacturer mem- 
bers of NSA and particularly those in the Middle West. 
A similar gathering was scheduled for the East, to be 
held in the latter part of December under the direc- 
tion of H. B. Van Dorn, Joseph Dixon Crucible Com- 
pany, vice-chairman, Manufacturers Division, NSA. 

aol igre oo Es 
JAMES P. WARD HONORED AT DINNER DANCE BY 

N. Y. OFFICE MACHINE DEALERS ASSOCIATION 

The Office Machine Dealers Association of New York 
held a dinner dance in the grand ballroom of the 
Hotel New Yorker on Thursday, December 9, with 
James P. Ward as guest of honor. 

A brief business meeting was held shortly before the 
dinner at which Irving R. Ritchie, Addressing Machine 
& Equipment Company, was elected president. Paul 
Gross of Mailers’ Service & Equipment Company was 
elected vice-president and Mrs. Jessie Taylor of Globe 





NEW YORK OFFICE MACHINE DEALERS HONOR JAMES P. WARD AT DECEMBER DINNER DANCE 
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MODEL J-30 STAPLING PLIER $3.85 


Model J-30 is light in weight, yet rugged. Requires but little 
space and can be put into desk drawer or pocket when not 
in use. Indispensable for vertical filing or for attaching ma- 


terial to a permanent card. Uses DJ340 NEVA-CLOG Staples 





YEAR 


brings forth confidence of 
a continued forward march 


toward 





MODEL B-100 STAPLING PLIER $5.25 


For heavy duty and for fastening of tough materials, this 
machine uses a broad flat staple. Fastens such materials as 
fibre, softwood baskets, veneer wood, leather and belting. 
Used for sealing heavy paper or cloth bags, packages of 


corrugated board, and similar difficult operations. Powerful 
leverage, durable, fool-proof. Staples used: NEVA-CLOG B-%,. [ | (} n Y 


we extend Greetings to our 


many friends in the industry. 





MODEL S-100 STAPLING PLIER $4.75 
rugged, powerful Stapling Machine with 4 to 1 leverage. 
articularly designed for production work and hard usage, 
but can be used for any stapling operation within its capac- NEVACLOG PRODUCTS. INc. 
ity. Clog-proof so that it will give constant production. 


Uses NEVA-CLOG A-1000 or L-1000 Staples. BRIDGEPORT, COND 
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Newest of GF Moder: 
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Designed in Wood by GI! 
Craftsmen to Intermembe 


with Prewar Metal... 


Today more than ever before, the business office rei 
izes its responsibility and its opportunity to help 


winning the victory. Modern and functional equ 














ment... duty matched to the job... is imperative 
if the control center of all business, is to contribute 


in fullest measure to the war effort. 


Office personnel and corporation executives work 


as fast and as efficiently as the flow of vital records 
to and from the files permit. Actually the filing and 
finding of business data determines the tempo of 
every Office activity. 

Skillfully designed by craftsmen for functional 
utility, this newest GF Wood File is built to serve 
well. It is available in both letter and cap sizes, and 
matches almost identically GF filing equipment 
now in use. GF Wood Files are sturdily built and 
dependable... harmonize with a post-war equip- 


ment program... promote filing economy. 


THE 
GENERAL FIREPROOFING 


COMPANY * Youngstown 1, Ohio 

















Typewriter Exchange, secretary-treasurer. All the 
newly-elected officers are from New York City. 

Mr. Ritchie thanked the members for. their expres- 
sion of confidence and pledged his best efforts to con- 
tinue the excellent work of his predecessor, Mr. Fucci. 

On behalf of the association, and as an expression 
of the high esteem in which he is held by the New 
York dealers, Mr. Fucci, retiring president, was pre- 
sented with a beautiful wrist watch. Pleasantly sur- 
prised by this sincere expression of good will, he 
thanked the dealers for their gift and assured them 
of his continued efforts in their behalf. 

A beautiful plaque showing the total of 435 of mem- 
bers and associates in this industry now serving in the 
armed forces was presented to the meeting by Mrs. 
Jessie Taylor, head of the plaque committee. This 
plaque will be on display at all future meetings. 

Ellis Bishop and Joe Hicks of The Office of Price 
Administration, Washington, D. C., were introduced. 

The dinner dance was a huge success, attended by 
some two hundred members and their wives, many of 
whom came considerable distances to attend. 

After dinner, Wm. Purvin, Superior Typewriter Com- 
pany, master of ceremonies, introduced James P. Ward, 
who gave a short address. Dancing and entertainment 
followed, to the thorough enjoyment of all present. 

——— 2 —___— 
STATIONERS’ GUILD DIRECTORS MEET 

Post-war plans for the further development of the 
Guild formed the chief topic of discussion at the 
directors’ meeting, held November 18, at the company 
offices in the Girard Trust Company building in Phil- 
adelphia. 

Presiding at the meeting was President J. G. Kauf- 
man. Directors present included E. Russell Ashley, 
Ashley-McCormick Company, Bridgeton, N. J.; A. W. 
Gill, A. W. Gill Company, Trenton, N. J.; J. G. Kauf- 
man, Lucas Brothers, Baltimore, Md.; W. P. Kelly, 
Office Equipment Company, Louisville, Ky.; R. H. 
Llewellyn, R. H. Llewellyn Company, Manchester, 
N. H.; W. H. Patterson, Johnstown Office Supply Com- 
pany, Johnstown, Pa.; W. E. Stockett, Jr., Stockett- 
Fiske Company, Inc., Washington, D. C.; A. W. 
Williams, general manager, Stationers’ Guild of Amer- 
ica, Philadelphia, Pa. 

Upon adjournment the entire board attended the 
testimonial dinner at the Warwick Hotel given by the 
Philadelphia stationers for Tom Stagg, president of 
the Hoskins Company. 
jai S 

NEW YORK OFFICE APPLIANCE MANAGERS 
ASSOCIATION HOLD ANNUAL DINNER 

The annual dinner of the New York Office Appliance 
Managers Association was held in the Canadian Club 
room of the Waldorf-Astoria Hotel in New York City 
on December 6, 1943. Highlight of the menu was a 


venison steak dinner. 
The following officers were elected for the ensuing 
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ANNUAL DINNER OF THE NEW YORK 
OFFICE APPLIANCE MANAGERS AS- 
SOCIATION. — Clockwise from left to 
right: H. O. Whipple, National Cash 
Register Co., retiring president; Carl 
Avery. Addressograph - Multigraph 
Corp.; A. J. Zonneyville, Monroe Calcu- 
lating Machine Co.; P. A. Bennett, A. B. 
Dick Co.; J. A. Noonan, Keelox Mfg. Co.; 
L. M. Bonnewell, Todd Co.; E. A. Mc- 
Kay, American Sales Book Co.; I. C. 
Klepper, Addressograph - Multigraph 
Corp.; J. E. Russell, International Busi- 
ness Machines Corp.; Carol Lytle, Dic- 
taphone Corp.; F. A. Gries, Underwood 
Elliott Fisher Co.; H. L. Maley, Reming- 
ton Rand, Inc.; D. E. Johnston, Postage 
Meter Co.; A. L. Dunphy, Ditto, Inc. 
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year: President, H. L. Maley, Remington Rand, Inc.; 
vice-president, A. L. Dunphy, Ditto, Inc.; secretary- 
treasurer, D. E. Johnston, Postage Meter Company. 
Members named to the board of control were J. A. 
Noonan, KeeLox Manufacturing Company, and P. A. 
Bennett, A. B. Dick Company. 
—_—_—— oe 

NOMDA REGIONAL MEETING TO CONVENE AT 

MORRISON HOTEL, CHICAGO, ON FEBRUARY 7 

The Roosevelt Room of the Morrison Hotel in Chi- 
cago will be the scene of a one-day regional meeting 
of NOMDA on February 7. Termed the Regional War 
Conference, the meeting will be attended not only by 
dealers in the Midwest, but from all parts of the 
nation. Arrangements for the meeting, at which prom- 
inent leaders in the field will be speakers, are in 
charge of Executive Secretary Harry Turner and A. H. 
Kellstedt, regional vice-president of Region No. 7, 
NOMDA, general chairman of the conclave. 

Typewriter and office machine dealers, whether 
members of the association or not, are invited to 
attend. A large delegation of dealers, headed by Pres- 
ident Fucci, will be in attendance from New York 
and the New England states, a number planning to 
attend the director’s meeting to be held at 1 P.m. on 
Sunday, February 6, at the Morrison. 

Invitations for the Regional War Conference have 
been sent to the following speakers: Ellis Bishop, in 
charge of business machines, Consumers Durable 
Goods Branch of OPA, Washington, D. C.; Joe Hicks, 
Ration Chief of OPA, Washington, D. C.; W. G. Tur- 
quand, formerly with the War Production Board and 
now with Underwood, New York City; James P. Ward, 
formerly of Procurement, now with Allen Calculators, 
Inc., Washington, D. C.; Clarence E. Bush, Washing- 
ton representative of NOMDA; James J. Sheehan, 
chairman of the Typewriter Industry Advisory Com- 
mittee, Providence, R. I., and many others. 

The morning session will be opened at 10 a.m. by 
General Chairman A. H. Kellstedt, with President 
Nicholas H. Fucci serving as presiding officer. Lunch- 
eon will be served at the Morrison, and the afternoon 
session will be in charge of President Fucci and Chair- 
man of the Board Irwin Vincent, Topeka, Kans., as 
presiding officers. The Chicago Office Machine Dealers 
Association will be in complete charge of the dinner 
meeting, at which a talk and open discussion by one of 
the headline speakers will be the highlight. President 
Jack Macon of the Chicago group has appointed a 
strong local committee to handle the banquet program. 

Throughout all sessions ample time will be devoted 
to question-and-answer periods, and dealers are in- 
vited to come forward with any questions at the meet- 
ing, with full assurance that complete consideration 
and perhaps an official answer will be forthcoming. 

Dealers in the state of Illinois have been particu- 
larly urged to attend in order that they might have 

(Turn to page 74, please) 
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ROCKWELL COMPLETES 40TH YEAR WITH Y. & E. 

At a testimonial dinner held at the Rochester Club 
on Monday evening, November 8, Harvey P. Rockwell, 
vice-president in charge of the wholesale division of 
Yawman and Erbe Manufacturing Company, Roches- 
ter, N. Y., was officially welcomed into the 40-year 
group and was presented with a pocket watch in- 
scribed, “To H. P. Rockwell From His Boys.” When he 
entered his office the following morning, he found it 
filled with flowers, letters, telegrams and greetings 














HARVEY ROCKWELL 


from officers and directors of the company, members 
of the traveling, branch and factory organizations and 
from many agents and dealers throughout the country. 

Harvey Rockwell became associated with “Y and E” 
on November 9, 1903, at the Chicago branch of the 
company. For many years he was a traveling repre- 
sentative for “Y and E” in the South and in the terri- 
tory northwest of Chicago. He also spent a number of 
years in the “Y and E” New York office as export man- 
ager, in which capacity he was responsible for the 
development of much of the foreign business of the 
company. During this era he made several trips to 
Europe and Central and South America. He became 
manager of the agency-dealer division in 1923, moving 
into his present post in June, 1936. 

In addition to rolling up an enviable record of 40 
consecutive years of service with the same organiza- 
tion, Mr. Rockwell, characterized by a quiet but force- 
ful personality, had that indefinable flair for building 
a host of warm friendships. For years he has given 
unstintingly of his time and effort in NSA and other 
association activities connected with the field, and has 
done much to advance the standards and practices in 
the varied phases of the industry’s activity. The staff 
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of OFFICE APPLIANCES add their best wishes to the 
hundreds already received by Mr. Rockwell and join 
his host of friends in anticipating an even greater 
celebration when this veteran reaches his fiftieth 
milestone in the “Y and E” organization. 
nsnnitealigzallllaniail 
RICHTER NEW VICE-PRESIDENT AND GENERAL 
MANAGER OF ADDRESSOGRAPH-MULTIGRAPH 


At a board of directors meeting of Addressograph- 
Multigraph on December 7 Elmer F. Richter was 
named vice-president and general manager of the 
company, it was announced by President Joseph E. 
Rogers two days later. Two other men also received 
promotions, A. P. Tyler being advanced to secretary 
of the corporation, and Donald C. Adams receiving an 
appointment as assistant secretary. 

The new vice-president, Mr. Richter, became general 
manager of the corporation a year ago. Mr. Tyler was 
previously assistant secretary and secretary to the 
president, Mr. Adams assistant to the manager of the 
export department, with recent added responsibilities 
in the priorities division. 

The present officers of the Addressograph-Multi- 
graph organization are as follows: Frank H. Woods, 
chairman of the board; Joseph E. Rogers, president; 

















ELMER F. RICHTER 
Elmer F. Richter, vice-president and general manager; 


Henry C. Osborn, vice-president, defense division; 
Charles R. Battin, vice-president and treasurer; David 
E. White, vice-president, domestic distribution divi- 
sion; Albert R. Porter, vice-president, European divi- 
sion; Albert P. Tyler, secretary; George J. Grikshell, 
comptroller; Nelson Mills, European comptroller; 
Frank N. Harvey, assistant treasurer; Donald C. 
Adams, assistant secretary, and John E. Sturm, as- 
sistant comptroller. 
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an AMAZE NG Prorir Opportu NITY 





SCREEN, 
NEWSPAPERS, MAGAZINES, 


MILLION DOLLAR PUBLICITY 

WHICH COSTS YOU NOTHING W A R T a X 
RECORDS 

AND COSTS US NOTHING uiseen seek sam ee 


SELL THE LIBERTY FOR YOU! 





EVER UNDER NEW TAX LAWS 


Here’s the really COMPLETE War Tax Record that offers your customers every essential 
feature. Original, genuine LIBERTY WAR TAX RECORD provides for EVERY FEDERAL 


AND STATE TAX NEED ... and covers ALL essential business records. Protected by 6 
U. S. Copyrights. Nothing else quite like it. 


Place samples of all War Income Tax Records side by side. 99 times out 
of 100 your customers will choose the LIBERTY, irrespective of price. 


WHO BUYS THE LIBERTY... AND WHY? 
Merchants and professional men of all kinds buy LIBERTY WAR TAX RECORDS to have 


a simple, easily kept record of business income and expense, and to avoid tax penalties 
and overpayments. The LIBERTY is a sure REPEATER. Once used, always used. 








26 year established retail price 


FREE SELF DEMONSTRATORS $& 00 


FOR WINDOW AND COUNTER USE Improved 1943 Edition 
Strictly up-to-date! 




















Generous Dealer Discounts permit exceptional Markup 
ORDER THROUGH YOUR JOBBER OR DIRECT 


COMMONWEALTH PUBLISHING CO., 508 So. Dearborn St., Chicago 5, ILL. 


Tax Record Specialists for Over 26 Years 
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GLOBE-WERNICKE 


“SAFEGUARD ' system 


Here’s a business stand-by that filing clerks swear by. So ABC simple—so down- 
right practical—even the newest employee can use it like a vet. The “‘Safeguard”’ 
filing system is easy to understand... easy to locate names and provides ample 
room for expansion. Designed to fit any standard size file cabinet . . . It is so eco- 
nomical, you’ll sell system after system! 

Cash in on this fast-moving year ’round seller. It’s a big dependable profit maker 
and teams perfectly with the Globe-Wernicke wood file... your opportunity for 
double sales—double profits. 


Globe - Wernicke 


"Headquarters for Modern Office Engineering’’ “SAFEGUARD’”’ SYSTEM 
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SELL FILING CABINETS BUT 


GLOBE-WERNICKE 


WOOD FILING casiners 


so 


All the cunning of master craftsmen is built into these handsome wood files. So smooth looking 
smooth working—they fit with quiet efficiency into any office geared to today. They are available in the 
standard 2-drawer, 3-drawer, 4-drawer letter and legal sizes . . . beautiful walnut or dark green finishes. 

Get set to get your share of the easy sales—easy profits being made on Globe-Wernicke wood files. 
Hard-hitting national advertising is in there backing you up—creating store traffic—helping you make 
sales. Every office is a prospect for these handsome files and the ‘‘Safeguard”’ system is a perfect team- 
mate to sell at the same time giving you a plus sale—plus profit. 

Globe-Wernicke ““Minds America’s Business“ 

Globe-Wernicke is the nation’s outstanding manufacturer of functional office furniture and equipment 
Supply your customers’ needs with Globe-Wernicke equipment! The Globe-Wernicke Company, 


Cincinnati, Ohio. 


Visible Record Systems 


G lobe - We rnicke aig 


WOOD FILING CABINETS 
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Symbolical of the phenomenal ten-year growth of the Friden 
organization is its expansive modern plant at San Leandro, 
Calif. A large part of its four and one-half acres of floor 
space is now devoted to the manufacture of precision-built 
ordnance and aircraft instrument parts. Inset, the original 


FRIDEN CELEBRATING TENTH YEAR OF PROGRESS 


The Friden Calculatnig Machine Company of San 
Leandro, Calif., is celebrating its tenth anniversary 
this month. 

In December, 1933, the Friden Company moved into 
a small plant on East Twelfth Street in Oakland, and 
started the manufacture of the first calculator orig- 
inally designed as an automatic calculator. 

At that time, the Friden organization was made up 
of a staff of calculator inventors and engineers, all of 
whom had many years experience in the design and 
manufacture of calculating machines. By June of 
1934, the company produced the first model and a sales 
organization was being organized to sell the product. 
During the balance of 1934, and throughout 1935, many 
improvements were made in the machine, and ma- 
chinery was designed to make the parts required for 
the production of calculators in quantities. 

In 1935, two important operating improvements 
were incorporated in the line of machines; one was 
the Model “C” with automatic dial clearance and auto- 
matic c§rriage return. The other was the Model “F” 
with semi-automatic, single order, automatic multipli- 
cation. When these machines were added to the line, 
Friden sales began to exceed the productive capacity 
of the plant, and early in 1936, a five and one-half acre 
plot of ground was purchased by the company for fu- 
ture expansion. A modern, streamlined factory build- 
ing with approximately a one-quarter acre floor space, 
was erected, and the company moved from the Twelfth 
Street plant to the new plant on October 1, 1936. 

In 1938 two radical changes and improvements were 
made in the Friden line. One was perfecting the 
Friden Supermatic. The second was streamlining all 
Friden calculators. In 1939, a carriage tabulating 
mechanism was invented and adopted. 

In March, 1942, the War Production Board issued 
a restrictive order limiting the production of calcu- 
lators to December 1, 1942, and the Friden Company 
was prepared to stop the manufacture of calculators 
at that time. At the end of 1942, however, WPB issued 
an order that the company was to continue the manu- 
facture of calculators, since they had decided that 
“calculators are an essential need of the armed forces 
and war industry.” 


Friden at War 


In 1940, Army Ordnance, recognizing the ability of 
the Friden Company to manufacture precision parts, 
requested the company to bid on a large quantity of 
bomb nose fuses. A production study was made, a bid 
was made, and as a result, the Friden Company was 
commissioned by Army Ordnance to make a complete 
production study, including plant layout, tool, die and 
fixture drawings, machinery and attachments lists, 
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HOME OFFICE AND PLANT OF FRIDEN CALCULATING MACHINE COMPANY, INC. 





small Friden plant on Twelfth Street in Oakland, in which 

the manufacture of Friden calculating machines was started 

back in December, 1933. The Friden organization has ap- 

proximately 250 company-controlled offices in the United 
States and Canada. 


and gauge drawings. In the meantime, the company 
was taking contracts for ordnance articles and de- 
cided to double the floor space in order to be prepared 
for any eventuality. 

Shortly after Pearl Harbor, Army Ordnance placed 
a huge order for bomb nose fuses and primers. As 
rapidly as machinery was obtained, production lines 
were set up, and in a short time deliveries to Ordnance 
began. Throughout 1942, additional orders were placed 
by the Government, and these included items such as, 
37-mm. shells, 20-mm shells, 20-mm. ball projectiles, 
detonators, and many other items. This meant an 





FRIDEN DISTRIBUTORS AND OFFICIALS AT POST- 
WAR PLANNING CONFERENCE.—Front row, left to 
right, R. M. Gillivray, Charleston, S. C.; Percy Decker, 
Worcester, Mass.; A. A. Bach, Cincinnati, Ohio; John 
Jorgensen, San Leandro, Calif.; G. L. Rogers, Chicago, 
Ill.; H. E. Williamson, Los Angeles, Calif. Back row, 
left to right, Wesley Plunkett, San Leandro, Calif.; 
Josiah Neuhart, San Leandro, Calif.; John M. Lund, San 
Leandro, Calif.; J. Arthur Russell, New York, N. Y.; 
O. E. Bergstrom, Boston, Mass.; Fred C. Carroll, San 
Leandro, Calif.; H. A. Richardson, San Leandro, Calif. 


increase in the number of employees from approxi- 
mately 650 to a total of approximately 900. 

In getting organized for Ordnance production, it was 
necessary to overcome the handicap of delayed delivery 
of machine tools, deliveries of which at that time 
could not be obtained in less than one to two years. 
This was accomplished by the purchase of the Papin 
Tool and Die Company of Oakland, together with a 
number of other tool and die manufacturers. This 
group was organized into the Paragon Machine Tool 
Corporation, a wholly owned Friden subsidiary, and a 
plant was established in San Leandro adjacent to the 
Friden plant. Many machine tools, special tools and 
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It’s after you’ve used a Bates Number- 
ing Machine, or Stapler, or any of the 
Bates Office Helps for years, that you 
really appreciate Bates Quality—you 
get useful service out of them long 
after cheaper appliances are on the 
scrap heap. 

And this Quality reputation of Bates 
Products is a great safeguard for the 
dealer—it marks his store as a place 
to go back to again and again; it 
builds repeat sales for Bates 
Dealers, and that is where pro- 
fits lie. 

From one end of the country 
to the other you will find Bates 
Office Helps on sale at the bet- 
ter stationery stores and rubber 


stamp dealers —the stores that 





Bates List Finder 
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QUALITY shows itself in the long run 


know that there is no service that 
compares with offering quality mer- 
chandise at a fair price. 

Take extra care of Bates Products 
you have in these wartimes; make 
that extra quality pay extra dividends 
in extra long wear, for some Bates 
Products will be scarce as long as we 
are turning metals and manpower 


into munitions. 





Bates Sta pler 


Bates Numbering Machine 
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lathes which were picked up in the secondhand market 
were rebuilt, modernized, and speeded up to take care 
of Ordnance requirements. 

After a thorough investigation by the Army Air 
Forces, the Friden Company was selected to manu- 
facture an entirely new device known as a tachometer 
indicator. This highly complicated instrument, which 
shows true propeller speeds ranging from 500 to 4500 
revolutions per minute, contains two hands or indi- 
cators, one showing the exact speed of the left motor 
on a twin-motor plane, the other the exact speed of 
the right motor. By furnishing the pilot with true 
speeds, he is in a position to synchronize the motors 
and to fly in a straight line. 

The tachometer indicator is operated by electrical 
impulses which are furnished by two generators also 
manufactured by the company, working off the cam 
shafts. Special electronic equipment was required in 
order to calibrate and test the performance of these 
instruments in order to meet the exacting require- 
ments of the Army Air Forces. This electronic equip- 
ment was designed, built and installed by the Friden 
staff of electrical engineers, bringing the Friden Com- 
pany very definitely into the field of electronics. 

The huge tachometer indicator order required a 
completely new kind of factory, and additional space 
was added to accommodate the additional hundreds 
of employees required for the manufacture of this 
instrument. 

The Friden Company looks forward with the greatest 
confidence to the post-war era. With a factory that 
exceeds four and one-half acres of floor space, com- 
pletely equipped with modern machine tools, and over 
1350 highly-trained employees, the Friden Company 
is now in a position to meet the increasing demands 
for its calculator. 

Today, as the Friden Company celebrates its tenth 
anniversary, Friden mechanical and instructional serv- 
ice is being rendered in approximately 250 company- 
controlled offices in the United States and Canada. 
Prior to the war, the Friden Company had distributors 
in every civilized country. 

0 


AURORA FIRM A TRIPLE-THREAT ORGANIZATION 


Erlenborns, prominent Aurora, Ill. stationer for 55 
years, has a unique range of departments. Starting at 
the front and extending approximately two-thirds of 
the length of the store is a complete assortment of 
commercial stationery and various paper goods. Be- 
yond are the garden and pet shops. The building 
extends far back from the street, providing a principal 
storeroom about as large as the 
store itself on the same level, thus 
avoiding stairs and elevators. A 
basement extending the full length 
is used for storage and other pur- 
poses. 

The commercial stationery de- 
partment is complete in its assort- 
ment of office supplies. Many kinds 
of kitchen and household papers, 
holiday and party goods, decora- 
tions and flags are stocked, earning 
the slogan, “If it is made of paper, 
try Erlenborns.” 


THE MODERN STATIONERY DEPART- 
MENT AT ERLENBORNS.—Incandescent 
and fluorescent lighting are cleverly 
combined to bring out the best in mer- 
chandise displayed in this Aurora store. 
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All merchandise is neatly arranged in open display. 
The fixtures are modern and attractive. They were 
made on the premises under Mr. Erlenborn’s direc- 
tions. All the lighting except the middle row in the 
ceiling is fluorescent. On each side are several special 
sections for limited or miniature displays, each one 
specially lighted. 

The pet shop is used for the one purpose throughout 
the year and is a highly profitable part of the busi- 
ness. It has a 30-day turnover. At least half the com- 
mercial stationery customers, according to Alan Erlen- 
born, the proprietor, are prospects for dog food or other 
supplies in the pet shop. Window displays attract many 
customers who are not commercial stationery buyers. 

The seed department is situated so that in its rush 
season it does not interfere with traffic in the sta- 
tionery section. It includes not only hundreds of 
varieties of flower and vegetable seeds but also lawn 
seeds, bulbs, plant food, insecticides, and an extensive 
line of garden tools and accessories. Because the seed 
business is seasonal, the equipment of the seed section 
consists of portable shelving and display which is set 
up in March and moved out in July. In the fall it is 
occupied by Christmas greeting cards and wrappings, 
being available at other times of the year for special 
purposes. 

Why the Store Thrives 


Erlenborns has been at its same location 43 years. 
It has bought from at least three stationery manufac- 
turers through all that period—Sanford Ink Company, 
National Blank Book Company and Dennison Manu- 
facturing Company. The store was remodeled some 
months ago, in time for the Christmas trade. For the 
first 12 years of its existence it was located one-half 
block to the north. 

Mr. Erlenborn is a successful merchant and a stu- 
dent of window salesmanship. His window displays 
bring him many customers and have given him a 
reputation far beyond the trading limits of Aurora. 
Some of his displays on seeds and related products 
were used by The Prairie Farmer. 

When a regional meeting of the Illinois Booksellers 
and Stationers Association was held in Aurora in No- 
vember Mr. Erlenborn was chairman of the local 
committee. Nearly all the visiting stationers took time 
to visit the store and all were impressed by its modern 
appearance, the scientific lighting, the air condition- 
ing, the modern fixtures, and most of all the successful 
combination of commercial stationery, paper, seeds 
and dog food 
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F.. many years it has been our privilege, as the world’s largest 
ars. e* eT 
we manufacturer of spirit hectograph carbons, to supply our spirit 
Any, or ° ° ° e 
nu- carbon papers to the spirit duplicating machine companies to be 
ome ° 
tne marketed under their own brand names. 
half 
a Now, we wish to announce that OLD TOWN quality will no longer 
l ; ‘ ‘ - ° 
:. be available to duplicating machine manufacturers for resale to users. 
ora. 
— OLD TOWN has pioneered most of the developments in the spirit 
a hectograph carbon field. OLD TOWN is our Trade-mark and your 
a GRADE mark for perfect spirit duplicating satisfaction. There 
ern is no finer quality in the market. 
ion- 
sful 
eds Remember, there is no substitute for a leading product. One sheet 


of spirit carbon may be made to look exactly like another; per- 
formance is another thing. You can depend upon OLD TOWN 
for leadership in quality as you have for years, since the advent of 


spirit duplicating. 


OLD TOWN quality is now available only from OLD TOWN or 
through OLD TOWN distributors and dealers. 


Old Town 


RIBBON & CARBON CO. unc. 


Foremost Makers of Ribbons and Carbons for Every Use 


750 PACIFIC STREET, BROOKLYN 17 NEW YORK, N.Y. 





CHICAGO - SAN FRANCISCO - LOS ANGELES - BOSTON - PITTSBURGH - KANSAS CITY - MINNEAPOLIS 
ST. LOUIS - DETROIT - NEW ORLEANS - BIRMINGHAM - ATLANTA - WASHINGTON - HOUSTON - DENVER 








The Guest Book 


H. L. Bockfinger, sales manager, Acme Tag Com- 
pany, Minneapolis, was a visitor at the office of this 
journal November 29. He had come to Chicago on a 
business trip which was to take him East before re- 

turning to the Twin Cities. ‘Bock,’ as he was known 

to his many friends in the industry when sales man- 

x J, ager for Rockwell-Barnes Company, as a young man 
a third of a century ago and later as sales representa- 

tive for the International Carbon Paper Company, was 


We '@) @) D & Hi 1 | R S vigorous, positive and original. He still retains the 


forcefulness and enthusiasm of his younger days. 


Harlan R. Morris of Stockport, Iowa, signed the 
Guest Book December 11. Mr. Morris had his first 
office appliance contact as salesman for the Hooven 
Automatic Typewriter Corporation back in 1917. 
Shortly afterward he became Chicago sales agent. In 
addition to selling the machines he conducted the 
Hooven Letter Service of Chicago until 1923 when he 
sold out. Since then he has occasionally “helped out” 
in the sale of machines but has given most of his 
attention to business surveys. One which has occu- 
pied much of his time recently is on incentive wage 
payments. Considerable attention has been given to 
personnel and research departments. Much of his 
business is conducted by mail but he finds time to 
take care of some of it in person. Mr. Morris is a 
man of unusual ability as a personal salesman and 
as a user of letters to accomplish definite sales results. 


No. 110-CA No. 140-CA R. D. Latsch, Latsch Brothers, Lincoln, Nebraska, 

president National Stationers Association, signed the 
an eaerene noennee tikes oatmliatala Guest Book December 14. He had come to Chicago for 
the express purpose of attending the first of a series 
of meetings of the NSA Manufacturers Division, the 
meeting being reported elsewhere in this journal. Af- 
ter the meeting he took occasion to call upon some 
of his friends in the trade including some sources of 
supply. An outstanding stationer, he is a warm advo- 
cate of stronger dealer-manufacturer co-operation 
with emphasis on the dealer’s responsibility in helping 
to bring about improvements in industry affairs. 


Leo J. Taylor, of San Francisco, western representa- 
tive of the Pollard-Alling Manufacturing Company, 
was a visitor and Guest Book signer December 14. 
since his company has not been permitted to manu- 
facture its regular line of mailing machinery and I 
equipment because of the war, Mr. Taylor has been 
devoting his time to selling real estate. He had : 
ieceieierc tie senaoniaan been to New York to consult with Pollard-Alling offi- . 

cials and expects to go back into active work on if 
P-A systems just as soon as production restrictions 
plied en are removed. 

D. A. MacDougall, representative of the Stationers / 
Loose Leaf Company, with headquarters in Kansas City, 
stopped in long enough to inscribe his name in the q 
i Guest Book on December 17. He was enroute to Kansas 0 
STURGIS Wood Chai ta the City from Milwaukee, where he had been in conference 

a ee om with company executives for several days. Having 

are of traveled steadily for some time, he looked forward T 
lee shee, with pleasure to staying home for a while, “at least 
lipment ype of until after the first of the year.’ Dan reports good le 
Meanwhil ee business and looks forward to even better volume, 

: aoe chairs are utilized it if current expectations of eased restrictions on manu- St 
for Navy and Maritime Co qpment facture are realized. 






“DESIGNED TO LOOK/LIKE STEEL" 
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No. 222-FR Look to § rt URG IS for up-tod STAPLE SAM COUNTER AND WINDOW DISPLAY 
OPERATOR CHAIR Oven! mice Chairs when the war ic Staple Sam, a recently created character playing 
star roles in Markwell Manufacturing Company pub- 
LARS licity, is featured in an unusually attractive counter 
card and window display now available to authorized 

Markwell dealers. Colorful, amusing and _ snappy, 

STURGIS POSTURE CHAIR CO. Staple Sam is made up of a rounded head mounted 

on a body of crimped and uncrimped staples. His 

STURGIS : MICHIGAN cheerful presence on counters or in the window makes 
a favorable impression on customers. 


WRITE FOR PARTI( 
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tion The CLEAN Process 
i FOR SPIRIT DUPLICATING 


» Te. 
anu- 
and 


Reng BLACK for legibility. BLACK for appearance. BLACK for versatility. This is the order of the day 


aq in spirit duplicating. And now with OLD TowNn’s jet=riite process, you can make perfect 


: on BLACK copies of anything you wish to reproduce. Every copy will be clear—clean—in BLACK. 


tions 


) rs A d at’ 5 a x i , o 
mens n that’s not all. jet rite black copies can be produced Attention—Dealers. 
the quickly on any spirit duplicator without added time, trouble ; 
ai Outstanding products with un- 


or cost. No change in machine equipment is necessary. 


= usual sales appeal make the Old 
ward The OLD TowN representative in your city is probablv the xa aanapenr iia seme 
me mn . P y ) P / able ribbon and carbon and dup- 
oe eading stationer or office supply dealer. Ask him to demon- licating supply agency in any 


anu- strate §et=rite or write us for samples and full information. city. Write us. 





AY > 

ying f A ip 

pub- } AL) 

inter rete iy : 

rized oY eee MT, 

ippy, mee s. 

— RIBBON & CARBON CO. inc. 
lakes Foremost Makers of Ribbons and Carbons for Every Use 


750 PACIFIC STREET, BROOKLYN I7 NEW YORK, N. Y. 


CHICAGO - SAN FRANCISCO - LOS ANGELES - BOSTON - PITTSBURGH - KANSAS CITY - MINNEAPOLIS 
ST. LOUIS - DETROIT - NEW ORLEANS - BIRMINGHAM - ATLANTA - WASHINGTON ~« HOUSTON - DENVER 


MANUFACTURERS OF FINE 





NATIONAL EXECUTIVE DESK 
No. 6612S—66"x36” 


OR several years our facilities 
have been concentrated on the 
production of desks particularly 


designed for war work. 


Now we recall again to your mind 
the type of executive desk which 
made "National'’ a name synony- 
mous with everything fine in an office 


furniture : 


This popular period design No. 
6612S naturally and sincerely re- 
flects dignity—that intangible qual- 
ity so essential to the conduct of 


sound business relations. 


NATIONAL DESK COMPANY 


HERKIMER, NEW YORK 


For Our Country 








* GOLD STARS « 


in the Industry's Service Flag 











OFFICE FURNITURE 
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Aviation Cadet Adolphus Payne Rutherford, III, son 
of Mr. and Mrs. Gus Rutherford, Houston, Tex., was 
killed November 15 when his plane collided with an- 
other training plane over Strother Army Air Field, 
Winfield, Kan. Cadet Rutherford, 20, was a student at 
the University of Houston before entering the Army 
Air Forces. His father, Gus Rutherford, owns and 
operates the Rutherford Duplicator Company and is 
also district manager for Old Town Ribbon and Car- 
bon Company, Inc. His friends throughout the in- 
dustry join in extending deepest sympathy to the 
bereaved family. 





Industry Members Now Serving With the 
Armed Forces of the United States. 








Howard Long, who has been connected with the Mc- 
Clain & Hedman Company, St. Paul, Minn., for 15 years 
and has been an important member of that organiza- 
tion, was inducted December 27 at Fort Snelling. He 
was the eleventh man from that country to join the 
armed forces. Mr. Long is married and has two chil- 
dren. He is well Known to the manufacturers’ repre- 
sentatives who call at the McClain & Hedman store. 

EERE 

Nine additional employees of National Postal Meter 
Company, Inc., left the ranks of the company’s work- 
ers in late October and November to enter the armed 
services. The new NPM additions to the colors in- 
cluded: 

John Goater—Air Forces, November 16. 

John E. McCarthy—Navy, November 1. 

Thomas Doell—Navy, November 17. 

Jeanette Siegel—WAC’s, October 23. 

James E. Baker—Army, November 6. 

Rodney H. Houghten—Army, November 20. 

Vito F. Tudisco—Navy, November 19. 

Walter Guido—Navy, November 13. 

Frank J. Plasso—Merchant Marine, November 20. 

i cM a 

TONNE NEW A-S-E ADVERTISING MANAGER 

Chris F. Tonne has joined the All-Steel-Equip Com- 
pany, Inc., Aurora, Ill., as advertising manager. He 
is well equipped from training and experience to 
handle the functions of his new position. 

Mr. Tonne received his schooling at Northwestern 
University. For 12 years he was connected with the 
Barrett-Cravens Company, Chicago, as assistant sales 
and advertising manager. The succeeding five years 
he spent with the Hough Shade Corporation, Janes- 
ville, Wis., in the capacity of advertising and sales 
promotion manager. He is a member of the Chicago 
Executives Club and the Rockford Industrial Marketers. 
Since taking up his new duties he has become a mem- 


_ber of the Chicago Industrial Advertisers Association. 
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Cellulose “PERMANIZED” Proeess 


The “Stand-Out” 


in any stock - any month 
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“We can’t fire her—she’s 


the only one who under- 
stands our filing system” yAtle a 


Wie 


The Easy Filing— Quick Finding System 


4. Metropolitan Music Company 


* 13. McAdams Hardeere Co. 
G Portland, Uaine 
3 setts eee: 
. e hey 12. Latehley & Leonard 
GH “1e whe 
s 
ll. Klinger Supply, Inc. 
Des Moines, lowe 


11. Klinger supply, Inc. 


9. Imperial Products Co. 
Cleveland, Ohio 
. 


6. Hale C Ine. 
Medison, Meconsin 


5. 


4, Denby, Snith & Yents 
4 Dayton, Ohio 


3+ Cranfield, Inc. 
San Francisco, Calif. 
| rcenreenree ae een eT 
2. Becker & Poster 


Cincinnati, Ohio 


Acme Products 


Monroe Michigan 


New York The Weis Mfg. Co., 54-56 Franklin St 
Chicago Associated Stationers Supply Compa! 
Boston Adams, Cushing & Foster, Incorporated 


Carpenter Paper Company 


Omaha Oklahoma Cit) Fort W 
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B. F. COX SELLS TYPEWRITER BUSINESS TO SON 

The October, 1921, issue of OrFIcE APPLIANCES carried 
an interesting story of B. F. Cox, who at that time had 
what was held to be an unmatched record of 23 
years in the typewriter repair field. To that total 
has since been added another span of 22 years, making 
a total of 45 years in the industry, a period of service 
which, to our knowledge, remains unparalleled. 

The long record came to an end, however, on Novem- 
ber 27, 1943, with the sale of the Cox Typewriter Ex- 














B. F. COX 


change, 133-141 Cedar Street, Abilene, Tex., by Mr. 
Cox to his son, B. F., Jr. Don’t let the “Junior” por- 
tion of the appellation create confusion, however, for 
young Cox upholds all the Texan traditions for stature. 
He stands six feet, four inches in height, weighs 228 
pounds, and is backed by 16 years of experience under 
the expert tutelage of his father. He has had complete 
charge of the sale and service department of the 
business for the past several years. There can be little 
doubt, therefore, that the retiring veteran is no victim 
of misplaced confidence when he says that he feels his 
son is big enough in every way to handle the business. 

The senior B. F. Cox has certainly earned a long 
vacation, and expresses happiness at being relieved of 
the responsibility of keeping posted on the revision 
of restrictions, limitation orders and the other war 
“headaches” of the office machine industry. 

The new owner of the Cox Typewriter Exchange 
hopes to continue to represent the following manu- 
facturers: Royal Typewriter Company, Dictaphone 
Corporation, Victor Adding Machine Company, Speed- 
O-Print Corporation, Marchant Calculators, Allen Cal- 
culators, Inc., and others. OFFICE APPLIANCES takes 
this opportunity in wishing the new helmsman of the 
Cox Typewriter Exchange the best of luck in con- 
tinuing this old-established enterprise. 

—_—__—_0—= >>-0—___ 
IBM PROMOTES TWO IN EASTERN CANADA 


Two promotions have simultaneously taken place 
within the personnel of the International Business 
Machines, Ltd., Toronto. G. H. Sheppard was eastern 
district manager of the company until given leave of 
absence in the summer of 1942 to become a director of 
organization in the Canadian department of muni- 
tions and supply at Ottawa, Ont. He has been pro- 
moted to general sales manager and has rejoined IBM. 

S. C. Wood, Jr., who had been executive assistant 
for the past two years, has been advanced to vice- 
president. He has been with the company for the past 
six years, starting as a sales representative-——-WJM 
>? —_—_— 


DWYER TO COVER NEW ENGLAND FOR EUREKA 


John B. Dwyer has been appointed district repre- 
sentative in New England for the Eureka line of Book- 





Pak gummed labels, according to a recent announce- | 


ment issued by officials of the Eureka Specialty 
Printing Company of New York and Scranton, Pa. 
Mr. Dwyer’s new office is located at 10 Post Office 
Square, Boston 9, Mass. 
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You won't be 
confused! 


The Invincible 100 
isa PLASTIC Platen 


This Invincible 100 Platen is not rubber 
nor synthetic rubber but PLASTIC— 
developed specifically as a platen cover- 
ing. Sure, it was developed to meet an 
emergency but when improved as it is 
vital never 


today it has advantages 


found in rubber. 
Platens are 


PLASTIC 


non-hardening regardless of age or cli- 


Invincible 100 


matic conditions—impervious to oils 
and solvents. They offer hardy resistance 
to type marks and of a density for most 
copy requirements. 


PLASTIC 


here to stay because of their inherent 


Invincible 100 Platens are 


superior qualities. 











The new AWMS 
Catalog is the 
only complete 
Catalog of Type- 
writer parts! 





AMERICAN 


WRITING MACHINE STORES 


DIVISION OF REMINGTON RAND INC. 
115 WORTH ST. NEW YORK 13,N.Y. 
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MADE BY 


bstectiveR 


It’s Good Business 
to do Business 
with a Good Name 





For nearly a century 
‘MADE BY ESTERBROOK’”’ 
has been a guarantee of 
quality to pen dealers and 
pen users throughout the 


world. 

We pledge a continuation 
of this principle of good 
business...come what may. 


THE ESTERBROOK PEN COMPANY 
CAMDEN, N. J. 


* 


bstertivuk 


The world’s leading pen makers since 1858 
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WABASH CABINET CO. BOUGHT BY ART METAL 


On Tuesday, December 21, announcement was made 
by officials of The Wabash Cabinet Company, Wabash, 
Ind., that its filing supplies division had been pur- 
chased by the Art Metal Construction Company, 
Jamestown, N.Y. The deal was negotiated through 
Algot J. E. Larson, president of the Art Metal Con- 
struction Company. The plant and personnel will be 
continued in Wabash under the name Wabash Filing 
Supplies, Inc., and will operate as an independent unit. 
J. F. Robinson carries on as production manager and 
Edward L. Little, widely known in the filing supplies 
industry, continues as sales manager. Through its new 
subsidiary the Art Metal Construction Company is 
now in a position to offer a complete service in filing 


cabinets and supplies. 
oe 


FORMER TRAVELERS VISIT TWIN CITIES 

Jack Guntrum and John Cole, both of whom for- 
merly traveled the Northwest for The Carter’s Ink 
Company and are now in the armed services, were back 
in St. Paul for brief visits shortly before Thanksgiving 
Day. 

Art Pfister, who formerly traveled a group of states 
for the Smead Manufacturing Company and now is 
an Air Force instructor, found time to return to his 
farm on the St. Croix River for a few days and to see 
some of his friends in the Smead organization. 





CLARKE & COURTS NEW DOWNTOWN HOUSTON 
STORE AND STAFF.—Born as an outgrowth of gasoline 
rationing was this new display room at 1701 Main Street 
in Houston. Driving restrictions made the 1210 West 
Clay plant not easily accessible, and the enterprising 
Texas firm overcame the difficulty with a downtown lo- 
cation for the convenience of the trade and as a for- 
ward step in post-war selling. The new store has been 
completely stocked with modern office furniture, station- 
ery and equipment. Left to right, Louis Quoyeser and 
A. K. Moore, city salesmen; R. C. Graham, store man- 
ager L. B. Apperson, sales manager; Roy L. Shelby, E. B. 
Sprawls and W. P. Long, city salesmen; and Mrs. Chloe 
Drescher, secretary. 





oh ae ee STOR K 


Herb Walsh, salesman for Ace Fastener Corporation, 
past president of the Great Lakes Travelers Club and 
fourth vice-president of NSA last year, is a bit inco- 
herent these days, but is all smiles. His wife presented 
him with an eight and one-half pound baby girl—Miss 
Marilyn Lee Walsh—at the St. Francis Hospital in 
Evanston on November 29. Mother and daughter are 
both doing well, and Herb is reported approaching 
normalcy again. 

Gary Joe is the name chosen for the new arrival at 
the home of Mr. and Mrs. J. B. Brazeal, 2518 West Lin- 
coln, Springfield, Mo. The new member of the Brazeal 
family checked in on November 7. Mr. Brazeal and 
his brother, C. E. Brazeal, are partners in the Brazeal 
Typewriter Agency in Springfield—EVH 
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RED FEATHER 


DUPLICATING SUPPLIES 
ARE DEVELOPED 
SCIENTIFICALLY 


Rep FEATHER Duplicating 
Supplies are the result of exact- 
ing scientific research, constant 
testing, and modern streamlined 
production methods. 

A constant quest is conducted 
for better raw materials, and the 
best are selected to produce Red 
Feather products. These materi- 
als are tested to meet the high 
requirements of Red Feather, and 
then accurately compounded into 
formulas by competent chemists 


in Red Feather’s Laboratory. 


Redwood City 
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When you recommend Red 
Feather products you can confi- 
dently say that everything hu- 
manly possible has been done to 
produce an excellent product that 
will do an outstanding job of 
duplicating work. 

All of these factors enable Red 
Feather’s “Impressive Impres- 
sion” products to create their own 
repeat demand. 


* 


WRITE FOR FREE 
DESCRIPTIVE CATALOGUE 





RED FEATHER PRODUCTS LTD. 


California 
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lt’s a 
Happy New Year 
that brings 


New Opportunities 
1944 


Offers the possibilities of an 
early, permanent peace if we 
all put forth our best efforts 
in the home stretch which is 


now in sight. 


BUY MORE BONDS 
INVEST IN THE FUTURE 


COLLECT 


MORE SALVAGE 
HELP TO SPEED VICTORY 


KEEP ALL EQUIPMENT 


IN GOOD REPAIR 
CONSERVE MATERIALS 


And make your 


POST WAR PLANS 
by depending on 
AMES SERVICE 


Ames Supply Company 


564 W. Randolph St., Chicago 








37 Murray St., 583 Market St., 
New York AGENCIES San Francisco 
1905 Commerce St., | PRINCIPAL CITIES 11 Pryor St., 
Dallas Atlanta 
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MEETINGS—CONVENTIONS—DINNERS 

(Continued from page 54) 
the opportunity to meet the officers of their newly- 
formed organization, the Illinois Office Machine Deal- 
ers Association. President John Quincy Adams, Vice- 
president Gene Taylor and Secretary-treasurer O. G. 
Dunlap will all be on hand to tell of the activities of 
this association. President Adams will also talk during 
the Monday afternoon session, outlining the work the 
state association has been doing, followed by a brief 
meeting for Illinois dealers only after the close of the 
general session. 

In view of the present regulations it is expected and 
urged that a large turnout of typewriter and office 
machine dealers attend the War Conference, where 
an abundance of helpful information will be dissemi- 
nated throughout the sessions. 


Sa nt 
PAUL JONES SPEAKS AT CHICAGO TYPEWRITER 
DEALERS MEETING 


At the regular monthly meeting of the Chicago 
Typewriter Dealers Association, held in the Sherman 
Hotel, Monday evening, December 13, Paul Jones, man- 
ager of the Chicago office of the Royal Typewriter 
Company, was the guest speaker. He was introduced 
by President Jack Macon immediately following dinner. 

Mr. Jones spoke on the potentials of dealer-manu- 
facturer relations. He pointed out that service and 
repair should be especially within the province of in- 
dependent office machine dealers. From a manu- 
facturer’s standpoint, if a mechanic does a poor job, 
the machine is blamed and the producer has diffi- 
culty selling more of his machines. Consequently it 
is important to the manufacturer that repair work 
be done right. Mr. Jones invited dealers and their 
mechanics who are having trouble servicing Royals 
to call at the Royal shop and get help. 

When assurance is given that new typewriters will 
be available soon for civilian distribution, the vol- 
ume of service business will drop substantially. The 
same is true of rentals. “Therefore,” said Mr. Jones, 
“now is the time to plan for the establishment of a 
merchandising and sales business when the change 
comes.” 

In closing, Mr. Jones emphasized the interdepend- 
ence of manufacturers and dealers. The closer, more 
harmonious the relation, the better for all. 

Before adjournment, the problem of what to do 
about the new “Used Typewriter Dealer License” in 
Chicago was discussed. Sam Fogel of the Mid-City 
Typewriter Exchange was appointed a committee of 
one to consult an attorney about the validity of the 
license regulation. He was given authority to start 
a test case, if it appears from his investigation that 
the new license can be proved invalid. 

3 odin 
OFFICE EQUIPMENT MANUFACTURERS INSTITUTE 
HOLDS ANNUAL MEETING IN NEW YORK CITY 


Discussion of post-war markets, termination of war 
contracts and current developments in Order L-54-c 
were highlights of the annual meeting of The Office 
Equipment Manufacturers Institute, held at the Hotel 
Biltmore, New York, N. Y., on Tuesday, December 7. 

The morning session opened at 10:30 a.m. with re- 
marks by President W. R. Cummings. Following the 
official opening, the general business session and elec- 
tion of officers were held, the following being named 
as officers and directors for the ensuing year: 

President, C. E. Hallenborg, vice-president Dicta- 
phone Corporation; vice-president and chairman of 
the general executive committee, S. C. Allyn, president 
National Cash Register Company; vice-president and 
chairman of the sales executive committee, K. M. Hen- 
derson, vice-president Ditto, Inc.; treasurer, W. F. 
Arnold, general sales manager Underwood Elliott 
Fisher Company; acting secretary, Miss G. L. Meyer, 
acting secretary Office Equipment Manufacturers In- 
stitute. Directors named included S. C. Allyn, presi- 
dent National Cash Register Company; W. H. Wheeler, 
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Completing the picture for Art Metal dealers- 
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' WABASH FILING SUPPLIES 
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: Complete Line of Wabash Filing Supplies— Including 

a 

e the Famous Natural Index, Alpha-Merical and 

‘ Adaptex Systems—Now Available for Your Customers! 

0 

1 

v/ ... LY recognized for efficiency and highly-  tokeep pace with changing requirements in vertical filing. 
developed indexing sysvems, the Wabash line In filing supplies, record systems and office equipment, 

completes the picture for Art Metal dealers . . . offer- s x ee ee 

; : our engineers and office service men are thinking in 

. ing your customers filing guides, folders and cards terms of highest efficiency for the postwar offices of 

for every requirement of vertical filing. your customers... and theaddition of Wabash Filing Sup- 

As of January 1, 1944, Art Metal will assume control _ plies to our own lines of Art Metal Office Equipment 

of this new subsidiary company, Wabash Filing Sup- and Postindex Visible Files rounds out and completes 

; plies, Inc., and will expand and develop the entire line Art Metal service to the business offices of the nation. 

t 


ART METAL CONSTRUCTION CO., Jamestown, N. Y. 


» Art (Y\atal -- 
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PROOUCTION 


P 


RECEIVING 





In dozens of departments of the modern business, quirements in hundreds of businesses and industries 
pencil writing is most convenient and _ efficient. -and can fill the same needs of your customers. 
Bright, legible carbon copies —smudge-proof and Made in Blue only — both sharp and brilliant writ- 
smearproof to withstand rough and frequent han- ing strengths. Write us for suggestions on how you 
dling—are a “must”. Columbia Non-Stick Carbon ean build substantial “extra” sales with pencil car- 
Papers, with a surface especially developed for bon paper — with NON-STICK! 


duplicating pencil writing, are now filling such re- 





A Product of 
COLUMBIA RIBBON & CARBON MANUFACTURING CO.., Inc. 
Main Office and Factory: Glen Cove, L. |., N. Y. 
New York Sales & Export: 58-64 W. 40th St. Kansas City, Mo.: Dwight Bldg. 
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Jr., president Pitney-Bowes Postage Meter Company; 
K. M. Henderson, vice-president Ditto, Inc.; F. W. 
Nichol, vice-president and general manager Interna- 
tional Business Machines Corporation; C. E. Hallen- 
borg, vice-president Dictaphone Corporation; Arthur 
Walsh, executive vice-president, Thomas A. Edison, 
Incorporated; J. A. Zellers, vice-president Remington 
Rand, Inc.; J. L. Stewart, vice-president and treasurer 
Burroughs Adding Machine Company; A. W. Vander- 
hoof, vice-president and general manager Standard 
Duplicating Machines Corporation; L. C. Stowell, exec- 
utive vice-president Underwood Elliott Fisher Com- 
pany; and D. E. White, vice-president Addressograph- 
Multigraph Corporation. 

In discussing the “Preview to Post-war Markets,” 
the principal speaker was Dr. L. D. H. Weld, director 
of research of McCann-Erickson, Inc. The subject 
was handled in three phases—general economic con- 
ditions, industrial production (in which the problems 
of an individual company were aired), and marketing 
and evaluation of sales potentials. In the general 
discussion which followed Dr. Weld’s talk, Roy Ste- 
phens, vice-president International Business Machines 
Corporation; A. W. Vanderhoof, vice-president Stand- 
ard Duplicating Machines Corporation; and D. E. 
White, vice-president Addressograph-Multigraph Cor- 
poration, were the leaders. 

The session was then adjourned for luncheon in 
the Fountain Court at 1 p.m., about a hundred being 
present for the repast. 

In the afternoon session the first speaker on the 
program was Lt. Col. Harold I. Shepherd, Readjust- 
ment Division, War Department, who spoke interest- 
ingly on “Termination of War Contracts.” He was 
followed by N. G. Burleigh, director Service Equipment 
Division, War Production Board, who discussed “Order 
L-54-c—Current Developments.’ The meeting closed 
with a question and discussion forum in which many 
of the points mentioned by the two speakers were dis- 
cussed in detail. 


Oo —___— 
CHICAGO STATIONERS GROUP ELECT OFFICERS 
With a paid up membership of 27, six of whom have 
joined the National Stationers Association within the 
past few months, the Chicago Stationers Group is 
making rapid strides in its organization work. At a 
recent meeting the following officers and directors 








LOUIS I. KRILOFF 


were elected: president, L. L. Kriloff, Kril-Office Prod- 
ucts ;vice-president, A. J. Bidwill, Chicago Stationers, 
Inc.; treasurer, A. Linn, Linn Office Supply Company; 
secretary, B. Schwartz, Economy Office Supply Com- 
pany; directors, D. S. Bell, Graver-Dearborn Corpora- 
tion, honorary chairman; O. F. Modine, Marshall- 
Jackson Company; G. O. Stevens, Stevens-Maloney & 
Company; A. Schiller, Schiller & Schmidt; Eldon Just, 
Just & Son; A. Johnson, Globe Furniture & Stationery 
Compvany; E. Ackerman, Crown Office Supply Company. 

Mr. Kriloff, who has had broad experience in organi- 
zation work, has pledged himself to the devotion of 
Substantial amounts of time and personal effort to 
enlargement of the group to include all the commercial 
Stationers in Chicago. Working with him will be Ed 
Shapiro of Esco Stationers, who has been appointed 
chairman of the membership committee. Dave Bell, 
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DEALERS! 


Attractive 
Discounts 


The “TOLEDO” Tool Table, a valuable 
adjunct these turbulent days, is in great 
demand by plants with War Contracts. De- 
signed specifically to meet the requirements 
of all manufacturing concerns, large and 
small. 

These tables are put to so many “time- 
saving” uses that they are real Economy 
Features in any factory. 

Made of special, tough steel they will with- 
stand rough usage, averting loss of valuable 
time making repairs. 

Stock styles are portable or stationary, 
with 2 trays or 3 trays, with or without 
drawer. 

Orders are easy to get if you contact the 
proper parties. They will furnish the neces- 
sary (AA-5 or better) priority certificates. 





No. 9460 with 3 trays . 
Drawer is extra () 


The “TOLEDO” Tool Table 
1? An UHL STEEL Product 


Manufactured by 


The Toledo Metal Furniture Co. 
Dept. B.5 1100-1200 Hastings St. 
Toledo 7, Ohio 














MEILINK STEEL SAFE CO. 


NEW YORK 


CHICAGO 








1943 saw the early stages of a 
tremendous surge of armed might 
directed towards our enemy. 1944 

. we believe will see the axis on 
the ropes . . . will bring the dic- 
tators to their knees . . . and set 
the stage for PEACE throughout 
the world. 


For the past year, Meilink has car- 
ried on in a restricted way offer- 
ing limited sales and service . . 
adhering strictly to the letter of 
WPEB regulations. In 1944, we hope 
that conditions will permit serving 
the trade more generously. 


POST WAR 


When the time comes, we 
feel that we shall be in a 
splendid position to serve 
the needs of our dealers. 
We're utilizing every spare 
moment to create and de- 
velop POST WAR equip- 
ment that will mean future 
benefits to the office equip- 
ment industry. 


* 


BUY WAR BONDS 
TODAY 
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one of the strongest advocates of a stationers associa- 
tion in Chicago, was largely responsible for the estab- 
lishment of the group on a permanent basis. Recently 
he has undergone two serious operations, from which 
he is now convalescing at his home. As honorary chair- 
man he maintains his active, executive contact with 
the organization. 

One of the activties under consideration now is to 
set up a credit clearing house for the benefit of 
members. 

A novel method of handling meetings has been 
adopted. In alphabetical order, each member is re- 
sponsible for one meeting. The most recent gathering 
was sponsored by the Arrow Stationery Company. In 
accordance with the plan, door prizes were provided 
by Arrow, and a half hour of the evening was allotted 
to a resumé of the firm’s history, personnel, and so 
forth. Eventually all members will have had an oppor- 
tunity to introduce themselves, and the association 
will become more effective because of increased fra- 
ternity, understanding and friendship. 


——~— > —____—_ 


GREAT LAKES TRAVELERS HOLD CHRISTMAS 
PARTY 


The annual Christmas party of the Great Lakes 
Travelers Club was held December 20 at the Sherman 
Hotel, Chicago. The attendance was excellent, mem- 
bers showing up in greater numbers than usual, al- 
though some of the local stationers who attended on 
previous occasions were unable to afford the time 
because of a combination of Christmas rush and short- 
age of help. 

Benny Allen of American Pencil Company, chair- 
man of the Christmas party committee, also served as 
master of ceremonies. He provided refreshments for 
all, a good dinner and talent from the WLS National 
Barn Dance. 

Every member was requested to bring a present for 
a child, the cost to be about $1.50. After the party 
George Tapner of Industrial Tape Corporation filled 
his car with the gifts and took them to the Destitute 
and Crippled Children’s Home, an institution which 
has the sponsorship of the University of Chicago. 
Harry Balch, Quality Park Envelope Company, headed 
the committee which arranged the gift distribution. 

Officers new and old were asked to take a bow. 
The retiring officers are Hy Linden, Ace Fastener Cor- 
poration, president; Bill Cox, The Carter’s Ink Com- 
pany, first vice-president; Bill Boyd, Acco Products, 
Inc., and Art Steel Company, second vice-president; 
and A. R. Frey, The Globe-Wernicke Co., third vice- 
president; Duncan Conklin, Boorum & Pease Com- 
pany, treasurer; Earl Collins, Rockwell-Barnes Com- 
pany, secretary. The new officers, whose election is 
recorded in a separate item, are Bill Cox, president; 
George Cormack, Wilson Jones Company, first vice- 
president; Dick Gingland, Esterbrook Pen Company, 
second vice-president; W. J. Carroll, Eberhard Faber 
Pencil Company, third vice-president. Mr. Conklin 
and Mr. Collins were re-elected. Mr. Frey and Mr. 
Carroll, being residents of the fifth district, were not 
present. Raynes Davis, president of the Rocky Mount 
Travelers Club, was a visitor. 

Among stationers who attended were William Bruner, 
Office Equipment Company; Oscar Modene and Ches- 
ter Morse, Marshall-Jackson Company; Frank Guin- 
tini, Utility Supply Company; Eldon Just, Just & Son, 
governor sixth district; Proctor Gilbert, Sears Roebuck 
& Company; and Karl King, Office Engineers, South 
Bend, Ind. 

—<—<- 

DINNER HIGHLIGHTS N. Y. OFFICE FURNITURE 
INDUSTRY’S DRIVE FOR JEWISH CHARITIES 
A smashing climax for the annual drive for funds 

for the New York-Brooklyn Federations of Jewish 

Charities was assured with the staging of the annual 

dinner, Thursday, December 16, at the Harmonic Club, 

by the office furniture division of the Federation. The 
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Columnar 
Forms 


In all standard rulings 
from 2 to 36 columns, and 
in 6 standard sizes. Also 
in Faint, Record, Double 
Entry Ledger and Stock 
Record Forms. 

For sizes, rulings and 
prices, see pages 73 to 76 
of Dealer’s Price List "'I.” 


B. P. says: 


In all standard rulings 
and sizes. The 4100 Line 
debit side is ruled in blue, 
the credit side in red. The 
5100 Line is ruled in blue 
for both debit and credit 
sides. 

For sizes, rulings and 
prices, see pages 60 to 62 
of Dealer's Price List "'I.” 





“These sheets will make 


Profitable Customers for You! 


A satisfied customer reorders again and 

again. You can have more satisfied customers 
and more repeat business if the merchandise you 
recommend stands up and does the job. 

Boorum & Pease Loose Leaf Columnar and 
Ledger Forms will do just this for you and for 
your customers. Made of high grade 28 lb. Man- 
hattan ledger paper containing 25% new white 
rag content, these forms are extra strong and 
durable with a better writing and erasing surface. 
They are available in white and buff. 

For the most exacting requirements, we 


recommend our first grade sheet made of 


eed 


Byron-Weston’s 50% new rag content paper. 
The sheet has a patented hinge made right in 
the paper during its manufacture. It is nationally 
advertised. Made in white and buff in all standard 
sizes and rulings. 

Immediate delivery on all these Forms. 


* * * 


For over 100 years Boorum & Pease has antici- 
pated the record-keeping requirements of Amer- 
ica’s business. You can always rely on Boorum & 
Pease to help you keep a step ahead of the needs 
of your customers. 
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4 Way To KEEP !*° 


GENERAL OFFICES: 84 HUDSON AVE., BROOKLYN, N. Y. 
BOSTON: 29 OTIS ST. * ST. LOUIS: 115 SO. 8TH ST. * CHICAGO: 538 S. WELLS ST. 
NEW YORK CITY SALESROOM: 349 BROADWAY, N. Y. 
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The 
Business Man’s DESK 


Every “watch” aboard America’s fighting ships 
keeps a mighty sharp look-out these days. 
Only keen, alert eyes belong in the crow’s 
nest for this is the vital observation post... 


things to come are first spotted here. 


For the business man. the office desk is his 


observation post. From this vantage point, 





business men look ahead for signs of future 


OBSERVATION POST ¥e developments which will affect our country’s 
FOR THE FUTURE oe ee 


economic life. The nation is proud of the 
efficiency record achieved by American busi- 
ness men... we're especially gratified by the 
knowledge that countless office furniture buy- 
ers express a preference for IMPERIAL 
DESKS. 





We're building a product for today’s needs 
whose quality holds steadfast to the 
IMPERIAL tradition. For “tomorrow’s” desk 
requirements, preparedness is our watchword 


from our observation post, we’re main- 





taining constant vigil. 
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Evansville 7, Indiana 
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affair was one of the most heavily attended in the 
history of the Jewish philanthropic movement. 

The 1943 dinner was given in honor of Arthur 
Burger, vice-president of Art Steel Company, Inc., in 
tribute to Mr. Burger’s past devotion to communal 
effort. Mr. Burger has been very active in philan- 
thropic movements in New York City and in his home 
community of Mount Vernon. 

Norman S. Goetz, chairman of the 1943 Federation 
campaign, was guest speaker at the dinner, one of the 
largest in the history of the office furniture division. 

Heading the 1943 Federation effort of the office 
furniture division were Harvey Bright, Bright Chair 
Company, and Bernard H. Nemlich, Regan Office Fur- 
niture Company, co-chairman of the dinner commit- 
tee; Seymour Nathan, Charles M. Nathan, Inc., treas- 
urer; Ben Itkin, Itkin Brothers, secretary, and Moe 
Turman, Metwood Office Equipment Company, chair- 
man of the arrangements committee. 

Other members of the dinner committee of the 
office furniture division were: Chick Blank, A. Blank, 
Inc.; Joseph R. Blum, Michigan Desk Company; Irving 
Brause, Brause Desk Company; Joseph Burger, Art 


Steel Company; H. A. Clemetsen, Office Furniture | 


Warehouse, Inc.; Morris Ennis, Ennis Desk Company; 
George I. Garber; E. E. Gilbert, Metwood Office Equip- 
ment Company; Nat Golden; I. Goldman; Samuel 
Katz, Art Steel Company; Thomas F. Kearns, General 
Steel Products Company; and Sidney Kurlan, Typos- 
ture Chair Company. 

Also, Harry Lakow, Samuel Lakow & Sons; Irving 


Been MAGNIFIED Too 


| 


Levy, Art Steel Company; Charles S. Nathan, Jr., | 


Charles N. Nathan, Inc.; Myron Nathan, Charles N. 
Nathan, Inc.; Samuel Nemlich, Regan Office Furni- 
ture Company; Martin Pollack, General Steel Prod- 
ucts Company; Joseph Rubenstein, Addressing Ma- 
chine & Equipment Company; Max Sandler, Charles 
N. Nathan, Inc.; Joseph Wallace, Wallace Desk Com- 
pany, and David Ziegler, Ziegler Desk Company. 
———__ ao 
WINNIPEG STATIONERS HOLD ANNUAL ELECTION 


The thirteenth annual meeting of the Stationers’ 
Association of Winnipeg was held on Tuesday, Decem- 


ber 14, the following slate of officers being elected for | 


the ensuing year: 


President, M. Esdale, Esdale Stationery and Printing | 


Company; secretary, C. Vernon Nobbs, The Luckett 
Loose Leaf Ltd.; treasurer, F. J. Dool, G. R. Bradley 
and Company Ltd.; auditor, J. Francis, Reliance Ink 
Company Ltd. 

On behalf of the members, Mr. Francis presented the 


retiring president with a token of appreciation for the 


splendid job he has done during his tenure. 

In taking over the presidency, Mr. Esdale thanked 
the members for their confidence and support which 
he knew would be forthcoming during 1944. 

: _—— 
ROYAL’S ROYTYPE DIVISION HOLDS SALES 
MEETING IN CHICAGO 


The Roytype division of the Royal Typewriter Com- 


pany held an important sales meeting on December 6, | 


7, 8,9, and 10 in Chicago. Sales Manager J. F. Vreeland 
was in charge of the meeting, which was attended 
by all of the supervisors and wholesale representa- 
tives from the eastern and western division. 

The entire meeting was devoted to laying plans for 
the post-war period. All of the men present took an 
active part in the various subjects under discussion 
and left Chicago thoroughly in accord with Royal’s 
plans for post-war operations of the Roytype division. 

a 
NEW YORK GROUP HOLDS ANNUAL ELECTION 


At a regular meeting of the Stationers Square Club 
of Greater New York, No. 576, held December 16 in the 
Greeley Room of the Governor Clinton Hotel, the fol- 
lowing officers were elected to serve for 1944: 

President, Fred G. Steinhilber, Geyer’s Topics; first 
vice-president, William Beck, Art Steel Sales Corpora- 
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900 E. 95th St. 


Their Job Has 


IN PEACE TIME, paper clips, pins 
and staples did well the job for which 
they were designed. Perhaps we 
have been prone to accept their func- 


tion too casually. 


MODERN WAR, accompanied by 
vast amounts of paper work, imposes 
still greater responsibilities on paper 


in the armed serv- 





fastening devices 
ices, government bureaus and war 
With 


ment restrictions reducing permitted 


industries. current govern- 
consumption of steel, our diminished 
output must be devoted solely to 
these vital war needs. Under these 
circumstances, consideration can 
only be given to orders supported by 


the highest priority ratings. 


VATI_. 
MANUFACTURING 


COMPANY 


Chicago, IIl. 
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THE HOME OF QUALITY PARK ENVELOPES 


FACTS ano FANCIES 


By H. L. C. 


Psychologists have figured out that when this 
war is over (you'll help speed the time by 
buying more War He: teh service men 
will have a distinct aversion to the color green 
in clothing. Reason: because the dungarees in 
which they work are a shade of green. 


The big automatic envelope machines at 
Quality Park are handling about 110 tons of 
Kraft per month . . . and that’s only Kraft. The 
total tonnage for all types of quality envelopes 
—well, it’s staggering. 


“Why,” we were asked the other day, 
“haven't you mentioned that Blue Line 
Air Mail Envelope since it was introduced 
early last fall? Frankly, we've been 
wedline since we announced it trying to 
fill the orders that came in when we 
announced it. It's a great lightweight 
envelope. 





If you just start figuring how many allotment 
checks Uncle Sam now sends out each month 
to service men’s families, you'll see why the 
Government is one of the biggest envelope 
buyers. And allotment checks are only one 
of many things. 


At Quality Park, we're proud of the number 
of envelopes we re turning out for Uncle Sam 
—and we're proud we can do it and still turn 
out envelopes for our old customers. 


About half a hundred automatic envelope 
machines don’t get much time to cool off 
these days at Quality Park. 


Another thing that isn't cooling off is our warm 
regards for you. We're doing the best we can 
to see that there’s no delay in meeting your 
requirements. All of us here at Quality 
Park extend best wishes for a New Year of 
happiness and progress. 





CHU TAU TY PIATRA 


ENVELOPE COMPANY 


(er tig:| Mm O@liila-M-lil- Mm aclal-la’ Chicago Office and 
Quality Park Warehouse 
St. Paul, Minnesota 564 W. Monroe Street 
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tion; second vice-president, William Mayers, David 
Kahn, Inc.; treasurer, Howard S. Sanders, Stationers 
and Publishers Board of Trade, Inc.; secretary, Sidney 
Diamond; financial secretary, Fred Griffiths, Noesting 
Pin Ticket Company. 

Dinner was served promptly at 7 P.M., the regular 
business session being dispensed with in order that 
the annual election might be held. The club holds a 
regular meeting on the third Thursday of each month. 

Sa 


COX HEADS GREAT LAKES TRAVELERS 

Sixty travelers sat down at the last business meet- 
ing of the year for the Great Lakes Travelers Club to 
elect officers for 1944. The meeting was held at the 
usual quarters in the Sherman Hotel December 17. 
William H. Cox of The Carter’s Ink Company was the 
club’s selection for president. He was first vice-presi- 
dent last year. Other new officers are George Cormack, 
Wilson Jones Co., first vice-president; R. B. Gingland, 
Esterbrook Pen Company, second vice-president; W. J. 
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WILLIAM H. COX 








Carroll, Eberhard Faber Pencil Company, third vice- 
president. Because of their efficient records, Duncan 
Conklin, Boorum & Pease Company, and Ear! Collins, 
Rockwell-Barnes Company, were re-elected treasurer 
and secretary respectively by nearly unanimous votes. 
The reports of the secretary and the treasurer indi- 
cated that the year was a good one for the club. 


Among visitors present who were asked to make a 
few remarks were Raynes Davis, manufacturers’ rep- 
resentative, president of the Rocky Mount Travelers 
Club, and Dan MacDougall, Stationers Loose Leaf 
Company, former head of the Midwest Travelers Club. 
Final report was made on plans for the Christmas 
party, an account of which appears elsewhere in this 
journal. 

— ‘ 
NATIONAL NOISE ABATEMENT COUNCIL 
ELECTS OFFICERS IN NEW YORK 

Wartime industry, eager to increase production and 
defeat absenteeism, is recognizing needless noise as a 
foe, directors of the National Noise Abatement Council 
agreed Monday, November 29, at the annual meeting 
held in the New York Advertising Club. 

S. L. Hooper, of Washington, D. C., was re-elected 
president of the Council. Mr. Hooper announced that 
42 active local committees throughout the United 
States, were conducting all-year-round programs 
aimed at reducing unnecessary noise in factory, street 
and home, particularly in war production areas where 
night-shift workers sleep during the day. 

Robert J. Canniff, of Evansville, Ind., was elected 
vice-president and W. L. Manning, of Chicago, IIl., 
treasurer. F. Edgar McGee, of Buffalo, N. Y., was ap- 
pointed executive secretary of the council. Raymond 
C. Mayer, of New York, was named chairman of the 
national publicity committee. G. P. Little, of Chicago, 
Ill., and George W. Handy, of Buffalo, N. Y., were 
elected directors of the council. 

The council annually awards plaques to cities in 
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SBGIiTENTIFIC CHAIRS 


CA NEW PRINCIPLE) 








e RELAXATION WITHOUT FATIGUE 
REACTION 


e ‘AUTOMATIC’ FLUID BACK ACTION 
e SCIENTIFICALLY ENGINEERED 
e FOR COMFORT IN WORK 





NO OTHER CHAIR 
HAS THESE EXCLUSIVE FEA- 
TURES—FULLY PATENTED—ORDER 


TOMORROW’S CHAIR...TODAY! 


ART STEEL SALES CORPORATION 
300 EAST 145th STREET, NEW YORK 51, N.Y. 
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BOOK VISIBLE 











REFERENCE EQUIPMENT 


FILING SUPPLIES 
Tee Y 








TAX COMPUTER | 





GENUINE-ORIGINAL 


MAK-UR-OWN 


CELLULOID 


INDEX TABS 


Feature the colorful Mak-ur-own boxes and strip tabs in your 
window, give the counter display a prominent position in your 
store, talk time saving with Mak-ur-own to every customer—for 
every customer can use the always popular, always profitable 
Mak-ur-own Indexing Products, nationally advertised to help 


you sell. 


Make pour oth 
” INDEX TABS 





This attractive counter dis- 
play holds working stock, 
shows all colors and widths. 


If you are not 
equipped with 
these sales helps 
write for our FREE 
offer. 





This demonstrator shows all colors 
and sizes. Fits the pocket, no larger 
than a letter case. 


For fast sales and attractive profits— 





Every Day, Every Month. . . Sell the Victor Line 


Sold only through dealers. 

















THE VICTOR SAFE & EQUIPMENT CO., INC. 









SORTERS 
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INSULATED FILES TUBE PANELS 


NORTH TONAWANDA, NEW YORK 


*War casualty — will be supplied when steel is again available 
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various population groups which do outstanding work MORE DEALER-HELPING NATIONAL ADS: 
in stimulating interest to bring about action to reduce are 
needless bedlam. The high point of the unnecessary 
noise program each year is “Noise Abatement Week” 
which, it is expected, will be held in May this year in 
order that school children may participate in the 
special wartime activities of the various local com- 
mittees. 
ee 


GARVIN’S POETIC TRIBUTE TO TOM STAGG 


At the recent testimonial dinner held November 18 
on the occasion of the 38th anniversary of the Phila- 
delphia Stationers Association, one of the highlights 
of the evening was the poetic tribute to Tom Stagg, 
guest of honor, by NSA Manager Charles Garvin. The 
poem, mentioned in the story of the affair in the De- 
cember issue of OFFICE APPLIANCES, is herewith pre- 
sented in its entirety: 

“TOM STAGG” 
by Charles P. Garvin 
Dear Tom: 

Times change—new things come and soon are old, 

We hail the new, make it our own and soon the new 

is ready for a newer mold. 

Walking around little old New York, I find that dur- 

ing my span of years 

With all the smiles and frowns and tears, 

What was new there yesterday has become of naught, 

Not strong enough to stand the drip and rot, 

While the new of today is the old of the day before 

And the day before that is back with us once more. 


I walked east on Forty-second Street, 

A path where the world of people meet, 

And there by the water new each day, 

I find parks, old houses and children at play. 
Walking around I met an older man 

Who seemed to have come through life with a plan, 
Cause his smile was new, his batting average high. 
We talked, waxed garrulous and lied a bit, 

He looked like he’d rather laugh than cry, 

We talked of the guys who had made a hit. 

We wailed not of yesteryear nor felt bad of the day 
But smiled over things that had brightened our way. 





@eeeeeesede02ede0e0e20e8e20 0 
Sez I to my friend, as I bade him good day e 
“T’m on my way to life’s greatest play, 

I go to say ‘Bless you’ to a pal of mine.” e 
Sez he, “Tell your pal his best wishes are mine.” & 
So Tommie, me lad, as I wish you joy, 

You'll note I don’t say “pal,” just “How are you, boy.” 
For I know how you are, you’re a prince among men 
And your friends gather ’round when’er you say 


a sharp, legible and lasting impressions! 
That's what you want—that's what you get with 
Old Dutch Line typewriter ribbons and carbon 


when. 
Real friends never change, friendship grows old 
But like wine and some fine things, friendship gets 
firm in the mold. 


These are the hours, these are the days 

When you look back and grin as you think of life’s 
ways. 

America is proud of men such as you 

You just didn’t pop from the earth or the blue. 

You came from the old land, you came oversea 

You brought something with you for America and me. 

And you’ve something that few men have found in 
their way 

As you’ve given and built as you winded your way. 

You’ve gained immortality, a victory you’ve won 

For how many men must say “Father” to son. 


God bless you, Tom. 





— 


papers. 
Every “Old Dutch Line" product is produced ac- 
cording to an exact, prescribed standard of 


superiority. 


Only such precision in manufacturing can insure 
invariably legible, uniformly fine, durable impres- 


sions. 


Expert or novice, the typist who has Old Dutch Line 
carbon papers and typewriter ribbons to work with 
is off to a good start... for a more consistently 


efficient performance. 


CALL YOUR OLD DUTCH “CUSTOMER ENGINEER” 


WELLS OFFICE FURNITURE HOLDS YULE PARTY 


On Thursday, December 23, between the hours of 4 WATERS & WATERS BRANCH 
and 6 p.m., the dealer display rooms of the Wells Office F 1ST ST! 


Furniture Company, 410-12 South Wells Street, Chi- Burlington, N. J og 
cago, Ill., re-echoed with laughter and song as the 
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“ORTHOPEDICALLY 


CORRECT” 
Chavr Action 


Bolens Post-War 
Promise to 


Office Workers 


History is now in the making in Bolens’ re- 
search laboratories. Under the guidance of 
a Famous Orthopedic Surgeon, working in 
close collaboration with Bolens Designing 
Engineers, experiments, tests based on care- 
ful study of the human body, are showing 
the way to a NEW IDEA IN CHAIR IRONS. 


“break” for the post-war office 
worker .... And for the Office Chair manu- 
facturer and dealer. For, just as soon as 
Victory puts a stop to the precision arma- 
ment parts now being produced at Bolens, 
we'll have this new ‘"ORTHOPEDICALLY 
CORRECT” Chair Action ready — for new 
scientific body fit and working comfort in 
office chairs. 


That's a 


Watch for the announcement! It will add great new 
sales features to office chairs that will make them highly 
profitable to increased working efficiency in every office. 














Port Washington 





Vea 


DLE PRODUCTS GOMER 


Wisconsin 
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company entertained employees, dealers and friends at 
a highly successful Christmas party. Among Mr. 
Pritchard’s guests were Jack McWilliams, Eberhard 
Faber Pencil Company; Charley Jones, C. L. Barkley 
& Company; Duncan Conklin, Boorum & Pease Com- 
pany; Dick Vail, Vail Manufacturing Company; Walter 
Waldvogel, National Blank Book Company, Harold 
Johnson and Lou Farber. 

Before the festivities got under way, Mr. Pritchard 
presented each member of the Wells organization with 
a personal Christmas gift. Each of the guests was 
given two decks of Wells playing cards, which made 
such a hit at the National Stationers Convention. 

Professional entertainment and refreshment added 
to the gaiety of the occasion. 

Oe 


ANSWER TO THE $64 QUESTION 

That question of service to office machinery—that 
dilemma of making such office equipment “do for the 
duration,” is being answered in a most effective man- 
ner by Bill Morrison in Portland, Ore., who carries 
forward such service by means of a special “service 
agreement” taken out with the managers of offices 
and business houses, and users of office equipment of 
all sorts in the Oregon metropolis. 

Direct answer to the $64 question of the hour—and 
not the radio hour—is made by his speeding service 
specialists on first-aid bent throughout the Pacific 
Northwest community as they render yeoman assist- 
ance and succor to ailing office machines, be they 
Comptometers or typewriters, or anything in between. 

The question how to keep ’em running or hitting on 
all keys as well as cylinders these war days—how to 
keep these typewriters and business machines from 
getting laid up and keep them actively rolling out the 
“paper-work” that accompanies war production is 
thus being answered by Bill Morrison as head of the 
Bill Morrison Company in the Oregon city. 

One of the office managers’ most serious wartime 
problems is keeping that typewriter on its toes,—keep- 
ing it clicking with well-oiled efficiency and no let- 
down or break-down, for there is work for every type- 
writer to do. To that burning question often posed: 
“How can I make my old jalopy of an office machine, 
—be it adding machine or typewriter—hold on for the 
duration?”, Bill Morrison has the direct answer—viz., 
a service agreement. 

As set forth by Mr. Morrison in notifying prospects: 
“Our Service Agreement Places Your Office Equipment 
in the Care of Experts.’ Moreover, he has “over- 
night” service where necessary to keep each machine 
working every day these stirring war times. Stressing 
the service agreement, therefore, Mr. Morrison uses 
the slogan “Call the Bill Morrison Company for Your 
Business Machine Maintenance.” 

In a word, maintenance is the watchword, since at 
the current stage of events typewriters are not per- 
mitted to take time off, when they are so necessary 
an accompaniment to the war effort in all its phases. 
The throbbing pulse of an office, the heart of any busi- 
ness concern, is its office machinery, its business equip- 
ment—without which there could be no business dur- 
ing these war days or any other days. To protect and 
preserve and to prolong the life of these business ma- 
chines the service agreement has been designed. 

“You'll find you’re a priority customer under the 
service agreement,’ he urges, “it’ll save money for 
your office and prevent worry and annoyance.” In 
this fashion he is keeping many hundreds of type- 
writers and adding machines as well as other types of 
business machinery ‘on the job” these days in Port- 
land—the hub of a large Oregon war work center. 

New sales promotion and advertising, with the frank 
and open countenance of Bill Morrison appearing in 
conjunction therewith, is being used to further the 
service and maintenance of such office machinery— 
especially to advertise the service agreeemnts which 
keep customers clicking and ticking along the road 
to Victory.—CML 
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but were never more vital than NOW 


Our Fighting Men have proved what keen vision 
means on the battle front. On the home front, we, too, 


must keep vision at its best. Don't let those two Saboteurs 





=== 


———. = 
=2N ATIONAL 


8 FUTIAN 
Sopyes 7 ' 


Hs 


... glare and reHlection .. . slow up your effort to keep 









pace with vital war production schedules. 
“EYE-EASE” Paper, with its correct green-white 
tint, ruled in restful brown and green, cuts glare, reflec- 


"TIME YOU SELL tion, minimizes eye-strain and fatigue. It helps to reduce 


errors, speed work, keep office workers longer at their best 


a) CE” 
Be EYE-EASE for the vital job of producing for victory. 
You HELP TO “EYE-EASE” is available in Pads, Books and 


Forms in sizes and rulings ordinarily used for business. 





A PRODUCT OF THE NATIONAL BLANK BOOK COMPANY, HOLYOKE, MASS. 
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TO STEEL - 


Why Worry About Inventory ? 


Buy Tilt and Swivel Chairs with complete confidence \ 
... they’re built for Today’s needs yet engineered for 
Tomorrow’s requirements. So remember—when you 
order Tilt and Swivel Chairs, you receive merchandise 
that can be quickly converted to POST-WAR needs. 


Change -Over Requires 4 Min.! 





e | 

‘ es 

Here’s how.... - 

e r 

a. Remove wood post by taking out locking screw — 


on base. 


b. Insert hub into sleeve and tap collar towards 
metal plate. 


c. Remove wooden swivel underneath seat by tak- 
No. 3602 ing out 4 screws. 


SWIVEL-NO ARMS | qd. Replace wooden swivel with metal swivel attach- 


$22.40 List ing with 4 screws. 


OFFICE 410-12 SOUTH 














FURNITURE Tk WELLS ST. 


COMPANY CHICAGO 
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as promising as '44.<4 





e Modern in design and construction 

e Built of fine hardwood 

e Check smoke glass shelves (3/16”) 
shaped to facilitate filing 

e Oak and walnut finish—other finishes 
may be had—prices on application 

e Shipped KD 











packed 3 units to car- 


ton—weight 14 Ibs. Letter Size No. 375— 
e Letter and Legal size—2 tier style $7.50 List 
only Legal Size No. 425— 
IMMEDIATE DELIVERY $8.50 List 


¢ Ideal typewriter and utility table 
e Sturdy leg braces 
e Easy rolling casters 
e Two large leaves 
e Metal corner braces 

* Specifications * 
Top 20” x 16’—13/16" thick; 2— 
814” leaves; 37” x 16” over all; 134” 
square legs; 2144” apron; 2634” high 
over all. Oak, green, walnut finish. 
Shipped KD—4 to carton, weight 95 





No. 3670—List Price, each $15.00 
IMMEDIATE DELIVERY 


OFFICE 410-12 SOUTH 
rons}, WELLS ST. 
COMPANY CHICAGO 
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WHERE MINUTES 
ARE AS PRECIOUS AS 
MUNITIONS... 


Oxford 
PENDAFLEX 























mum of waste motion 


TODA Y—Oxford Pendaflex is helping 
to carry the split-second war produc- 
tion technique into the offices of war Pendaflex will be in tremendous de- ( 
industries. mand. The folders that hang in the 


and time, Oxford 


file will be one of the most wanted items 
Tomorrow—when these war industries , ; . 
| sepia in progressive offices everywhere. 
have converted to peacetime pursuits, 
: a (C 
and thousands of competitive businesses OXFORD FILING SUPPLY C0. 


, ; ; Bock 340 Morgan Ave., 125 South 8th St., 
find it necessary to operate with a mini- Brooklyn 6, N. Y. St. Louis 2, Mo. 
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APPROACHING THE CROSSROADS 
(Continued from page 21) 


it is timely that we look backward a bit in considera- 
tion of what has gone before. If we will do so, we 
should be better prepared to look ahead to get a 
general idea of where we are going in the future when 
the war is over. 

While we are still in the throes of merchandise and 
labor scarcities, and there is still some rugged road 
ahead to travel, it is necessary that we think about our 
business in the light of national economic expectations 
and the future of our businesses in our respective 
markets. I believe it is a fallacy to assume that after 
the war retailing will simply start where it left off 
when merchandise, store equipment of all kinds, and 
manpower again become available. 

Everything seems to point to the fact that excellent 
sales potentials will exist in the post-war era and 
that because of scientific developments brought about 
by the war—both in materials and increased produc- 
tion facilities—hundreds and hundreds of new items 
will come into being, offering great sales and profit 
opportunities to retailers in all lines, stationers in- 
cluded. It is fair to assume that a great many of these 
new lines and items will be distributed through retail 
channels and will, therefore, call for better locations, 
more modern store equipment and lighting, improved 
merchandise displays, and intelligent as well as tech- 
nically trained salesmanship. 

Last week my good friend, Connie Netzhammer, your 
next speaker, and I sat down to luncheon together and 
compared notes because we were both to be on your 
program, and I know that you are going to hear a 
very scholarly treatment of the post-war planning 
subject. It is neither my desire or purpose to go into 
the details of the subject nor to detract from Con- 
nie’s address. I simply want to point out broadly some 
of the fields out of which hundreds of units of new 
merchandise will come which should give you encour- 
agement and inspiration concerning future markets 
and sales potentials: 

(a) Because it is now possible to synthetize raw 
materials having almost any desired combina- 
tion if physical properties—toughness, hardness, 
resilience, transparency, tensile strength, water 
resistance, and so on—out of the chemical in- 
dustries will come many new and beautiful 
articles of trade and commerce presenting big 
sales potentials for retailers. 

From this same field comes synthetic rubber, 
nylon and plastic. Plastic alone has captured 
silk’s market for the time being, may very well 
hold it after the war, and will certainly find 
uses that silk never knew. For example, nylon 
may replace copper or steel in window screens. 

Another entry into the textile field is glass 
which, it is claimed, is superior to any natural 
fabric in resisting water, chemicals, fire, or 
mildew and can now be woven, given great ten- 
sile strength and made to take permanent dyes. 

The plastic industry, it is predicted, will come 
out of this war as a mass production industry 
which, of course, it was not before. 

The development of aluminum is a very con- 
spicuous case because it has now become a basic 
material by dint of its very expansion. The ver- 
satility of its use, together with considerably 
lower production costs, will find aluminum in 
common usage after the war for consumer prod- 
ucts of many kinds. 

It is claimed there will be unusual new develop- 
ments in the transportation field and that the 
new cars—when they come—will be light, spa- 
cious and luxurious, with a small engine over 
the rear axle, no hood, and the driver’s seat in 
the front. Its frame may be made of steel, but 
the top and exterior parts may be made of 
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‘Hie dis 


we win the war 





Waite the cheers and confetti are 


still in the air, American industry will 


hegin the tremendous change-over from 
war to peace. 

And Sloane will be ready to take 
it in stride. More than eighteen months 
ago, we turned from furniture -making to 
equipment for war. We've had to meet un- 
foreseen difficulties... work with unfamiliar 
materials...tackle some tough assignments. 
And we've come through, flying the Mar- 
itime “M” pennant with an extra gold star. 

When the éreat day does come, it 
will find us especially qualified to take on 
your work and devote forward-minded 


thinking to solving your postwar needs. 


pr 


WeJ SLOANE 


Contract Division 


5 FIFTH AVENUE NEW YORK 
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THE 
$64 
QUESTION! 


It looks now as if there might be some 
easing up in restrictions on the use of 


steel for consumer goods early in 1944. 


We sincerely hope that this may be so 
provided it does not interfere with 


our war effort. But the $64 question 


which we wish we could answer is 


When? 





We want to be able to give you ACCO 
steel Fasteners just as much as you want 
to get them—and you may be sure that 
we will advise you as soon as they are 


available. 


In the meantime, ACCO non-metallic 
Fasteners with steel prong lock straps 
are doing a good job as a wartime 


pinch-hitter. 


A C C O 


Peoepetits, inc. 


39th AVENUE and 24th STREET 
LONG ISLAND CITY, N. Y. 














aluminum alloy with broad windows of trans- 
parent plastic. 

A recent article appearing in Fortune magazine 
says that post-war civil aviation will have three 
aspects. The standard airlines will be quickly 
re-established and will undergo a rapid expan- £ 
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sion reaching to much smaller centers than be- 
fore the war, and at the same time reaching to 
all parts of the globe. Transport lines for mail, 
express and freight will be separately estab- 
lished, possibly using gliders for local stops. 
Some of you heard Mr. Burbanks of the United 
Air Lines talk at our NSA Convention in Chicago, 
Those of you who did have a pretty good idea 
of what changes may be brought about in dis- 
tribution alone by air express and freight. 

(e) It is interesting to read about developments in 
the communication field in which scientists have 
expressec themselves as believing that this is a 
“physicist’s” war because of the great mobility 
of combat units and their spread over incred- 
ible distances, requiring extensive development 
in all fields of communications. Just to mention 
one that has post-war potentials, we could think 
about radio telephone or the “walkie-talkie” 
which is a portable receiver and transmitter and 
can be used to control large construction proj- 
ects with scattered units, lumber and mining 
operations, truck fleets, and even large scale 
agricultural management—to say nothing of 
“Radar” or television. 

Getting back to radio telephone, it is now pos- 
sible to use extremely short waves. Each time 
the wave length is cut in half, the number of 
frequencies is doubled and the number of indi- 
vidual radio channels is doubled, so that many 
thousands of individual channels are now 
available. In the not-far-distant future, each 
person may be assigned his own wave length 
and may carry his own small receiving and 
transmitting set in his pocket. In that case, he 
could speak with any other person within his 
range by merely dialing the appropriate wave 
length. 

I suppose we could go on almost indefinitely relat- 
ing the things we have heard or read about that build 
up the optimism as regards sales potentials in the 
post-war period. 

It is interesting to note that some of the larger cor- 
porations in the United States are either making 
extensiv2 and costly researches into sales potentials, or 
have already concluded their research programs and 
are all set financially and otherwise to jump into their 
post-war programs just as soon as it is logical or 
advisable to do so. Let me recite just two cases where 
programs have been developed and where they are 
all set and ready to go at the appropriate time: 

(a) Some time ago I had the happy privilege of 
attending a very important management meeting 
in Chicago. This meeting for two days was con- 
fined to discussions on post-war planning. One of 
the gentlemen, a scientist in his own right, who 
heads up the public relations department of a 
very large building supply manufacturer, gave 
the audience a complete history of the time, 
labor and money that had been spent in re- 
searching the markets for their products as 
they would be distributed in the post-war era. 
They, too, have their plans ready and have set 
aside millions of dollars to be used in opening 
up the most modern stores around the country 
to which consumers may go to select a home 
site, the home itself, all of the fixtures, decora- 
tions, household furniture and equipment, and 
even arrange for the financing of the entire 
project—all right under one roof in the atmos- 
phere of elegant displays of all kinds. All this 
because their research convinces them that as 
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RULES HIS WORK 


Bie exacting he must be is dic- 
tated to him by a sheet of blue 
paper—a blueprint. There can't 
be any guess work here. Every 
detail—every dimension—every 
view must be shown in complete 
clarity. For on his ability to inter- 
pret the blueprint rests victory 


or defeat. 

To take the ‘‘gquesswork” out of 
blueprints, draftsmen . . . engi- 
neers ... technicians... insist 


on working with 





because KOH-I-NOOR Drawing PENCILS 
ccn be depended on for sharp 

. crisp lines which produce 
sharp, clean prints... 


because KOH-I-NOOR Drawing PENCILS 
can be depended on for the 
same fine quality that has made 
them standard for more than 
50 years. 


Available in 17 uniform degrees 
of hardness and softness. 
ECONOMICAL IN THE LONG RUN! 


NO. 1700 — TECHNICRAYON PENCILS 
Made in 40 brilliant colors. Each 
pencil is polished in the color of 
the lead . . . for easy identity. 
Available in sets only of 12 or 24. 


The RIGHT pencil for the RIGHT job 


KOH-I-NOOR PENCIL COMPANY, INC.., 
BLOOMSBURY. NEW JERSEY 
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soon as the war is over, this country will enter 
into a five billion dollar residence construction 
boom. Think of the potentials in this field alone! 

(b) Some of you will remember the statement made 

by Mr. George Holt of the Sheaffer Pen Com- 
pany at the NSA Convention in Chicago in which 
he stated that he had seen some of the plans 
that had been laid out by large chain store or- 
ganizations in America. One of these plans calls 
for the opening up of over a thousand mammoth 
stores right after the war. These stores are to 
be on an entirely different basis from what chain 
stores have been in the past. 

Mr. Holt states that one organization has over 
fifty million dollars set aside for expansion. The 
idea of new chain stores is to capitalize and take 
advantage of the fact that they have a large 
shopping area and intend to put within that 
area departments which represent individual re- 
tail shops of the highest type attainable. Ac- 
cording to the plans, you will be able to walk 
in and get the same kind of service offered by 
an individual store. It is obvious that these 
stores will be streamlined in every single detail 
in respect to building structure, store equipment, 
lighting, decorations, merchandise lines and 
displays. 

Now that is talking big organizations, big figures 
and big potentials, but each of us in our own little 
field should be studying post-war potentials for our 
own business and preparing plans now that can be 
put into operation at the right time—plans that will 
properly and completely renovate and streamline our 
businesses so that we, too, will go forward in the new 
era of prosperity which is predicted will come soon 
after the war is over. 

Let me respectfully suggest that you study your 
own business from one end to the other. Analyze your 
market, your store, personnel and merchandise lines, 
and get your analysis down on paper. Measure it 
against what the predictions are for post-war sales 
potentials, and develop a plan to modernize your busi- 
ness in every single detail wherever such moderniza- 
tion seems advisable to put you in the position of being 
able to take advantage of post-war potentials. 

Remember that when you are thinking about your 
business, the same old truism that applies to yourself, 
as an individual, holds good for your business, too: 

“As a man thinketh in his heart, so is. he.” 

As we think about business for the future, so it 

will be. 


ee 


WOFI ACTIVITIES NOTED FAVORABLY IN 
ENGLAND 


No less favorably received in England than in the 
United States was the recent article by Lurelle Guild, 
designer for the Wood Office Furniture Institute. The 
article, which appeared in the September issue of 
OFFICE APPLIANCES, was favorably reviewed in the No- 
vember Stationery Trade Review, a British publication, 
together with a color reproduction of one of the 
Institute’s two color insert pages which appeared in 
the same issue of this journal. These two pages had 
already been the subject of much favorable comment 
among the domestic office furniture trade. 

We quote, in part, the comment of the Stationery 
Trade Review: 

“Mr. Lurelle Guild is one of the foremost industrial 
designers in the United States and we learn that he 
is now Design Consultant to the Wood Office Furni- 
ture Institute, Washington, D. C. It is quite certain, 


| therefore, that the wood office furniture manufac- 


turers in America will have perfectly exciting furnish- 
ings to offer the trade in the post-war vears. 

“It is a remarkable tribute to the vitality of private 
enterprise in America that when the use of some new 
or different material threatens to encroach upon the 
use of some existing material, it excites fresh energy 
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The Boss told LITERAL LESTER to get up the 
next adv. \\ for IMPERIAL HECTO. 


“Well,” said LESTER, “Let's tell the folks 
that: 


IMPERIAL HECTO «ts 


BOSS: Why theQ award? 






LESTER: Because it is the Quintessence of Quality and Quantity. 
BOSS: Yes yes—go on. 


LESTER: IMPERIAL HECTO Qualifies Quick-witted Dealers «<= > x 
Questing for profits to Quickly Quench CELE 
their appetites. q . ee oe 
BOSS: And every business office 


is a sure Quarry. 






ae 


> 






LESTER: Yes, and Dealers who 
want to Quadruple their Hecto |. 
sales should Quit Quiddling, get. ° 
out the old Quill and Quiz us bn & 


about samples, grades and prices. 


BOSS: End Quotation —get out 
of here—you got Me talking that 
way. 
Seriously, IMPERIAL HECTO is blitzing its way into many business, banking, insurance and 
Government offices. It is getting there because of outstanding QUALITY and VALUE. 


This is a good time for YOU to join forces with us. You will like our style of doing busi- 
ness and you will find that DEALER PROTECTION is no empty phrase with us. Quick profits 
await you... so will you get out the old quill and write now! 


IMPERIAL HECTO is available in medium and intense grades. IMPERIAL'S 
long-distance carbon makes upwards of 500 clean, legible copies. 









GENERAL OFFICE AND FACTORY: 
401-407 MULBERRY ST., NEWARK 2, N. J. 
NEW YORK OFFICE: 321 BROADWAY 






THE KEY MEN OF AMERICA . . . Manutacturers with the dealers’ viewpoint 
DETROIT, 37 Linden St., River Rouge, Mich * CHICAGO, 179 W Washington Street 
OFFICE APPLIANCES, January, 1944 95 











HURATEX FOLDERS 


Combining all the features of highest select pulp, 
durability, uniformity, and proven filing satisfac- 
tion Duratex File Folders are the answer to any 
real sales campaign for year end transfer busi- 
ness. 


Quality Texture... 


Smooth, hard, and soilproof surfaces, 
a quality crispness found only in 
Duratex. Will slide in and out of the 


file with a minimum of effort. 











Unusual Tear Strength... 


Insures extreme toughness and steel 
spring snap which is required in a 
folder No 


cracking or dog-earing with Duratex. 


designed for long life. 











Excellent Writing ... 


Absorbent and smooth texture permits 
use of pen, pencil, or typewriter with- 
out danger of blur. Light manila color 


presents greater legibility. 













We will gladly furnish samples of 
this superior File Folder. We invite 
you to check these superiorities your- 
self. 


‘OF Fran.) .0 1.0% > Gt. OOF 


ESTABLISHED 1921 
cManufacturers of Filing Supplies 
CHICAGO, ILL. 


517 S. JEFFERSON STREET 
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| among those whose livelihood is linked up or whose 


capital is invested in the use of the material meeting 
new competition. A good example of this is the very 
great progress made by wood office furniture manu- 
facturers in the face of steel furniture. When plastics 
seriously enter the field of furniture, no doubt we 
shall see some further remarkable departures by the 
metal furniture makers. Incidentally, it may be re- 
marked that industry in this country is too little 
informed about the foresight and breadth of vision 
that American industrialists bring to research and 
design. Nor is there any widespread appreciation of 
how intimately these two are bound together. It is 
true that there is a more general disposition to pay 


| greater attention to research in this country, but we 





have a very long way to go to catch up with some 
parts of the world in matters of design. Unhappily 
we have not designers of the calibre of Bel Geddes, 
Lurelle Guild, Dohner, Dreyfuss, to mention only a 
few of the men with world-wide reputation associated 
with American industry. Nor have the conditions here 
been favorable to the development of this kind of 
ability. When such power in design as that which 
has produced the ‘Spitfire’ can be harnessed to wider 
fields of manufacture. British products will take a 
big leap forward.” 
ee 


SAN ANTONIO NEWS NOTES 





B. C. Reber, Correspondent 





In San Antonio, the employment problem has been 
dominant among stationery and office equipment firms. 
Old trusted employees, who had joined firms as young 
boys and had worked themselves into positions of trust 
and responsibility, have entered the services, leaving 
the firms with depleted staffs, poorly bolstered up by 
green, inexperienced workers. Added to this is the 
difficulty in getting merchandise. Nevertheless, they 
have carried on. And in carrying on, they have accom- 
plished a feat that is worthy of the industry of which 
they are a part. 

* x * 

With the Yuletide spirit at hand, there has been 
much passing of good cheer. All firms have had 
parties for their employees, The Clegg Company fol- 
lowing out a program that has been a policy for many 
years. The Paul Anderson Company, with Tim Harvey 
and G. S. Thorne as featured entertainers, sponsored 
a program that was well received. At Maverick-Clarke, 
the Maverick-Clarke Boosters Club, together with 
other employees, joined in an evening of fun and 
frolic at the Plaza Hotel on the night of December 18. 


* * * 


This letter would not be complete without a word 


| about the display windows featured by The Clegg 


Company. On the premise that the display windows 
of an organization serve as an introduction to the 
public, this firm has given special consideration to 
window treatment. Every detail is carefully worked 


| out. No part, no matter how small, is overlooked. The 
| backgrounds are things of beauty, and the merchan- 


dise is arranged in a most attractive manner. Every- 


| thing shown is fresh, new and clean. 


oe a 


E. P. Haye, branch manager for L. C. Smith & 
Corona Typewriters, Inc., who is always active in civic 
enterprises, has been selected to take part in the 
fourth War Bond drive which starts in January. R. P. 
Grieve, vice-president and general manager of Maver- 
ick-Clarke, has been re-elected a director of the San 
Antonio Manufacturers’ Association. Miss Vivian 
Dimaline, who, as a young girl, started her business 
career with The Clegg Company, and who has since 


| been associated with several businesses in San Antonio, 


has returned to her old love, and is now working as a 
retail saleslady at Cleggs. 
1944 
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Industry and Government are work- 


re, a big job and, despite many problems, 
th it’s being done well. With time far 
1d too precious to waste, nothing is more 
important than having facts—visual a se 


facts—instantly and accurately avail- 
rd 
Be 
VS Acme VISION Record Systems will 


able, for better planning and control. 


he ive you “tad-pewer” central! Acme Visible Record Keeping Equipment may 
to 
od And every day, in War Plants, the 


be purchased on U. S. Government Contract 


TPS-47442 Item 54-F-2325 (a). 
ne Armed Services and Government 


a= Departments, Acme Visible Record 


y- We will be glad to send you illustrated 


Systems are proving that their use 


saves time—executives’ time in using catalog and price list upon request. 





the records as well as clerical time 


ic in keeping the records. 
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THE PASSION of great purpose... 


It was a warm spring night long 


ago. The young city of Philadelphia 
slept soundly. But a solitary man ina 
tavern room was wakeful...with the 
white heat in his mind and the passion 
of a great purpose. His hand trembled 
often with the urgency of his expres- 
sion, blunting the quill pens that had 
come from his own geese at Monticello. 

His script held all the high hopes of 
man since time began, was destined to 
change history... Thomas Jefferson 
had no doubt of its import as he drafted 
the first Declaration of Independence. 

Today no man needs geese nor their 
fragile quills for his writing. Because 
in Inkograph he has an indom- 
itable pen to pace his swiftest 
thought... with a point that 
urgency and haste, pressure or 
writing mannerisms will not 





injure...a fine precision instrument of 
penmanship, with a smooth flow of 
ink assured by craftsmanship accurate 
to five ten-thousandths of an inch... 
sturdy enough for the heaviest hand, 
sensitive to the uncertain touch of chil- 
dren... fast-acting for speedy writing, 
always reliable, dependable for years. 


It 1s a source of great satisfaction 
to us today that Inkograph is preferred 
by so many of our men in service, now 
underwriting the new Declaration of 
Independence for the world... If your 
local stores are out of Inkographs, the 
fault is not the dealer’s. He is doing 
his level best to fill the demand, 
and so are we, with production 
limited by wes. But when the 
war ends, there'll be enough 


<——__ Inkographs for everybody. 





Remember... you re-write the Declaration of Independence... 
every time you BUY A WAR BOND! 


INKO-GRAPII 


Beware of imitations. The name Inkograph is on the barrel. DeLuxe model g2 


Mail orders not accepted. Only dealers can supply you. 


InxocraPH Company, Inc., 200 Hudson Street, New York 13, N. Y. 
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ONLY ONE PERSON IN 5,000 KNOWS HOW 
TO FILL ANY FOUNTAIN PEN PROPERLY! 
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BECAUSE your eyes and ours 


are focused on the future... 


December 6th issue of Life Mag- 
azine is carrying the full-page 
Inkograph advertisement shown 
opposite. We feel that it tells a 
story of very great and general 
interest—a story worthy of the 
manner in which it is presented. 

This issue of Life will be read 
by 22,050,000 civilians and a 
vast number of servicemen at 
home and abroad. 

Beginning with February 1944 
issues, Inkograph advertising will 
again appear consistently 
throughout the year in a long list 
of major publications, reaching 
a very large and important part 


INK-O-GRAPH 


Beware of imitations. The name Inkograph is on the barrel. DeLuxe model $2. 


Mail orders not accepted. Only dealers can supply you. 


“1 O-GRAPHS2 














InkocrapH Company, Inc., 200 Hudson Street, New York 13, N.Y. 
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ont POST 
* 
COLLIER’S 
* 
LOOK 
* 
CLICK 
* 
LIBERTY 
* 


NEW YORK TIMES 
MAGAZINE 


* 





| 


of the American reading public. * 

Yet with Inkograph produc- 
tion drastically restricted, due 
to Government orders for the 
armed forces both here and abroad, 
only a small proportion of those x 
who read about Inkograph can 
now own Inkographs. 

But, to quote from the adver- * 
tisement: “If your local stores 
are out of Inkographs, the fault 
is not the dealer’s. He is doing 
his level best to fill the demand, 


COSMOPOLITAN 
: * 
NATIONAL GEOGRAPHIC 


REDBOOK 
FORTUNE 


* 
ESQUIRE 


and so are we, with production + 
limited by the WPB. But when 
the war is over, there’ll be enough 
Inkographs for everybody.” 
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LINE, 





[he convenience-styled desk illustrated is available today, for your 


customers in war-essential industries. And Leopold, known for dis- 
tinguished craftsmanship, now Is planning a post-war Service Line. . . 
desks and office furniture to meet tomorrow’s needs with that combina- 
tion of beauty, utility, convenience and endurance built into every 


Leopold line since 1876 


THE LEUPOLU COMPANY - Burlington, Iowa 
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IN OTHER LANDS 
(Continued from page 48) 


may be nearly, if not entirely, at an end, and the ex- 
pression of opinions at our next year’s meeting may be 
more in the nature of concrete proposals rather than 
pious hopes.” 

The following were present: 

J. Adams Keene, National Loose Leaf Co. Ltd. 

(Chairman) 

W. Desborough, Powers-Samas Accounting Ma- 

chines Ltd. 

T. Dixon, Dictaphone Co. Ltd. 

S. C. Downes, Powers Accounting Machines Ltd. 

W. G. Gledhill, Gledhill-Brook Time Recorders Ltd. 

A. R. Jackson, Remington Rand Ltd. (Kardex Di- 

vision) 

E. B. P. Jackson, Kenrick & Jefferson Ltd. 

P. Jones, Percy Jones (Twinlock) Ltd. 

N. W. R. Mawle, British Typewriters Ltd. 

E. C. Rylands, Carter Parratt Ltd. 

G. V. Speke, Acco Co. Ltd. 

Harry E. Stiles, National Cash Register Co. Ltd. 

Edgar Smith, Hon. Secretary, Office Appliance 

Trades Association and 
Mrs. S. S. Elliott, Asst. Secretary, Office Appliance 
Trades Association. 

Should Victory come next year, the rota chairman 
of that year’s past chairmen’s meeting is at present 
serving as a group captain in the Royal Air Force. To 
him be the honour of “Victory Year.” 

S32: 
* * * 
FIFTY YEAR JUBILEE OBSERVED BY CLIFTON 
TOLLIT, PIONEER LONDON STATIONER 

The half-century mark in the stationery industry 
(or in any industry) is a goal attained by so few men 
that the recent jubilee of Mr. Clifton Tollit, founder 
of Tollit and Harvey, Ltd., is worthy of special com- 
ment. The Oetober issue of the Stationery Trade 
Review carried a complete biographical sketch of this 
well-known stationer, together with a story of the 
luncheon held in his honor at the Connaught Rooms 
on October 12 by the Stationers’ Association. Mr. Tol- 
lit’s connection with the city of London carried out 
the tradition of many notable stationers, for the 
stationery trade has always been prominent in the 
city’s history. No less than ten of London’s Lord 
Mayors during the last 50 years have come from the 
Worshipful Company of Stationers and Newspaper 
Makers. 

The article, which gave a comprehensive history of 
the city and its governmental organization, described 
Mr. Tollit’s entry into the field as follows: 

“Mr. Tollit’s first introduction to business life was 
in the factory of Charles Goodall & Sons, under 
the direction of Mr. Goodall himself, a relative of 
Mr. Tollit’s father. From this short period of initia- 
tion, he went straight into a genuine City firm, 
that of Adams Brothers (now Adams Brothers and 
Shardlow, which has changed both in character and 
location from its early days). His object was to gain 
retailing experience, but he found himself plunged 
into typical “city” work, for the chief business of the 
branch in Rood Lane was in bills of lading and other 
shipping forms. 

“After some time here he took over the management 
of another branch of the same firm, in Old Jewry, and 
in the first year of his control the business did a 
considerable increased turnover. 

“Finally, in 1897, Mr. Tollit opened his own busi- 
ness beside the Church of St. Lawrence Jewry, the 
parish church of the Guildhall, and from this close 
association with the center of the City’s government 
the famous “Guild hall” series of stock-ruled account 
books was put on the market. 

“In these premises the business of Tollit & Harvey 
Ltd. was carried on for fourteen years, at the end of 
Which Mr. Tollit took over the old buildings of the 
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PRONOUNCED NO-STING 


“Renowned for Quality” 
“Attractive Packing” 


“Unexcelled Values” 


[ NOESTING 
PIN TICKET CO. INC. 


ys 728 EAST 136TH STREET 
NEW YORK, N.Y. 


101 


M 
[ 
te 
yf 
I 
g 
IV 
S 
D 
A 
I 

















To make better Carton Copies, 
We suggest to Typisls our... 


Cat 


Patented 


“CARBON GRIPPER” 
(a flexible backing sheet) 





THREE important features: 

Save wear on Old and New Platens. 
Produce sharper, cleaner copies. 
Accurate and quick insertion of forms in 
typewriter. 


who 


& Te tmsure clean, strong copies . . . USE THIS 


Rae FGA LT 


“Carton-Grigger” 
A aioe 
Backing Shere 


There is a 
Carbon Gripper 
: backing sheet in 
each box of 
our NEW 


SUPER-TREATED 


Typewriter Carbon 


De A GAs an. ean Ae 





eels i 


Purchase a box of our SUPER-TREATED 


carbon paper and be convinced. Send that 
order today. Samples of Carbon Grippers 
may be had on request. 


C.£,-QUALITY QUALIFIES 


There is also a Codo “Carbon-Gripper” backing sheet 
in each box of Super-Kote and Keen-Rite carbon 


paper. 


MANUFACTURING CORP. 
oan 


270 Lafayette St., 
New York 








529 South Franklin St., 
Chicago 
Factory: Coraopolis, Pa. 
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Castle Tavern, on the corner of Gresham Street and 
King Street, where its headquarters are still situated.” 

Mr. Tollit was elected to the Court of Common Coun- 
cil in 1932, taking an oath that was almost identical 
with “the common oath of the time when Richard was 
a prison in Germany,” as set down in the city records. 
This reference is to Richard Coeur de Lion and his 
imprisonment in 1193. 

In addition to administering the expansion of his 
business, he is treasurer for the London diocese, 
manager of the Philanthropic Society’s Farm School of 
300 acres at Redhill, and has done a great deal for 
young people through his connection with the Church 
Lads Brigade. His services, not only to the City, but 
as president and treasurer of the Benevolent Fund 
of the Association have been outstanding. 


Siete A esanaian 
PARKS HONORED ON 25TH YEAR WITH ROYAL 
William H. Parks, comptroller of the Royal Type- 

writer Company, celebrated his twenty-fifth anniver- 

sary in the company’s service on December 9. 
Congratulations were extended Comptroller Parks 

by his friends and associates throughout the organi- 





WILLIAM H. PARKS 


zation, and President E. C. Faustmann paid tribute to 
the valued service Mr. Parks has rendered Royal and 
presented him with a handsome, suitably-engraved 
watch in commemoration of the anniversary. 

Mr. Parks’ association with Royal dates back to 1911 
when he joined the organization as assistant cashier 
in the Metropolitan branch. In 1913 he left Royal, 
rejoining the organization on December 9, 1918 as an 
accountant in the home office general auditor’s depart- 
ment, now the comptroller’s department. Two years 
later he was named assistant to the comptroller, ac- 


cepting his present post in September, 1933. 
inbsere” -t eaeaete 





A TEMPO DISPLAY FOR TEACHERS.—Attractive dis- 
play of the Tempo Sales Company of Kansas City, Mo., 
at the recent Missouri State Teachers’ Convention at 
St. Louis. Demonstrating the uses of Tempo stencils 
and inks were Manager Jerome Cohen (left) and his 
assistant. During the two-day meeting a young artist 
sketched portraits of nationally famous figures, the 
sketches later being run on the duplicating machine 
and distributed to the conventioneers as souvenirs. 
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CALENDAR sine PAD 


... the date is always before you 
_.. the inked surface is there for your dater 


This pad is No.1 size and comes in 
regular ALL-METAL box. 


. Order the calendar pad today... feature it in combination with a 
Justrite dater. 


: rrr SOLVE THE WHOLE YEAR’S DATING PROBLEM NOW! 
> //M, YER 


f= £ 
2 4 
ae 


Special Inireduciory Offer 
Manufactu red by 


LOUIS MELIND COMPANY 


362 WEST CHICAGO AVENUE e CHICAGO 10, ILLINOIS 





Branches at: NEW YORK CITY, DETROIT, LOS ANGELES and SAN FRANCISCO 
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U.S. PAT. OFF 


RtG 
STORAGE BOXES 


Durable construction is combined with extreme simplicity to achieve efficiency and real economy 
for the user of Liberty Boxes. The Liberty Box is not cluttered up with fancy gadgets that defeat 
the purpose of a good record storage box. These boxes are made of strong corrugated fibre board, 
waterproofed, precision cut and scored, reinforced with heavily gummed cloth tape and have the 
simplest yet most secure closing and fastening method ever devised. 

Today there are more than 79,000 users of Liberty Boxes—discriminating concerns who have 
tested and tried Liberty Boxes—never to change. A few such top notch companies are: Dow 
Chemical Company, Aluminum Company of America, Boeing Airplane Company, Chevrolet 
Motor Corporation, Western Electric Company, Timken Roller Bearing Company and Truscon 


Steel Company. No testimonial can be more conclusive of quality than that. 


DEALERS ..PLEASE NOTE 


Under present abnormal conditions—unless you give us the following END USE information your 
order will be entered in the usual manner and shipped in its turn. Orders for WAR PLANTS 
are given preference in shipping. 

Here is the essential END USE information we must have on every order. 

The full name of the customer. 

Complete address of customer. 

Their priority rating, or their approximate percentage of War Work. 


l. 
2. 
3. 

1. 


Sizes and quantities of Liberty Boxes ordered by each customer. 


Established 1918 





BANKERS BOXK COMPAN Y 


See Tea CLARK STREET... ep -CGHILCAGBCSO & @*2041N OTS 
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WHY JOIN A DEALER ASSOCIATION? 
(Continued from page 24) 


we do it, and no strings attached. Quite a number of 
us are using the same contracts and the same rec- 
ord forms which have been passed around among 
the members. Some have the same bookkeeping sys- 
tems. We pass around information on what to buy, 
and where to buy it. Many times a dealer would run 
out of stock of an item, and he has no trouble getting 
the loan of it from another dealer. 

We have a workable credit reporting system. This 
protects all of us against bad accounts. No longer is 
it possible for a dishonest person to go from store to 
store, getting machines from each. We had that hap- 
pen too often before passing.around credit informa- 
tion. We also work with the police department and 
pass on to our members data from that source. 

All the new rules and regulations issued by the gov- 
ernment are broadcast to our member and we are 
careful to explain them fully. We have had govern- 
ment representatives come to our meetings; their 
friendly and clarifying talks have been of great benefit 
to us. 


Improved Business 


I have said that our association has helped us 
financially. Looking back over the years I cannot re- 
member all of the benefits that I have received, al- 
though I know that they have been many. I can only 
give you a few of the high spots. 

Before the war, we had achieved in our home town 
what we have universally today—a more or less sta- 
bilized level of business. The government regulations 
and price ceilings on typewriters have brought all 
dealers to the same prices. When you are not price- 
conscious you can direct your efforts to the excellence 
of your merchandise and service, and concentrate on 
your ability to sell. That is what many dealers are 
doing today and they find, as we did, that it is very 
good business practice. 

Take new portable typewriters, for example. Before 
the war we sold them at regular list prices. We did 
that during all those years that dealers elsewhere 
were cutting $10.00 to $15.00 from their legitimate 
profits. Think what that meant to us dealers, thou- 
sands of dollars each year. We did this in spite of the 
fact that we have with us the same department stores, 
the same mail order stores, the same chain jewelry 


stores that are everywhere. We found these compa- | 





nies just as much interested in making a reasonable | 


profit as we were. True, they did not want any other 
company undercutting them, nor did we. On the other 
hand, the so-called “stripped” models were used as 
leaders and were sold at any price. We demonstrated 
that this distinction between models, one to be sold 
at a living profit and the other to be used for adver- 
tising purposes, was the ideal arrangement. 

Our rental rates were $4.00 per month, and $5.00 per 
month on key set models. We have never had any 
five dollar three-month rentals here. I know it would 
be worth a lot to some dealers to be able to say that. 
We found that it was not necessary to undercut the 
manufacturers in order to get business. That small 
volume that we may have lost to them because of 
their wider advertising was more than offset by our 
increased profit per machine. 

Many situations have developed in which we were 
thankful that we had an association here that func- 
tioned. One that I remember was during the period 
when Civil Service examinations were being given. 
This business had grown to enormous proportions. 
And the dealers were competing to the point that they 
had became overzealous. Their energetic solicitation 
reached the stage that they were interfering with the 
persons taking the exams. We were told that if this 
Situation was allowed to continue all dealers would be 
excluded from renting in this government building. 
So our association came forth in this emergency and 
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PROLONGS the LIFE 


Now’s the Time 
to Push this Best-Seller! 





Your customers can’t get new typewriters but 
they can make the ones they have operate with 
much less noise, less vibration . . . make them last 
longer. KIL-KLATTER absorbs typing shock, pro- 
tects parts from shaking loose, postpones the need 
for repairs. KIL-KLATTER gives typewriters a more 
comfortable “feel” that typists like, reduces typing 
fatigue. 


Made of famous OZITE ALL-HAIR Felt, with 
treated top to prevent machine legs from digging in, 
and non-skid bottom to reduce danger of typewriter 
sliding off desk. Size 11 x 13, fits all typewriters 
and many business machines. 


With so many office supplies hard-to-get, KIL- 
KLATTER is more important to you than ever for 
building sales and profits. Made of non-critical 
materials, you can replace stock promptly. 





FREE DISPLAY CARDS: 
with orders for a dozen 
or more pads we'll send 
you FREE a colorful dis- 
play card and a quan- 


FITS ALI 
TYPEWRITERS 


tity of 2-color mail en- 
closures imprinted with 


your name. 


RETAILS AT 


DEALERS: Pin coupon 
to your letterhead for 


Free Sample. 




















AMERICAN HAIR & FELT COMPANY, 
Dept. D1, Merchandise Mart, Chicago. 
Send FREE sample KIL-KLATTER Typewriter Pad and full infor- 


mation about prices and discounts. 

FIRM NAME 

ADDRESS 

CITY STATE 
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PROVED 


A BIG TIME SELLER 
—IN THREE SHORT MONTHS 


PAY ROLL 
TAX INDEX 














$1959 List 


New 1944 Model Now Ready Model PX440 


Improved construction, appearance, performance 


RAPID PAYROLL TAX INDEX, the permanent tax calcu- 
lator with changeable charts, is the quickest method for deter- 
mining payroll tax deductions—one product for which there is 
an unprecedented demand, and one which is AVAILABLE for 
you to sell. Undeniable proof of its worth lies in the names 
of such users as: 


Western Electric Campany 
E. I. DuPont de Nemours & Co., Inc. 
The Pure Oil Company 
Peabody Coal Company 
National Cash Register Company 
. and hundreds of others 


RAPID PAYROLL TAX INDEX sells quickly because: 


@A flick of the finger brings the exact computation before 
the eyes—and at eye level. 

@ May be operated with either the left or right hand while 
writing with the other. No skill required. 

@ Selects tax amounts faster than any other device—20% of 
chart area visible at all times. 

@ Is already saving hundreds of man-hours in large corpora- 
tions. 

@ Handsome walnut cabinet occupies no more desk space than 
a beok. 

@ Lacquered charts that fit around drum. 

@ Simple, easy turning—nothing to get out of order—no 
protruding knobs. 

@ Complete all-in-one unit with official tables for weekly, bi- 
weekly, and semi-monthly pay periods. 

@ Cannot become obsolete—when tax rates change, simply 

insert new charts. 


No Priorities Needed 
SUBSTANTIAL DISCOUNTS TO RELIABLE DEALERS 


Enthusiastic reception by large corporations who have pur- 
chased in dozen lots indicates that many thousands will be 
sold in the next few months. Get started now! Write today 
for descriptive circular or order a Rapid Payroll Tax Index 


for inspection. Satisfaction guaranteed or your money back. 


RAPID OFFICE DEVICES, inc. 


135 South LaSalle Street Chicago 3, Ill. 
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| we called a special meeting. 


At this meeting, we 
evolved a plan whereby each dealer was assured of 
holding his own rentals, without the need of solicita- 
tion in the examination rooms. Peace was restored 
and we continued for a long time with this profitable 
business. 

At another time, three of our members were ar- 
rested. They were told that they were operating with- 
out a license to purchase typewriters, either for cash 
or as trade-ins. No dealer had ever had a license, 
which costs $60.00 per year. We did not want to go to 
this expense of a yearly license. So the association 
hired a lawyer, and we fought the case in court. We 
won, thus saving each member many times the cost 
of association dues each year. 

Because of our association, all dollar-and-cents 
prices are eliminated from the telephone directory. 
We have stopped misleading newspaper advertising. 
When the procurement drive was on for typewriters, 
the association purchased packing boxes, and distrib- 
uted them to dealers. 

With the wonderful spirit that we have had and 
the real honest-to-goodness co-operation between our 
members, it is no wonder that our association has 
prospered. The strange thing to me is that dealers in 
every city, even in places where there are only two 
or three dealers, have not gotten together. There 
should be an association everywhere. What we have 
done, and more, can be done by any group of earnest 
men. There is no limit to the possibilities. 


a 
CAMP STONEMAN HAS RAPID FILE SYSTEM 


A new rapid-locator file card system in use at Camp 
Stoneman, Calif., is proving a great help and time- 
saver for mail clerks. 

It takes the place of roster sheets formerly used but 
has several advantages. It is made with manila fold- 
ers and WD AGO Form 304A (locator cards). The 
manila folders are marked in sections, with slits cut 
in each. 

The tops of the locator cards, obtained from ma- 
chine record units, are fitted into the slits so that 
only the top of each card is seen. Along this top runs 
the name, serial number, grade, and organization of 
each man. About 40 cards are fitted to a page. Blank 
spaces are left at the end of each page and each letter 
group to allow for increases in personnel. 

Folders can be made into a notebook with index 
tabs along the side, or they can be placed flat on a 
board, with the backs of the folders side by side. A 
board for the back is of plywood and thumb tacks are 
used to fasten the folders to it. 

It was found that 15 folders covered the entire or- 
ganization of the Stoneman battalion. Formerly the 
mail clerks made roster sheets, but the new file serves 
the same purpose, and is more easily read and 
changed.—GET 

————————___- 
NEW ROYTYPE ADVERTISING HELPS AVAILABLE 


The Roytype division of the Royal Typewriter Com- 
pany has prepared two new Roytype advertising helps 
which are now being distributed to all its Roytype 
dealers. 

The first is a striking new window display consisting 
of a number of display cards and a window poster. 
The display, said to be unlike any ever before pro- 
duced in the supplies field, is designed to call attention 
to every dealer’s window. 

In addition, a new set of Roytype newspaper adver- 
tising mats has been completed and broadsides illus- 
trating them have been mailed to dealers. A wide 
variety of complete advertisements and of carbon and 
ribbon box illustrations are included, plus a new fea- 
ture, “Ad Parts,” consisting of illustrations and head- 
lines in mat form which dealers can use to drop into 
their regular ads. It is believed by the company that 
the new mats will enable every Roytype dealer to run 
sparkling advertisements. 
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In judging the merits of a product the 
consuming public is the court of last resort. 
Regardless of the amount of engineering skill 
Or precision workmanship put into a stapling 
machine those who buy and use it must be 
satisfied, otherwise all these efforts are in vain. 

Thousands of Ace’s New Wartime Model 


No. 402-V are now in daily operation. Re- 





ports flowing in are most complimentary, 
bearing out the fact that when Ace builds a 
stapling machine it must be good—must em- 
body those sterling Ace qualities of rugged- 
ness, long life and easy, efficient, dependable 
Operation. 

SHIPMENTS WILL BE ALLOCATED TO THOSE 
QUALIFYING WITH PRIORITY RATINGS. 


SOLD EXCLUSIVELY THROUGH DEALERS 








ACE FASTENER CORPORATION 
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3415 NORTH ASHLAND AVENUE > 


CHICAGO 





SURE ...WE HAVE FORMS 
..FOR PRACTICALLY EVERY PURPOSE.. 


Such as: 


General Records 
Bank Forms .. 













Ledger Rulings. UN 
Columnar Sheets 7 SR ERR 
Columnar Pads | SEROR 
Visible Record Forms y ROK 
Memo and Price Book Sheets A ONG RK 
ruled and printed on buff or white stock with Vx, RERKOAR: 
brown and green inks . . . which neutralizes VERS } 
glare and relieves eye-strain. LER 
‘ ff / Ny 
STATIONERS WED 


LOOSE LEAF CO. JG 7 XX 
MILWAUKEE I, 524 N. Broadway ; 
NEW YORK 3, 114-116 E. 13th St. 


* 


it pays to feature 


FAU LILESs 


REG. U.S. PAT. OFF. 


FORMS 
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HOW DEALERS CAN PLAN OPERATIONS IN 1944 

(Continued from page 23) 
pared monthly. Without their guidance, you may be 
pretty far asea and not realize it. Your budgetary 
figures should be checked each month against actual 
performance on the profit and loss statement and you 
can’t determine monthly profit unless you have an 
inventory figure. That is why you must estimate with 
the foregoing formula or take a physical count 
monthly. Even when manpower was plentiful, unless 
inventory was very small, this was impracticable, but 
the foregoing formula will estimate your stock with 
reasonable accuracy and show you which way you are 
heading on profit or loss. But, remember, you must 
start this computation with a physical inventory and 
you should check the estimated inventory at least 
once yearly with a physical count, adjusting the books 
to agree with same. 

Once the sales figure based on inventory is esti- 
mated, you can arrive at budgetary figures for mar- 
gin, overhead and net profit using the average per- 
centages experienced during the past three months. 
For example, if overhead was 35 per cent for the past 
three months and your quota for October, 1944, is 
$3,000 sales, the overhead estimate is $1,050. Arrive at 
your margin in the same way. If margin was 40 per 
cent for the past three months, then estimate the 
margin for October sales at $1,200. Deduct overhead 
from margin and you get $150 net profit as the esti- 
mate for October. Then comes a deduction for income 
tax, which is a factor that few dealers consider on 
their budgets but they must do so from now on be- 
cause taxes are so high. Estimate your tax monthly 
and deduct from the estimated net profit to get the 
real McCoy on pocket-profit. Remember that you can’t 
spend your taxes—only what’s left after taxes are 
deducted. 

Price control and other wartime regulations must 
be considered in preparing the 1944 budget. You can’t 
budget for more margin so readily because price con- 
trol restricts it in most cases. To get dependable esti- 
mates, you must gear 1944 margin to the 1943 ratio. 
That is another reason why budgets and profit and 
loss statements should be prepared and analyzed 
against the experience figures of the previous year 
only, not three to five years prior. Pre-war margins 
and operating ratios used in budgeting and profit and 
loss analysis differ from the figures experienced under 
price control. Any new regulation that will increase 
volume or margin must be reflected in your budgetary 
estimates. Before the war you didn’t have #0 worry 
about such rulings but now you must Keep uv-to-date. 

In our field studies, we find comparatively few office 
appliance dealers using monthly budgets but those 
that do report easier sledding than those who don’t. 
It’s the old story of “planning your work and working 
your plan” that always paid dividends, only today you 
must adjust the process to suit wartime operation. 

————? — 


SON OF CORONA EXECUTIVE REPORTED MISSING 


Capt. John B. McCormick, son of J. J. McCormick, 
sales manager of the Corona division of L. C. Smith 
& Corona Typewriters, Inc., has been reported missing 
since the action over Norway on November 18. Re- 
cently promoted to captain, the young Liberator pilot 
and flight commander has been awarded both the 
Silver Star and the Air Metal with clusters. 

In addition to his last reported action, Capt. Mc- 
Cormick took part in raids on Ploesti, Rome, Weiner- 
Neustadt and other cities. Together with his crew, he 
had covered more than 28,000 combat miles in the 
same plane, “Vagabond King.’ Twenty medals, in- 
cluding seven Distinguished Flying Crosses and several 
battle clusters had been won by his crew. 

J. J. McCormick’s other son, Lt. Robert B. McCor- 
mick, formerly on anti-submarine patrol activity over 


the Atlantic, is now taking combat training as a | 


Liberator pilot at Blythe, Calif. 
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WHEN YOU KNOW HOW 


SELLING filing supplies and creating 
new business is easy when a Wabash deal- 
er's salesman has taken advantage of the 
sales information on our line which we 
have available. We're just as anxious as 
you are to increase the success of your 
men ... for better filing methods will 
speed up production and help win the war. 


Wabash FILING SUPPLIES, Inc. 
\ 


WABASH, INDIANA 
} a Ask for free Sales Manual 






WABASH FILING SUPPLIES, INC. 
144 E. Water St., Wabash, Ind. 
Please send me your new “ABC 
of Filing” with more details on 
the Wabash Line ... and sales 
franchise, if it's still open. 
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LOOK INSIDE 





If it has “‘guts’’ you are buying a file 


for extra long service. 


Peerless Wood Files are nailed, glued 
and braced with wood screws to elimi- 


nate any possible distortion or strain. 


Easy, quiet operation which results as- 


sures long life and real value. 


* 


PEERLESS STEEL 
EQUIPMENT CoO. 


UNRUH AND HASBROOK STS. 


PHILADELPHIA, PA. 
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SHANGHAI OFFICE OUTFITTER ON “GRIPSHOLM” 


Among the 1200 Americans who were repatriated by 
the recent arrival of the “Gripsholm” in New York 
was A. R. Hager, proprietor and active manager of the 
Business Equipment Corporation, located in the heart 
of Shanghai before the Jap invasion. Mr. Hager, as 
many in the trade will recall, has made his home in 
the Chinese metropolis since 1907. 

In a letter written while en route, Mr. Hager ex- 
plained to OrricE APPLIANCES that he left Shanghai on 











A. R. HAGER 


September 19 with about 1200 other anxious pas- 
sengers, the evacuating ship stopping at Hongkong 
and Indo-China to pick up an additional 300 pas- 
sengers. The original part of the journey was made 
in the Japanese ship “Teiamaro’’—the renamed French 
liner, ‘“Aramis’—the change to the “Gripsholm” being 
made at Goa, India. Early in November the ship put 
in at Port Elizabeth, South Africa, where two days 
were spent in the atmosphere of Dutch-British cor- 
diality. Mr. Hager stated that up to the time the let- 
ter was written (October 30) they had crossed the 
equator three times and would cross it again before 
sighting the Statue of Liberty. Included with the 
interesting missive was a list of 44 Rotary Inter- 
national members (printed on board the “M.S. Grip- 
sholm,” November 11), together with the names of the 
Chinese cities whence they were returning to the 
States. 

While the writer’s experience has not been a pleas- 
ant one, it has, no doubt, been crowded with interest. 
When the Japanese horde has learned—via steel and 
flame throwers—that barbarism doesn’t pay dividends, 
and China again becomes a free nation, Mr. Hager 
may again return to the Orient where he has spent 
so many happy, prosperous years. Until that time, he 
hopes to devote his energies to war work in our 
nation’s capital. 

pe es 
CLEVELAND STATIONERS PASS 70TH MILESTONE 

The Burrows Brothers Co., 633-37 Euclid Avenue, 
Cleveland, Ohio, booksellers, stationers and engravers, 
on November 8 celebrated its seventieth anniversary 
in business in the Ohio metropolis. The event was 
not marked by any special anniversary sale, but was 
brought to the attention of the Cleveland populace 
by a series of ads extending over a period of several 
weeks, stressing the fact that the same policies re- 
sponsible for the 70-year growth would be maintained 
in the future. The three Cleveland papers also noted 
the event with news stories, the News and Press in- 
corporating in their editorial columns brief historical 
sketches of the company and its place in the life 
of Cleveland. 

The Burrows Brothers Co. first opened its doors for 
business on November 8, 1873, at 7 Euclid Avenue, a 
site now occupied by the Williamson Building. The 
founders, according to President Gordon B. Bingham, 
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Fthe | Part of your own store is breaking into Sheaffer's EYE-BUY case is FREE to 
the nation-wide print! In Sheaffer's February Dealers! The only cost is for the mer- 
full-page, full-color advertising many mil- chandise! If you haven’t ordered your 
leas- lions of readers will see your wew EYE-BUY case... don’t wait another day! Orders 
rest. LEAD CASE illustrated and “iescribed! Your placed now insure earliest possible de- 
bg own customers will see tliis advertising — livery! W. A. SHEAFFER PEN COM- 
mae and remember it when ‘ney come into your PANY—FORT MADISON, IOWA. 
pent store! Sheaffer again backs you up with a 
> he thorough and effective merchandising pro- 
our gram! 
_ EYE-BUY Case Boosts Lead and Eraser Sales! 
nue, The fact that this one case does the whole job with greater success 
_ than any lead case ever designed is proved by enthusiastic reports 
oe from dealers everywhere! Wherever the new Sheaffer EYE-BUY 
ne case is on display it is working and selling . . . building lead sales 
Poe and profits! And .. . it’s natural that it should! It actually 
eral invites customers to buy their lead and eraser requirements by 
re- presenting all the merchandise at the customer's shopping eye- 
ined level... makes the selling job quick and easy! 
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MICHIGAN 


The Dealer Line with a Future 





Desk No. 264 
60 x 34 


A POPULAR GRADE 
of 
DEPENDABLE 
VALUE 





Available in 
Oak and Walnut 





Satisfies the Exacting 
Needs of Today 





FILING CABINETS 


No. F7 Letter Size 
List Price $58.00 


No. F8 Legal Size 
List Price $63.00 


Full drawer extension, cradle suspension full 
progressive, operating on large plastic roll- 
ers. Drawers are non-binding and interior 
smoothly finished giving file an excellent ap- 
pearance. 

Available in large quantities and quick 
service. 


No. F7 
No. F8 


MICHIGAN DESH CUMPANY 


GRAND RAPIDS, MICHIGAN 
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were Charles William Burrows, 24-year-old West Point 
graduate, and Harris Bradford Burrows, both of whom 
had worked for the Lee and Shepherd Company, Bos- 
ton publishers and booksellers, before entering busi- 
ness for themselves. 

The store extended its quarters in 1877 and four 
years later entered the jobbing business. In 1888 one 
of their chief competitors, Cobb, Andrews & Company, 
was taken over by the expanding Burrows organ- 
ization. Nine years later the company was moved to 
633 Euclid Avenue, where the main store is still lo- 
cated. Harris Burrows left the management of the 
firm in 1907, both brothers retiring five years later. 
Their interests and those of their associates were sold 
to James Robinson, who became treasurer, and John 
J. Wood, who became president and manager. At the 
time of the reorganization the company had retired 
from both the wholesale and publishing fields, becom- 
ing exclusively a retail store. 

A new reorganization came during World War I, 
the store being purchased by the Forman-Bassett 
Company. Gordon B. Bingham entered the firm in 
1919 as general manager and in 1928 he and his asso- 
ciates secured controlling interest in the company. 
The officers named at that time, and still serving, 
were: Gordon B. Bingham, president and general 
manager; Albert Burkhardt, vice-president and treas- 
urer; H. Fred Gaertner, secretary. The new organ- 
ization in 1922 inaugurated a policy of branch stores 
conveniently located to Cleveland homes and offices, 
and Burrows now operate seven stores in Greater 


Cleveland. 
0 9 


ITALIAN IMMIGRANT BOY BUILDS SUBSTANTIAL 
STATIONERY BUSINESS 

During the Italian-Turkish War in September, 1914, 
just prior to the first World War, a 14-year-old boy 
named Peter Orofino left Calabria, Italy, and landed 
in America. He made a beeline for Chicago, where he 
met his father and brother for the first time. They 
had left the old homestead before Pete was able to 
establish social contacts. 

In order to carry his share of the family expense, 
Pete went to work without delay for the American 
Cutlery Company. His first salary was $1.75 a week. 
He worked 12 hours a day, but no social security or 
withholding taxes were deducted. After six months 
he discovered the Illinois Central Railroad and got 
a job as office boy to Vice-president A. E. Clift, 
who taught him to speak, read, and write Gnglish 
fluently. Two years later Pete entered the svationery 
business as stock clerk for Carrithers & -Company. 
Following three years of juggling stock he took a better 
job with the Technical Supply Compaiy as counter 
salesman. Within two years he graduated to counter 
and outside saleman for Burr-Vack & Company, a job 
which he carried on successfully for four years. 

Then came opportunity in the form of an offer of 
a salary of $35 a week as a salesman by C. A. Smid 
Stationery Company in 1927. He took it and did so well 
that in six months his salary was jumped to $125 a 
week and he was made a vice-president of the com- 
pany. He held this position for five years before going 
over to Chicago Stationers as vice-president for an- 
other five year period. His next connection was with 
the J. E. Bell Printing & Stationery Company. When 
this company’s primary activity became menu printing, 
the officials gave Pete his real chance, an opportunity 
to go in business on his own. They offered to supply 
him with merchandise on consignment. So with $35 
actual cash capital Pete started out on August 1, 1938 
as his own boss under the business name of Arrow 
Office Supply Company. Here’s a statistical record 
of his commercial progress: 

In 1938 his business volume was $11,000; in 1939, 
$28,000; 1940, $37,000; 1941, $60,000; 1942, $90,000, and 
1943, $130,000. 

Pete now has eight employees and one truck. He’s 
going to add to that very soon as he’s doing his post- 
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“NOW IS THE TIME 
FOR ALL GOOD MEN 


TO BUY MORE 
WAR BONDS!” 








“GRAND 
PRIZE 


Typewriter Ribbons and Carbon Paper 


* 


Sake the New Year right! Make 
a resolution to buy more War Bonds 
than ever before! 

Make it a point also to find out about 
the part that Grand Prize” Typewriter 
Ribbons and Carbon Paper are play- 
ing. Just as these supreme quality 
products help home-front business to 
get the best work from their “duration” 
typewriters .. . so more than 50% of 
“Grand Prize” production goes to help 
speed the work of the Military, the Fed- 
eral Government and vital war in- 
dustries. 


PACIFIC CARBON 


and 


RIBBON MFG. CO. 


J. FRANCIS O’CONNOR, Pres. 
Head Office and Factory: 
1451 Harrison St., San Francisco 3 


* 
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THEY'LL FLY THEM } 


xx*«rk 


provided we deliver 
the goods 


And delivering the goods requires proper iden- 
tification of materiel when it lands in the 
War Zone. Crates must carry their own 
“identification papers’’ for proper handling 
and delivery to the point of need. 


Justrits 


PACHING LIST ENVELOPES 


* Moisture 
Resistant 
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* Oil-Proof 
* Acid-Proof 











Justrite Packing List Envelopes have been de- 
signed to meet the need for a Safe and De- 
pendable MOISTURE RESISTANT container. 
Used by most industries, they safely carry 
Packing Lists, Shipping Instructions, etc., 
which must accompany shipments to our 
Armed Forces. 


Packing List Envelopes are made of heavy 
Asphalt Laminated stock and are secure 
against the elements, grease and acids. They 
come in 9 stock sizes—and special sizes to 
order. Can be furnished with metal clasp, 
and with tag patch or eyelets for attaching to 
shipping containers. 


Write Immediately for Samples and Complete 
Prices. 




























4 fustrits 


CLASP ENVELOPES 


Justrite Clasp Envelopes compare with any on the market 
for Stationery Store needs. Have a smooth, tough clasp 
or can be furnished with secure string-tie that will stand 
up under hard usage. Also available with small attached 
letter envelope where First Class Mail Matter must ac- 
company contents of larger envelope. 


Come in 38 standard stock sizes. Write today for com- 
plete information as to sizes available and prices. 


Write for Samples and Complete Pricing Information 


The fustrits Line 


Norther States 

















ENVELOPE COMPANY 


Saint Paul 


Chicago 
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war planning right now and figures he can double last 
year’s business easily. He has always discounted his 
bills and met his payroll promptly. He is sole owner 
and salesman. He has lost only two small customers 
since he started but has added many. 

While Pete has never had any formal schooling, 
he has learned enough by observation and conversa- 
tion to hold his own with many a holder of college 
degrees. Although only a little fellow weighing 130 
pounds and standing five feet four inches tall, he has 
the stuff of which success is made. 

He has not neglected his social duties either, as 
his wife and three daughters will verify. The oldest, 
Marie Jane, 19, has an outstanding coloratura soprano 
voice and hopes to be an opera singer. Gloria Angeline, 
aged 12, and Joan Charlotte, 10, are equally attractive 
and talented. 

Pete likes a little golf and bowling but his greatest 
hobbies are the stationery business and his family. 
He belongs to the Chicago Athletic Association and 
other Chicago clubs. He has a modest dwelling in 
Edison Park. His record reveals another American 
miracle—from immigrant to proprietor, from $1.75 a 
week to $130,000 annually in 29 years. 


—————_*—=—__ 
NATIONAL CASH REGISTER BUYS ALLEN-WALES 

The National Cash Register, Dayton, Ohio, has an- 
nounced the purchase of the Allen-Wales Adding 
Machine Corporation, the transaction being com- 
pleted in New York on Thursday, December 9. Under 
the terms of the purchase, which was approved by the 
Federal district court in Cincinnati, the purchaser ac- 
quires 100 per cent of the capital stock of Allen-Wales. 

Through the purchase of Allen-Wales, National sup- 
plements its line of cash registers and accounting ma- 
chines with an adding machine and low-priced book- 
keeping machine. The-plant of Allen-Wales, which 
currently employs about 600 people, will continue to 
operate in Ithaca. In terms of volume of business it 
is one of the smaller companies in the adding machine 
field but has always been recognized as building a 
quality product. 

In commenting upon the purchase S. C. Allyn, pres- 
ident of The National Cash Register Company, said, 
“We have long felt the need of an adding machine 
to round out our line of record-keeping equipment. 
Allen-Wales machines are known for their high stand- 
ards of quality and we believe will fit in very well with 
our methods of distribution. With broader distribution 
it is only natural to expect the demand for Allen- 
Wales machines to increase after the war. At the 
same time the addition of these machines to our line 
will enable us to give more thorough coverage from a 
distribution standpoint when peace returns.” 

The Allen-Wales plant is now engaged in war work, 
manufacturing adding machines under War Produc- 
tion Board restriction. The National Cash Register 
Company is doing war work and building accounting 
machines under War Production Board restriction. 
However, both plants will resume normal production 
of their regular products after the war and expect an 
active market for the cash registers, accounting ma- 
chines and adding machines which will then represent 
their combined production. 


2 

BROWN PAPER APPOINTS NEW DISTRIBUTORS 

The L. L. Brown Paper Company, Adams, Mass., has 
appointed two new distributors in Texas for Resistall 
Index Bristol, a paper said to be resistant to water, 
oil, grease, abrasion, many acids and chemicals, ex- 
treme heat and even boiling. It can be sponged clean 
when soiled. 

One of the newly-appointed distributors is the 
Olmstead-Kirk Company of Dallas, Fort Worth and 
Waco. This firm has been an agent for the other 
papers in the L. L. Brown line for many years. The 
other new distributing agent is the L. S. Bosworth 
Company of Houston. Both of the new agents are 
distributing samples of the new paper in their respec- 
tive sales areas. 
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This is a tip worth heeding. 
The selling and the buying of 
Browne-Morse office equipment 
has, for thirty-six years, been 
the sound foundation for many 
lasting and mutually pleasant 
business relationships. Now 
there is something new afoot. 
Browne-Morse plans for thé 
future are no mere wishful fan- 
tasy — they are in the making 
now. So, watch Browne-Morse. 


NOW — wood files 


AFTER VICTORY — steel files 


ALWAYS — the best files 
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MORSE 


MUSKEGON, MICHIGAN 





VANCE K. MILLER, Dallas, Texas, says: 
“This is the 27th anniversary of our 
incorporation and of our exclusive 
agency for Browne-Morse in Dallas. 
Your readiness to cooperate, your 
liberal policies to dealers and the high 
quality of your merchandise form a 
combination exceedingly valuable to 
any dealer.” 
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Practical 


Restful 
Sturdy 
Office 
Chairs by 


Jasper 
Chair Co. 


for the Duration 
—and atter 


To dealers serving war indus- 
try, JASPER CHAIR CO. offers 
its best facilities in production 
and deliveries. But we are 
mindful as well of old friends 
in other territories and are de- 
termined to release their ship- 
ments as early as possible. 


Our production is concentrated 
now on the V Number illus- 
trated here, which offers espe- 
cial value in sturdy construc- 
tion and solid comfort. Unless 
restrictions prevent, we shall : 
continue producing in plain 

and quartered oak, and in wal- p} Ri A Ch sf A Ri. k P, ° 
nut or mahogany finish. Please v / é ig t air at t @ ig t Hce 
indicate priority on your orders. 


JASPER CHAIR CQ. 


JASPER IN DIANA 

















REPRESENTATIVES: W. H. Brown, (Chicago-Midwest) S. H. MacDonald, (West) R. J. Freeman, (Eastern) 
6708 Glenwood Ave., Chicago 105 Orpheum Bldg. 383 Madison Ave. 
(Phone ROGers Park 3644) Seattle, Wash. New York. N. Y. 
E. W. Thomas (Southwest) James S. Fowls, (Southern) 
Box 3493 Peninsula Station 327 Sunset Drive, Nort 
Geo. A. Litchfield, Sales Mer. Daytona Beach, Florida St. Petersburg, Florida 
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NEWS NOTES FROM DISTRICT NO. 8 





Gene Mitchell, Correspondent 





Mrs. Walter Ruedy, wife of the manager of the sta- 
tionery department of S. G. Adams Company, St. 
Louis, Mo., suffered a serious illness during December, 
but is reported on her way to recovery as we go to 
press. 


2K * * 


William Schmiederer, Buxton & Skinner Printing 
and Stationery Company, St. Louis, Mo., has been away 
from his desk several days nursing a “flu” attack. 

* od * 


Wm. “Bill” Bohart, Eberhard Faber Pencil Company, 
is one of the few late December travelers. Bill made 
a western Missouri trip just prior to Christmas and 
reports constant use of his order book. 

* * * 

The Wallace Pencil Company, while holding their 
annual sales meeting in St. Louis in December, af- 
forded the local dealers and travelers an opportunity 
to renew old friendships with both Charlie Miller and 
Frank Miller, Wallace salesmen who formerly head- 
quartered locally, but are now in distant territories. 
Good wishes go to both for a happy, prosperous 1944. 

* * * 


Tentative dates for the Eighth Region Meeting in 
Kansas City have been set for Friday and Saturday, 
March 31 and April 1. Dealers and Travelers alike 
should formulate their plans now to be at the Muehle- 
bach Hotel in Kansas City on those days. 

* K * 

Charles Hick, Art Metal representative headquarter- 
ing in Kansas City, is another of the late December 
travelers reporting fine results from his year-end trips. 

* * * 


Ed Little, Wabash Cabinet ambassador, was seen | 


scurrying around Kansas City in November. Ed was 

headed for his Indiana home after a long two-month 

trip throughout the Far West. 
* + * 

Dan MacDougall was seen around the Twin Cities 

toward the end of the year. Undercover agents report 

a late meeting of the local clan, held on the upper 


floors of the Nicollet Hotel, with Dan and Harold | 


Hoffman heading the list of speakers. The main topic 


could have been, “The Scarcity of Certain Products | 


Outside Our Own Industry.” 
* * * 

ATTENTION ALL DEALERS AND TRAVELERS: 
Kate Smith says “If you don’t write, you’re wrong.” 
Each of you have several friends, former employees 
and pals now in the services. Each of those fellows 
and girls enjoy, more than anything else, letters from 





IT’S PVT. JACK ELLIS NOW.—The former “head man” 
of the Midwest Travelers Club looks right at home in 
khaki. Here he is (right) showing a couple of pals 
the fine points of a .30 caliber submachine gun at 
the Marine Base near San Diego, Calif. Jack can be 
reached by mail by addressing Headquarters 
Squadron, MCAD, Missmar, San Diego, Calif. 
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Plainsmen all were a venturesome and pioneering 
breed. The men who drove the famous Concord 
coaches probably were the most daring of the lot. 
Stage routes were convenient hunting grounds for 
young buck Indians who needed scalps to prove 
their manhood. The men who handled the ribbons 
and rode boot did so incidentally for wages but 
more from an inborn sense of responsibility plus a 
craving for excitement. 


American businessmen are handling the ribbons 
and riding boot, riding through dangers of newer 
ambuscades, battling more cruel and treacherous 
foes than the Redmen. The way is hard and acci- 
dents happen but the road to victory is sure. 


As stagecoaches shifted from cash fares to Indian 
fighters, so has American industry changed to war 
effort. This means a severe reduction of civilian 
services, in some cases a total stoppage of goods. 
The treatment is harsh but the cure is worth the 
remedy. When victory and freedom come, business 
again will take up its regular run. And an im- 
proved line of “Andy units of steel" will be offered 
to our many friends in the office equipment 
industry. 











INC, 


GENEVA 
ILLINOIS 


117 


Dangerous 
“~< Trails 





pERSoN-Hickey Go. 








Shank you, Mx. Dealer: 


There is always an increasing demand for 
finest quality merchandise at the right price. 
That is why both old dealers and new, from coast 
to coast, are sending us orders in increasing 
quantities for Reyburn’s Utilities, - the line 
famous for its consistently high quality and 


modern, efficient packaging. 


Like other manufacturers aiding in the war 
effort, our production of civilian goods has been 
so reduced that there are not enough Reyburn 
Utilities being made to take care of the demand 
promptly. Consequently, there will be some 
delay in shipment of your orders, but it is our 
earnest purpose to see that you, and all Reyburn 
dealers are supplied at the earliest possible 


moment. 


When ‘'V”’ day comes, as it must to our just 
cause, we'll swing back quickly to peace time 
production. In the meantime, if your shipments 
are curtailed or delayed, we know you'll under- 
stand. For your patience and continued confidence 


we are sincerely grateful. 








THE REYBURN MFG. CO., INC. 


PHILADELPHIA 32, PA. 
BRANCH FACTORY AND WAREHOUSE 
1100 SO. WABASH AVE., CHICAGO 5, ILL 


SALES OFFICES IN ALL PRINCIPAL CITIES 
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home. Won’t you take just a few minutes from your 
daily routine and, each week, write one of those who 
so anxiously await word from home? Next to buying 
Bonds, letters come FIRST. Give that wee bit of your 
time to making someone happy. 

* * + 


Congratulations to Captain Richard Steding of the 
Quartermasters Corps., located at Shreveport, La., 
APO No. 403A. This former Wallace Pencil Company, 
representative enlisted as a private, entered Officers 
Training School and was commissioned a second lieu- 
tenant. Several months later “Dick” received his silver 
bar and just before Thanksgiving, received his two 
silver bars. His advancement was well earned and 
certainly deserved. More power to you, Dick. 

* * +. 

Anybody seen Bill Pickering, the E. Faber man in 
Oklahoma? Bill promised your correspondent a con- 
tinuance of his swell help in keeping this column 
going, but Sam Plant and J. L. Wren must have taken 
up all his time or kidnapped him. Jack him up on 
this job, fellows. 

* * ok 

The 8th Region has missed the genial disposition of 
our old friend and former peddler, Fred Pitt, now 
president of Wilson-Jones Co. Come up and see us 
some time, Fred. 

K * * 

Walter Weihe, office furniture manager of the S. G. 
Adams Company, St. Louis, Mo., glowed with real 
happiness when he had his two sons home for a 
grand reunion in December. The older son, Walter 
John, received his wings at a Colorado camp just 
before coming home and the younger son, Don, is in 
training at Great Lakes Naval Station. The real 
reason for the “homecoming” was the wedding of 
Walter John to Miss Ellen Taetz, of St. Louis, which 
took place on December 10. The young couple will 
make their home temporarily in Austin, Tex., where 
Jack, as the bridegroom is known to his intimates, 
has been assigned to the troop carrier forces. 

co * * 

Congratulations to our old friend and Midwest 
Traveler, Herb Walsh, now covering eastern territory 
for Ace Fastener Corporation, and Mrs. Walsh, upon 
the recent arrival of an eight-pound heiress. I am 
advised that, at this writing, both mother and daugh- 
ter are doing very fine, but the father is in bad shape. 

* co ok 


Mark Farrar, vice-president of Joplin Printing Com- 
pany, spent a day in St. Louis in December while 
enroute east on business for his company. Mark was 
recently honored in Washington, D. C., with the 33rd 
degree in Masonry. Congratulations, Mark. 

a: oo 


If you have not done so, be sure to read the two 
fine articles in December OFrricE APPLIANCES by Joe 
Landes of Schooley Printing and Stationery Company, 
and “Bob” Latsch, NSA president. The hidden talents 
of our regional members are bound to be brought to 
light. 

* * * 

Russell Hadden, school supply manager of Blackwell 
Wielandy Company, St. Louis, Mo., visited several of 
his factory connections in Jasper, Ind., in December 
in an effort to expedite shipments to his company. 
Russell is quite prominent in lawn tennis circles and 
is an ardent enthusiast and championship player of 
the game, as well as serving as a national officer of 


the association. 
a ok oe 


Callers at the Missouri Store Company in Jefferson 
City, Mo., are being greeted by the happy smiles of 
Mrs. William Klimas, who is her husband’s assistant in 
the management of that branch of the Columbia, 


Mo., store. 
ok * * 


Ike Goldsmith, owner of Goldsmith Book and 
Stationery Company, Wichita, Kans., has been quite 
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ATTENTION PURCHASING AGENTS! 


We'll be glad to send you Klean Write or Supreme Yellow 
Stencils strictly on a trial-guarantee basis. Write for sam- 


SS ples today! 
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\ 
\ \y CORRY-JAMESTOWN IS BUSY BUILDING THIS 
_\S55=  SECRETARY-BUREAU-SAFE FOR NAVAL OFFICERS 


—r 


a 





a Riding the seas today on many a U. S. war- 
==>— ship are Corry-Jamestown built combination 
Secretary-Bureau-Safes for officers quarters. 
They are another branch of our war production — another 
reason why the demand for Steel Age Office Furniture must 
stand aside until the Axis calls it quits. 
Close on the heels of that Victory will come profits for you 
through the finest Steel Age Office Furniture ever built! 














Counter High, Combination 
Cupboard 964, a popular 
pre-war Steel Age product. 





CORRY - JAMESTOWN 


=a) 
MANUFACTURING CORP. Shel ge CORRY, PA. 
SPEED VICTORY... BUY WAR BONDS 
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ill for the past month, being confined in a local hos- 
pital. The good wishes for an early recovery go from 
all quarters of our industry to one of the fine gentle- 
men of the trade, who has always had a cordial greet- 
ing and a good word for every friend and visitor 
to his place of business. 

co >” oe 

James Collom, vice-president, Comfort Printing and 
Stationery Company, St. Louis, Mo., invites inspection 
of his company’s remodelled quarters, which have been 
beautifully redecorated. New floors and new store 
fixtures have also been installed. It’s a bright, modern 
store in a location convenient to St. Louis’ main 
retail section. 

* * * 

Governor Leonard Wilcox of the 8th Region expects 
to meet with his Kansas City convention committee in 
late January to complete all details for the meeting 
to be held the last day of March. Roy Moreland, 
Schooley Printing and Stationery Company, is chair- 
man of that committee. 

a * * 

The Midwest Travelers Club welcomes the following 
new members admitted since January 1, 1943: 
Claude W. Allen, General Fireproofing Company 
W. J. (Bill) Boyd, Acco Products Company 
George K. Desmond, Victor Safe and Equipment Com- 

pany 
Stan L. Griebel, manufacturer’s representative 
Harold Hoffman, Smead Manufacturing Company (a 

former president of Midwest Travelers) 
John C. Krueger, F. S. Webster Company 
Ed F. McClure, Cramer Posture Chair Company 
O. D. Mann, Imperial Desk Company 
C. N. Murray, Mittag and Volger Company 
A. J. Nordstrom, Smead Manufacturing Company 
V. E. Peterson, Dennison Manufacturing Company 
Gene Stoltz, manufacturer’s representative 
George R. Tynon, F. S. Webster Company 
Herb Walsh, Ace Fastener Corporation 
George Wilkerson, manufacturer’s representative 
Oscar A. Wilkerson, Jr., Security Steel Equipment Cor- 

poration 

* * * 

R. C. Moore, secretary-treasurer of the Midwest Trav- 
elers, visited the factory and home office of his firm, 
Columbia Ribbon and Carbon Company, Long Island, 
N. Y., in December. R. C. enjoyed a very successful 
quail hunting trip in November until he was stopped 
by a Missouri game warden. Result: he returned 
home empty-handed. 

* * + 

Some one might tip off Walter Guy, Arkansas 
Printing and Lithographing Company, Little Rock, 
Ark., that Pete Masterson’s and Art Pfister’s little 
black books contains better numbers than all those 
telephone books Walter is collecting. 


Oe 


TORONTO PLANT OF L. C. SMITH & CORONA 
TYPEWRITERS WIN CANADIAN “V” AWARD 


L. C. Smith & Corona Typewriters of Canada, Ltd., 
recently was honored by the presentation of the Can- 
adian “V” Award, an escutcheon similar in appearance 
to the Army-Navy “E” Award of the United States. 
The Smith-Corona organization thus became ninetieth 
of the Toronto firms to receive the award, out of a 
total of 800 plants which could be eligible. 

The Canadian Award is issued by the National War 
Finance Committee for meritorious service on the 
home front, the presentation being made to plants in 
which 90 per cent or more of the employees are in- 
vesting 1214 per cent of the monthly payroll in Victory 
Bonds and War Certificates as at the close of the 
Fifth Victory Loan Campaign. The presentation of 
the flag also hinges on the purchase and retention 
of Victory Bonds and War Savings Certificates being 
continuously promoted by the company’s Payroll Sav- 
ings Committee. 
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VICTORY 
will bring a “LIGHT” future 
to Office Equipment Dealers! 


Van Dyke is making plans NOW for the future. 
When Peace comes, we will be ready with a VIC- 
TORY line of portable fluorescent designed to give 


the trade a new sales horizon in office lighting. 


Until that day arrives, we will continue to furnish 


present Van Dyke models for essential war-time uses. 





Walnut Wood Base. 







No. 1000 Wood Uprights. 
Instantaneous man- 
ual type, switch 
and ballast. 










THE LAMP OF A 1000 USES! . . . Arm is adjustable to 
any height. White Liquid Plastic reflector, baked on 


Morocco finish. A.C. 
Model No. 1280 for |5 watt tube. Extension 15”, height 
24”, ref - 


, reflector 18”, weight !2 Ibs. 
Model No. 1280-A has 24” arm extension, weight 12!/2 Ibs. 
Model No. 1281 for 20 watt tube, reflector 24”, weight 


13 Ibs. 

Model No. 1281-A has 24” arm extension, weight 13!/) Ibs. 
No. 1280-2 for 2 I5 watt, 18” tubes. Extension 15”. 

No. 1281-2 for 2 20 watt, 24” tubes. Extension 15”. 





NO ORDER FILLED WITHOUT PRIORITY 


VAN DYKE INDUSTRIES 


Chicago, IIlinois 


21st and Rockwell Sts. 
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rPAs$&tt SO AWAY 
WHEN SHE IS SOLD C. H. HUNTER 


Charles H. Hunter, widely and favorably known in 
the office equipment industry, died December 15, in 


— S O I S T H E B O Ss S ' | the Wesley Memorial Hospital, Chicago. He was nearly | 


70 years of age. 
Born and reared in southern Indiana, Charlie Hunter 


Bosses are giving an attentive ear to the | | came into the world on December 30, 1873, in Pleasant 
| Run Township, Lawrence County. He grew up on a 
| farm and attended “District School No. 7,” spent a 


likes and dislikes of their “help” nowadays. | term at Normal College, and then left home to receive 
| schooling at a business college in Delaware, Ohio. 

Persuade that girl who gets-out-the-work to | _ At the age of 17, Mr. Hunter rented a typewriter, 

| learned to operate it, and was started on his career in 

| the office machine and equipment industry. One day 

he made an unintentional sale while demonstrating 





put Nev-R-Kurl Carbon Paper through its 





paces. Then you won't have to sell its 


features to the boss—she'll do it for you. | 





The fast, easy way she can polish off a | 
day’s work will make Nev-R-Kurl Carbon | 


| 
| 


Paper ace high with the boss and the girl, | 










too. After that repeat orders are a cinch. 








THE LATE CHARLES H. HUNTER 


| his typing skill. Subsequently the typewriter manu- 
| facturer sent a commission check and suggested kKeep- 
ing up the good work. He followed that advice, al- 
| though some years elapsed before he became a full- 
time worker in the office machine field. 
Answering the call of the World’s Columbian Exposi- 
| tion, Mr. Hunter went to Chicago in 1893. In the de- 
=a, | pression that followed he took a job selling subscrip- 
ieee RAC | tions for a weekly magazine. He called at a typewriter 
_ store to sell a copy and was himself sold on the idea 
of selling typewriters at $10.00 a week and 10 per cent 
commission. Before long he was a Remington type- 
writer salesman under Silas W. Crandall. Next he 
was Chicago manager for the Columbia Typewriter 
Company, just before affiliating with the Fay-Sholes 
Typewriter Company, where he did special work in 
the adding-writing machine division testing out the 
Arithmograph, the first typewriter-adding machine. 
In September, 1908, Mr. Hunter joined the Elliott- 
Fisher Company at Harrisburg, Pa., a connection that 
continued for 14 years. While in Harrisburg he held 
J various positions, from advertising manager to vice- 
Actual experience and tests president in charge of sales and advertising. 
show 35%, to 50% more copies Among the activities in which he took particular 
obtained from each sheet. pleasure while with Elliott-Fisher, was the arranging 
zZ 3 re I T of exhibits at the National Business Shows. His skill 
in this sphere was outstanding. Elliott-Fisher displays 








Absolutely a non-curling Car- 
bon Paper. Lays flat when it's 
hot, humid or cold. 


LTT 


Never trees or wrinkles when 
inserted into machine. Smudge- 


less. 








a 

: leak under his control always attracted great attention. 
eee cape exten aa FEATURE They kept growing in size and profitable returns, 
eine coe : cig Special tab (shaded) causing Frank E. Tupper, president of the National 
Ss g ond dian eakdiniiile Business Show Company, to urge Mr. Hunter to join 


or bookkeeping machines. operators to separate him in the show business. He accepted the offer and 
all carbons from copy became western manager for Mr. Tupper in 1922, after 
° sheets with one pull. taking a year’s vacation. This connection continued 
until two years ago, when he retired to a farm just 
outside of Heltonville, Ind. 

In 1916, while with the Elliott-Fisher Company, Mr. 
Hunter was a delegate to and later a director of the 
World Salesmanship Congress in Detroit. During that 
great meeting, he was one of a small group of office 
equipment people who evolved the idea which resulted 








LAPHILLIPS 
President 
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All SIZES 
3x5, 4x6, 5x8, 6x9 
i SINGLE AND DOUBLE UNITS 
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CARD CABINETS 


EVERY SIZE FOR 
EVERY OFFICE 
NEED 


CARD CABINETS 


are skillfully engineered and pre- 
cision built. Ruggedly constructed— 
designed to withstand “OFFICE 
ABUSE”’. Equipped with drawer 
stop, compressor, metal cardholder 
and pull. Handsomely finished in 
Asco green to harmonize with your 
present office equipment. 


Illustrated literature giving details, specifi 


’ cations, and prices available on. request 
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they never could get out fast enough 





to escape being partially out-of-date 


By the time you received your copy, our “Better Idea” 
Department always had some new or improved SPEED 
Products which we would have liked to include. 


That is the not undesirable consequence of maintain- 
ing a full-time research and engineering staff. 


Of course it’s different just now. Since war produc- 
tion started, our new ideas are simply collected in 
neat little piles and tucked away. However — when 
war needs are finally satisfied and civilian require- 
ments can again be served — the SPEED catalog will 
be a tribute to the activities of our staff... and will 
probably be up-to-date only long enough for us to 
get still newer ideas into production. 


SPEED PRODUCTS COMPANY 


37-18 NORTHERN BOULEVARD * LONG ISLAND CITY 1° N. Y, 
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in the organization now known as the Office Equip- 
ment Manufacturers Institute. He was its third pres- 
ident, serving in 1918-19. 

Among other accomplishments, Mr. Hunter wrote 
the first book on bookkeeping by machinery. He con- 
ceived the idea, now in common use, of extending the 
balance after each entry on accounts receivable bills 
or statements. He made the first suggestion of using 
the top of a bill or statement, or the stub of a public 
service bill, as a remittance slip, to save postage on 
returning a receipt for paid bills. This method is 
now widely used. In co-operation with G. F. Watt, 
president of the Elliott-Fisher Company, he helped 
plan the first “efficiency vacation” for factories and 
offices, condensing the vacation period to a two-week 
vacation for all, except a few reserves for emergency 
purposes. 

Charlie Hunter had the same enthusiasm for all his 
jobs. It was the drive that made him successful in 
his undertakings. Coupled with a great appreciation 
for the convenience and economy of machine billing 
and bookkeeping, his enthusiasm for the industry in 
general enabled him to make a fine record. Although 
he enjoyed all his work, probably his business show 
activities suited him best. Through them he had con- 
tact with all divisions of the industry. He enjoyed 
functioning as a source of information at the various 
business shows, his analytical mind enabling him to 
grasp quickly the functions of machines and systems 
exhibited. 

Mr. Hunter is survived by his widow, Maude, and a 
son, Jay N. Hunter. 

+ & 


IGNATIUS MERCURIO 


Ignatius Mercurio, secretary and treasurer of the 
Milwaukee Typewriter and Office Machine Dealers As- 
sociation, died at his home in Milwaukee on November 
22. He was 66 years old. 

Mr. Mercurio was born in Termini, a suburb of 
Palermo, Sicily, emigrating to the United States 57 





THE LATE IGNATIUS MERCURIO 


years ago. He had been in the typewriter business in 
Milwaukee for more than 30 years, and for the past 
decade had operated a typewriter service at 760 North 
Water Street. He was a charter member of the local 
typewriter and business machine association (formed 
in 1933) and had served as its secretary and treasurer 
since 1938. “Merk,” as he was affectionately called by 
his friends and business associates, will be sadly 
missed by all who knew him. 

He is survived by his widow, Pearl; a daughter, Mrs. 
Edward Borns; a son, David J.; and three grand- 
children, Patricia and Donald Mercurio and Barbara 


Lee Borns. 
- 


ELLIS B. FRYE 

Ellis B. Frye, president of the American Addressing 
Machine Corporation, 510 Sixth Avenue, New York, 
died November 30 at his home, 2800 Jerome Avenue, 
at the age of 56. 

Born in Dayton, Ohio, where his paternal grand- 
parents were early settlers, Mr. Frye, a master tool- 
maker and designer, was one of the original employees 
of Henry Ford. He moved east some 30 years ago and 
ge! employed by Thomas A. Edison at Menlo Park, 


Tn 1929 he established the corporation he headed at 
his death. The machines produced by the company 
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TABULATING 
CARDS 
* 
FINGER 
PRINT CARDS 
° 
CARDS 
* 
5x3" CARDS 
6x4" CARDS 
8x5" CARDS 
9x6" CARDS 


TIME 


The Sta-tite Compressor is positive 
in operation and will hold cards in file 
even if drawer is inverted. Is only 
3%,” thick and removable without the 
use of tools. 





You can protect your customers’ good will by selling 
them PERMA-BILT Filing Equipment for record cards. 
Record cards have never been more vital to production 
than they are today. It is imperative that cards are 
properly housed to facilitate posting, filing and finding. 
PERMA-BILT Files were designed and engineered to give 
maximum filing capacity and to facilitate the handling 
of cards. They are constructed of tempered Masonite 
over wood frames. 


WRITE FOR DETAILS AND PRICES 


PERMA-BILT EQUIPMENT CO. 


HANNA BUILDING * CLEVELAND 15, OHIO 


DERMA-RILT 
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America’s Fastest Selling 


DRAWING INSTRUMENTS 


Now we are able to offer the trade MAXIMUM whole- 
sale discounts on CHARVOS Drawing Instrument Sets, 
so greatly in demand by War Industries, schools, artists, 
and draftsmen all over the country. 

The complete line listed below is now available in any 
quantity, for immediate delivery from stock, at discounts 
which afford you worth-while profits. 

Cash in on the present peak demand for Drawing 
Instruments by stocking at once this popular, widely- 
advertised, fast-selling Charvos line. 





Write, wire, or phone your orders today! 


Set No. 612—Containing: 


Compass, 6’, Straightening De- 
vice with Pen and Pencil 
parts and Lengthening Bar 


Ruling Pen, 51/2 

Bow Pencil, 33% 

Bow Pen, 33% 

Screw Driver with Needles and 
Leads 

Velvet lined two flap pocket 
type case 


LIST PRICE $10.80 EACH 
Less Maximum Trade Discounts 





Set No. 614N—Con- 
taining: 

Compass, 6’, Straightening De- 
vice with Pen and Pencil 
parts and Lengthening Bar 

Ruling Pen, 51/2 

Divider. 6" with Straightening 

evice 

Bow Divider, 33% 

Bow Pencil, 334 

Bow Pen, 33% 

Screw Driver with Needle and 
Leads 

Velvet lined two flap pocket 
type case 


LIST PRICE $15.00 EACH 
Less Maximum Trade Discounts 





Set No. 814—Containing: 


Compass, 6 new streamlined 
design with knuckie joint in 
each leg, straightening de- 
vice. head adjustable for de- 
Sired tension; Pen and Pen- 
cil parts, and Lengthening 
8 


ar 

Divider, 6", equipped with 
micrometer adjustment and 
tension-adjustable head 

Bow Divider 33% center 
wheel adjustment 

Bow Pencil, 33/4" center wheel 
adjustment 

Bow Pen. 33% center wheel 
adjustment 





Screw Driver, Needles, Leads and Parts 
Velvet lined two flap pocket type case 


Ruling Pen, $12 octagon 
shape carbon steel with 
hand finished point 


LIST PRICE $18.00 EACH 


Less Maximum Trade Discounts 


Your orders, large or small, will be filled promptly 
and carefully from one of America’s largest stocks of 
drawing instruments. Write for discount schedules. 


Write! Wire! Phone! 








The Department Store of Art Materials 


ARTHUR BROWN & BRO. 
67 West 44th St., New York 18, N. Y. 
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are used by mail order houses, publishers and Gov- 
ernment bureaus. 

Surviving are his widow, Gertrude; two brothers, 
Joseph H. and Charles E., and a sister, Mrs. Nellie 
Mitchell of Dayton, Ohio. 


+ - + 
HAROLD WILLIAM ALEXANDER DIXON 
Harold William Alexander Dixon, one of the founders 
and retired president of the Columbia Ribbon and 
Carbon Manufacturing Company, Glen Cove, Long 
Island, N. Y., died December 4 in his seventieth year. 
Mr. Dixon’s experience in the carbon paper field 
began in 1902, when he first began manufacture of 





THE LATE H.W.A. DIXON 


the product in Toronto, Canada. Meeting with en- 
couraging results, he came to New York in December, 
1905, and with J. F. O’Connor established the Columbia 
Ribbon and Carbon Manufacturing Company. In 1908 
O’Connor’s interests were sold to Lewis M. Dixon, a 
brother of the deceased, and to A. Bertram Holmes. 
The business was incorporated in 1922 and Mr. Dixon 
carried on as president until his retirement in Janu- 
ary, 1937. 

While the deceased had not been active in the busi- 
ness for several years, he will be long remembered by 
his friends and business associates as a man of quiet 
nature, but with great strength of character and in- 
tegrity. 

He is survived by his wife; a daughter, Miss Eliza- 
beth M. N. Dixon; two sons, H. F. E. Dixon and John 
N. Dixon, the latter carrying on in his father’s foot- 
steps in the business; and a brother, J. F. E. Dixon, 
who is the technical director of Columbia Ribbon and 
Carbon Manufacturing Company, Ltd., London, Eng. 


i it f 


S. H. PLOTKIN 


Samuel H. Plotkin, prominent executive and director 
of several leather goods firms, died December 8 in 
Michael Reese hospital, Chicago. He was 48 years old. 

Mr. Plotkin was vice-president of S. Dresner and 
Son, Inc., vice-president of Oshkosh Trunks and Lug- 
gage Company, secretary of the Gladstone Case Manu- 
facturing Company, and vice-president of the National 
Brief Case Manufacturing Company. He was also a 
member of the Bryn Mawr Country Club and the 
Covenant Club. 

Surviving are his mother, Mrs. Ida Plotkin; his 
widow, Edna, 3920 Lake Shore Drive; three daughters, 
and a son. 


- i } 


WILLIAM A. HARSTON 


William A. Harston, associated with the National 
Cash Register Company for the past 35 years, died 
recently at Toronto, Ont. For 25 years he had been 
on the road as salesman for the company, and during 
the past decade had been a member of the Canadian 
head office force. 

During his youth Mr. Harston had been active as an 
amateur cyclist. He was a Mason and had been a 
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STORAGE AND WARDROBE CABINETS 


and Wardr 
Cabinet 
Equipped with 4 


36” x 72”H x 





No. 3618C 


Combination Storage 


and 1 coat rod 


Steel-like storage and 
wardrobe cabinets made 
of pressed wood. Stur- 
dily constructed. Fin- 
ished olive green 
enamel. The doors are 
thoroughly 
and are equipped with a 
locking device controlled 


in 


reinforced 





No. 3618R 


obe by a paracentric lock in Wardrobe Cabinet 
‘ Equipped with 1 shelf 
shelves the right hand handle. — 4,.ar4 ' coat red. 


18”D 


$50.00 


$56.75 





Round cornered, 


tom protects desk 
No. 3618S Storage Cabinet 


Equipped with 4 adjustable shelves 
36°W x 72°H x 18°D 


$55.00 


No. C1292 
1 Tray 


2 Tier Tray 


Additional Set ‘ 
$1.00 





WOOD DESK TRAYS 


Beautiful appearance. 


stacked to any desired height. 


ished in olive green. 


seasoned plywood. 
Full feet bot- 
Can be 
Fin- 


s surfaces. 


LETTER SIZE 
$2.00 
$5.00 


‘Build Up” Posts 
per set | 











BLUE PRINT CABINETS 





No. 4028W 
$'78.00 Including base. 


Without base deduct $10.00 


A five drawer Blue-Print Cabinet designed for the 
safe keeping of drawings, maps, tracings and blue- 
prints to sizes 24%,” x 39”. Made of seasoned plywood. 
Drawers glide smoothly and easily. Material filed will 
be free from curling, creasing or tearing. A hood in 
the rear and a lift compressor in the front of each 
drawer keeps prints in perfect order. Cabinets can 
es bolted into solid batteries. 337%” high including 
ase. 


















PORTABLE DESK FILE 


A combination letter file with 
safety personal compartment. 
Offers a means of keeping 
papers private. Can be moved 
from place to place. Both 
upper and lower compart- 
ments are fitted with lock and 
keys. 

Made of high quality pressed 
wood. Olive green finish. 
Brushed brass handles at 
each end. Guide rod operates 
in a depressed groove 
designed for eye- 
letted operation. 


No. 458W 
$29.00 


Height 30” 


Lower compartment 
me" «© ie 2 


Upper compartment 
1234” x 10Y,” = 24° 


COLE STEEL EQUIPMENT COMPANY 


349 BROADWAY 
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STEBCO brings the news straight to millions of eager estat 
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readers of these potent magazines: ForTuNE, Lirgz, Esouire, grant 





and NatTion’s Business. It’s good business sense which 
selects STEBCO and good business heads by the million will read our Reco) 


advertisements; a powerful, pre-sold, Ma 


potential, postwar STEBCO market! STEIN/ BROS. MFG. CO. _ He 
htCa LO, 


BUY MORE BONDS 
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member of the Commercial Travelers’ Association for 


40 years. 
Surviving are his widow, a son and a daughter. 


WJM 
+, >? + 
ALLAN CORBIN DAY 


Allan Corbin Day, for 24 years East Coast manager 
of the Buckeye Ribbon & Carbon Company, 31 West 
24th Street, New York, N. Y., died December 8 at the 
home of his daughter, Mrs. Pearce Chauncey, in Short 
Hills, N. J. He was 67 years old. 

Mr. Day was born in Woodbridge, Ont. He was the 
owner of the Day Drug Company, Buffalo, N. Y., anda 
partner in the firm of Day & Kubler, Niagara Falls, 
N. Y., before moving to New York. He was a graduate 
of the University of Buffalo and was a Shriner and 
thirty-second degree Mason. 

Surviving are his wife, Mrs. Jessie Tower Day; a son, 
Roswell K. Day, Laurelton, L. I.; a daughter, Mrs. 
Pearce Chauncey, Short Hills, N. J., and two sisters, 
Mrs. Lillian B. Willse and Mrs. John O. Richards, both 
of Washington. 

+ - -& 


CHARLES H. NASH 


Charles H. Nash, salesman for the Adams Printing 
and Stationery Company, 343 Madison Avenue, Mem- 


phis, Tenn., was killed December 1 when the bicycle | 


on which he was riding was struck by a truck. He 
was 75 years old. 

A native of Ohio, Mr. Nash moved to Memphis 
many years ago, and had a long record of successful 
selling with the stationery concern. He was also an 
executive of several grocery firms. Long active in 
athletics, he was an ardent and proficient bicycle 
rider. Mr. Nash was a past grand chancellor of the 
Knights of Pythias and served the order as an officer 
for many years. 

Surviving are his wife, a son and a daughter, all 
of Memphis.—CG 

- - 


HARRY L. SPENCE 


Harry L. Spence, president of Cole, Harding and 
James, Inc., Richmond, Va., office supply and station- 
ery firm, died November 25 in Richmond. He was 63 
years old. 

Mr. Spence was a native of North Carolina, moving 
to Richmond at the age of 22. The stationery firm 
which he headed was organized in 1930. 

He is survived by his widow, a daughter and a son. 


—GET 
+ - +f 
J. C. OOM 3 
Jay C. Oom, president and treasurer of the Economy 
Office Supply Company, Grand Rapids, Mich., died at 
his home in that city on Saturday, November 27, at the 
age of 57. He had been ill for the past several months. 
The business he headed at the time of his death was 
established, with S. C. Herrema as a partner, in 1935. 
It will continue under Mr. Herrema’s direction. 
Surviving are his widow, three children and one 
grandchild. 
+ - 


JAMES McLAUGHLIN 

James McLaughlin, former president of Victor Visible 
Records Company, Chicago, Ill., died December 10 at 
his home, 1307 Byron Street. Death came as the result 
of a heart attack. He was 75 years old. 

Many years ago, the deceased was mechanical super- 
intendent of the old Chicago Record-Herald. 

He is survived by his widow, three daughters and 


a son. 
- tf + 
LORENZO J. PEABODY 


Lorenzo J. Peabody, veteran of more than 50 years 
in the office furniture and equipment business in 
Boston, Mass., died at his home in Melrose on Novem- 
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‘Buy... 


CHALLENGER 
DUPLICATOR 


STENCILS age 
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MOUNTED 
OR UNMOUNTED 





cand Sell 


WITH A 
' FULL MONEY BACK 
GUARANTEE 























Bonafide Offer to Dealers 


Confidence in our CHALLENGER stencil 
prompts the following offer: To responsible 
companies we will ship an initial order of 
10 quires of mounted stencils or 25 quires 
of unmounted on a money back guarantee. 
Have some of your customers try these. If, 
at the end of 30 days they are not entirely 
satisfied, return the unused stencils and we 
will cancel our invoice in full. Satisfy your 
customers— increase your stencil profits— 
sell Challenger Stencils. 


EXPORT INQUIRIES INVITED 


For Further Particulars Write 


WINDSOR 


DUPLICATOR SUPPLY CO. 


125 WINDER AVE. DETROIT 1, MICH. 
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STEEL HAS GONE TO WAR! 


Automatic Pencil Sharpeners will be back. 
Right now, there’s another job. Their plant is very 
busy making precision Ammunition . . . lots of it! 
That Ammunition must be “‘just so”. . . every 
projectile perfectly formed to very accurate speci- 
fications. American lives can depend on one cer- 
tain piece of Ammunition flying straight and true 
to the mark! 

That’s why Automatic Pencil Sharpeners 
cannot be manufactured now .. . but they will be 
back. They will be the same fine Sharpeners as 
always . . . leaders in precision quality . . . in long- 
life service . . . in doing their own particular job 


efficiently! 





- be 
PENCIL SHARPENERS 
will be back 








his 


New cutters for 
Automatic Pencil 
Sharpeners 
can now be obtained 
from your dealers. 


AUTOMATIC PENCIL SHARPENER CO. 








Div. of Spengler-Loomis Mfg. Co., CHICAGO, ILL, 
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BUY BONDS FOR VICTORY! 


ber 25, following a short illness. He was 76 years old. 
Mr. Peabody was a native of Levant, Me., moving 
to Boston at an early age. 
Surviving are his widow, Charlotte (Colby), and a 
son, Lester C., of Melrose. 


- + + 
MRS. MARY B. MILLER 


Condolences have been expressed on every side to 
George E. Miller, retired president of Lowman & Han- 
ford Company, and for years one of the most active 
and best-known stationers of the Pacific Northwest, 
over the recent death of Mrs. Mary B. Miller, his wife, 
who passed away at a Seattle hospital suddenly. 

Mrs. Miller was born in Auburn, N. Y., but was 
brought to Washington during covered wagon days by 
her parents, in 1889. After her graduation from the 
University of Washington at Seattle, she became a 
public school teacher, and taught Latin for a number 
of years at Broadway High School of Seattle. 

For the past 20 years, the retired president of ‘“Low- 
man’s,” as his stationery store is familiarly known on 
Puget Sound, lived with Mrs. Miller in a beautiful 
home on Vashon Island—summer and winter island 
refuge for many Seattle people. Mrs. Miller was a 
staunch member of the Plymouth Congregational 
Church of Seattle. A neighbor of the Millers’, how- 
ever, the Rev. Hugh Armstrong, assistant pastor of the 
First Presbyterian Church, read the funeral services. 

Besides her husband, she is survived by one son of a 
previous marriage, Capt. David W. Compton, U. S. 
Medical Corps, serving with the army in Italy, and two 
sisters, Mrs. Ruth B. Fowler, and Miss Julia Augusta 
Button, both of Seattle—CML 

+ bt + 
SARAH JANE TAVERNIER 

Sarah Jane Tavernier, 54 East Clinton Avenue, 
Tenafy, N. J., widow of the late Louis H. Tavernier, 
Sr., died on Sunday, November 28. 

Funeral services were held at the Alpine Church, 
Alpine, N. J., on November 30, interment at the Alpine 
Cemetery. 

She is survived by a son, Louis H. Tavernier, Jr., well 
known in the stationery field and head of the Fulton 
Specialty Company of New York, to whom his many 
friends in the industry extend their heartfelt sym- 


pathy. 
+  & 


HENRY GEORGE JONES 

Henry George Jones, well-known member of a San 
Diego, Calif., firm of stationers, died Monday, Novem- 
ber 15, at the age of 69. Mr. Jones was a native of 
Mexico, and-came to San Diego 56 years ago. 

He is survived by his widow, Mrs. Ella Nora Jones, 
2442 Union Street; a son, Henry George, Jr.; a grand- 
son, Ronald H. Jones, and a brother, Edward J. 

+ + 
DAVID MAZER 

David Mazer, proprietor of Mazer Office and Supply 
Company. Birmingham, Ala., died November 20. He 
was 43 years old. 

Surviving are his widow, Mrs. Clara Mazer; two sons, 
Sidney and Rhodes; and two brothers, Ben and Isa- 
dore.—_GHW 

+ - - 


PATRICK J. MADDEN 

Patrick J. Madden, toy dealer and stationer, 47 
Mamaroneck Avenue, White Plains, N. Y., suffered a 
heart attack on December 20 while assisting in serving 
customers in his store. He died a short time later in 
St. Agnes Hospital. He was 54 years old. 

He was born in Ireland, coming to United States at 
the age of 16. He had been in business on Mamaroneck 
Avenue for the past 20 years. 

Surviving are his widow, Mrs. Marion McCarthy 
Madden; three brothers and two sisters. 
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an introduction to VICTORY..... 





e cannot think of the New Year without contem- 
plating VICTORY. Truly we shall have cause to 
remember 44 until eternity—if the next 12 months 
bring Peace to the world. 

It ic not too early to start planning for a sound 
POST-WAR future. The decisions we make today will 
affect our business success tomorrow. 

Standardizing on Imperial Filing Supplies is the 
best insurance you can give your post-war profits and 


good-will. 
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W.P.B. ISSUES 
LIMITATION ORDERS 
In the next few months, you 
will undoubtedly hear much 
about the Lumber and Furni- 
ture Orders. We, therefore, 
thought that we should fur- 
nish you with the brief high- 
lights and point out that your 
business will not be seriously 
affected by the present Or- 

ders. 


Conservation Orders M-364 
and M-358 have been issued 
by the War Production 
Board. M-364 restricts the 
sawmill’s, or producer’s, de- 
livery of OAK, ASH, HICK- 
ORY, YELLOW BIRCH, 
HARD MAPLE, ROCK ELM, 
and BEECH to the Army, 
Navy, and other specified 
Government Agencies, unless 
WPB has authorized the 
shipment to a manufacturer 
for his use. However, we are 
permitted to purchase and 
use this lumber to manufac- 
ture office furniture or other 
items which are bought by 
any of the following Agen- 
cies. We have frequently re- 
quested in past issues, that 
you note the names of these 
Agencies on your order to the 
manufacturer, but we repeat 
it again to emphasize that 
these important orders will 
receive only ordinary treat- 
ment unless they are marked 


with the name of one of these 
Agencies: 

The Army or Navy of the United 
States, the U. S. Maritime Com- 
mission, the War Shipping Ad- 
ministration, the Panama Canal, 
the Coast and Geodetic Survey, 
the Coast Guard, the Selective 
Service, the Civil Aeronautics 
Administration, the National Ad- 
visory Committee for Aeronautics, 
the Office of Scientific Research 
and Development, Defense Sup- 
plies Corporation, Metals Reserve 
Company, or to the Governments 
of any of the Countries included 
in the Lend-Lease Act. 

The Walnut Order M-358 per- 
mits the mill to cut walnut 
logs only into gunstock 
blanks, unless they have re- 
ceived special permission to 
cut this material to other 
specifications and for other 
uses. It is obvious that not 
all walnut logs are suitable 


for gunstocks. 


These Orders were issued in 
December and it is too soon 
to predict their effects on this 
Industry. However, we be- 
lieve that a sufficient quanti- 
ty of lumber will be allotted 
to us to meet our 1944 pro- 
duction requirements. 





L-260-a CUTS 1944 
LUMBER CONSUMPTION 
to 84% OF 1943 


The Furniture Order L-260-a 
cuts our 1944 lumber con- 
sumption to 84% of that used 





during 1943. We believe this 
percentage will be ample un- 
less some unforeseen demand 
arises. This Order also pro- 
hibits use of the higher 
grades of the seven species 
included in M-364 for sixty 
days unless they are released 
at an earlier date by the 
Army. 





DON’T OVER-LOAD 
INVENTORIES 


We hope that none of you will 
interpret these Orders as a 
reason for increasing your in- 
ventory of office furniture to 
unusual levels. A_ well-bal- 
anced, quick-moving inven- 
tory is all that appears to be 
necessary, for we expect to 
be able to maintain ship- 
ments to meet the demands. 





We wish to take this oppor- 
tunity to extend the Insti- 
tute’s and the writer’s wishes 
for a HAPPY AND PROS- 
PEROUS NEW YEAR. 


Secretary 








OFFICE FURNITURE INSTITUTE 





American Security Building 











WASHINGTON 5, D. C. 
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PENN-MAR-VA TRAVELERS NOTES 

From the Philadelphia theater of operations come 
the following items penned by Burt Brewster, 
TRAVELER staff reporter: 

“Murph” Murphy, one of Tom Stagg’s “boys” re- 
cently surprised us with a visit—11 months in the 
Pacific, three major engagements, a lifetime of experi- 
ence behind him, and celebrating his nineteenth 
birthday this month. “Murph” is as proud of the men 
with whom he serves and our fleet as if the latter 
was his own personal property. 

* * * 

Ned Baynon is sure that “the man with the long 
white whiskers” really put the finger on him. He’s 
scheduled for the Army next month. ORCHIDS to 
Eberhard Faber, which plans to have Ned’s wife take 
over while he’s in the service. Maybe some of the rest 
of us should tell our wives more about our business. 
Penn-Mar-Va is with you, Viv!! 

* * * 

And from the New York Manhattan Cocktail, Jerry 
Savage reporting: 

Speaking of the help shortage situation, it is so 
acute at Goldsmith Brothers, New York, one of Ameri- 
ca’s largest stationery stores, that they have found it 
necessary to close the stationery department during 
the rush hours, 12 noon to 2 P.M. 

* * * 

And from down Richmond way, Gene DuLaney sends 
the following: 

Fred Hafling, former manager of the Richmond Sta- 
tionery Company, is now Lt. Hafling, U. S. Army Air 
Forces, somewhere in California. This firm also con- 
tributed Landon Edwards, Jr., Walter Heind] and Elmo 
Evans to the armed forces. 

* * * 

Our friend Billy Melvin, Epes Stationery Company, 
Newport News, Va., is back on the job after a serious 
operation. He was out for about five weeks. 

o * * 

“Via the Grapevine” provides the following items: 

While talking to Bill Logan of Southern Stamp and 
Stationery Company, Richmond, Va., one day, I 
learned that his son, Bill, Jr., is an officer in tht U. S. 
Navy on submarine duty. On top of that he was in 
the “sub” we all read about several months ago that 
got so close to Tokyo, blew up three ships in the har- 
bor and surfaced only when they thought themselves 
safely away. Here they found themselves staring into 
the big guns of a Jap warship. They crash dived and 
had to sit on the floor of the ocean for 24 hours 
without being able to talk, smoke, eat or move any- 
thing but their toes. During that time they counted 
32 depth charges being dropped around them. Some 
of you fellows with iron nerves try that one for a test! 

ae * * 

Bob Weitzel, last mentioned with A. Pomerantz and 
Company, is now doing the buying at The Brooks 
Company. 

(The above items are from the December 15 issue 

of the “Penn-Mar-Va Traveler.’’) 
a _e 
LEE GRUNDEN NEW REGIONAL VICE-PRESIDENT 
OF NOMDA’S DISTRICT NO. 12 


Because of the tremendous amount of work as man- 
ager of the Office of Civilian Requirements in Seattle, 
Wayne M. Haines, regional vice-president of Region 
No. 12 of NOMDA, has found it necessary to resign 
from his duties with the association. He has done a 
splendid job for the association and it was with re- 
luctance that President Fucci accepted his resignation. 

Lee Grunden, of the E. W. Hall Company, Seattle, 
Wash., has been appointed to fill the unexpired term 
of Mr. Haines. The association is fortunate in finding 
a man of Mr. Grunden’s capability to take over the 
vice-presidential responsibilities and we feel sure that 
all officers and members will lend him every possible 
co-operation. 
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Your Customers Prefer 
The ORIGINAL, 
TUBULAR EDGE, INSERTABLE 
INDEX TABBING 
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a" AICO-GRIP was the first, 
Bacviiadi cur io LAMY TOESIREDT //P3<__ the original Tubular Edge 
[maseire aoa [vo jan [vesinen] HESS insertable Index Tabbing 
ee Ry you were able to offer 
\““] your customers, and it 
() \Q)_ remains the most popular 
7 because of its advan- 
tages, its adaptability to many uses, and the forceful pioneering 
carried on by this company and its dealers. 
Your customers prefer AICO-GRIP Insertable Index Tabbing— 
large users of tabbing know of its superior features and de- 
mand it. 
Ample supplies of AICO-GRIP are now available. See that your 
stock is adequate to meet the demand at this time when many 
files are being transferred. 















as ji Malded tubular edge will 
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503 S. JEFFERSON ST., CHICAGO, ILL. 
WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 


Patent 21848098 


AICO-GRIP TABBING 
LOOSE LEAF INDEXES 
DESK PADS and 
ACCESSORIES 

SHOP TICKET HOLDERS 
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ORDER EARLY 


for your First Quarter 1944 
quota. 

Full line of beautiful 
sets, with 14K Solid Gold 
points of America’s finest 
quality and workmanship. 

They please. They sat 
isty. They repeat. 





Low priced utility sets for 
your “Special Claimant” 
orders can be promptly 
supplied from authorized 
allotment. 








When wartime limitations can be rescinded, we 
can serve you more fully for your civilian supply, 
until then by quota based on past purchases. 





FOUNT-0-INK 


INSTANT ACTION 


Writing Sets ; 


ii 







save and serve in the 
War effort and in the 
Home Front support; 
and tosupply those 
morale building letters 
to the boys at the front. 


SHARE OF THESE 
BUSINESS 
STABILIZERS 


GREGORY FOUNT-0-INK COMPANY 
3501-11 Eagle Rock Boulevard 
Los Angeles 41, California 


BUY BONDS AND GET OUR BOYS BACK HOME 
TS TTS eRe REE 
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NEW ENGLAND TRAVELERS NOTES 

Ted Bruen who has represented the American Pencil 
Company in western New England for some time, re- 
signed from the sales staff of that company on De- 
cember 15. He reports his plans for the future as 
indefinite. 

* * * 

James F. Forrest of C. D. Merrifield and Company, 
Bangor, Me., retired from active business on his eight- 
ieth birthday in November. He started in the sta- 
tionery business 28 years ago in association with Dan 
Sullivan, and has been with the organization, through 
the change to C. D. Merrifield and Company, as buyer. 
NETCLUB sends congratulations to a real veteran of 
our industry. 

* * * 

C. F. Mattingly, 93 Federal Street, Boston, Mass., 
has moved into larger quarters at the same address, 
another instance of a stationer developing along sound 
lines despite “conditions.” 

Oo * * 

President Dwyer of the New England Travelers Club 
has given up pretending to be a salesman and now 
calls himself a manufacturer’s representative. He 
opened luxurious offices at No. 10 Post Office Square 
in Boston early in December. Best wishes for complete 
success in his new venture go to Dwyer from his host 
of friends and associates in the industry. 

* * * 

Ray Ferguson, Providence Paper Company, Provi- 
dence, R. I., joined the armed forces on November 29. 
The NETCLUB extends its sincere wishes for his safe 
return to Mrs. Ferguson and their small daughter. 

* cs * 

Sam Narcus, who had a serious operation in mid- 
October, returned to his desk at 93 Washington Street, 
Boston, on November 27. Though still a little shaky 
from his experience, he is quite his old-time self again. 

(The above news items are from the December num- 
ber of the New England Travelers Club News.) 

‘iiansnissllgellitiiids ; 


DRAKE NEW HEAD OF CHICAGO AD MANAGERS 


In a recent election of officers held by the Adver- 
tising Managers Club of Chicago Richard F. Drake, 
Felt and Tarrant Manufacturing Company, was named 
president of the organization for the ensuing year. 
Other officers were: vice-president, Paul Truesdell, 
Universal Oil Products Company; secretary-treasurer, 
Harry W. Frier, Chicago and North Western Railroad; 
recording secretary, Kathryn Lies, Bear Brand Hosiery. 

Mr. Drake, the new president, has received numerous 
awards for excellence of magazine advertising pro- 
grams from various advertising and publishing associ- 


ations. 
_ aii. 7 


TWO NEW MEMBERS ON SMITH-CORONA BOARD 


Lewis P. Smith Jr. of Syracuse and James F. Towers, 
president of Ford, Bacon & Davis, New York City, have 
been elected directors of L. C. Smith & Corona Type- 
writers, Inc. The new directors fill vacancies on the 
board created by the resignation of Schuyler C. Stivers 
and Willian von Phul, both associated with Ford, 
Bacon & Davis. 

Stivers also resigned as vice-president and secretary 
of the company and Mr. Smith was chosen to fill the 
post of secretary. 

The board also voted a dividend of 50 cents a share 
on the common stock and the regular quarterly divi- 
dend of $1.50 a share on the preferred stock —GET 

a oa 
COLBURN STATIONERY TAKEN OVER BY BINA CO. 


The S. J. Bina Company, Grand Forks, N. Dak., office 
machine and supply dealer, has announced the pur- 
chase of the Colburn Stationery Company of the same 
city. The Bina store has been moved to the location 
formerly occupied by Colburn at 18 North Fourth 
Street. 
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New Year’s Greetings 


INCE December 7, 1941 we have not 
S been able to say “Happy New Year” 
with a feeling that the year could be a 
happy one. 


On January Ist, 1944 we see a ray of 
hope that our people may have reasons for 


rejoicing on January Ist, 1945. 


We can help to hasten the day of rejoic- 
ing by a unanimous New Year’s resolution 


OP «ews 


BUY MORE WAR BONDS 
FIGHT WASTE MORE AGGRESSIVELY 
STRETCH TIME—ACCOMPLISH MORE EVERY DAY 


SUPPORT OUR GOVERNMENT IN THE INTEREST 
OF A SHORTER, SURER ROAD TO VICTORY 





GHAW-WALKER 


FACTORY AND HOME OFFICE 
MUSKEGON, MICHIGAN 
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DATED PLATEN 
Better Quality—Lower Price 


SINGLE WALL AND CUSHION 


Manufactured of G.R.—S. Synthetic Rubber which embodies the best qualities 
of the natural rubber platens plus longer life as it does not have the tendency to 
harden as quickly as natural rubber. 


The DeLuxe DUR-ROL Dated Cushion Platens are interlined with a soft genuine cushion 
synthetic rubber. It is a double wall platen, not a solid piece. 


IT IS LOWER IN PRICE. 

It will cut down your aligning time. 

It improves the appearance of typewritten matter. 
It is not hard on ribbons. 

It has a rapid rebound. 

It is easy on the operator. 


IT IS LINED. 
By comparison to plastic platens, IT IS SILENT. 


It is furnished in 3 densities—Soft—Medium and Brick Hard: 


No. 1—SOFT 


For adding and bookkeeping machines, for single or one carbon copy. 


No. 3—MEDIUM 


For general office work requiring from 3 to 6 carbon copies. It is also used 
for adding or bookkeeping machines when more than 3 copies are re- 
quired. 


No. 5—HARD 


For multiple copies. 


This is the Platen you have been waiting for! 
SHIPMAN-WARD MFG. CO. 


The Dealers Quality Supply House 
325 NORTH WELLS ST. CHICAGO 10, ILL. | 
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ARKANSAS NEWS NOTES 
Allen D. Rebo, Correspondent 


Frank L. King of the News-Times Printing Company, 
El Dorado, has received his wings and commission as 
a second lieutenant in the Army Air Forces. 

* * * 

Since OPA announced the liberalizing of restrictions 
on sale and rental of used typewriters, Little Rock 
firms have been swamped by telephone inquiries from 
would-be buyers and renters. However, the majority 
of the dealers have no machines on hand of the models 
just unfrozen. One dealer queried had one Class A 
machine frozen on his shelves and one for rent. An- 
other reported 15 rentals, chiefly of pre-1935 vintage. 

“We will not be able to say whether any machines 
will be available to us under the new ruling until we 
have heard from our main office,” said W. H. Warden 
of Underwood Elliott Fisher Company. 

J. P. McWilliams, proprietor of the Capital Type- 
writer Company, 204 West Capitol Avenue, stated that 
the new ruling would give him no additional rentals. 

“We have had many telephone inquiries since the 
daily papers publicized the new OPA ruling,” he said, 
“but we still have to say ‘No’ to all of them.” 

The regional War Labor Board at Kansas City has 
approved a four-cent-an-hour increase for printers 
employed by eight Little Rock firms, provided for by 
a contract made between the firms and the Little 
Rock typographical union. The new scale affects 246 
employes of the following companies: Parking Printing 
Company, Lipke Printing Company, Democrat Printing 
& Lithographing Company, Arkansas Printing & Lith- 
ographing Company, Times Printing Company, Cen- 
tral Publishing Company, Jordan Publishing & 
Lithographing Company and the Quapaw Printing 
Company. The minimum scale is $1.09 per hour, and 
was made retroactive to July 1, 1943. 

* * * 

Aviation Cadet Charles R. James, formerly city sales- 
man for the Little Rock office of Underwood Elliott 
Fisher, has completed basic flight training and has 
been assigned to the Army air field at Altus, Okla., 
for advanced training. 

* * * 

The Quapaw Printing Company, 217 East Third 
Street, Little Rock, has been doing an excellent busi- 
ness in specially-designed, imprinted Christmas cards. 
Their sales at Camp Robinson, Ark., chiefly by mail 
from ads placed in the camp’s newspaper, reached a 
large volume early in November. 

* 


* 


Cpl. Kenneth A. Dyer, formerly with the Democrat 


Printing & Lithographing Company, 200 Scott Street, | 
Little Rock, has arrived safely at a base in the south- | 


west Pacific, his parents have been informed. 
* * * 
Earl O. Allen, salesman for the Monroe Calculating 
Machine Company, died unexpectedly at his home in 
Little Rock on October 14. 


a 


Chester Flournoy, 90, one of the state’s pioneer 


printers, died at his home at Pine Bluff, November 2. | 


During the Civil War, Mr. Flournoy made a hazardous 
trip through the Union 
clothing to his father who was serving with the Con- 
federate Army near Vicksburg, Miss. In the early 70’s, 
he went with a pack train from St. Louis to Mexico 
City to deliver the first printing shop equipment ever 
exported to Mexico from the United States. He set up 
and operated the shop there, until Mexican employees 
were trained. and served as professor of English at the 
University of Mexico on a part-time basis during the 
interim. He is survived by three sons and a daughter. 
a a 


Pe 


John Armer Perdue, 70, head of the Perdue Printing 





lines to deliver gold and | 


Company, Pine Bluff, died at his home there on No- | 
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HERE'S nothing like a letter to cheer your relatives 
5 eer friends in the service. And nothing like V-Mail 
to get your letters overseas fast. Even the opening of 
V-Mail letters for photographing is done with speed—up 
to 500 a minute on our electric Letter Opener. 

The Letter Opener is but one machine in our complete 
line of mail-handling equipment which, in busy wartime 
offices everywhere, is saving manpower, speeding pro- 
duction, and relieving overburdened post offices by 
expediting the flow of mail. 

When peacetime comes, speed will continue to be the 
watchword—in a new, faster-moving business world. 
And the postwar mailroom will be “the heart of every 
office’’—it will set the pace for other departments—keep 
things on the move right down the line. Plan now for 
your postwar mailroom with the aid of a COMMERCIAL 
ContTROLS mailroom specialist. 

Our factories today are making .30 caliber M-1 
Carbines for the Armed Forces—after Victory, equip- 
ment for Complete Mailroom Service will again be in 
production. 





Metered Mail Systems . . . Postal and Parcel 
Post Scales . . . Letter Openers . . . Envelope 
Sealers . . . Multipost Stamp Affixers . . 

Mailroom Equipment. (Many units available.) 





COMMERCIAL CONTROLS 


Division of NATIONAL POSTAL METER CO., INC 
ROCHESTER 2, NEW YORK 
AND AGENCIES IN PRINCIPAL CITIES 


BRANCHES 
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YOUR SYSTEMS WORK 


~2-- ON LESS OFFICE 
MANPOWER .... WITH 


REX-0-graph 


FLUID TYPE DUPLICATORS 


In combat duty on the high seas, behind the 
battle lines, and in home front service in all 
industries, REX-O-Graph Fluid Type Duplicators 
are SAVING THOUSANDS OF MAN-HOURS 
... helping get vital paper work done FASTER 
| —even with inexperienced workers. 


The REX-O-Graph is ready to print in 5 
SECONDS ... no waiting for wick saturation, 
pump priming. The exclusive 100%, roller mois- 
tener saves time, fluid and paper. Just drop the 
Master into the "Quick-Change" master clamp 
and start turning. Accurate, brilliant copies, in 
one to four colors, can be printed INSTANTLY 
—up to 125 per minute. 


Learn how REX-O-Graph's exclusive time-and- 
labor-saving features can relieve YOUR man- 
power problem in systems work! Ask for the 
REX-O-Graph dealer in your vicinity, or write 
direct for details on the model to fit your needs. 


Above: Model MF showing “Quick-Change” master 
clamp. Available to industry on priority rating. 


REX-O-Graph, Inc. 


3727 NORTH PALMER STREET 
MILWAUKEE 12, WISCONSIN 
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vember 5. He is survived by his wife, two daughters 
and three sons, two of whom were associated with him 
in the printing business. 
————————- —__ 
ADAMS TO JOIN STOCKWELL & BINNEY 

Jack E. Adams, well-known to the trade as a station- 
ery salesman, buyer and manager, has announced his 
new connection with the Stockwell & Binney organ- 
ization in southern California. He entered upon his 





JACK E. ADAMS 


new duties in mid-December as store manager of the 
San Bernardino branch, in full charge of sales of both 
business and commercial stationery. 

Mr. Adams’ background includes activities extending 
from coast to coast. He has worked in almost every 
department of both wholesale and retail establish- 
ments and has been road salesman, buyer, manager 
and owner of stationery stores in California. 

The Stockwell & Binney organization maintains of- 
fice machinery, equipment and stationery stores or 
retail branches in San Bernardino, Redlands, Ontario 
and Riverside. 

ROYAL TYPEWRITER COMPANY COMMENDED FOR 
AIDING ARMY RIFLE PRODUCTION 


The Royal Typewriter has expressed justifiable pride 
at the recent commendatory letter received from Col. 
G. A. Woody, commanding the Springfield Armory. 
The letter was addressed to C. B. Cook, vice-president 
in charge of production, and paid high tribute to Royal 
for its war work production, and paid high tribute to 
Royal for its war work production. 

In order to supply Garand rifles needed by the 
American soldiers in active combat, fast production 
was required on the manufacture of one of the parts. 
The Army, through the commanding officer at the 
Springfield Armory, called upon Royal’s production 
facilities for help. Royal’s engineers and executives 
immediately went into action, studying the job and 
laying plans. Production followed soon after and the 
needed parts were delivered to the army in time to 
meet the call from the fighting fronts. 

The letter read in part, “Your response to this re- 
quest has been most gratifying and has enabled the 
Armory to deliver this much needed item to our sol- 
diers in active combat. I extend to you our sincere 
commendation and thanks for your contribution on 


this item.” 
—>- 


GUNLOCKE TO STUDY MILITARY GOVERNMENT 


Major Howard W. Gunlocke, vice-president of the 
W. H. Gunlocke Chair Company, Wayland, N. Y., has 
recently been appointed to the School of Military 
Government at the University of Virginia, Charlottes- 
ville, Va. This school trains officers for military gov- 
ernment work in the numerous territories as they are 
occupied by our armed forces. His appointment is an 
unusual honor, since entrance requirements for the 
school are extremely high. 
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a he can fly- 


When he is an American, and his plane is 
the product of American genius and mechanical ingenuity, 
then there’s a hot time in store for the Axis. The chances 
are, too, that there will be Allen-made instruments 
aboard that plane. Instruments which are dependable 


under toughest conditions just like the business ma- 


chines which bear the R. C. Allen name. 


(RC. Gillen, 


* MACHINES 


R.C.Allen Business Machines 


ALLEN CALCULATORS, INCORPORATED 


678 FRONT AVE.N. W, GRAND RAPIDS, MICH 
* 





Makers of World Renowned Business Machines 
10-Key Calculators + Portable and Standard Adding Machines + Bookkeep- 
ing Machines - Cash Registers + Statement Machines - All-Purpose Office 
Machines, Electric or Hand Operated 






Good business machines ‘ate precious, these days! That is why you 
should have yours serviced regularly by an R. C. Allen factory ex- 
pert. Get his name from your classified ‘phone directory or write us. 


THE R. C. ALLEN 3699 
Capacity $10,000,000 
f, 4 4 b Ne 9 Columns Direct Subtraction Hand Operated 
Ve OW A fast and accurate adding machine incorpora- 
ting such Allen safety factors as Visible Dials, 
Automatic Clear Signal and Red Print Sub- 





traction. This model may be purchased on 
WPB 1688 or government orders. 8 and 10 col- 
umn models, hand operated, are also available. 
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ram BIG SELLERS IN THE MAP FIELD 


For All Office Supply Houses, Stationers, Book Stores and Gift Shops 





The Handsomest, 
Most Readable 
Map at Any Price 


This is a strong statement to 
make, but any dealer who does not 
agree that Cram’s Panoramic World 
Map (52 x 40 inches) is as claimed, 
is privileged to return any maps 
ordered, charges collect, for prompt 
credit. 


Map is printed in 8 contrasting 
colors. Clear, easy-to-read type. 
Index shows countries, populations, 
areas, capitals, form of government 
and key to locations. Also, list of 
islands and other special matter. 


Like All Good Things, There Will 
Be Rush Orders on These Maps 
as the Allied Armies Advance. 

















ram’s Panoramic World Map 


The Big Map that 
Covers the War 
On All Fronts 


STYLE V-1 
Paper Sheet. Each map in an indi- 
vidual tube with 176 flags. Quantities 
te | Sree $12.00 doz. 
Orders for less than dozen lots, 
add 10c net per map extra. 


STYLE V-2 
Map Mounted on Cloth With Split 
Sticks Top and Bottom for hanging, 
with 176 flags. Quantities of 4 or more 
ETRE SAE ET Say pan renee $3.00 each 
Orders for less than 4 are 
10c each extra, 


STYLE V-3 

Mounted on Tack Board Hinged in 
Center, so map can be folded together or 
stood up anywhere at a V angle. Eyelets 
in mounting permit hanging if preferred. 
Includes 176 flags. Quantities of 6 or 
ee ee ree errs $2.50 each 

Orders for less than 6 are 25c net 

per map extra, 


MINIATURE FLAG EMBLEMS 
176 brightly-printed paper flags free 


meer meen ames 


=~ <4 A oe cL 


Great, Big, Beautiful—52 x 40 Inches 


Order Now. Be Sure of Deliveries. with above maps. 











rams Maps of the Bible Lands 
Now Sold Through CRAM DEALERS 


A big opportunity for dealers to cash in on a Specialty 
that has unlimited opportunities with no competition. The 
book is carefully edited—a complete reference for Bible 
Classes, Sunday Schools, Religious Bodies and for the gen- 
eral public who wish to follow the bible story with its 
geography. 

Beautifully printed in 4 colors, 8% x 11 inches. Contains 
over 20 Maps. Index to over 400 Places in Bible History. 
Shows the Birthplace of Civilization Down to the Present Day. 

Special Feature is ‘“‘The Life and Journeys of Christ,” 
told in 8 Separate Maps. 

Order direct from this advertisement or write for 
Descriptive Literature. RETAILS AT ONLY.............. Alle 























Cram’s Modern Series Maps 


ram’s Global War Atlas 


Large Maps in Color Cover the World. Size 12x15 Inches. 
32 Pages ... Board Covers. 














the world. 


U. $.—The World—Foreign Countries 


These maps enable you to follow developments around 


Map in full colors. 


Sheet size, 22 x 16 in. 


(Except United States 32x22 and World 28x 22 in.) 
Bound for convenience in pocket folders, size 414x814 in. 


41 Subjects—35¢ Each—Order by Number 





DELUXE MAPS—4A prize selection. Many new and shown for ‘ 
the first time. Printed on fine super in full colors. Easy to read. . ang nab ae one Poo ge and Wales 
A COMPREHENSIVE INDEX — Covering over 300 countries, : Ly + 4 —— ap , 
; a a aces ce hose exac e Wor Spain an ortuga 
eee crn pines Srenamae oe WOE whens Srect a ay 19 Alantie Goean 339 France 
S é poy t n. x s 11 Pacific Ocean 341 Netherlands, Belgium 
page with cross reference for quick location to all e 235 Alaska and Luxembourg 
So a renee 237 Newfoundland 345 Sweden and Norway 
239 Canada 349 Denmark and Finland 
267 British Columbia 353 Germany (before 
273 Mexico ; Austria, Czecho- 
275 — Slovakia, and Memel) 
’ © 285 West Indies 355 Greece & Switzerland 
Pies Fs] Commercial Pocket 287 NorthAmerica 359 Italy 
9 > = 
7 d m4 — 361 Yugoslavia, Albania, 
= Rumania and Bulgaria 
Map of the Unite States 4 — 367 Poland, Lithuania, 
. 309 Jans Latvia and Estonia 
Indexed —1940 Census Figures fh a 371 Russia (U.S.S.R.) 
; 315 East Indies and in Europe 
Size Open 32x 22 Inches | fost Batons ¢ 373 Palestine, Syria, 
Bound for convenience in folders, 412x9 inches. 317 Philippines Trans-Jordan 
Map printed on heavy paper in full colors. States 319 Hawaii & U.S. Posses- 375 Turkey and Southeast 
shown in several contrasting colors. Principal sions in the Pacific Europe with Syria, 
cities indexed with key to locations. Populations 321 Oceania (Southwest Palestine, Iraq 


of States and U. S. Pessessions shown alphabeti- Pacific with Australia 379 India 


and New Zealand) 383 China 








cally. 


cally. Cities over 50,000 also shown 
alphabetically over 100,000 numeri- : 
ric 


Pp MOTT Tey Nir Pere te ee 





Display Box FREE With Order for 6 Dozen 








Order Direct from This 
Advertisement 
or Write for 
Bulletin P.A.4 


CHICAGO 54 
1524 Merchandise Mart 


INDIANAPOLIS 7, INDIANA 
LOS ANGELES 15 
1,000 So. Los Angeles St. 


Prices Shown Are 


THE GEORGE F. CRAM COMPANY, INC. 


730 E. WASHINGTON ST. - 


Selling Prices. 
Anticipate Your Needs. 
Order NOW. 
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MARINE TYPEWRITER REPAIRMEN IMPROVISE 
SHOP AND TOOLS IN GUADALCANAL JUNGLE 
(The following article, released by the Public Rela- 

tions Department, USMC, was written by Technical 

Sergeant Theo. C. Link, 5322 Savoy Court, St. Louis, 

Mo., Marine Corps Combat Correspondent.) 
Guadalcanal—(Delayed)—Ingenuity in making their 

own special tools and parts enables the typewriter re- 

pair crew of this Marine unit to function under the 
most primitive conditions. 

With only a rough work bench of lumber hewn from 
jungle trees, a tool kit, and a small vise, the mechan- 
ics have fabricated nine out of ten parts needed for 
repairs on typewriters, calculators, adding machines 
and cash registers. Special tools for delicate repair 
work have been forged chiefly from scrap brass by the 
resourceful mechanics. 

Typewriters in a military unit go everywhere except 
into the very front lines. The calculators and adding 





MARINE TYPEWRITER SHOP ON GUADALCANAL.— 
Head of this unique “typewriter armory” on this now- 
famous island in the Solomons is Corporal Neil H. 
Hovind, USMC, of Eau Claire, Wis., who handles most 
ef the repair work on typewriters, calculators, adding 
machines and cash registers. Corporal Hovind, a 
former Royal man, said most of the troubles were caused 
by poor packing of the machines for rough handling 
in landings. 


machines are used extensively by paymaster and quar- 
termaster units which handle large amounts of money, 
equipment, and supplies. Cash registers are a touch 
of modernity in post exchanges. 

According to Corporal Neil H. Hovind, USMC, 226 
Ferry Avenue, Eau Claire, Wis., the armed forces have 
one chief lesson to learn in handling typewriters and 
similar machines — packing them for transportation 
so the carriages are securely anchored down and the 
knobs are protected. 

“We ran out of knobs within a few weeks after we 
got in the field,” Corporal Hovind said, ‘“we’ve had to 
make our own ever since. After each movement of the 
unit, we have an epidemic of damaged machines just 
because of carelessness in packing them for rough 
handling. 

“The machines take a beating out here where they 
are transferred from transports to small boats on 
rough seas. Often they are dropped in the surf at 
beach landings.” 

Jungle dampness is the chief enemy of the intricate 
mechanism of typewriters and other office machines, 
Corporal Hovind said. Rust appears overnight. 

Corporal Hovind has just finished repairing a type- 
writer for a civilian war correspondent who took part 
in the New Georgia campaign. The machine had 
fallen into the ocean and the sea water and jungle 
dampness had “frozen” the keys. After a day and a 
half of work the Marine mechanic had the sturdy 
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LOOSE LEAF 
EQUIPMENT 


To-day’s terrific figure work—Pay Roll computations, 
Inventory and Stock Control, Analysis and Statistical 
work, Cost figures and numerous other accounting 
jobs,—makes the demand for Loose Leaf Equipment 
greater than ever before. Here are only a few of 
the many items with which CESCO dealers are 
building up a lasting and profitable Loose Leaf 
Business: 


Visible Record Books 


New conservation model in both Automatic Shift and 
Non Shift types. Many sizes and grades of binding. 
Over 100 stock forms to meet most every business 
need. Ask for Catalog “G.” 


Social Security Pay Roll 
A series of forms in different designs and styles—for 
most every requirement. Period Pay Roll Sheets, Earn- 
ing and Personnel Records, Receipt and Statement 
Forms and Bond Deduction Forms; also complete 
outfits, uniquely designed. Ask for Catalog “K.” 
Sectional Post Binders 
Both End Lock and Top Lock—in all sizes and post 
centers, with optional grades of binding. New Non- 
protruding post type which may be used in lieu of 
Compression Ledger and Chain Post Binders. Ask for 
Catalog “B.” 
Prong Binders 
Improved Wood Back construction in five capacities 
—all sizes and several grades of binding. Suitable 
for many types of records, catalogs, price lists and 
other general distribution purposes. Ask for cat- 
alog “D.” 
Exclusive Agencies 
Established dealers are invited to correspond regard- 
ing an agency arrangement. Complete catalog and 
full information on request. 


The C-€- SHEPPARD CO. 


** 4407 21s Streef,- LONG ISLAND CITY. N.Y-- 
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SEMI-HEX Office 


Pencils—5 Degrees 


SEMI-HEX THIN 
Colored Insoluble 
Crayons 


KIM-BER-LY Drawing 
Colored Indelible 
Crayons 


KIM-BER-LY THIN 
17 Degrees 














typewriter in working order again. 

Corporal Hovind and his assistant, Corporal John 
C. Spanick, USMC, of 1712 East 32nd Street, Lorain, 
Ohio, who work in a tent on the edge of the jungle 
with foxholes within jumping distance, can repair 125 
machines a month. Others in the salvage section fre- 
quently aid the typewriter mechanics but most of the 
work falls to them. 

The salvage section is headed by Master Technical 
Sergeant Norman Terpsten, USMC, 2270 Seaside Ave- 
nue, Ocean Beach, Calif., and his assistant, Technical 
Sergeant Robert W. Wells, USMC, of Encinitas, Calif. 

Corporal Hovind is the son of Mr. and Mrs. Albert 
Hovind of Eau Claire. He enlisted in the Marine Corps 
August 25, 1942. He has had five years experience 
working for typewriter concerns in peace times, having 
worked for the Royal Typewriter Company in Cin- 
cinnati, New York, and Eau Claire before joining the 
service. Corporal Spanick’s wife, Mrs. Yolanda Span- 
ick, resides in Lorain. 


ne 





VICTOR VISIBLE WINDOW AT MAVERICK-CLARKE.—A re- 
cent effective display of Victor visible record equipment in 
solid cabinet, sectional and book visible styles at the well- 
known office equipment headquarters of Maverick-Clarke in 
San Antonio, Tex. Creator of the display was Al Eisemann, 
manager of the stationery department, who also holds an 
outstanding record in direct mail and newspaper promo- 
tional work. The furniture department of the San Antonio 
store is managed by Frank Ducos. 


THANKSGIVING DAY WORKERS AT UEF HART- 
FORD PLANT GIVEN FREE TURKEY DINNER 
Thousands of pounds of turkey, yams, vegetables and 

the other adjuncts that go to make up the American 

Thanksgiving dinner were delivered at the Underwood 

Elliott Fisher plant in the Hartford industrial area a 

few days before Thanksgiving in order that the em- 

ployees of the plant could maintain their pace in war 
production and, at the same time, enjoy the traditional 
feast of the day. 

The tasty viands selected were all “on the house,” 
Vice-president Frederick U. Conard explaining the 
move to Underwood workers as follows, “Because of 
the fact that our country’s war needs will prevent 
many of us from enjoying Thanksgiving dinner with 
our families, it gives me pleasure to invite all fellow 
workers to partake of Thanksgiving dinner, which will 
be provided by the company.” 

Because of this gesture, the company continued to 
operate through the holiday on a 24-hour basis, with 
all shifts working. 

ee 


KIMBERLING JOINS SPRINGFIELD TYPEWRITER 





Takers off Fine Pariils since 1689 


General Pencil Company — 
JERSEY CITY 
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NEW JERSEY 


A. H. Kimberling has been added to the sales staff 
of the Springfield Typewriter Exchange and Office 
Supply, 323 East Walnut Street, Springfield, Mo. He 
will cover city and county territory. 

Mr. Kimberling has a background of 30 years of 
successful selling in another line. He is doing a good 


| job and learning the new field fast, according to J. P. 


O’Connor, proprietor of the Springfield firm.—EVH 
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“0b Dear -12 More Stops to Make!” 


President Smithers is handling deliveries himself, to- 
day. And, as you see, he’s away behind schedule. 

Joe, his delivery man, would finish in half the time. 
For Joe has the job down to a series of orderly, organ- 
ized operations. Here, as everywhere in business or 
industry, routinized work is sw7ft work. 

One of the biggest benefits that Uarco Record Forms 
bring business and industry is to make sure that every 
operation is performed in the swiftest, most efficient 
way. 

In shipping departments—order departments— 
accounting departments— wherever forms are used 






HANDWRITTEN RECORDS 


BETTER BUSINESS RECORDS 
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—Uarco Records keep the work flowing with speed, 
accuracy and economy. For Uarco forms routinize the 
job... by properly recordizing it. 

Uarco’s years of experience in producing autographic 
(hand written) and typewritten record forms may help 
you solve a complicated management problem .. . 
achieve better customer relations... prevent mistakes 
... perform more work with fewer employees. It costs 
nothing to ask a Uarco representative about it. 


UNITED AUTOGRAPHIC REGISTER COMPANY 
Chicago, Cleveland, Oakland ¢ Offices in All Principal Cities 


———= 
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TYPEWRITTEN RECORDS 
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No. 1001 





ti, “Sowitce Plow New Indiana Chair Co. 


Wood Swivel Chairs Sold Now 
Lifeline ae action ee oo : 


can be refitted with standard 
quality chair irons after V-Day 


First in importance, we believe, is the user’s interest—the individual 
who is to sit through his day’s work in the chair we make. The 
comfort and appearance we build into it will make his work less 
tiring and more productive. 


a: Mil” le ‘elie, es il, 


Then, the strong construction and lifetime service of NEW INDIANA 





CHAIR CO. office chairs mean more value for the owner, prestige for k 
the merchant who recommends te chair and makes the sale t 
profit for all. k 
In maintaining our pre-war standard of quality through these months , 
of material scarcities, manpower shortages and unusual demands, 0 
we are protecting the good name of our product and serving both 1 
dealer and user in the best possible way. h 
To this, we now add an arrangement whereby our wood swivel P 
chairs may be refitted after Victory when metals are again available, 
with a standard quality chair iron of the same general construction 
as our pre-war chairs. a 

el 
And for better service now, our reclining chairs are equipped with b 
wood springs which make for smoother tilting action and utmost S 
resiliency. 

0! 
Old dealer friends will understand our keen interest in supplying 08 
them with the best possible office chairs available for the duration. it 
And we would assure those not now on our books of our sincere tr 
desire to be of service, though conditions now prevent. Please indi- SJ 
cate priority on all orders. al 

tk 


NEW INDIANA CHATR OCU | : 


JASPER, INDIANA 
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PACIFIC NORTHWEST NOTES 


C. M. Litteljohn, Correspondent 





Stationery and office equipment houses of Seattle 
were well represented at the 14th Annual Advertisers 
Night held by the Washington Purchasing Agents As- 
sociation in the Seattle Chamber of Commerce this 
winter. Over 600 members and guests were in attend- 
ance and drew for the numerous stationery prizes 
offered. Although a number of Seattle stationery and 
office appliance houses gave War Bonds and Stamps as 
prizes there were many gifts familiar in the trade, 
such as the Pendaflex desk unit of Trick & Murray, 
won by S. R. Gill, and the merchandise put up by 
Lowman & Hanford Company. Other prizes included 
a $25 War Bond donated by the Northwest Envelope 
Company, six dozen pencils by General Pencil Com- 
pany, Seattle, and the Diagraph fountain marker with 
ink by the Secord Sales Company. Post-war industrial 
and business problems formed the theme of the lead- 
ing talks and the discussion at the annual meet. 


* 6 * 


Soon to move to smaller quarters is the Fisher- 
Rafter Company, which has been handling office and 
student equipment, such as executive and student’s 
desks, as well as Bank of England type chairs, at 2211 
Fifth Avenue, Seattle, Wash. Requirements of this 
office furniture firm are for smaller space and reduc- 
tion of stocks. 


* * * 


As the Christmas shopping season dawned, the Uni- | 


versity Bookstore, large stationery and student supply 
outlet of the university district of Seattle, faced its 
most serious manpower shortage. J. E. McRae, man- 


ager of this store featuring all manner of paper and | 
typewriter supplies, found the student salespower, | 


which he formerly used full time at Christmas, un- 
available this year. He faced the possibility of getting 
younger and younger Salesgirls,—_tapping the unleashed 
salespower of the high schools—save where the air- 
craft factory had made inroads on the 16-year old 
youngsters presented with handsome wage checks for 
helping build Flying Fortresses locally. The Bookstore 
experienced its greatest Yule shopping season and 
demand for Christmas gifts in all departments, along 
with the most acute sales help shortage. 
* * 

Consolidation of considerable office equipment and 
business machinery is involved in the recent merger of 
the Northwestern Business College, established in Spo- 
kane, Wash. in 1901, with the Kinman Business Uni- 
versity, Howard Street, of that city. Complete tutelage 
on all manner of modern business equipment to fit 
incumbents for wartime offices and the post-war world 
has been effected under direction of A. W. Morris, 
president of K. B. U. 


* * * 


| 





With heavier and heavier taxation, municipal, county | 


and governmental offices are turning to loose leaf 
equipment and methods in preference to the standard 
bound volumes. County Treasurer Carroll Carter at 
Seattle, Wash., recently changed over to installation 
of the new loose leaf method, although county officials 
meeting in the county assessor’s office questioned legal- 


ity of the loose leaf system. Nevertheless, the county | 





treasurer is going ahead with installation of the new | 


system since the county commissioners have voted him | 


about $40,000 to install the necessary machinery for 
the purpose. 


* * * 


The Cash Register Service Company, which has been | 


located at 1106 Third Avenue, Seattle, with a stock of 


business machine equipment, has recently moved to | 


new quarters at 620 Fourth Avenue, Seattle. 


*t * * 


Revised bill and statement forms, and compressed 
monthly invoices and statements from most efficient 
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FOLDING 
CHAIRS 


and TABLET ARM-CHAIRS 





All styles Folding Chairs. Tab- 
let Armchairs—ideal for class- 
rooms, cafeterias, etc. Factory 
Stools. 


PROMPT SHIPMENT 


out of New York stock or direct from factory. 


Don’t turn down chair inquiries— 


State whether or not priority 
rating is available. 


ADIRONDACK 


CHAIR COMPANY 


1140 BROADWAY 
NEW YORK 1, N. Y. 











No. 130—“Sentinel” Ash Stand—Solid Walnut 


Retails 
$10.00 


FINCH & McCULLOUCH 


MANUFACTURERS OF 


‘‘MEMORY MASTERPIECES’’ 
AURORA, ILLINOIS 
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Precise 
PAPER TRIMMERS 


Patent No. 2,185,985 





NATIONAL DEFENSE COMES FIRST 
Our facilities are engaged 100% in war work. We are doing 
our part to help win the war as speedily as possible. 


When the emergency is over we will supply you with even 
finer PRECISE PAPER TRIMMERS than before, and be glad to 
care for your needs as we have in the past. Just now, it's 
Yours for Victory. 


Precise DEVELOPMENTS CO. 


SUCCESSORS TO 





AMERICAN PHOTO LABORATORIES, INC. 


' 28 N. Loomis St., Chicago 7, Ill. 











ZEPHYR DUPLICATING BLACK 


THREE GOOD REASONS 
FOR USING THIS INKe 


MINIMUM . PENETRATION 
DENSE JET BLACK 
QUICK DRYING 
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PHONE—WIRE—WRITE OUR NEAREST PLANT 


Sinclair an$“Valentine Clo. 
G9 


611 W. 129th Street, New York 27, N. Y. 
BRANCH PLANTS 


Dayton Dallas Detroit 


Nashville Boston Cleveland 
Baitimore Albany Charlotte 
Philadelphia Chicago New Haven 
New Orleans Kansas City Birmingham 
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office appliances are the order of the day—to save 
manpower and paper. One such system recently put 
into effect for its hundreds of thousands of accounts is 
that in offices of Frederick & Nelson, the Seattle divi- 
sion of Marshall Field & Company. Heeding the urgent 
request of the Federal government to conserve man- 
power—as well as essential paper—that large unit of 
the nationally-known company discontinued recently 
all itemization of charge purchases on monthly state- 
ments. New type statements, highly concentrated, gave 
only sufficient information to verify charges properly 
from the sales slips retained. Such compressions and 
changeovers in the use of office appliances, as well as 
paper used sparingly, are regarded as distinct contri- 


butions to the war effort. 
* ok . 


Blue ribbons were won by several stationery and 
appliance companies in Seattle for their all-out yeo- 
man assistance to the War Chest and Community 
Fund campaign—56 causes in all, for refugee relief, 
the USO and Seattle homes and institutions. The 
Seattle Rubber Stamp Company won one such blue 
ribbon, as did the B. & M. Paper Company, the Seattle 
branch of the Underwood Elliott Fisher Company, the 
E. W. Hall Company, typewriter and business machine 
organization, and numerous others. Grateful thanks 
and acknowledgments to such companies as well as 
the cordon bleues were extended for their patriotic 
efforts in financial bursts of enthusiasm. The em- 
ployee groups of the above organizations won the 
award for averaging subscriptions of at least one day’s 
wages to the War Chest. 

* * * 

J. H. Maher, as manager of the “only official Comp- 
tometer school” in Seattle, Wash., has recently organ- 
ized a new, short streamlined Comptometer course 
covering all details for wartime occupation that fills 
present needs in business. Day, half-day and evening 
classes in operating these business machines are main- 
tained in the Douglas Building. 

* x * 

Not stationary engineers but “stationery engineers” 
are staff members designated in the spacious stationery 
setup of the Boeing Aircraft Company in Seattle, 
Wash. It is maintained that Flying Fortresses are built 
first of paper, pencils and Scotch tape by the engineers 
long before they are actually fabricated of metal. 
Stationery, indeed, forms a huge part of the vast store- 
house of the stationery department at the Boeing 
plant in Seattle. Shelves tower like skyscrapers to 
hold every type of stationery for the Fortress head- 
quarters, aS well as for the branch plants at Aberdeen, 
Tacoma, Everett and Bellingham, Wash.—until these 
latter plants create stationery storehouses of their 
own. Up to the beginning of fall from the first of the 
year there were 400,000 letterheads, a million assorted 
envelopes, hundreds of gross of pencils, 18,000 pounds 
of scratch-pads, four and one-half million paper clips, 
stacked and then unstacked for filling office orders. 
One million 3x5 file index cards and over a million 
transportation tags pass through the stationery de- 
partment each year. Stenos use 50 gross of shorthand 
pads in a year, and 30 gross of ribbons for their type- 
writers, along with seven or eight thousand reams of 
Ditto paper in duplicating machines, 200,000 airmail 


envelopes, and ink, crayons and pencils in abundance. 
* * * 


Welcomed to Seattle recently by the pencil and 
crayon wielders—or art teachers—was Professor Emmy 
Zweybruck, a representative of the American Crayon 
Company, who called on a number of schools teaching 
art in Seattle. A noted Viennese teacher in the good 
old days, when she was a celebrated designer and artist 
in Vienna, she is now on the staff of the crayon com- 
pany, assisting in perfecting art implements and 
crayons, while lecturing to art teachers and contact- 
ing school principals. She brought her crayons and 
technique recently to the Broadway High School in 
Seattle, where she exemplified two techniques, i.e. (1) 
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HE “MADE WOOD 
Z | hows : 


Born in 1644 Stradivarius devoted his entire life at 






Cremona, Italy, to the exclusive purpose of producing 
better violins. He “made wood sing.” 

When he passed away at 94, he had given the 
world about 1,000 of the finest violins ever produced. 

Strict, harsh, exacting in the production of his in- 
struments, he made his pupils begin all over again if 
some trifling point about their work was less than 
completely perfect. 

As a result, the moment the bow touches the 
strings of a Stradivarius violin, the voice of the in- 


strument itself will say who was the maker. 


MATERIEL WILL MAKE TYPEWRITING 


FINER LETTER WRITING 


ANG. yowr praises! 








Miller-Bryant-Pierce, throughout all its processes (from the 
intensive procuring of the raw materials forming its prod- 
ucts, to the carefully wrapped reception of those products 
by their users) countenances no curtailing of care, no re- 
duction of quality, no relaxing of vigilance anywhere along 


the line. 





BUILD YOUR REPUTATION ON 


TO BUYERS ABROAD: 
We cordially invite you 
to write our Export De- 
partment at Aurora, IIL, 
in your own language, 
presenting us your prob- 
lems concerning Inked 
Ribbons and Carbon Pa- 
Your letters will be 
promptly by 


pers. 
answered 
air-mail, 





TYPEWRITER AND 
OTHER INKED RIBBONS 
* 


CARBON PAPERS 


STENCIL INKS FOR 
MIMEOGRAPHING 
. 


The Line That Withstands 
Comparison 





Manufactured exclusively by 


MILLER-BRYANT- PIERCE 


DIVISION OF L C SMITH & CORONA TYPEWRITERS IN(¢ 


AURORA, ILLINOIS, U. 5. A. 


Write for address and telephone number of Your nearest Miller Line Service Center. 


January, 1944 
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GUSSCO 






WE GREET YOU 


1944 looms on the horizon as the year of great decisions— 
decisions that will affect all of us vitally. By utmost appli- 
cation to the biggest job America has ever tackled, and 
by the Grace of God, we hope to get this European fracas 


over. 


To us, the advent of the new year causes us to rededicate 
ourselves to a greater service to our dealers. In these 
times when materials are short and the labor problem is 
acute, much transpires which is not to our liking. Yet we 


do the very best we can with what we have. 


We pledge ourselves to assist our dealers in every possible 
way so that when the great day comes, and peace again 


reigns, we can go forward together to new heights. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N. Y. 





TRADEMARK 


TRANSFILE 
FIBRE BOARD FILES 


AT THE NEW YEAR 


FILING SUPPLIES 








BUY 


WAR 


BONDS AND STAMPS FOR 


Victory 
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use of a stencil by which the child cuts and uses a 
brush directly on the material, (2) a silk screen to 


which a stencil is attached. 
—— 


POWER SERVING ON AURORA CED COMMITTEE 

Earl D. Power, president of Lyon Metal Products, 
Inc., Aurora, Ill., is one of a group of 14 energetic and 
civic-minded Aurora manufacturers, executives and 
professional men who are giving unstintingly of their 
time in serving on Aurora’s Committee for Economic 
Development. 

As in other industrial communities, the Aurora com- 
mittee is devoting considerable time to laying plans 
for post-war activities in expansion, construction, and 
increased manufacturing programs designed to take 
up slack in employment after victory is won. A ques- 
tionnaire has been distributed to manufacturers in 
the area, the inventory covering not only Aurora, but 
Batavia, Geneva and St. Charles as well. 

esa Se 

CARTER OFFERS YULE MERCHANDISING TIPS 

According to the latest ‘“newscard” issued by The 
Carter’s Ink Company, the Christmas seasons offers 
unusual opportunities to stationers for the display and 
sale of colored inks in connection with the array 
of greeting cards usually featured at this time each 
year. Particularly recommended by the company for 
this display are the Carter “Ovals” in Hunting Red 
and Forest Green. 

It is also recommended that stationers adopt the 
profitable practice of suggesting to customers the use 
of colored inks in preparing place cards for dinners 
and parties, both at home and for office celebrations. 
The Carter card wisely stresses the fact that cus- 
tomers appreciate such suggestions, particularly at 
a time when ingenuity must make up for the paucity 
of usual Christmas gifts. 

—— eo 

IBM PROMOTES FOUR WOMEN EXECUTIVES 

The International Business Machines Corporation 
early in December announced the promotion of four 
of its women executives, three of the statements being 
released through the office of Vice-president Ruth 
Leach. 

Miss Vera L. Phelps, of the personnel department 
of the Endicott, N. Y., plant, was made Miss Leach’s 
assistant. A native of Endicott, she has been employed 
in various manufacturing departments and in person- 
nel work with IBM since 1937. 

Miss Loraine McLennan, formerly western district 
supervisor of systems service was named manager of 
systems service for the entire company to fill the post 
left vacant by Miss Leach’s recent promotion. 

Miss Jane Haislip, formerly a special representative 
in Washington, D. C., was promoted to assistant man- 
ager of systems service. 

Also promoted was Miss Eleanor H. Irvine, formerly 
manager of the women’s personnel department at the 
Endicott plant, to the assistant managership of the 
personnel department at that plant. A native of 
Oneonta, N. Y., and a graduate of Cornell University, 
she first joined the company in 1935. She has held 
various systems service posts and also spent con- 
siderable time in personnel work at the Poughkeepsie 
plant. 
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Another well-known member of the office equipment 
field entered the ranks of the benedicts when Ellis 
Banov, Clarotype Company, New York, N. Y., and 
Frances McGilloway were married at the Savoy Plaza 
Hotel, New York, on Thursday, November 25. The 
bride is the daughter of Mr. and Mrs. Leo McGilloway, 
New York, N. Y. The happy couple left after the 
ceremony for a honeymoon in Westbrook, Conn., and 
will make their home in New York. 
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FLAT IRON Sales Are Soaring. . . 


UP...UP...UP! 


L FLAT @IRON 


€ 


CARBON PAPER 





MANUPACTURED BY 


B. S. TYPEWRITER RIBBON MFG. C8. 
PRILADELPRIA 











e That new curl-proof carbon paper sensation, 
Flat Iron by name, has certainly made a hit... 
and no wonder . . . it’s a permanently flat sheet 
that wears like iron! 


e Flat Iron is an item you will take pride in 
selling, Mr. Dealer, and one ‘that will show real 
profits! Just clip this advertisement to your 
letterhead and we will send free samples and 
prices. No obligation, of course. 


U. S. TYPEWRITER RIBBON MFG. CO. 
Filbert at Tenth Street Philadelphia, Pa. 


‘‘A Ribbon For Every Machine—A Carbon For Every Purpose’’ 











Juma Savor 
FILE 


e Non- priority wood 
construction 


e Two Drawer — Top 
opens completely 

e "Two - Way” Com- 
pressor and Guide Rod 


e Letter and Legal Size; 
Olive Green Finish 


e Desk height 30!/,” 


e Shipment week or ten 
days. 


No. MF500G—Letter 





A ee ae $27.00 List 
No. MF600G—Legal 
oe $29.00 List 


F.0O.B. Rockford, Ill. 


BUSINESS EFFICIENCY AIDS 


P. O. No. 258-J Skokie, III. 
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CARD UPRIGHTS 


3x3 

6x4 

8x5 
Tabulating 







A full line of card files is offered in all standard sizes. 
Smooth working side suspension, heavy duty wood con- 
struction, standard green finish. Also— 


Legal and Letter Sizes 


2-drawer 3-drawer 4-drawer 


All made of the same excellent construction. 
The demand for this merchandise is great. Write for 
particulars. 


BUSINESS EFFICIENCY AIDS 


Makers of “TIME-SAVER” Office Equipment 


P. O. Box 258-J Skokie, IIlinois 




















WE BUY-SELL 


A Service to Help Stationers 
Maintain Balanced Stocks 


e Commercial Stationers are invited to submit lists of 
items they wish to sell. We in turn will offer it to other 
dealers and pay you promptly for merchandise sold. All 
merchandise remains property of the dealer until sold 
unless other arrangements are made. 


e Our terms on sales are net cash upon delivery of 
merchandise to your store for examination. Our close 
margin prohibits cash discount. All goods on hand 
available for examination in warehouse. 


e@ Dealers find it to their advantage to visit the ware- 
house and select surplus stocks which are available. 


e Sales to dealers only. 
e Let us help you to reduce items overstocked or build 


up on goods that are short. Investigate our service. It 
is used to definite advantage by many dealers. 


Elmer Krumwiede, Proprietor 


THE STATIONERS 
CLEARING HOUSE 


334 S. Jefferson St. . Chicago 6, Ill. 
Phone Monroe 8226 
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NEW BOOKLET, “POST-WAR PLANNING NOW”, 
DISTRIBUTED BY N. Y. JOURNAL OF COMMERCE 
American industry’s blueprints for the giant task of 
converting a record wartime production back to civilian 
goods without loss cf employment have just been sum- 
marized in “Post-War Planning Now,” a new study 
published by the New York Journal of Commerce. 

Actual peacetime projects already under way in 25 
major industries bid well to startle the man on the 
street. 

Much of the conversion task will depend on the 
government’s policy of contract termination, inventory 
disposal and unloading the 1,753 war plants it has 
spent $9,000,000,000 to construct during the war. This 
has resulted in government ownership of 90 per cent 
of all magnesium capacity and a high percentage of 
aluminum facilities. 

Heavy industry is faced with five times the pre-war 
steel capacity. The use of powdered metal has made 
it possible to turn out machine parts in 20 seconds 
which formerly required from one to three manhours. 
Yet, a midwestern plant normally employing 32,000 
workers already has enough post-war projects to take 
care of 55,000 of the 90,000 employed there now. About 
15,000 are expected to drift elsewhere and the re- 
mainder may find employment on products now in the 
research laboratories. 

In the field of transportation airlines are planning 
for 500 transatlantic passengers a day, and domestic 
passenger and cargo service on an unparalleled scale. 
Automobile makers are set to step up their output by 
50 per cent over pre-war production and railroads are 
already ordering new lightweight freight cars and 
“sleeper-coaches.” 

Textile products in the post-war years will lean 
largely to blended fabrics of cotton, rayon and wool. 
Born of necessity, blends have caught on so well that 
today only five of New England’s 127 so-called cotton 
mills are still turning out cotton goods exclusively. 
Carpet mills are set to reach normal capacity opera- 
tions providing 30,000 jobs within five months, after 
having become duckmakers for the duration. 

Coal is slated for a mighty comeback, probably at 
the expense of oil. The wartime practice of farming 
out work to sub-contractors will continue. Chemicals 
and plastics will really hit their stride. In fact, post- 
war plans for doubling ethyl cellulose output were 
hastily hauled out ahead of time to fill a vital wartime 
gap right now. 

Products of typical American ingenuity are expected 
to open a vast potential foreign trade. One chemical 
producer is already doing $10,000,000 annually in Latin 
America, selling drugs and cosmetics to Germany’s 
onetime staunchest overseas customers. Smaller pack- 
ages to meet smaller spending ability, along with the 
right kind of promotion did the trick in this instance. 

“Post-War Planning Now” was obtained from inter- 
views with key manufacturing executives and govern- 
ment officials throughout industrial America. Copies 
may be had at 25 cents each from The N. Y. Journal 
of Commerce, 63 Park Row, New York. 

sancienins gala 
MOSLER SAFE WINS SECOND ARMY-NAVY AWARD 


The Mosler Safe Company, Hamilton, Ohio, was 
notified on December 4 by Under Secretary of War 
Robert P. Patterson, that the company had won the 
white star award, to be added to the original burgee 
as a token of continued high war production. 

The letter of notification read, in part, “You have 
continued to maintain the high standard that you set 
for yourselves and which won you distinction more 
than six months ago. You may well be proud of your 
achievement. 

“The white star, which the renewal adds to your 
Army-Navy ‘E’ Production Award flag, is the symbol 
of appreciation from our armed forces for your con- 
tinued effort and patriotism.” 

President E. H. Mosler and the other executives of 
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ABOUT END USE 


The two new limitation orders under which all 
furniture manufacturers are now operating . . . M364 
which freezes certain varieties of hardwoods at the 
mill and L260A which limits the uses of lumber obtain- 


able .... mean just this in terms of 


The Availability of Sikes Business Chairs: 


In order to give definite shipping advice we must 
have essential end use ratings. We are going to do our 
very best to fill the needs of our good friend, the dealer, 
during these critical days, and he in turn will help us 


by supplying this information. 


The army needs truck bodies; ships need dunnage; 
ammunition needs packing; saw mills need labor. 
There isn’t enough wood to go around. We are confi- 
dent our dealers understand the urgency of the situation 


and the need for these further restrictions. 





| So, end use, please. 


THE SIKES COMPANY, INC. 


BUFFALO J, N. Y. 
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A New Year 


ot.....an 
Unchanging 
Objective 


‘44 is a year of great promise. Our armed might is mounting . . . our victories 
are increasing ... all this leads America to feel that Peace may come in the New 
Year. As we enter the home stretch, let’s keep diligently at our jobs. There’s plenty 
of “desk work” ahead — knowing this, we shall strain every effort to supply essential 


war channels with JACKSON DESKS. 


BUY WAR BONDS TO SPEED VICTORY 


JASPER OFFICE FURNITURE CO. 


JASPER, INDIANA 


S. R. Evans, 421 Hampton Court, Athens, Ga 

Howard Maley, 115 Tarbell Ave., Bedford, Ohio 

L. H. McDaniel, 3600 Parkhill Drive, Ft. Worth, Tex 
Charles L. Pettibone, Bedford, Ohio 


REPRESENTATIVES 
James H. Davison, Hotel Figueroa, Los Angeles, Cal 
Marion V. Follin, 220 Fairbanks Road, Riverside, tI! 
George B. Wray, 130 W. 42nd St., Room 819 New York 
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The Mosler Safe Company have expressed their pleas- 
ure at receiving the additional award in recognition 
of the efforts of the men and women of their organi- 
zation. 
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POSTAL ZONE GUIDES AVAILABLE TO DEALERS 


When the postal zone system was set up last spring 
to facilitate distribution of mail matter despite man- 
power shortages, guides were made available by the 
postmasters of the 122 post offices involved. Enterpris- 
ing printers and stationers in a number of the cities 
prepared and printed special guides for sale at low 
prices. In some instances large business organizations 
such as banks and insurance companies had guides 
printed for free distribution to their customers. 

To determine what zone guides are available on a 
commercial basis, OFFICE APPLIANCES conducted a sur- 
vey among postmasters of cities where the zone system 
is in use. Of the total number, 32 postmasters re- 
ported names of firms printing guides and offering 
them for sale. Following is the list, tabulated accord- 

















ing to states: 


ALABAMA 

Birmingham 
Electric Blue Printing Co., 
108% North 21st St., 
Birmingham. 


CALIFORNIA 

Berkeley and Oakland 
Thomas Brothers, 
373 Seventeenth St., 
Oakland 12. 

Berkeley, Oakland and 

San Francisco 

Pisani Ptg. & Pub. Co., 
700 Montgomery St., 
San Francisco 11. 


Glendale, Long Beach, Los Angeles, 


Pasadena and San Diego 
Paul S. Weintraub, 
651 South Flower St., 
Los Angeles 14. 
Sacramento 
Pacific Lithoprint Co., 
Sacramento. 


COLORADO 

Denver 
Sutton Press & Letter Shop, 
1839 Champa St., 
Denver. 


CONNECTICUT 
Waterbury 
The Waterbury Democrat, 
Waterbury 91. 


DELAWARE 
Wilmington 
The Sunday Star, 
Wilmington. 


FLORIDA 
Jacksonville 
H. & W. B. Drew Co., 
P. O. Box 270, 
Jacksonville 1. 
ILLINOIS 
Chicago 
W. Esser & Sons, 
39 South LaSalle St., 
Chicago 3. 
Horder’s, Inc., 
231 South Jefferson St., 
Chicago 6 


MARYLAND 

Baltimore 
20th Century Printing Co., 
404-408 West Redwood St., 
Baltimore 1. 
Guide Publications 
3312 Rueckert Ave., 
Baltimore 14. 
Trinity Printing Co., 
315 West Madison St., 
Baltimore 1. 


MICHIGAN 
Detroit 
ynn B. Emery, Inc., 
3150 Cass Ave., 
Detroit 1. 


MINNESOTA 
Minneapolis 
Hoff Rubber Stamp Co., 
224 South Fourth St., 
Minneapolis 1. 


Hudson Map Co., 
210 South Fifth St., 
Minneapolis 1. 

St. Paul 
Hudson Map Co., 
210 South Fifth St., 
Minneapolis 1. 


MISSOURI 

st. Louis 
H. W. Gross, 
06 Market St., 
St. Louis 2. 


NEW YORK 

Buffalo 
Savage, Inc., 
327 Washington St., 
Buffalo 3. 

New York City (Boroughs of The 
Bronx, Brooklyn, Manhattan, 
Queens, Richmond) 

The Monitor Guide, Inc., 
303 Lafayette St., 
New York 12. 


OHIO 

Akron 
Ohio Advertising Co., 
167 East Center St., 
Akron 4. 

Dayton 
Universal Credit Rating Co., 
137 South Main St., 
Dayton 2. 


PENNSYLVANIA 
Philadelphia 
Evening Bulletin 
Juniper & Filbert Sts., 
Philadelphia 5. 
Pittsburgh 
Direct Mail Service, 
800 Penn Ave., 
Pittsburgh 22. 


TEXAS 

Dallas 
Ollie S. Reilly, 

1128 Kirby Bldg., 
Dallas 1. 

Houston 
Young Printing Co., 
1513 Austin St., 
Houston 3. 

San Antonio 
Southwell Map Co., 
112 Dwyer Ave., 

San Antonio 5, 
Alamo Blue Print Co., 
P. O. Box 117, 
San Antonio 6. 


UTAH 

Salt Lake City 
Rockmont Envelope Co., 
1414 First National Bk. Bldg., 
Salt Lake City 


WASHINGTON 
Tacoma 
Pioneer, Inc., 
Tacoma. 


WISCONSIN 
So 
. A. Krueger Co., 
bed 3. 


As a service to the U. S. Post Office and to cus- 
tomers, it is recommended that stationers put in a 


stock of postal zone guides. 


able as well as patriotic. 


OFFICE APPLIANCES, 


Their sale would be profit- 


January, 1944 





FULL SPEED AHEAD IN 1944 
The United Nations Have A Lot 
Of Trimming To Do ! 





Protected by 
U. S. Patent 
No. 2,256,606 


SPEAKING OF “TRIMMING,” = 


leading war industries give unqualified endorsement to Premier 
Cutting Boards. With this evidence of customer satisfaction, 
we believe it is to every stationer's advantage to investigate 
the profit possibilities of the Premier line. 


Please Note: Premier Cutters sold on priorities only. 


PHOTO MATERIALS CO. 


1323 S Michigan Ave. CHICAGO, ILL. 


Se ee 
Fred Deutsch 3525 Southwestern L.. & w. ler, 1709 W. 
Bivd., yt eo Texas—Texas and Okla. fignth st.” “Los P— es, Cal. 
Milto ‘on Ston 30 Church St., New R. E. Horter, tnd., srs Mich., Ohio, 
York City, Coverin New York. 2523 W. 109th Pi., Chicago ii. 
Harry Henkel, 6200 Castile Dr., S. Lichtenstein, 1228 Locust Ave., 
Oakland, Cal. Philadelphia, Pa. 











RAVEN-X 
Carbon 
Paper 







: A 
Quality Established 
1896 

Out of the famous, well-established Raven Line of 
Carbon Papers comes this revolutionary sheet, Raven-X. 
Adaptable for use on standard, electromatic or noiseless 
typewriters. 

Let one iine of carbon, Raven-X, in lightweight, 
medium weight or standard weight meet all your re- 


quirements. 
Samples gladly sent on request. 


The Buckeye Ribbon & Carbon Co. 


Manufacturers 


1458 E. 55th St. Cleveland, Ohio 
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FULTON 


SaYS.-- 4 ee 











Here is a partial list of the items in 


the Fulton line... 


Dri Kwik Stamp Pads and Ink 

All Weather Wood Block Pads and Inks 
Indelible Rubber Stamp Inks 

Office Printing Outfits 

Fulton Numberers and Daters 

Service Daters and Numberers 


Sign and Price Markers 


Dutton SPECIALTY CO. 


200 Fifth Avenue, New York 10, N. 
Factory at Elizabeth, 1, New Jersey 

















STEEL FILE SIGNALS 


KEEP AN OFFICE FROM 
BECOMING A MADHOUSE! 


Attached to file cards, ledger DIR) 
sheets and other records, Cook’s CALA IAWI RG, 
Steel File Signals segregate ut 
groups of facts for instant use. } 
This easy accessibility quiets \ 
down office confu- 
sion, saves hours 
of valuable time. 
For all filing sys- 
tems. Samples on 








14 BEAVER STREET, ANSONIA, CONN. 
“ONE HUNDRED PERCENT DEALER PROTECTION” 


THE H. C. COOK CO., 





154 


=| Brazeal, 
=| Typewriter Agency.” 


| 





BRAZEALS OPEN NEW AGENCY IN SPRINGFIELD 

C. E. Brazeal, who formerly was in charge of the 
Underwood Elliott Fischer sub-branch, 404 South 
Jefferson, Springfield, Mo., is now operating as an 
agency at the same address with his brother, J. B. 
as partner, under the firm name “Brazeal 


While still featuring Underwood typewriters and 


| Sunstrand adding machines as the main line and 





























C. E. BRAZEAL J. B. BRAZEAL 


offering the same type of service on all makes by fac- 
tory-trained mechanics, the firm is branching out 


| to give service on other type machines such as calcu- 
| lating machines, checkwriters, and so on. 


C. E. Brazeal has been connected with UEF for the 
past 19 years, covering the Springfield territory which 
includes some 22 surrounding counties, while J. B. 
Brazeal has served with UEF since 1933. 

The personnel remains the same, with Elston Chit- 


| tenden, who has served as head of the service depart- 
| ment for the past three and one-half years, remaining 


in that position. 

Wesley Brazeal, 17-year-old son of C. E., is helping 
out in office and shop during out-of-school hours. 

Completely re-equipped with new lathe, new com- 
pressor, new cleaning system and numerous other new 
machines and tools, the shop is now among the best 
equipped in this part of the country. 

While service and rentals constitute most of the 
business at present due to wartime restrictions, the 
firm also features new and rebuilt typewriters, both 
portables and standards.—EVH 


—_———_—= > 





SHAW-WALKER EQUIPMENT STANDS THE TEST OF 

TIME.—Typical of the longevity of many Shaw-Walker 

systems is this 12-year-old installation in one of Phila- 

delphia’s larger banks. The system, according to one 

of the bank officers, is functioning just as satisfactorily 

now as when installed in 1931. The system was sold 
and installed by H. H. Budd. 
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TAYLOR 


TYPEWRITER 
CHAIRS 














Designed and Built for 
WAR and WEAR 


e These attractive Taylor typewriter chairs have been 





specially designed to withstand the strain and hard use 
of war-time service. 

To provide super-strength, certain minor adjustments 
not required for this type of service have been eliminated 
and the correct posture seat and back have been joined 
into one substantial unit by means of strong wood braces 
at the sides. 

The upholstered chair, No. 884914BA, has a sturdy 
subseat of wood which with the substantial arm braces 
provides unusual sturdiness. The tilting back rest gives 
added comfort by supporting the small of the back in 
every position—sitting erect or leaning back. Available 
in green or brown covers. 

Both chairs are equipped with the self-lubricating, 
easy adjustable Taylor Wood Screw Swivel which is not 
only long-wearing but extremely smooth operating. The 
seat can be easily raised or lowered to any desired height 
with ease and precision. 

Supremely Comfortable and smartly styled, these 

No. 98454 BA Taylor typewriter chairs fill a real need where unusual 


strength and super-service are desired. 


These fine chairs are in stock and can be 
shipped immediately in any quantity upon re- 


ceipt of your order. Please order without delay The*Iaylor Gitte Company 


before the stock is exhausted. 
BEDFORD, OHIO, U.S. A. . FOUNDED 1816 
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GREAT LAKES TRAVELERS CLUB NOTES 

Will Harms, J. E. Heiser and E. V. Crone of Business 
Equipment Company, Peoria, all joined the Great 
Lakes Travelers Club at lunch December 3. They were 
in Chicago on a buying mission and contributed much 
to the interest of the weekly gathering by their 
presence. 

At the December 10 meeting Ben Powell, recently 
released by the Army with an honorable discharge, 
was reported back on his old job covering the Chicago 
territory for A. W. Faber, Inc. Ike Cornish of Rock- 
well-Barnes Company was on hand to receive the good 
wishes and congratulations of members because of his 
recent recovery from serious illness. Herb Walsh of 
Ace Fastener Corporation was also honored by special 
mention as the newest father in the club. His daugh- 
ter, Marilyn Lee, was born on November 29. 

Although the session was not a regularly scheduled 
business meeting, NSA Col. William E. Smith wanted 
to transact some business. As a skilled parliamen- 
tarian, he moved that the by-laws of the club be 
suspended for three hours so that a business meeting 
could be held. Because a legal quorum was present 
and the motion received approval by more than two- 
thirds of the quorum, the by-laws were duly suspended. 
Then Col. Smith moved that a special fund being held 
inviolate for a particular purpose be tapped to pay all 
the exenses of the club’s annual Christmas party. The 
motion was seconded and in the following discussion 
Al Baugher of Carter’s Ink Company threatened a fili- 
buster. Finally Col. Smith called for a vote over the 
protest of President Hy Linden. The response was a 
thunderous “No,” revealing the fact that the whole 
thing was just a gag. Hy was really worried for a 
while, but he resumed his normal smiling personality 
before the meeting adjourned. He was reminded by 
several ex-presidents present that all chief executives 
of GLTC are subjected to parliamentary abuse just 
before their terms of office are concluded. It seems 
that the boys, even members of the three-quarter cen- 
tury group, will be boys. 

= —- 
CARTER’S STAMP PADS BACK IN METAL BOXES 

Early in December The Carter’s Ink Company, Cam- 
bridge 42, Boston, Mass., announced that production 
had been resumed on metal boxes for stamp pads. The 
company announced that shipments were being made 
on Sizes 1 and 2, and that the long Size 0 would fol- 


low shortly. 
eo ~~ « 





A FLYING HERO PENS A MESSAGE TO VICTOR 
WORKERS.—After an inspiring talk to the entire per- 
sonnel of the Victor Adding Machine organization last 
month, Major Martini, author of “15 Minutes over Paris” 
and famed Fortress pilot, penned this message for the 
employees, “Good luck and good hunting to the mem- 
bers of the Victor organization. Keep up the fine work 
and try to do just a little more—a little better.” Last 
April he flew his bomber, “Dry Martini III,” through 
the fire of 60 German fighter planes, shooting down 21 
of them. For this and other brilliant actions he received 
the Silver Star, the Distinguished Flying Cross and the 
Air Medal with three oak leaf clusters. Rear, left to 
right, C. W. Edmonson, Don D. McKierman, H. W. 
Zinner, G. H. Turner, R. O. Buehler, and M. S. Bandoli. 
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Now you can save up to 
99.99% of your tracing 
and copying time with 














Will copy anything within a few seconds, 
such as blue prints, charts, tracings, maps, 
layouts, documents, reports, clippings, 
photographs in ordinary office light. Very 
simple to operate. The Battery Portable 
Model can be carried anywhere. Come in 
sizes 8x10 inch to 24x36 inch. Prices from 
$80 to $425 complete, ready to operate. 


Photo Heproducing 


CHATHAM, 


Equipment Co. S"N" 














AN INVESTMENT in 
WAY 


Y-type folding chair of 
selected hardwoods that 
is sturdily built, with 
large, comfortable seat 
and back rest. Well 
finished thruout with all | 
corners rounded. Chair. 
opens and closes in one 
easy operation and folds 
compactly. Available in 
blond shaded, or walnut 
stained, varnish finish. 





WRITE FOR 
DESCRIPTIVE 
NEW FOLDER 


ANOTHER WOOD product From 


NORCOR MANUFACTURING CO. « GREEN BAY + WISCONSIN 
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9944/100% PERFECT 


IS NOT ENOUGH 


In a minutely planned 
and executed War 
where movements must 
dovetail, orders have 
to be transcribed 100% 
perfectly. Impartial 
tests have proven 
Standard tested Cylin- 
ders to be leaders in 
clarity, strength and 
clean-cut grooving. For 
the instructive story of 
these tests write for 
your copy of ‘’The 
Voice of the Dictating 
Machine.” 


ot omer 4 
EDIPHONES | 


STANDARD 
RECORD COMPANY 


104-114 South Fourth Street, Brooklyn, N. Y. 
Cable Address: Stanrecord 
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AFTER THE WAR—WHAT? 


Dealers who look ahead are making plans now. 
Here is your opportunity now—war or peace. 


SATIN FINISH 
EXECUTIVE riboons 


Meet the maximum expectations 


of users of SILK RIBBONS 


SATIN FINISH EXECUTIVE Typewriter ribbons were 
introduced seven years ago as successful competition to 
silk ribbons for sharpness of write and maximum durability. 

SATIN FINISH EXECUTIVE Ribbons have been success- 
fully sold by enterprising dealers in competition with silk 
on the basis of equal sharpness, equal wear, something 
unknown heretofore with cotton ribbons. 

SATIN FINISH EXECUTIVE will absolutely meet your 
and your customers’ fullest expectations. It is not uncom- 
mon for users to report that their typewriters consume no 
more than two or three SATIN FINISH EXECUTIVE rib- 
bons a year. So far as we know, there is no similar 
sharp writing, long wearing ribbon on the market. 

With the increasing difficulty in securing your require- 
ments on silk, SATIN FINISH EXECUTIVE is YOUR 
OPPORTUNITY to meet all the demands heretofore sup- 
plied by silk ribbons. 


“Oldest Exclusive Manufacturers of Typewriter Ribbons 


and Carbon Paper” 
oA efe 


ITTLE. 


MANUFACTURERS 


Factory, Rochester 8, N. Y. 


Ce 


1888 1944 
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Office Appliances 
INFORMATION SERVICE 
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UNDER THE EMERGENCY 








(Continued from page 35) 


used to protect edged tools and to store drill and 
reamer bits, lathe tools, circular saw blades, milling 
cutters, and other critical machine shop items. The 
availability of metal shelving inserts will thus be as- 
sured. 

Metal time card racks have been omitted from this 
order. They are under the jurisdiction of Limitation 
Order L-54-C. 

Under the amended order, inventory reports, pre- 
viously filed each month on Form WPB 1600, are to 
be filed only once each quarter. Inventories are so 
low, and sales so infrequent, that monthly reports are 
no longer necessary. 

All other provisions of the order remain unchanged, 
except that the language of the order has been sim- 
plified and clarified wherever possible. 


o 


FORM WPB-547 TO BE USED ONLY IN ORDERING 
SUPPLIES FOR IMMEDIATE NEEDS 


Wholesalers and retailers, who use Form WPB-547 
(PD-IX) to apply for priority assistance in obtaining 
scarce goods, are cautioned not to order supplies of this 
form for more than immediate needs, the War Pro- 
duction Board said on December 2. A simplified ver- 
sion of PD-IX is under consideratior, and is being 
submitted by the Wholesale and Retail Division of 
WPB to appropriate Industry Advisory Committees. 

The new form, if adopted, will require less time to fill 
out and less time to process at the War Production 
Board. Any changes will be made public well in ad- 
vance of the effective date, probably some time in 
January. 

oh) 


INVENTORY PAPER RELEASED FOR 90 DAYS 


Inventories of 12 different weights of printing papers, 
now in the hands of printers and dealers, may be used 
until March 15, 1944, the War Production Board Print- 
ing and Publishing Division said on December 8. The 
release of this inventory paper for 90 days, beginning 
December 15, was effected through an amendment to 
WPB Commercial Printing Order L-241. 

The amendment provides that, although certain 
weights of paper may not be employed for specified 
uses, any paper, regardless of weight, which was manu- 
factured prior to October 21, may be consumed, pro- 
vided the printing is completed by March 15, 1944. 

The chief types of printing covered by the amend- 
ment include letter heads, office, business and legal 
forms, maps and guides. 

a) 


OFFICE APPLIANCE MANUFACTURERS AIDED BY 
CONTRACTION OF CANADIAN “BANNED” LIST 


Among the 500 items taken off the “banned” list by 
the Canadian government are many that will be of 
interest to office appliance manufacturers and retailers. 

The first of the new release orders (concerning 
goods previously banned from manufacture by war- 
time conservation of material) is composed of those 
items manufactured from scrap aluminum, certain 


1944 
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These is a chair you can use to placate that Office 
Manager, because you can promise him immediate 
delivery on it in either Oak, Walnut Finish, or Genuine 
Walnut. Further, you don’t need priorities. Because of 
the severe leather shortage, the covering is the new 
Auto-Fab; a hard wearing automobile fabric that 
appeals to many «users because its “breathing”’ char- 
acteristics are heat dissipating and restful. 

This is one of the Gunlocke chairs built without the 
use of critical War metals, with natural posture sup- 
port, Whirlaway Swivel action, and simple height 
adjust nent. It makes overtime hours pass as quickly 
as haif days. 

Feature this chair as an available item on everyone 
of your calls. Here’s a chance to catch up with the 


demand that has been accumulating over the past 


several years. 


.H. GUNLOCKE CHAIR COMPANY 


WAYLAND, N. Y. 
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V-588P 








Restful working pos- 





ture comes naturally 
to the users of the 
V-588P chair. Extra 
comfort and cool 
sitting qualities are 
assured by the new 
Auto-Fab Upholstery 
covering. This is a 
hard wearing Auto- 
mobile Fabric of at- 
tractive Brown color. 
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WE EARNESTLY HOPE 


that during the coming year, we may be able to 
do more for our loyal accounts than we have been 


able to do this year. 


At this moment, with the shortage of materials, 
we are doing our level best to keep our doors 


open. 


So, if we don’t ship you the number of files you 
order, please be patient. You may be certain we 


are doing everything we possibly can. 


PRONTO FILE CORPORATION 


349 BROADWAY NEW YORK 13, N. Y. 








FIBRE BOARD FILES 
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types of structural steel, grinding balls, and exports 
of carbon steel, alloy steel and wrought iron. 

Later, as other releases are ordered, other types of 
metal or material not considered any longer as critical, 
may be used in making goods now on the banned list. 

The items pertinent to readers of this magazine are: 

Adhesive tape sleeves; autographic registers; banks, 
personal, miniature; bases on filing cabinets; bench 
legs, except industrial; blackboards; book ends; brand- 
ing, marking and labeling devices, and stock for same. 

Calendar pad bases; calendar memo pad stands; 
calendar tins or strips; cash boxes; clips for attaching 
tags; copy holders; drinking cups; desk equipment; 
Dictaphone and Ediphone cylinder racks; document 
stands; door closers; door handles, except shipboard 
use; drawer pulls. 

Easels of all types; fountain pens; hand seals for 
documents; ink stands; inkwell holders; key cases, 
chains and rings; letter chutes; letter openers; mail 
boxes; mailing tubes; menu holders; newspaper boxes 
or holders; packing twine holders; pads, inking and 
stamping; paper clips; paper towel dispensers; pa- 
per drinking cup dispensers; penholders; pencil hold- 
ers; pencils, mechanical; pencil sharpeners; reading 
stands; registers, hand talley. 

Salesman’s display cases and sales kits; sample 
boxes; score boards; stencils; table name-card holders; 
toilet paper dispensers; trophies; and water coolers. 
—MS 

oa) 


OPA REDUCES COUNT IN PADS AND TABLETS, 

GRANTS CEILING INCREASE ON NEWSPRINT 

Because of two $4-a-ton increases in newsprint 
paper during 1943, the Office of Price Administration 
on December 7 authorized a reduction in the number 
of sheets in tablets, pads and related products made 
from newsprint paper so that production and sale of 
these items may -be continued at prevailing ceiling 
levels. 

Reductions of between five and ten sheets were 
authorized in the pads and tablets that generally retail 
at five cents each, and of ten and twenty sheets in 
pads made to retail at ten cents. On the average, seven 
sheets may be removed from a five-cent pad, and 
fourteen sheets from a ten-cent pad. Five-cent pads 
generally have 40 to 100 sheets, with the ten-cent pads 
double that number, and the reduction in sheets au- 
thorized today varies, depending on the total sheet 
number. 

This action will relieve manufacturers approximately 
to the extent of higher prices they have had to pay 
for newsprint paper and will assure continued produc- 
tion of the pads and tablets made from this paper, 
OPA said. 

While consumers, approximately 70 per cent of whom 
are school children, will receive fewer sheets when 
buying these pads and tablets, the lesser return for 
the same money is more than offset by the protection 
afforded from substantially higher prices that would 
have to be paid if the newsprint items were no longer 
produced and buyers had to shift to other lines, OPA 
said. Other pads and tablets sell at higher prices as 
newsprint tablets constitute the lowest priced line of 
the standard items made by the industry. 

The proportion of newsprint tablets to all types of 
tablets produced may be judged by the ratio of news- 
print paper to the total paper materials consumed by 
the tablet industry. For a recent representative period 
this proportion was approximately 13.5 per cent. 

Simultaneously, OPA granted a ceiling increase on 
plain or ruled newsprint paper cut to size, packaged in 
500 or 1000 sheets. Price relief is given on this one line, 
rather than a reduction in sheet count, since an out- 
right increase in price is not subject to the same ob- 
jection as the conventional five and ten cent retail 
prices existing in the case of pads or tablets. Resellers, 
manufacturers and converters are permitted to add to 
their existing ceilings on this paper a sum equal to the 
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PRAISE BE— 
—AND PASS THOSE 
BOSTON CUTTERS 


While pencil sharpeners cannot 
be manufactured at this time, it 
is a patriotic and profitable 
duty to offer cutters to your 
customers to keep their pencil 

sharpeners in pointing trim. 
egg Send today for our circular, 
showing simple instructions on 
installing cutters. 


C. HOWARD HUNT PEN CO. e CAMDEN, N. J. 


LOM EO} \! 





NOI ARS ELVA E NY SAY 


SPEEDBALL PENS « HUNT PENS 











KS a Pleasure .... 


for us to again be in 
position to schedule 
your orders without Pri- 
orities. Rated orders, of 
course, have delivery 
preference, but our 
production sched- 
ules have room for 
your non-rated or- 
ders and you can 
count on reasonable 
deliveries. Some of 
your customers 
have been waiting 
for this opportunity 
; so now’s the 
time. 






No. 850 Commando 





THE FRITZ-CROSS COMPANY 


304 E. 4TH ST. ST. PAUL, MINN. 
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NEW “WOOD” LOCKER UNIT 
ACCOMMODATES 12 IN 5 FT. 


The new hardwood and plywood 
Peterson Industrial Lockers come 
in both single and double (back — 
to back) units that accommodate 
either 12 or 24 persons in every 
Double locker 
room capacity and save valuable 
productive use. 


5 running feet. 


floor space for 
Provide each 
spaced coat hanger, an individual 
ventilated hat shelf and a 12 in. 
x 12 in. lock box for lunch, 


drawing instruments 


employee with a 


micrometers, 
or personal effects. 


PETERSON Wardrobe Equipment is 


provided for factory, shop and 
ofiice—comprises 
of single and double faced locker 


racks and non- 


a complete line 


units, wardrobe 
tipping (6 or 12 place) costumers. 
Keep wraps “in press”, dry and 
sanitary——exposed to air and light. 
No crumpled hats or soggy lunches 
in stormy weather. Prompt deliv- 


ery. 


Write for Catalog 


and Dealer Propositions 
VOGEL-PETERSON CO. 


“The Checkroom People” 


1823 N. Wolcott Ave., Chicago 22, 
U.S.A. 


or am WET 






BRIGHT 


put, on our materials and availability of labor—all of which have 
proved a severe handicap to our ability to serve our many good 
customers in the prompt and efficient manner which has been our 
custom. We are sincerely grateful for the patience and under- 
standing which you have given us, and we do want you to know 
we will continue to do the best we can for you at all times. 


Sorry. No BRIGHT catalogs available. Present conditions make it 
inadvisable to publish another until the war is over. 


BRIGHT CHAIR CO., INC. 


127-133 BLEECKER ST. NEW YORK, N. Y. 


| Wartime regulations have imposed severe restrictions on our out- 


SS === ===] == =_SS |=) 


162 





difference between their paper costs in March, 1942, 
and current paper costs. Retailers will be able to pass 
on this increase to the consumers. It will amount to 
approximately six per cent on current prices at the 
manufacturing level. 

In a third action, plain social stationery or papeteries 
and certain related items, such as correspondence 
goods sold in quires or reams are taken from the Gen- 
eral Maximum Price Regulation both at the manufac- 
turing and distributor levels and placed under the 
printed paper regulation. More effective price control 
over plain stationery will be made possible by putting 
this line under the same regulation as printed sta- 
tionery. Except for a small volume of stationery made 
from lightweight bond paper, ceilings of manufacturers 
will not be changed by this move, which is taken 
largely for administrative purposes. Likewise ceilings 
at the retail level will be generally unchanged. 

A further addition to the coverage of the printed 
paper regulation is provided by the insertion of the 
“ream papers, plain or ruled” in the section dealing 
with coverage. This addition is chiefly for purposes of 
clarification. The items had been generally understood 
to be within the scope of the regulation, but clarity 
was lacking on this point. 

These changes are embodied in Amendment No. 9 
to Maximum Price Regulation No. 225. (Printing and 
Printed Paper Commodities) effective December 13, 
1943.) 


—->-— — 





CAPTAIN FORTUNE PETER RYAN.—Recently promoted from 
first lieutenant to a captaincy in the Army Air Forces was 
this former member of the home office sales department of 
the Roya! Typewriter Company. He joined the Air Forces in 
April, 1942, and for the past ten months has been post adju- 


tant at the Merced Army air field at Merced, Calif. 
Official War Department Photo) 
o—~—ee 


FARNHAM’S SUNDAY COLUMN STARTS 3RD YEAR 


Sunday, November 28, marked the end of a success- 
ful second year for “Off the Avenue,” a chatty news 
and advertising column featured in the Minneapolis 
Tribune by the Farnham Stationery & School Supply 
Company, 419 Hennepin Avenue, Minneapolis, Minn. 
The first of the columns appeared on November 30, 
1941, beginning as a single column and fattening up 
to two after the first year. 

The column, set in alternate paragraphs of medium 
and boldface eight-point type, suggests new merchan- 
dise in a chatty, friendly style, with anecdotes and 
customer contributions interspersed to assure reader 
interest. 

An interesting sidelight of the second anniversary 
number was the announcement that in 1944 Farn- 
ham’s will celebrate its fiftieth anniversary of activity 
in the stationery business, the firm having been es- 
tablished back in 1894. 


OFFICE APPLIANCES, January, 1944 











The 


Ww 





2, 


to 
ne 


es 
ce 
n- 
c- 
he 


ng 
a- 


TS 
en 


ed 
he 
ng 


od 
ity 


nd 
ia, 





and 
der 


sary 
irn- 
vity 

es- 


944 





gS WERE KEEPING AN EYE 
ON POST-WAR DESK SALES! 





THE JASPER DESK COMPANY 


1876-1943 OUR 68th YEAR 


JASPER, INDIANA 
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When dealers sell or repair an old safe, INSUL- Jo 
AMP (insulation amplifier) is a new revenue-pro- pl 
ducing item that can be sold to everyone of these 
customers. 
A safe loses as much as 40% of its fire protection 
value from old age, or even more, if the insulation 
is fractured in moving or by burglary. Most of 
the heat resistant quality of the insulation is gone 
and heat can also enter the cracks easier in case 
of fire. 
INSUL-AMP “EATS UP HEAT” 
What these safes need is INSUL-AMP (insula- 
tion amplifier) to provide a chemical vapor shield 
for the contents in case of fire. Should the inside 
temperature of a safe reach 400° F.—the charring 
point of paper—one unit of INSUL-AMP per 
cubic foot of interior will lower the temperature 
17%, and keep it below the charring point for - 
two hours. as 
off: 
tion 
INSUL-AMP an 
onsite nae oconieciiames INSUL-AMP Laboratory Tests h 
con 
An oven of 1228 cu. in. content was heated to a t 
maintain a temperature of 400°F. After one wit] 
unit of INSUL-AMP was placed in oven, re- wer 
cordings taken show how INSUL-AMP “eats com 
up heat” and kept temperature below charring mat 
point of paper. a : 
» aacak Oo 
pe! unit 0. hrs. 400 degrees ies 
Va hrs. 356” ; 
Y " 342” T! 
% 338” R. J 
1 hr. 334 ad bau) 
“me — sold 
Just lay INSUL-AMP in bottom 1%, ” 365” to J 
of safe. Requires no alterations se ‘> rw oD yl 
or fixtures. Is absolutely harmless. han: 
of t 
One unit of INSUL-AMP is rec- oe 
ommended for each two cubic DEALERS urged to write for time 
feet of interior space. Each unit [ ‘ f ‘ grea 
is 2” x 4” x 7”. Number of units comp ete information an 
required depends on size of space Al 
and amount of protection desired. ties | 
three 
BRUSH-PUNNETT an 
later 
545 WEST AVE. ROCHESTER, N. Y. Penn 
Aven 
floor 
Makers of Sentry Floor Safes opp 
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WILLIAM G. JOHNSTON COMPANY COMPLETES 125 
YEARS IN THE PRINTING INDUSTRY 

A century and a quarter of service, dating back to 
1818, the year Illinois was just entering statehood! 
That’s the proud record of the William G. Johnston 
Company of Pittsburgh, Pa., printers, lithographers, 
engravers and dealers in school equipment. 

A beautiful brochure commemorating the event has 
just been issued by this pioneer Pittsburgh printing 
firm, outlining the scope of the company’s activities, 
tracing its historical development and presenting in- 
teresting comparative samples of old and new work 
done by the company. The booklet also contains a 
list of well-known firms which are customers of the 
Johnston organization, along with names of old em- 
ployees and pictures of key men. Beautifully printed 


ooh 





WILLIAM G. JOHNSTON.—Son of the 
founder, Samuel R. Johnston, he be- 
came head of the business bearing 
his name in 1857, 12 years after his 
entry into the growing organization. 


in color, the brochure outlines the six major fields 
covered by the company today—letter press printing, 
offset lithography, publications, court house and elec- 
tion supplies, blank book and loose leaf systems, steel 
and copperplate engraving, and school equipment and 
supplies. 

In further commemoration of the anniversary, the 
company awarded service pins to 48 employees out of 
a total of 88, the pins going to those who had been 
with the company 10 years or more. Diamond pins 
were awarded two employees who had been with the 
company more than 50 years. The presentations were 
made at a dinner given to employees and their families 
on September 12. That date also marked the inaugura- 
tion of a weekly 15-minute Sunday afternoon news 
broadcast over WCAR, Pittsburgh. 

The Johnston organization was founded by Samuel 


R. Johnston, father of William G., and William Eich- | 
baum in 1818. Six years later Eichbaum’s interest was | 


sold to R. C. Stockton, and the firm name was changed 
to Johnston and Stockton. William Stockton entered 
the business in 1845, and in 1857 the present name 
of the company was adopted. In the beginning only 
hand presses were used, but shortly after the advent 
of the steam-driven printing press, several of these 
improved models were added. Work done during that 
nineteenth-century era included advertisements, books, 
time-tables, menus, greeting cards, handbills and a 
great variety of other printed matter representing the 
cross section of the industry and recreation of the 
period. 

Along with the improvement in mechanical facili- 
ties came several moves to larger quarters, first to the 
three-story building at 57 Wood Street in 1857, then to 
quarters at 231 Liberty Street in 1878, and six years 
later to a six-story structure at Ninth Street and 
Penn Avenue. The present location at 1130 Ridge 
Avenue, North Side, with its 55,000 square feet of 
floor space, has been occupied since 1915, the year 
of the company’s incorporation. 
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GOVERMENT ORDERS 


% ST. JOHNS wood office tables for the 1944 Army 
Navy—and Maritime specifications. 
% ST. JOHNS 1944 production schedules are geared 
to meet government delivery requirements on 
time. 


% Send today for the ST. JOHNS catalog of wood 
office tables for 1944 government specifications. 


BUY WAR BONDS 





No. 28 Table Description: 





S % Selected Northern Oak in Office 
. Golden or School Brown finish. 
Plank edge top 1)” thick with 








extra frame underneath to pre- 
vent warping. Legs are 234”, 
6-foot length has 314” legs. ‘ 
Drawers are dovetailed front Sizes: 

and back with framed-in 3-ply 30 x 48 inches 
bottoms. 5 and 6 foot sizes have 32 x 60 inches 
two drawers. 34 x 72 inches 


St. Johns Table Company 


Cadillac, Michigan 


New York Office: 206 Lexington Ave., N. Y. C. 
Chicago Office: 666 Lake Shore Drive, Chicago 












DARNELL 
CASTERS 


Built-in quality assures a 
long life of ef ficient ser- 
vice—it pays to Demand 
Darnell Dependability. 


DARNELL CORP. LTD. 
LONG BEACH, CALIFORNIA, 


60 WALKER ST.,NEW YORK,N.Y. 
36 N. CLINTON, CHICAGO, ILL. 
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REUEWS 
RUBBER 


LANT SLI 


ROLLERS 


Cant-Slip is in demand today to keep aging type- 





writer rollers in good working order. It stops 
paper skidding. Cant-Slip offers you a good profit 
and guarantees satisfaction. Order Cant-Slip to- 
day and display it. Write for free advertising aids. 


ULAR OTP 


INSTANTLY 


Dealers everywhere are reporting increased sales 
of Clarotype. It creates repeat sales and increases 
profits for you. The handy dauber prevents spat- 
tering. Feature this national leader. Write today 
for liberal discounts and free advertising aids. 


BOTH PRODUCTS ARE NON-INFLAMMABLE 


THE CLAROTYPE CO., INC. 


16-A HUDSON STREET NEW YORK 13, N. Y. 
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TUBULAR Coin WRAPPERS 


Stationers! It's your Line—Exclusively! 





“Steel-Strong” Products are sold through 
Stationers and Office Supply Dealers only. 
We have no retail salesmen to pirate your 
customers and cash in on your missionary 
work. 


Write for liberal discounts and sales help on: 


Lead Seals 


Coin Wrappers 
a! “ Seal Presses 


Bill Straps 

Coin Bags Teller’s Moisteners 
Currency Bags Manual Coin Counters 
Draw String Bags Currency Racks 


Wrapper Cabinets 
Sorting Trays 
Coin Storage Trays 


Metal Clasp Bags 
Night Depository Bags 
Linen Shipping Tags 


Downey Change Trays 








THE C. L. DOWNEY CO. HANNIBAL, MO: 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 
1719 Fremont Ave., South Pasadena 


Best Year Ever.—The year 1943 comes to a close in 
southern California with all dealers in stationery and 
office supplies reporting a banner year. It is beginning 
to sound like a chant to say it, but that is the exact 
fact. Shortages have bothered a bit, of course, but 


| they have not been the killing, stifling, demoralizing 





thing that pessimists said they were likely to become. 
Labor shortage has been another thing to contend 
with and pessimists said it would lay them flat as a 
pancake. But the ingenuity of American men and 


| women has taken care of that also, and business has 


been taken care of as it has developed. 
com * * 

Trefzger Visits California.—Emil A. Trefzger, one of 
the vice-presidents of Underwood Elliott Fisher Com- 
pany, spent some time in southern California in No- 
vember visiting his mother, 79, who lives in Pasadena, 
and his brother, Gus, who lives in the same city. 

Mr. Trefzger at one time won the title of the 
world’s champion typist. His brother, Gus, at one 


| time also held the title of the world’s amateur cham- 


pion typist. 

On the day after Thanksgiving Day, Emil Trefzger 
was tendered a luncheon by the Los Angeles staff of 
Underwood Elliott Fisher at the Los Angeles Athletic 
Club, after which he made a short talk on the work 
of the company in the war effort. He emphasized the 
work being done in the factories at Hartford and 
Bridgeport in the manufacture of Winchester MI 


| carbines, rate-of-climb instruments for aircraft and 


other items used in the military services. 





UEF’S JOE WHITE ABSORBS CALIFORNIA SUNSHINE AND 

HOSPITALITY.—J. A. Johnson (left), manager of the Los 

Angeles branch of Underwood Elliott Fisher, entertains his 

New York guest, Joe E. White, traveling auditor from the 

home office. The photo was taken in the garden of Mr. 

Johnson’s Santa Monica home on the occasion of Mr. White’s 
recent visit to the California metropolis. 


Joe F. White, traveling auditor of the company, 


| also recently visited Los Angeles on his regular check- 
| up trip. Mr. White covers a large territory, visiting 


all branches from the Atlantic to the Pacific. Mr. 


1944 


OFFICE APPLIANCES, January, 








OFF 













THE 4 BETTER PENCIL 


REG. TRADE MARK 


Autopoint Company and Autopoint pencils . . . both have gone to war! Our plant and personnel are cont 
trating on the precision manufacture of various war products. * * * The limited number of Autopoint pencils 
being manufactured under Government orders, are going tothe Armed Forces, to established retail outlets, and 
to organizations engaged in war production, for employees’ use. * * * Thus, first things are first . . . and be- 
cause of government limitation of our pencil volume, we ask for your understanding in serving our regular, j 
accounts whenever possible. * * * Our willingness to serve you is only limited by our capacity to doso . . . and 

your continued cooperation will help Autopoint Company render the greatest possible service to our Country 


AUTOPOINT COMPANY, 1801 FOSTER AVE., CHICAGO 40, ILLINOIS 
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NEW ENGLAND 


FILING EQUIPMENT OF WOOD 


i gee 























TABULATING CARD FILE 5x3 CARD FILE 6x4 CARD FILE 8x5 CARD FILE LEGAL SIZE 
20 drawer unit for cards 10 drawer 8 drawer 7 drawer 1, 2, 3, 4 and 5 drawers in 
744” x 3," 20 compartments 16 compartments 14 compartments letter or legal sizes 


Responding for the demand for steel sav- 
ing furniture NEW ENGLAND has pro- 
duced a line which embraces items 
many manufacturers have not even at- 
tempted to make in wood. Our organiza- 
tion of wood craftsmen have followed 
the same fine standards of cabinet mak- 
ing which they have used for many 
years. Thus it is only natural that users 
reactions should be very favorable and 
the demand for these units tax our pro- 
duction facilities. 


All NEW ENGLAND furniture is made of hard woods 





BLUE PRINT CABINETS 


Made in sectional 5 drawer units for easy and 


cides, Each drawer is equipped’ with’ c holds == —Imade right in our own shops under our own con- 
t . . * . . e - ae 
wy etn thee guctndba + Oggi trol. You will find many evidences of “NEW ENG- 
No. 1030 No. 1040¢ 3,” flat cap LAND'S” know how whenever you examine any unit 
5 drawer unit for sheets No. 1040B 4” Base ] ] 
to 36” x 24” closely. 


- No. 1030C 3,” flat cap No. 1050 


No. 1030B 4” B 5 drawer unit for sheets A ae = Sa 
ee 48” x 36” If you have experienced difficulty in obtaining these 
Fe ae Of feet etc? = items in wood write today for complete information. 


New England Woodworking Co. + 512 E. 137th Street, New York, N. Y. 
RE ML ET HLL RRR eR co: eee a a 
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White formerly had charge of the billing division in 
the New York office. He remarks that his trips some- 
times last as long as two years, during which time 
he never gets in to the home offices in New York. 


* * * 


Pioneer Stationery Man Dies.—Lucius E. Jarvis, 78, 
pioneer stationery store proprietor in Pasadena, more 
recently in the building and loan business, died at 
his home in Pasadena early in December. His store, 
located at 49 East Colorado Street, was one of the 
most prominent stores of the kind in the city for a 
quarter of a century. 

Mr. Jarvis was born in Marshalltown, Iowa, moved 
to Pasadena in 1886, and for a number of years oper- 
ated in partnership with his father as a photographer. 
He entered the stationery business after having also 
conducted a paint and wallpaper store. Community- 
minded, Mr. Jarvis served on a large number of organ- 
izations in his city and was president of the Pasadena 
Pioneer Society. He was a Mason, Rotarian, Congre- 
gationalist, and director of the Chamber of Com- 


merce. In most of these organizations he was con- | 
spicuous for his long tenure and faithful attention to | 


details. 
was as a member of the firm owning the Gluck Sta- 
tionery Store. 


* 


Wallace Jones to Go Into Service.—Wallace Jones, 


His last venture in the stationery business | 


who has been a buyer for the Schwabacher-Frey Com- | 


pany, 736 South Broadway, Los Angeles, has been | 
called into the Army but expects to be in the store | 
Mr. Jones has been with this | 
company for the past four years and prior to that | 


for a few weeks yet. 


time was with the May Company for two years. 
wife and 1l-month-old daughter will remain in Los 
Angeles. Under his direction the cutlery department 
which he headed for a considerable time showed re- 
markable growth. Mr. Jones’ interest in OFFICE APPLI- 
ANCES has always been greatly appreciated by this 
correspondent. 

Business has been so good this holiday season that 
the store has not been remaining open evenings. 
Due to the fact that the extra help proposition is 
difficult it has been better to close evenings anyway, 


Mr. Jones says. Shortages have developed, but in spite | 


of that fact business never has been better. 

Mrs. Thelma Cordes, secretary for Paul Brock for 
the past ten years, has been granted a leave of ab- 
sence owing to a major operation. Mrs. Cordes is 
improving nicely at this writing, but is not yet back 
at work. 

Miss Pete Sorenson, well-Known employee of the 


His | 





store, recently lost her mother, who died at her home | 


in Los Angeles. 
ok ca * 

Freeman Holds Christmas Party.—J. A. Freeman 
and Company, 35 South Los Robles Avenue, Pasadena, 
held its annual Christmas party, December 11, at 
the home of Mr. Freeman, 2235 Casa Grande. The 
eight employees and their families attended, making a 
total of 24 people. Bonuses were distributed. The 
party is an event to which all look forward every year. 

G. S. Ray, who came from Marinville, Miss., six 
months ago to help out in the Freeman store, has 
now returned to his farm in Mississippi. Mr. Freeman 
and Mr. Ray worked together some 20 years ago, so 
when help was needed the two struck a bargain which 
worked out splendidly. 

of * * 

Twice a Grandfather in Two Months.—Ebenezer 
Wallace, Sr., of the Southern California Stationers, 
818 South Los Angeles Street, has become a grand- 
father twice in two months. A daughter was born to 
Ebenezer, Jr., and his wife, December 9, and another 
daughter to son Fred and his wife on October 12. 
Mr. Wallace now boasts three granddaughters, and 
still is hoping for a grandson so that the name of 
Wallace may not die out. Ebenezer, Jr., is in the 
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Made of selected 
hardwood. Tops 
are five-ply ve- 
neer. 26 inches 
high. Tops 14x 
17/2 inches. 


Two inch easy 
rolling casters as- 
sure utmost por- 
tability. 





No. 550W 
list less Finished in offi 
$gQoo piece inished in office 


furniture dark 
olive green. 


All Wood Portable TYPE-STAND 


Here is a stand designed and constructed for ENDURANCE, 
EFFICIENCY and ECONOMY. It features a sliding leaf that 
ejects from either side and adds |2 inches to top when opened. 
Twin staggered doweling used throughout. Shipped set up, 
ready for use, individually cartoned. Shipping weight 15 Ibs. 


ORDER TODAY e e 


METALSTAND COMPANY 


1615-1625 MELON ST. PHILADELPHIA, PA. 


























BY KEEPING 
OFFICE RECORDS 
WITH 


SIGNALS 


Records . . . more important than ever. . . 
are kept more precisely and efficiently today with 
the aid of GRAFFCO Signals. 

Records for arog — are being broken daily 
in American plants. GRAFFCO products seem 
to be in ever-increasing demand in essential war 
and defense operations. 

Constantly we strive to keep pace with demand 


NU-VIZ SIGNALS 


and fill our customers’ requirements. We shall 
?9 ? continue, subject to parece to give the best 
? ? possible in service and merchandise. 


? GEORGE B. GRAFF COMPANY 


64 Washburn Ave., Cambridge, Mass. 
MAPTACKS 


* 


Makers of Cellugraf Signals, Nu-Vise Signals, 
Nu-Viz Signals and Maptacks. 
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A NEW QUALITY PRODUCT 
Be sure to look in- Uf a 
to this systematic Lé Mie 


and protective fil- 


ing method; insures y ‘i UL. Z Peg 



















utmost safety for 


stencils, at low cost bi LE STE NCI AS 


2 SIZES 


for 50 and 
100 STENCILS 


20” long, 10” wide; 
index page standard 
on both sizes; produc- i Sete, 
tion record page for #3 

each stencil allows 
space for com- 
plete informa- 
tion. 


4 
jee N2- 24172 


Covers are 
of heavy blue 
leatherette stock; 
pages numbered; 
spiral binding en- 
ables book to lie 
flat at all times. 


Send today for 
descriptive folder. 


Technygraph i. 


TECHNY, ILLINOIS 

















er Ne ia 
~ 


WARSHAW chios 





ARE ALWAYS IN DEMAND! 


Order your supply now of 
these crisp, clean index 
cards. Of good quality stock, 
they present a perfect rec- 
ord keeping surface. No 


oe fuzzy edges, all four sides 

are rotary cut. Fully auto- 

GUIDES matic machinery guarantees 

a uniform margins and rules. 
INDEX CARDS 


GUMMED INDEX TABS er 
x car 
MENDING TAPE An outstanding index card 


PROTEX STICKONS value! 


THE WARSHAW MFG. CO., INC. 


1 MAIN STREET BROOKLYN 1, N. Y. 
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ferry command, another consideration which increases 
Mr. Wallace, Sr.’s pride in his family. 
* * K 

Kellsted Visits Los Angeles.—A. H. Kellsted, owner 
of the Peoria Typewriter Company, Peoria, Ill., and a 
director of the Illinois Office Machine Dealers’ Asso- 
ciation, recently spent ten days in southern Cali- 
fornia, visiting Los Angeles, San Diego and other 
nearby towns. Mr. Kellsted is also active in the 
national association. The Illinois group of which he 
is a director was organized in October. 

* * * 

Blake Lockard Ill.—Blake Lockard, secretary of the 
Stationers’ Association of Southern California, was 
laid up with influenza for some time early in Decem- 
ber. He is improving at this writing. 

* * * 

Annual Dinner.—The regular monthly dinner meet- 
ing of the Golden State Travelers’ Club was held 
December 3 at the Los Angeles Athletic Club. 

ee 
PENCIL COLLECTOR MAKES HOBBY PAY 

When William Hausman began collecting pencils 
about three and a-half years ago, it was because he 
was interested as a hobbyist. His collection grew so 
rapidly in size and value because of rare pencils that 
he decided to exhibit at the Hobby & Antique Show 
held every year in Chicago. The display was a success, 
causing him to determine to exhibit every year. Last 
November he showed over 1000 pencils at the Hobby & 
Antique Show and had better than 3000 on sale, most 
of them duplicates of novelty pencils in his collection. 

In order to be on hand at the show, Mr. Hausman 
had to get a leave of absence from his regular work. 
That meant no salary for a week, but he took the 








HAUSMAN PENCIL COLLECTION ON DISPLAY AT THE 
HOBBY & ANTIQUE SHOW, NOVEMBER | TO 6, SHER- 
MAN HOTEL, CHICAGO.—Mr. Hausman is in the center 
just under the giant pencils hung near the ceiling. The 
four panels at the right show a portion of his interesting 
collection. At the left is T. H. Shuman, match collec- 
tor, with whom Mr. Hausman shares an exhibit space. 


chance, was in attendance at his booth during all show 
hours, and came out with a substantial profit over 
expenses, after deducting the amount of his usual 
weekly pay. He is already planning next year’s exhibit. 

Between shows Mr. Hausman keeps his collection 
of 15,000 pencils, the second largest in the United 
States and the largest in Illinois, in the basement 
of his home at 1243 North Harding Avenue, Chicago. 
He has pencils of every size, style, shape and color, 
ranging from toothpick size to a 10-footer. His most 
treasured pencil, insured for $50, is an automatic 
pencil made in England to commemorate the corona- 
tion of King George VI. At the end usually fitted with 
an eraser is a replica of the English crown. It came 
to him through Harry Tehan of the Higgins Ink Com- 
pany, who had seen a story about the Hausman col- 
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CRAMER POSTURE CHAIRS are faithfully serving the fighting crews 
of Boeing's Giant Flying Fortresses. Only the finest equipment is worthy 
of its part on these “Battleships of the Sky.” 


Beyond the Horizon of World Conflict will come the 
CRAMER POSTURE CHAIR of the Future with new designs and startling 
advancements in Posture Seating! 


1205 CHARLOTTE STREET ¢e KANSAS CITY (6), MO, 
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DEALERS— 

Sell BOYCO 
BOYCO FILES CARD INDEX FILES 
when Quality for 3x5, 4x6, 5x8, 6x9 cards 


is a Factor 





Two lengths 15” and 24” 


Olive Green finish 


The two and four drawer 
units Stack into upright Files 


as your customer needs. 


Specify the number of center 
sections as well as smooth 


tops and bases. 


Each drawer equipped with 
Boyco Patented Follow Block 


No. 9400 BOYCO DESK TRAYS 


CHECK FILE 





Regular De Luxe 





Made only as shown. 4 drawers 24” Two Sizes, letter and legal. 

Deep. 1.S. drawers 434 x 912. Com- Two Sizes, letter and legal. Quartered Oak, Genuine Walnut, Gen- 

plete with Boyco Follow Block in each Plain Oak, Olive Green, Imitation uine Mahogany, Imitation Walnut 
drawer. Olive Green Finish. Walnut and Mahogany. and Mahogany, plain Oak. 


MANUFACTURED BY 


BOYNTON AND COMPANY 
1725-45 North Bosworth Street Chicago 22, Illinois 
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lection in OFFICE APPLIANCES about two years ago. An- 
other valuable item is a wood cased lead pencil which 
was once the property of Kaiser William of Germany. 
It too, is topped with a replica of a crown, and carries 
the imprint, “Kaiser Wilhelm der Grosse.” 

Among the curiosities in the Hausman collection 
are automatic pencils with hollow glass ends for hold- 
ing samples of the product being advertised. Some 
of the pencils are shaped like umbrellas. Others are 
like tennis rackets, walking sticks and bowling pins. 

Mr. Hausman values his collection at more than 
$5,000 because somebody offered him that much for it. 
He carries a $5,000 insurance policy on his collection 
and fervently hopes that he never receives payment. 
He much prefers to keep building the collection and 
invites manufacturers to send him old pencils of 
unusual form or character. 


—_——_—____ 9-9 


AMERICAN STANDARDS ASSOCIATION COMPLETE 
A QUARTER CENTURY OF SERVICE 


The American Standards Association meeting on 
December 10 at the Hotel Roosevelt, New York, cele- 
brated a quarter-century of service to industry and 
the government in the field of standards. 

It was announced that the board of directors of 
the association had authorized participation in an 
Allied Nations standards body. The organization of 
such a body has been discussed informally for a num- 
ber of weeks between the British Standards Institu- 
tion, the Canadian Engineering Standards Association, 
the American Standards Association and also with 
key governmental agencies in the three countries. 

The function of the organization is to “spark plug” 
co-operation between the allied belligerent countries 
in standardization matters as an aid to production 
and use. 

The object is to secure the maximum possible co- 
ordination of standards necessary for the war effort 
and the immediate post-war period. 

A skeleton staff will be provided with offices in 
London and in either New York or Washington. 

The meeting was marked by the presence of many 
former officers of the association, as well as repre- 
sentatives of the trade and technical groups and gov- 
ernment departments that hold membership in the 
ASA, and the OPA and WPB and the armed services 
for which it has recently carried on so much of its 
work. Percy Good, director of the British Standards 
Institution, brought the greetings of his organization 
to the meeting in person. 

Officers for 1944, announced at the meeting, were: 

Henry B. Bryans, executive vice-president Philadel- 
phia Electric Company, president-elect. 

George S. Case, chairman of board Lamson and 
Sessions Company, re-elected vice-president. 

H. S. Osborne, chief engineer American Telephone 
& Telegraph Company, re-elected chairman stand- 
ards council, which is in charge of all ASA technical 
work. 

E. C. Crittenden, assistant director National Bureau 
of Standards, re-elected vice-chairman standards 
council. 

Clifton E. Mack, Director of Procurement, United 
States Treasury Department, and the man in charge 
of government lend-lease purchasing, was guest 
speaker at the meeting. Mr. Mack’s address dealt with 
the use of standards to cut costs in government, and 
how standards are helping this country to deliver 
to our allies in sufficient quantity and in good condi- 
tion, the products that are helping to win the war. 

R. E. Zimmerman, vice-president U. S. Steel Cor- 
poration, and retiring president of the American 
Standards Association, spoke on post-war changes and 
developments in use of standards in this country and 
in international trade. 

H. S. Osborne, chairman of the standards council, 
reported that in the past twelve months the Ameri- 
can Standards Association had approved 119 standards. 
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THREE WISE MOVES 


an 


to meet WPB Limitation Order L120 


1 Sell customers who insist on 20-lb. 
weight papers the better grades — 
"A" (100° rag), "B" (759% rag) in 
Berkshire Papers. 


2 Sell a HIGHER GRADE 16-lb. paper 
to those who formerly used 20-lb 
economy papers. 


3 In any event, for full customer satis- 
faction, recommend 


BERKSHIRE xe, 
TYPEWRITER PAPERS "8s 


KS 


EATON PAPER CORPORATION 
Pittsfield, Massachusetts 

































— = EVERYONE NEEDS IT! 
EVERYONE WANTS IT! 


Correspondence, tax and 
budget record, phone num- 
bers, etc. in 


one compact 

file. ere = 9 5 
An AMFILE VOLUN- 
TEER SECRETARY 
for housewives, business men, stu- 
dents, teachers, shopkeepers. Holds all the correspond- 
ence, data, miscellany everyone needs to save. Its 
self-selling features: 


@ Durable, attractive file in 
black, blue, maroon, green, 
brown. 

@ It’s a compkete filing sys- 
tem, suited to individual 
needs! 


@ Alphabetical and monthly 
folders, business letter- 
head size. 

e@ Extra blank folders. 

@ Extra blank and printed 
labels. 


UNIQUE—Fach folder a record system. Forms for 
addresses, telephone numbers, budget, tax, expense rec- 
ords, miscellaneous information. 


The selling is done when people see the AMFILE Vol- 
unteer. All you do is suggest an extra one as a gift 
for a friend. 


PROMPT SHIPMENT 


Order today—write for 
descriptive circular. 


Duane Bivd. 
Kankakee, III. 


AMBERG FILE & INDEX CO. 
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ZNEOTEUt 


DESK, TABLE AND COUNTER TOPS 





BOOST SALES AND PROFITS 
LOST ON RESTRICTED ITEMS 


a 


Dealers are selling more than ever. It is used 
everywhere, and every top sells many others. 
Start new customers by placing tops on 10 
day approval, at our risk. 





PROMPT SHIPMENT AND 
NO PRIORITY REQUIRED 





SEND FOR NEW PRICE LIST 


sTANOS FOR QUAL/TY 


GRAND RAPIDS ® MICHIGAN 











DUPLICATING INK 


Our 45 years’ experience in the 
peaks et th ie Con tttd MMe) MEEEe hth o)bCoredebetey 
inks enables us to offer you the 
finest products obtainable any- 
where. 


Our PREMIUM INK is a high 
grade black ink that has the 
properties of Quick Drying and 
Minimum Penetration into the 


Foleo § of=) Gam Wol- UB ot el-t-) ab bel ab cele co (-3B (o) 4 
first class stencil duplicating 
work. 


BULLETIN INK fills the need for 
a jet black ink where price is 
a factor. Excellent results at a 
peatbebbecttteete) meres] m 


All inks manufactured under the personal 
supervision of Fred B. Canode. 


WRITE TODAY FOR SAMPLES AND PRICES!! 


INK SPECIALTIES CO., INC. 
531-S. LAFLIN STREET . . . . CHICAGO, ILL. 


SATISFACTION GUARANTEED OR YOUR MONEY BACK” 
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Greatness Stems From 
Accepting Assistance 
By C. A. GREENWOOD 


Greenwood Typewriter Exchange 
Worcester, Mass. 


OWN through history certain men have been called 

or pronounced great. The question can well be 
asked, “What brings such a title to men?” It is be- 
cause the recipient of the title does certain outstand- 
ing things, the effects of which prove of benefit to 
mankind. 

Noting the acclaim or honor that comes with the 
title of greatness, many aspire to it, some intentionally 
seek it, but few actually attain it. This is because of 
the lack of necessary qualifications, or of conceit on 
the part of the aspirant. 

Because the title of greatness is associated with 
goodness or that which is beneficial, men as a rule do 
not delve into the field of piracy or ruthlessness. While 
such a field sometimes brings prominence, it does not 
bring greatness. 

All men are privileged in the acquisition of great- 
ness, but because of variant talents or abilities, men 
are placed in certain channels or circles of greatness, 
world-wide, nation-wide or local. As to importance the 
circles vary in size. Man chooses, but the world decides. 

As we study the lives of so-called great men, we find 
that virtually none of them sought greatness, their 
chief aim being the betterment of mankind. We also 
find that with many who have been called great, their 
full success was partly due to some assistance from 
others. The total of their works could not have been 
brought about through the efforts of the one indi- 
vidual. Practically all great men will credit part of 
their success to others who have helped or assisted 
them. 

While in a review of great men we might mention 
some from very ancient times. We will select a few 
from among the outstanding men of our own country 
to show that their success came about partly through 
assistance from others, either by word or action. 

George Washington, a great general and president, 
and father of our country, accepted the assistance of 
another great general, Lafayette, and gathered about 
him others in political life who helped carry out his 
capability as a great leader. 

Abraham Lincoln, a great liberator and president, 
chose others to help him in a time of great crisis in the 
history of our country. 

Harriman, a great railroad man, stands out as one 
who helped in the expansion of our country. He could 
not, of course, have done it alone. 

Thomas Edison, a great inventor, would not claim 
full credit for the many wonderful inventions which 
helped in creating his greatness in the electrical field. 

Henry Ford, a great manufacturer and father of 
mass production, would generously admit that the as- 
sistance of others helped to bring about his greatness. 

Now that we have mentioned certain great char- 
acters who have been placed in the large circle, recog- 
nized internationally, we might mention a few in the 
smaller circles. But these circles and men are so nu- 
merous that selection would be difficult. 

As we said before, many aspire for greatness in lines 
that appeal to them. But because of too high self- 
esteem, they are handicapped in attaining the full 
greatness that might be theirs. They refuse to accept 
assistance from anyone other than those they directly 
control or hire. 

Because of the nature of this magazine, OFFICE 
APPLIANCES, we have selected a circle closely associated 
with the industry that makes possible its publication 
—the manufacturing of office machinery. Without 
office machines, the handling of business affairs would 
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PROTECTING the 
BANK ACCOUNTS of the WORLD 


For nearly half a century, Todd Protectographs have been used to safe- 
guard the finances of governments, banks and industry in every part of 
the world. 


They are acknowledged everywhere to provide the most effective and 
dependable protection from check fraud losses, and . . . insurance guar- 
antees the reliability of this protection. 


Todd Protectographs are designed and built to operate smoothly and 
efficiently for many years. Expert servicemen are located in practically 
every principal city. They inspect, clean and adjust Protectographs in 
order that users may continue to enjoy their trouble-free operation and‘ 
unfailing protection. 


, When victory is won, new models of these indispensable business ma- 

chines will be quickly available. 

t 

y 

E THE TODD COMPANY, INC. ROCHESTER, NEW YORK, U. S. A. 
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TYPEWRITER DEALERS: 


Two of Your Critical 
Wartime Problems Solved 


MANPOWER 


Your mechanics have all the work they can handle today in doing im- 
mediate and emergency servicing. That's why dealers, who are busy 
keeping American offices going during the war, send their customers’ 
typewriters to Wholesale for rebuilding. We do the famous factory- 
style "MASTERGRADE" rebuilding job with the same pre-war guarantee. 


Both dealer and customer are always satisfied. 


PARTS and SUPPLIES 


Getting you your typewriter parts, platens and supplies; and getting them 
to you when you need them—that's another job that Wholesale has set 
for itself for the duration. For quick delivery of genuine Underwood (and 
all other make) typewriter parts, platens, tools, ribbons, supplies, enamel- 


ing and plating—wire or write to Wholesale, today! 


THE WHOLESALE TYPEWRITER CO. 


Home of The “MASTERGRADE” Underwood: The World’s Finest Remanufactured Typewriter 


155 SIXTH AVENUE NEW YORK 13,N. Y. 
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be considerably handicapped, a fact that sets up that | 


line or circle as being of importance. 


Manufacturers to achieve greatness select assistants | 
to make that greatness possible. Generally the execu- | 
tives, who are selected by the board, select the other | 


assistants, and so on down the line. 


| 
One of the most important higher-ups is the head | 


of the engineering or designing department. Much, if | 


not full, confidence must be placed in him by the 
owner, and interference is recognized as bad, although 
sometimes warranted. Occasionally, confidence is mis- 


placed if the selectee is of a sensitive nature—that is, | 
if self-esteem bars novices from offering suggestions | 


that might improve some exceedingly fine conceptions 
of the chief. Many useful articles in their first con- 
ception were crude, and were perfected by the assist- 
ance of others. But the original conceptor can claim 
the greatness that goes with the invention, a greatness 
that is governed by the attitude of the inventor. 

Some men in executive capacities overlook the fact 
that outside assistance can help make a good man 
greater in the eyes of others. All executives are im- 
portant to the greatness of their employer and the full 
discharge of that which is expected of them is neces- 
sary, even though sometimes distasteful. 





If we trace the history of some who have been pro- | 


ducers of office machines we will find that at one time | 


they were great in leadership, only to slip from that 
station because of too high or false estimation of their 
products. And the root of that false estimation could 
be traced to the engineering department, too proud of 
its own achievements. Sometimes we find recoveries 
from the overturned pedestal through the injection of 
new blood into the organization, but generally the re- 
covery is not complete because of well-established 
competition containing well-placed confidence in ca- 
pable assistants. 

All men cannot dwell in the larger circle of greatness. 
When they seek the title of greatness, they should 
search their capacity, govern selfish impulses and allow 


greatness to come to them in the circle to which they | 


are fitted. 
In further compilation of that which brings great- 
ness to men and manufacturers, a modern application 





—advertising—should be enlisted. That is the best of | 


outside assistance. 
The acceptance of assistance not only brings great- 

ness to men—it shows greatness in men. 
———0— 


RAGAN TAKES OVER CHICAGO SALES POST FOR 
AMERICAN PAD AND PAPER COMPANY 


Russell E. Ragan, a veteran salesman of several 
years service with the American Pad and Paper Com- 
pany, Holyoke, Mass., was placed in charge of com- 
pany sales in the Chicago territory early in Decem- 
ber. Mr. Ragan assumes the post left vacant by the 
death of W. G. Ridley, Sr., who passed away on No- 
vember 2, at the age of 83. The company has re- 
quested the trade, until further notification, to send 
all orders and correspondence to the main office in 
Holyoke. 





2 
UEF ADDS TWO WOMEN TO HALIFAX STAFF 


Two young women, whose husbands are in the 
Canadian army, recently joined the service staff of 
the Halifax branch of Underwood Elliott Fisher, Ltd., 
office appliance distributors. Mrs. Mildred Nicholl, 
whose husband is stationed in Halifax, was on the 
service staff of the same company at Toronto before 
being transferred. Mrs. Dorothy Hennebury, whose 
husband is overseas, received her training at Halifax, 
her permanent home. After receiving instructions in 
inspecting, cleaning and minor repairs, both were 
taught how to make more intricate repairs. 

Mrs. Hennebury, in addition to working six days a 
week, is active in the Red Cross and spends two nights 
a week as a nursing aide in the marine ward o° the 
Halifax infirmary—WJM 
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An Active Ally 


on the 
Production Front 


MUTSCHLER’S long experience in styling and building 
SAMSON directors room and office tables for discriminating 
business men has supplied the vital “KNOW HOW” that 
enables them to produce sturdy tables fast for Uncle Sam 
. ». not only to serve the war winners of today, but as well, 
the peace makers of tomorrow. 


Write for complete descriptive Catalog. 


Viennese |a3:8:) e\maey 


NAPPANEE, INDIANA, U.S.A. 





MASONITE FLOOR PADS 


FOR 
IMMEDIATE 
DELIVERY 


& 
LIMITED 
QUANTITY 
” 


36x48 
NATURAL 
COLOR 

4 IN A CARTON 








OFFICE SPECIALTY MFG. C0. 


70 EAST 125th ST., NEW YORK 35, N. Y. 
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INVESTIGATE 
THE MERITS OF 


ROBERTS 


The Quality five action, all steel 
and nickel, Numbering Ma- 
chine. 





% Capacity for ten wheels. 


% Priced competitive to ordinary ma- 
chines of four and less actions. 


% UNCONDITIONALLY 
GUARANTEED. 


Your large discounts give you a 
real incentive to sell these units. 


The 
ROBERTS NUMBERING MACHINE 60. 


694-710 Jamaica Avenue’ Brooklyn, New York 


Western Distributor LOUIS MELIND COMPANY 
362 W. Chicago Ave., Chicago, Ill. 593 Market St., San Francisco 

















Autocopy 


aay CLEANSING 


6 oz. tubes, 
VY, or | |b. 


cans 





enter. Very sa. 


kGCofr) 
{ ork 
LEANSING CRE” - 


Removes Hectograph, Mimeo 
and other Duplicating Ink 
Stains, oil, grease, etc. 
THE CHOICE OF BUSINESS: Bethlehem Steel Co., Timken, 
R.C.A., Inland Steel, Crane Co., Ryerson, and many other well 
known firms use Autocopy cleansing cream. These large com- 
panies have means and facilities for testing all materials and 
supplies they buy. They put to use only those things which pass 

the test and prove satisfactory. 

AUTOCOPY cleansing cream acts effectively and instantly, 
is pleasantly scented—keeps the skin soft and smooth. ORDER 
12 TUBES TODAY: we'll enclose price list and quantity dis- 
counts, opening a channel of extra profitable business for you. 


AUTOCOPY 9.conporated 


462 West Superior St. CHICAGO 10 
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TAX FACTS 


Six Ways to Keep Tax 


Expense at Minimum 


By FRED MERISH 


& 


O MATTER how high your taxes, economies may 

be effected by taking advantage of all tax-saving 
opportunities. Despite the fact that amendments fol- 
low amendments yearly now, many features of the 
law are still the same. The 1943 bill covering “Pay-as- 
you-go” deductions did not change any previous legis- 
lation. It merely changed the method and time of 
paying the tax, the rates remaining the same. These 
tax economy suggestions based upon an analysis of 
previous legislation plus our observations of the mal- 
practices followed by office appliance dealers on in- 
come tax matters, will help you keep tax expense at 
minimum. 

1—Do not overlap returns. Dealers often omit cer- 
tain expenses and liabilities that should be entered 
for the year covered by the return and then try to 
deduct them the next year. This is not permitted. 
Make deductions in the year the liabilities occur or 
you pay more tax. Losses incurred in any business 
transaction are ordinarily deductible, provided they 
are closed transactions during the taxable year with 
full consideration for salvage, insurance and other 
compensation received. 

2—If returns are filed on a cash basis, try to pay all 
current bills during the taxable year so that the ex- 
pense may be deducted from the income of that year. 

3—If returns are filed on an accrual basis, all ac- 
crued items, which are expenses due but not yet paid, 
should be pro-rated to the end of the year and de- 
ducted. Many dealers omit accrued items, and ordi- 
narily, these expenses are not deductible the next 
year. So, they pay more tax. 

4—Any expense connected with an income-producing 
activity is deductible, but just what is an expense and 
what is an addition to capital is not always clearly 
defined. There are borderline cases of this type, which 
may be considered an increase in capital or an ex- 
pense. Where logical argument will support an out- 
lay as an expense, treat it as such. Do not capitalize 
it. If you do, you increase your tax. Too often a dealer 
will capitalize repairs and maintenance to make his 
assets look healthier or because he considers the out- 
lay an improvement. If a transaction can legitimately 
be considered a repair to property or equipment used 
in the production of income, it is deductible. Those 
dealers, who in the past, have tried to fatten their net 
worth by considering their repairs and maintenance 
outlays an addition to property value should eliminate 
this practice from now on. 

5—Deduct for bad debts in business and non-busi- 
ness activities. Non-business debts are subject to capi- 
tal loss limitations and must be totally worthless be- 
fore deduction is allowed. Bad debts resulting from 
ordinary business transactions may be deducted in 
total or in part. Be sure to write off bad debts in the 
year they are found worthless; otherwise, you may not 
be permitted to deduct them at all. Many dealers 
hold bad debts on their books too long before writing 
them off, thus losing out on tax deductions. 

The 1941 bill corrected one inconsistency in the 
Internal Revenue Code by allowing the taxpayer to 
omit from gross income the subsequent payments re- 
ceived on bad debts deducted in loss-years provided 
a loss carry-over did not result from the deduction. 
Heretofore, if you deducted bad debts in a loss-year 
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Keeping an 


He’s the bombardier. An eye, glued 
to his telescope sight while fleet- 
winged Death stabs from every side, 
he’s busy . . . concentrating. 

Here they come, high at eight o'clock 
...+ Roger... 190’s at ten o'clock... 
Focke-Wulfs—eleven o'clock... Roger! 

“Can’t look at them now... like to 
grab a twin-50 and get into the scrap 

. can’t get personal though. Gotta 


get on target... on target.” 
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eye on things 


He’s busy. He makes a small ad- 
justment. Another. The bombsight’s 
cross-hairs are “on” the power plant. 
His bombsight is busy, too... com- 
puting drift, speed, bomb fall. The 
indices coincide. To pale red, the in- 
dicator panel lights fade... His ship, 
lighter now as the bombs go down, lifts 


buoyantly. “Bombs 


away, let’s get home.”’ VICT 0 R 


for you... 


And we, at Victor, are glad to be 
making and delivering complete 
Norden Bombsights for the Army... 
for him. For, he’s keeping an eye on 
things for all of us when his every 
natural instinct screams for his own 
self-preservation. He’s got what it 


takes. He’s the bombardier. 


ADDING MACHINE CO. 


Conserve your adding machines by having them inspected and cleaned 


He’s the bombardier. 


1944 


at regular intervals by your local Victor dealer or factory branch. 
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LET US BE AN EXTENSION UF YOUR SHUP 


Veet POLYCHROUME STENCIL, 
Wr. Dealer! 


American salesmen are selling freedom behind guns, not 


78) 
O merchandise behind counters nor along our crowded 
FI traffic lanes. 
% Our liberal discounts can ease the pain of doing business 
O these days of dwindling sales forces and transportation 


jams. 


© POLYCHROME STENCILS fit all duplicators. They are 
ia, the LEAST expensive among all highest grade stencils. 


4 
Sn, a o 
%, “e, “, 
% + 45 
% “4 in 
4 2, 
%, %o, 
t, “4, 
oe ~%. 
th nN 
CLEAR CRISP COPY ~% 
a 2 : 
ye 
from the oe 
oe 
“ 2, “ 

Jungles to the Poles vee 

“es ~ 

af 
SEND for free SAMPLES. “af 


SEND for our new booklet—‘Shop Exten- 
sion Plan and Discount Rates.” 


SEND for sales plans and aids. 





SEND before famine in materials prevails 


—not merely stringencies. 


Type sHouLD BE SEEN AND NOT BLURRED 
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and received no tax benefit from the deduction, you 
were obliged to pay on any recoveries in later years. 
If you charge bad debts to a reserve account, this 
amendment does not apply. If you charged off bad 
debts in a profit-year, this means you took credit for 
the deduction so you must include any recoveries in 
later years as income and pay a tax thereon. 

6—Under the 1939 revenue bill, the taxpayer was 
permitted to carry over operating losses for two years. 
In other words, losses sustained in 1941 may be car- 
ried over as a deduction from 1942 income, and if the 
loss is greater than 1942 income, the excess may be 
carried over to 1943. If the loss has not been absorbed 
by then, you “hold the bag” for the remainder. Since 
enactment, the carry-over loss provision has been a 
big help in enabling business people to effect tax 
economies. The carry-back feature, working the op- 
posite way, passed in the 1942 bill, provides for still 
greater savings by permitting you to carry back a 
loss for two years. So, if you experience a loss in 1943, 
you may carry it back to 1941, a 1944 loss may be car- 
ried back to 1942, and so on. Many contend, however, 
with justification, that the two-year limit placed on 
carry-over and carry-back operating losses is insuffi- 
cient, that losses and gains should offset each other 
without regard to time limitations. 

Severe restrictions on consumer goods and materials 
for production, the reduction of net profit by price 
control and high taxation, inflation, the big boom cer- 
tain to materialize in the post-war period, the demand 
for our services and production abroad, these and 
other factors will inject much instability into business 
for some time to come. Hence, profit and loss are 
likely to peak and dip erratically. Under the carry- 
over, carry-back operating loss provisions, even 
limited as they are, you are better able to survive any 
such instability from a tax standpoint. 

High rates are justified to win the war but not the 
taxing of artificial income, hence, the dealer must see 
that his income, as reported, takes advantage of all 
legitimate deductions. When income tax rates were 
low, it caused less financial havoc to pass up de- 
ductions. Today, every dollar deducted means a much 
bigger saving, so take all you can get legitimately. 
The tax-saving opportunities are put in the law to 
enable you to benefit by them. 


— oie - 
VETERAN TYPEWRITER SALES MANAGER 
GRANTED LEAVE OF ABSENCE AFTER 
47 YEARS’ SERVICE 

A. A. Fraser, well known throughout the United 
States as one of the real veterans of the typewriter 
industry, has been granted a leave of absence from 
his duties as New York branch manager for Reming- 
ton Rand. He has been associated with the company 
for 47 years, the last 32 of which he served as sales 
manager. 

Though the news came as a distinct shock to his 
host of friends, Mr. Fraser does not contemplate a 
complete break from business activity. Old friends 
and associates will be able to see him from time to time 
in his office at 315 Fourth Avenue, which he will use 
when and as he sees fit. 

Harold F. Ronan, recently transferred from his posi- 
tion as typewriter branch manager at San Francisco 
to New York as assistant sales manager, has been ele- 
vated to succeed Mr. Fraser. A. F. Ruiz, who has been 
assistant sales manager at New York, has been ap- 
pointed associate sales manager to work with Mr. 
Ronan. 





*—- 
BARR TYPEWRITER CORPORATION SOLD 


The Barr Typewriter Corporation of Weedsport, 
N. Y. has been sold to Baltimore and Syracuse inter- 
ests. No longer engaged in the manufacture of type- 
writers, the Barr company is devoting its plant facili- 
ties to production of war materials and is employing 
600 persons. None of the financial details of the sale 
were revealed.—GET 
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POCKET SEALS or QUALITY 





The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 


“BEST SELLER” for 40 YEARS 








THE NOTARIES FAVORITE 





The “OFFICIAL” Pocket Seal 


REALLY EMBOSSES 
HEAVY PAPER 


A CORPORATE SEAL 
POCKET SIZE 





FURNISHED IN 3 SIZES 





FREE LEATHERETTE POCKET CASE with EACH SEAL 





MANUFACTURED BY 


MEYER & WENTHE, Inc. 
Established 1854 
Dependable Service for 87 Years 


30 SOUTH JEFFERSON STREET, CHICAGO, ILLINOIS 








PLACE YOUR ORDER WITH YOUR LOCAL 


MARKING DEVICE DEALER 


Seating 


















America’s 
office workers 


CORRECTLY 


that 
Co. 


accept, 


is a 
JASPER SEATING 


knows 


responsibility 


how to 









No. 44 


with wood swivel 


Jasper Seating Company 


JASPER, INDIANA 


REPRESENTATIVES 
CHICAGO: L. H. Farber, 30 E. Congress St. Phone WEBster 3217 
NEW YORK: Office Furniture Warehouse Co., 573 Broadway 
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EXPORTER 


@® Published in Great 
Britain every three 
months this popular 
Journal contains up- 
to-date news of the 
activities of British 
Manufacturers of 
stationery and allied 
lines. A number of 
lines advertised in 
this journal, how- 
ever, are not neces- 
sarily available for 
export at the present 
time. 


Scores of American 
dealers are on our 
regular mailing lists 
and we shall be 
pleased to send you 
a copy FREE each 
quarter if you will 
complete and return 
the form below. 


BRITISH STATIONERY 





SEND US THIS COUPON 





To F. W. BRIDGES LTD. 

Proprietors THE BRITISH STATIONERY EXPORTER, 

34, Bridge Street. HEREFORD, ENGLAND 

(Late of Grand Buildings, Trafalgar Square, London, W. C. 2.) 


Please send to the address below Free Copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


‘(Please attach your busines: card or letter-head) 


Date 
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ARCHITECTS, DESIGNERS SEE WIRELESS POWER 
AND POST-WAR USES OF LAMPS 

To help plan the better homes, offices, hotels and 
public buildings of tomorrow a group of prominent 
architects and designers were recently shown lamps 
lighted by wireless electronic power, a 10,000-watt 
mercury vapor lamp one-fifth the brightness at the 
surface of the sun, and watched an electric lamp cook 
bacon and eggs. The demonstration of laboratory 
models of new lamps and of wartime and possible 
post-war uses of lamps and light, was conducted by 
Samuel G. Hibben, director of applied lighting for the 
Westinghouse lamp division, at the Waldorf-Astoria, 
in New York City. 

Walking about the room carrying brilliant, vari- 
colored fluorescent tubes fully lighted although they 
were unconnected to sockets or electrical wiring, Mr. 
Hibben said: 

“Although practical use of electric power transmit- 
ted without wires—except for signal purposes—is prob- 
ably many years away, the spectacular strides in 
development of electron generating tubes we have 
made during World War II seem to be leading in that 
direction. 

Lamps Light by Radio Beams 

“Actually, these lamps are not connected with any 
power source. They are electronically harnessed to a 
beam of high frequency radio energy generated here 
in this room by a pre-war diathermy set such as your 
doctor might use to treat a cold in your chest. 

“Generators vastly more powerful than this thera- 
peutic apparatus are serving in wartime radio and 
communications equipment by transmitting radio 
waves in beams. This engineering advance, now ap- 
plied wholly to fighting the war, conceivably may 
bring about the peacetime expansion of wireless 
power,” the lighting expert continued, adding: 

“Baby brothers of the fluorescent lamps now so 
widely used in war plants are illuminating bomber 
cockpits and airplane instrument panels. After the 
war, these six-inch long and other miniature fluores- 
cents will have many safety and comfort applications. 
Because they use less current than an electric clock, 
they can be left burning night and-day for such jobs 
as lighting clock faces and house numbers. 

“Meanwhile, here’s a fluorescent laboratory devel- 
opment, admittedly crude, that we devised from two 
glass pie plates. I brought it along to show that fluor- 
escent lamps are not limited to tubular shapes. Such 
lamps as these, with their cool and shadowless light, 
offer both practical and decorative advantages for 


hotel halls and public buildings. 


New Shapes of Fluorescents 
“And we’ve also discovered that we can use the 


| tubular-shaped fluorescents in other than the con- 


ventional straight form. Because we can bend the tub- 
ing, circular lamps are a possibility for post-war 
homes. 

“These lamps can be made because we have learned 
to handle glass tubing much better, aided by studies 
of glass which in itself possesses properties of fluores- 
cence, supplemental to the present phosphor coatings 
on the inside of clear tubing. 

“Incidentally,” Mr. Hibben commented, “these phos- 
phors are playing a significant part in protecting our 
fighting men. Fabrics impregnated with them line 
parachute cases so that a pilot downed at sea or in 
the jungle can be spotted by rescue craft; miles of 
phosphor-coated cloth tape provide luminous mark- 
ings on invasion beaches, phosphor-coated controls 
glow on submarines and luminous signs made visible 
by phosphors mark escape hatches of merchant ships.” 


Shatterproof Bulb Aids Shipyard Welding 


Seizing what seemed to be an ordinary incandescent 
lamp bulb, Mr. Hibben banged it like a gavel. He 
explained that it was a shatterproof bulb designed 
for use in shipyards where regular light bulbs were 
an accident hazard because they often were broken 
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SOVEREIGN CELLULOSE STENCILS Remarkable body 
strength and uniform, flawless coating withstand long, 
exacting runs. Users report regularly getting thous- 
ands of clear, neat copies from each stencil, on 
either typewriter or stylus work. Available in 
sizes to fit all makes of rotary duplicators. 
Top-imprinted with a typewriter scale to 
facilitate accurate spacing and alignment. 

Legal me Aue $3.15 quire 

a re $3.00 quire 





SPEED-O-PRINT STENCILS ARE BETTER 
True today.e-. 








THRIFT-QUALITY STENCILS 

Satisfactory results at an econ- 
omy price. Strong, durable 

Thrift-Quality stencils please 
thrift-minded buyers. Usable on all 
makes of rotary duplicators. Each 
stencil mounted on an oiled backing 








Keep on 
Backing the Attack 
* with War Bonds 


typewriter scale. 








SOVEREIGN INK Uniform in quality, free-flowing, 
quick-drying, assuring the maximum number of copies 
per inking. Usable with all types of duplicators and 
stencils. Toned to a soft, eye-pleasing grayish-black. 
Contains no injurious oils or chemicals . . . Carefully 
compounded to prevent caking or drying . . . Leaves no 
oily outline . . . Will not swell platen . . . Minimizes 
offsetting and rubbing and lint-attraction. 


Grade-A Black, 12 and 1. lb. units, $2.00 per Ib. 


THRIFT-QUALITY INK Meets widespread demand 
for a dependable duplicating ink at an economy price. 
Its unusually high quality guarantees a performance 
as satisfactory as its price. Usable with all types of 
duplicators and stencils. Free-flowing and quick-drying. 


Black, 1 Ib. units only, $1.00 per Ib. 
SPEED-0-PRINT CORPORATION © Chicago, Illinois 


Write for Dealer’s Catalog 


sheet and top-imprinted with complete 

















Speed-O-Print has the most complete line of 
duplicating supplies in the world. Each 


attractively designed product is fully guaranteed 
as to workmanship, materials and performance. 


The packaging of Speed-O-Print products is un- 
surpassed with regard to appearance and prac- 
ticality. Each eye-pleasing package not only 
contains complete instructions for the use of the 
item therein, but its contents are clearly identified 
on the outside. 


Unimpaired facilities and resources at our large, 
modern plant continue to assure you of a 
dependable source of duplicating supplies and 
prompt service. 





TRACING SCOPES + MIMEO BOND + STENCILS + INKS, BLACK 
AND COLORS + HAND CLEANSING CREAM + LETTERING GUIDES 
TRANSPARENT PLASTIC SHADING PLATES + STYLI + INK BRUSHES 
WIRE SHADING SCREENS + ART BOOKS + CELLULOID WRITING PLATES 
TYPE CLEANING BRUSHES + STENCIL BOOK FILES + FILING FOLDERS 
STENCIL CLEANING BLOTTERS + STENCIL CLEANING FLUID 
CORRECTION FLUID « CYLINDER COVERS + SILK SHEETS + INK PADS 
NO-DRIP INK CAPS + STENCIL CEMENT + TRIANGLES + RULERS 
TYPE AND PLATEN CLEANING FLUID » CARBON CUSHION SHEETS 
CELLOPHANE » POWDERED SOAPSTONE + STYLI AND LETTERING 
GUIDE HOLDERS 


SPEED-0-PRINT CORPORATION 
161 E. Grand Ave., Chicago, III. 
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by welding sparks. 
makes a 
ment adds to its shock resistance. 
but it will not shatter, he said. 
“Another hazard eliminated by this shatterproof 
bulb,” the lighting engineer continued, “was lamp 


It can be broken, 


A coating of a special lacquer | 
“jacket” around the bulk and a sturdy fila- 


breakage on aircraft carriers. Used beneath the flight | 


desk, these rough service lamps will not break from 
the jarring impact of a landing plane. 
home workshops, garages and factories, they will pro- 
vide a needed safety factor.” 

The incandescent lamp, by far the most widely used 
today, has been developed to the practical limits of 
efficiency as a lighting unit, but its successful appli- 
cation to industrial processes as a heat source seems 
to indicate a whole new field of application of appli- 
cation in post-war homes, Mr. Hibben said. 

“This all-glass lamp,” 
architects and designers, 
landing light for an army bomber. 
light filament with a special high-resistance element, 


“is just the sealed beam 


In post-war | 


the lighting expert told the | 


By replacing its | 


it will produce 95 per cent heat and only 5 per cent | 
light. This is the type of filament used in the infrared | 
or radiant heat lamps to dry paint on tanks and other | 


army vehicles in three minutes. 
Comfort Heating With Lamps 

“In my conception of the home of tomorrow, Id 
like a radiant heat lamp like this mounted in my 
bathroom ceiling or wall to warm me while shaving; 
I’d like a small portable one for a foot warmer, and 
many people might want them over their beds. 
Equipped with a filter to sift out light, such a bed- 


room ceiling unit would eliminate the need for heavy | 


bed covers. 


“This lamp is such an efficient heating unit,’ he con- 


tinued, “that it can actuaily cook food.” Then, turning 
the lens of the cone-shaped lamp upward so that its 
flat surface simulated a stove top, Mr. Hibben cooked 
bacon and eggs in four minutes. 

“Along with a lamp for heat, I’d like in my bath- 
room a lamp for sunshine that would be as compact 
as the all-glass infrared lamp you’ve just seen. Bath- 
rooms of the very near future can have both of these 
lamps mounted in the ceiling or recessed in the wall. 
After a shower, with a flip of a switch, a man can 
bask in the warmth of infrared heat rays or take a 
sunshine bath under the ultra-violet lamp,’ he pre- 
dicted. 

Mr. Hibben held up a sunlamp, complete inside its 





bulb and pointed out that such an ultra-violet lamp | 


requires no accessory reflectors or fixtures, takes up 
no floor space and it need merely be screwed into an 
ordinary lamp socket or plugged into an electric outlet. 


“Here’s an ozone-producing lamp—one of the family | & 


of mercury vapor lamps such as the fluorescents— 
that may prove practical, 
laboratory development stage,’ Mr. Hibben continued. 
He showed a spiral tubular lamp that produces a high 


although it is still in the | 


concentration of ozone and gives off a faint bluish- | 


white light. 
Lamp Aids Egg Storage 


“Protection of eggs in storage, commercial bleach- | 


ing, and a quick means of testing inks and dyes for 
fading are possible uses for this low-pressure mercury 
vapor lamp. Production of ozone electrically, rather 
than chemically or by other means, could be controlled 
more easily. Ozone in concentrated amounts is highly 


toxic to humans and such a lamp could only be used | 


where there are products but no people,” the lighting 


authority observed. 


“Still another form of the mercury vapor lamp is | 
the high wattage, high intensity unit which, for its | 
size, produces the most brilliant light in the world. | 


In high factory bays—with 40, 50 or even 100-foot 
ceilings—3,000-watt mercury vapor lamps are just 
being introduced as an efficient new light medium 
because they give, for their size, more light than any 
other lamp. 


“For example,’ Mr. Hibben continued, holding up 
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CARBON 
PAPERS 
| TYPEWRITER RIBBONS 


Made right—Priced right 
—Sold right. Here’s a 
ribbon and carbon prop- 
osition you can turn into 
real profit. You can al- 
ways count on our co- 
operation. 


EXCLUSIVELY for 
DEALERS * STATIONERS 


Complete details on request 


ALLEN & COMPANY 
DEPT. M 
11-13-15 Vandewater St., 
New York, N. Y. 


























BANK PASSBOOKS 


and Pocket Check Covers 


New methods of manufacturing 
make Low Prices and Easy 
Sales. Super Finish and An- 
tique Moorish Passbooks. N.C.R. 
and Burroughs Window Ma- 
chine Passbooks and all other 
style Passbooks and Check 
Cases. BIG OPPORTUNITY 
for Bank Supply and Stationery 
Salesmen. 


Write for samples and prices. 
Full particulars on request. 


AMERICAN PASSBOOK CO. 


AKERS BLDG. CLEVELAND, OHIO 


the ACME 


MIDGET 


A light weight, handy 
“desk stapler with 
quiet, velvet smooth 
lever action! 








The ACME Midget, like every other member of the Acme Silverstreak 
line, is built to stand more than ordinary abuse—to last many years 
with minimum service requirement. ACME is favorite with large indus- 
trial concerns. In stapling, ACME does more and does it better. 
See our Silverstreak folder. 


ACME STAPLE COMPANY 


1648 Haddon Ave. Camden, N. J. 
ALSO MFR. ACME NO. aman 2—SURESHOT—SI MPLEX 
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HONOR ROLLS 
x PLAQUES x 


A War-Time Active 
Money-Maker 


Victory Cast Honor Rolls, the latest 
development in a _ bronze-like plaque 
made of non-priority materials, are now 
available. The demand for them in- 
creases daily. All firms having men 
in the service are your huge field. 
And we give you every co-operation 
on orders of all types. 


Send for illustrated literature. 


UNITED STATES BRONZE SIGN 00. INC. 











“BRONZE TABLET HEADQUARTERS” 
570 BROADWAY, NEW YORK 12, N. Y. 








| SALES REPRESENTATIVES 
for 
Business Equipment and 
Systems 


Unusual opportunity for men with successful records in sell- 
ing and supervising others in selling business machines, visible 
filing equipment, continuous forms, office and factory systems 
and for men with accounting and selling experience to become 
exclusive sales agents or distributors in key territories in 
Eastern, Central and Southern states for manufacturer whose 
nationally advertised products are now used by scores of Fed- 
eral, State and Municipal government departments and thou- 
sands of concerns in all lines of business. Orders range from 
less than one hundred to thousands of dollars. Liberal com- 
mission arrangement offered to men who qualify. Manufacturer 
pays expenses during initial training period. Letter giving 
full details of experience and qualifications essential for inter- 
view. Address: N-150, care Office Appliances, 100 E. 42nd 
St., Room 1023, New York 17. 











COMPLETE 


a five-foot 3,000-watt mercury vapor lamp “to produce 
the amount of light output of this one lamp would 
require a string of 40-watt fluorescent lamps 228 feet 
long. There seems to be no physical limit to the wat- 


| tage or size of mercury vapor lamp we can produce. 














x DEALER LINE x 
OF 


FILING SUPPLIES 
Folders 


Printed and Ruled 


Stock Forms 









Filing 
Systems 


Guides and Indexes 





SPECIAL FORMS FOR YOUR SPECIAL NEEDS 
THE DACO CARD & INDEX CO. 


9 Federal Court Boston, Mass. 


THAT THE NAME IMPLIES! 


“Nuff — Sed” 
INKED RIBBONS 
CARBON PAPERS 


Write For Samples and Prices 


INTER-STATE 


RIBBON & CARBON CORP. 
Manufacturers 


2202-2210 SUPERIOR AVENUE, CLEVELAND, OHIO 
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“Where a large amount of illumination is required 
and color is not important, the mercury vapor lamp 
is ideal,’ Mr. Hibben explained. 


“It seems evident there is no end in sight for new 
uses for lamps and light. Even today special lamps 
can ‘burn’ cadmium vapor to give a blue light that 
makes objects look pink, or tellurium vapor lamp can 
emit a continuous spectrum of beautiful golden-white 
color.” 
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PARKER PREDICTS GOOD BUSINESS IN 1944 


Rounding out one of the biggest years in their his- 
tory, stationers of NSA District No. 9 are taking stock 
and making plans for further business during 1944. 
While all agree that the past year has been a good 
one, there is some difference of opinion as to 1944, 
some stationers looking for a falling off in business 
volume because of Government requirements that have 
been fulfilled, with only replacements for the future, 
while others predict that, while this is true, the falling 
off in Government purchases will only leave so much 
more merchandise for private business. 

In a specially prepared statement for OFFICE APPLI- 
ANCES, H. C. Parker, Jr., H. C. Parker, Inc., New Orleans, 
governor of District No. 9 of the National Stationers 
Association, stated: 

“Texas, Louisiana and Mississippi, which comprise 
District No. 9, have enjoyed not only a substantial 
amount of war manufacturing at interior points but 
the entire area has been very active. This has re- 
sulted in many sections of the district experiencing 
extra activity and feverish purchasing of every type 
of equipment that the stationers and office equipment 
dealers have to distribute. 

“Of course, in the district at large there are many 
areas which have not participated in this activity, but 
in such instances normal consumer demand has been 
fairly well maintained and the average sales for the 
district will show a substantial increase over 1942. 

“Manpower problems have been acute, of course, 
and many establishments could have handled largely 
increased volumes with better personnel. This has 
been particularly true of dealers and distributors who 
have manufacturing plants where the dearth of 
trained workmen has been a continual nightmare to 


_ the proprietor. 


“Looking ahead to 1944, although there has been, as 
far as we can observe, a slight slowing down in 


| Government purchasing, we expect and have found 


this slack being taken up by increasing consumer 
demand for practically all products that may be 


| available. 


“We believe, whether the war terminates early in 
44 or not, we can look for a volume very closely 
approaching the total for 1943.”—-BCR 

SS 
ROYTYPE NAMES TWO NEW SUPERVISORS 
Sales Manager J. F. Vreeland, of the Roytype division 


| of the Royal Typewriter Company, has announced the 
| appointment of Russell Hammill as Roytype super- 
' visor of the middle western territory and S, P. Haas 


as general sales supervisor of Roytype’s western 
division. 

Mr. Hammill comes to Royal with years of experi- 
ence in the merchandising of ribbons and carbon 


| paper, and is well equipped to aid salesmen and dealers 


in the successful merchandising of the Roytype line. 

Mr. Haas is one of the best qualified men in the 
carbon and ribbon merchandising field. Long experi- 
ence in the business has equipped him with a full 
knowledge of its operations and with every qualifica- 
tion for success. 
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Today, A-S-E facilities are in full swing—turn- 


ing out parts and products for the war effort. 


And, without detracting in any way from vital 
production, A-S-E engineers are already develop- 
ing plans for office equipment that will mean 


maximum profits for you “tomorrow.” 


ALL-STEEL-EQUIP COMPANY, INC. +© 601 JOHN STREET 
AURORA, ILLINOIS 
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How would you like to duplicate this sales record? You can too if you ally 


yourself with International Typewriter Exchange. 


Alert dealers who responded to our advertising have shared in the limited 
supply of typewriters which the government has allowed us to sell. Ever 
mindful of its responsibilities towards its dealers, International Typewriter 
Exchange is gratified that its customers will not have to wait until final 


VICTORY for some machines to sell. 


Now as in the past, we have a limited 
number of machines on hand at regular 
wholesale prices. As government regula- 
tions release more typewriters for sale. 


we will in turn supply our dealers with PP rae 


their proportionate share. 





W. F. (Bill) Clausing “America’s Largest Independent Wholesaler’ 








INTERNATIONAL TYPEWRITER EXCHANGE 


GENERAL OFFICE, WAREHOUSE AND FACTORY .... 231 WEST MONROE ST. 


Southeast Corner Franklin & Monroe Sts. CHICAGO, U. S. A. 
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THE ANTITRUST LAWS IN THE POST-WAR PERIOD 


In an address before the American Pharmaceutical 
Manufacturers’ Association in New York City on De- 
cember 10, Wendell Berge, Assistant Attorney General 
of the United States, gave an excellent outline of the 
Sherman Act and related legislation with particular 
reference to their function after the war. Although 
the talk was pointed to the drug field, the following 
extracts will be of interest to any business man: 


We Americans regard freedom of enterprise, like 
freedom of speech, as an essential part of the heritage 
which we are fighting to preserve. The right to enter 
an occupation, or to start a business, or to invent and 
develop a new product is the keystone of traditional 
economic liberty in the United States. 

Because freedom of opportunity is essential to a 
free way of life we do not accept the arguments of a 
managed economy. The idea of a rigidly controlled 
economic system is contrary to our aims and re- 
pugnant to our belief that political freedom rests on 
the basis of economic freedom. 

Nevertheless, we have witnessed in this country a 
rapid and alarming concentration of vast economic 
power in the hands of private monopoly groups. Partly 
because we have not always been sufficiently vigilant 
in the enforcement of our fundamental laws, privi- 
leged groups have obtained a hold on large areas of 
industry, seeking to retain the illusion of free enter- 
prise, but denying the reality of competition. 

In recent years vigorous action by the Government 
against monopoly groups in industry has aroused the 
public to a renewed awareness of the threat to free 
enterprise which inheres in monopoly control. We 
have come to understand that we cannot permit the 
further concentration of economic power in private 
monopoly groups if we are to maintain that freedom 
of opportunity on which a free economy depends. 

This problem is today one of the most serious ques- 
tions facing the American people. Its importance will 
be enormously increased in the immediate post-war 
period. Our entire economic structure has been 
adapted to the urgent necessities of war. Unavoidably 
in this process the larger industrial interests have 
gained great advantage and competition has been cur- 
tailed to a minimum. 


Post-War Crucial Period 


As the dawn of victory lightens our way we can look 
ahead to the time when necessity no longer restrains 
economic initiative. We must recognize, however, that 
the post-war period will be a crucial phase for our 
economy. In the settlements that are made interna- 
tionally, and in the steps that are taken here in the 
United States to convert industry back to the aims of 
peace, we must make certain that the conditions of 
free enterprise are securely established. Otherwise we 
shall risk losing one of the principal objectives for 
which so much effort and sacrifice have been spent in 
the struggle. In our desire to co-operate with other 
countries and to take up again the pursuits of peace 
at home, one of our foremost responsibilities is to see 
that the way to free enterprise is kept open. 


The solution of the problems of international trade | 
with countries whose internal economic systems are | 


different from our own is highly important. It will be 
necessary for the United States to have a definite eco- 
nomic program for which we shall stand in confer- 
ences dealing with post-war world organization. This 
program must be one which protects free enterprise 
at home and which enables us to trade in world mar- 
kets without committing us to restrictive agreements 
which place this country at a disadvantage. 

The tasks of peace will be numerous and difficult, 
but they must be overcome by the same spirit of deter- 
mination with which our soldiers fight. Some of the 
problems which lie ahead already have become evident 
and may be identified. It is a fact, for instance, that 
the Government now owns a large number of indus- 
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; > WORTH STARE 


NEW YORK,NY 





KEEP ‘EM TYPING 


The War Production Board has greatly restricted the sale of typewriters 
and other indispensable office machines. Every means must be taken to 
keep existing machines, especially the type and platens, in the best possi- 
ble condition. 


You can help your custom- 
ers in protecting their 





machines by selling them 
the SPEED-MO TYPE 
CLEANER with the auto- 
matic finger tip control 
which saves fluid and pre- 
vents evaporation. There 
is no dirt; no daubing or 
spattering. Fluid is al- 
ways clean. 


WRITE TODAY FOR CATALOG 
NO. 141 AND FULL DETAILS: 


RIVET-O MFG. CO. 
96 Jason Street 
ORANGE, MASS. 
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ROLLING STORE LADDERS 
“A” Type Ladders * Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 


Defense plants use 
Rolling Ladders. 
Send for Folder and 


prices and go after 
some of this business 

















Manufactured by 


COTTERMAN 4322 Rerensvoed ave. 


MOORE pusn-pins 


* THE PIN WITH THE HANDLE 


PUSH-LESS HANGERS 


* THE HANGER WITH THE TWIST 























Well-known since 1900 for every 
pin-up or hang-up need. Two top 
quality products that bring repeat 
sales and satisfied customers. 


MOORE PUSH-PIN COMPANY : Since 1900 | 
113-25 Berkley Street, Phila. 44, Pa 













189 











ARCS AS AAT ORE HG 
TWO GOOD NAMES TO REMEMBER Lg 


“MIRACLE” PLATENS 
AND 
KONKAVE TOUCH-EEZ KEYCARDS 


SOLD EXCLUSIVELY BY 


TYPEWRITER EQUIPMENT CO., INC. 


38 PARK PLACE, NEW YORK 7, NEW YORK 





PARTS—SUPPLIES 


ESTABLISHED 1925 


00: 


oD F, 
F comin? 


DAYTON STENCIL 
WORKS CO. "oxic" 








Individual letter or 
embossed name strip 
style. For large or 


small capacities. 


Send for 
illustrated folder. 


ACME 


37 E. 12th St., New York 











SORRY —No Typewriters Now! Soon, 
we hope. 


BUT —We do have better ribbons and 


carbons—at better prices. 


R EGALRITE Carbon Papers 
REGALRITE [ypewriter Ribbons 
REGALRITE Adding Machine Ribbons 


REGALRITE Bookkeeping Machine Ribbons 


Samples and particulars will convince you. 


And you should try STEN-O-FREN; it renews platens 


and cleans type, amazingly! 


REGAL TYPEWRITER COMPANY 


200 Hudson Street, New York 13, N. Y. 
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trial plants which for the most part must be returned 
to the channels of private industry. Where will these 
plants go? How will they be used? What will be the 
impact on our domestic economy? 

Obviously there is a danger that large private com- 
panies already occupying monopoly positions will be 
able to increase their power in the process of de- 
mobilizing war plants. All of us who are concerned 
with maintaining a competitive system and with giv- 
ing small business a chance must be alert to see that 
these war plants do not become instruments of further 
concentration of power in private monopoly. 


The Threat of Cartels 


There are, however, other more serious threats to 
private enterprise. The most dangerous and the most 
critical peril is that represented by cartels. If cartels 
are able to resume their system of private economic 
government and to divide and rule strategic branches 
of world industry, we shall have slight chance to 
achieve full production or full employment. If cartels 
are able to entrench themselves in the post-war world, 
there will be little opportunity to make economic free- 
dom a lasting reality. 

The significance of cartels to the American economy 
has been demonstrated time and again since the out- 
break of war in the list of shortages of vital materials 
resulting from cartel restrictions. Strenuous exertion 
has been required to remedy the artificial scarcity im- 
posed by cartels in many industries. 

The results of monopoly are not confined to products 
controlled by international cartels. Only recently evi- 
dence was presented before a senatorial committee 
concerning monopolistic practices in the production of 
vitamins. Under the guise of patent privileges the pro- 
duction of Vitamin D was divided into airtight com- 
partments. Fields of use were restricted, efforts were 
made to suppress independent research and every 
means was employed to completely eliminate any com- 
petition. A level of high prices maintained by illegal 
means unquestionably deprived many of those who 
needed it most of the benefit obtainable from the use 
of this particular vitamin product. 

If we are to succeed in our efforts to create a better 
post-war world, it should be evident that we must 
uproot every vestige of illegal monopoly control over 
products essential to the health and welfare of our 
people. Whether the restriction stems from the efforts 
of a cartel to confine American industry to the domes- 
tic market, or to strangle research and productfon by 
American concerns, or to use patents to impose un- 
lawful restraints on trade, it must be our determined 
purpose to restore free enterprise. 


Maximum Sales With Minimum Price Restrictions 


Not only is it necessary that industry be freed from 
the restrictions on expansion and full production im- 
posed by cartels, but it seems to me that we should 
look forward also to the adoption of a domestic policy 
which will produce competitive conditions that will 
sell the largest possible volume of goods free from 
artificially imposed price restrictions. Fixing prices at 
non-competitive levels under the guise of compliance 
with state and Federal statutes should be discouraged. 

Resale price maintenance laws are in effect in 42 
states. Generally, they provide that a manufacturer 
of a trade-marked or branded article may fix resale 
prices if the article is in fair and open competition 


' with commodities of the same general class. Most of 


these state laws specifically prohibit agreements be- 
tween producers, or between wholesalers, or between 
retailers as to sale or resale prices. 

In 1937, the Miller-Tydings amendment to the Sher- 
man Act was passed. This amendment legalized resale 
price maintenance on trade-marked or branded items 
moving in interstate commerce in those states in which 
the state laws permitted such action. Like most of the 
state acts, it specifically prohibited the fixing of resale 
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Sort-O-Mat 


Applies production line 
efficiency to paper sorting 





Untrained help 
sorts a minimum 
of 800 papers 
per hour 


ts new “Y and E” SORT-O-MAT is a distinet advance 
in paper sorting. With it your customers can sort a mini- 
mum of 800 papers, slips, checks, etc. per hour—with 
untrained help. It is ideal for today’s rushed conditions. 
It’s a sure money maker for you. 

Such pe srformance is possible only because the “Y and 
E” SORT-O-MAT is based on two letter combinations 
an entirely new principle—but amazingly simple. In 
using this method, only the first two letters of the sub- 
ject name need be considered. Two sets of guides, a 
primary set of 26 (A to Z) for the first letter of subject, and a secondary set 
of scientifically related guides behind each primary guide, takes care of the 
second letter of the subje ct. 

Stop watch tests show that it takes a girl but 4/4 seconds to take a paper, 
find the proper sub-division, put it in place, and pick up the next paper. 
That’s the type of sorting efficiency that interests office managers, for it 
keeps bookkeeping, filing, and accounting departments supplied with proper 
papers. There are no costly sorting delays. 


For the full story of this valuable addition to the“ Y and E” Franchise, write 
for full details. The“ Y and E” SORT-O-MAT opens the way for many addi- 


tional sales. The whole story is yours for the asking. 


FOREMOST FOR MORE THAN SIXTY YEARS 


YAWMAN 4"? FRBE MFG.(O. 
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WO NEW DIEBOLD PRODUCTS 


Visible Records Equipment Company, producers of Tra-Dex and Flex-Site equipment, is now a 


division of Diebold, Incorporated 
se 
A= 


VERTICAL VISIBLE FILES 





Ideal for machine or hand posted 
records. Thousands of records, with 
three-way visible margins, are at the 
operator’s finger tips. Sectional and 
manifold models in a wide range 
of capacities, and accommodating 
cards of any size from 3x5 to 15x12 


FEX-SITE 


VISIBLE BOOKS 


The advantages of bound and loose 
leaf books plus visibility. A method 


of record-keeping that is preferred 













by many because of the convenience 

of portability, ease of operation and 

the adaptability to record forms of 
all types and sizes. 





WORTHY COMPANIONS TO 


ROTARY FILE 


The sensation for smooth record-keeping 
routines. A wheel brings any one of 6000 records 
instantly to hand. Speeds finding, filing, posting. 


DIEBOLD, INCORPORATED 
CANTON 2, OHIO 








DIEBOLD 


‘Systems to Fit the Routine" 


CARDINEER TRA~DEX FLEX ~ SITE 
ROTARY FILES VERTICAL VISIBLE FILES VISIBLE BOOKS 


SOLVE THE PROBLEM - SPEED THE WORK: REDUCE THE COST 
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prices between manufacturers, or between producers, 
or between wholesalers, or between retailers. Prior to 
the passage of this Act all agreements to fix resale 
prices of commodities moving in interstate commerce 
had been held to be violations of the Sherman Act. 


In order to come within the exemption created by 
the Miller-Tydings Act, the resale price contract made 
between a manufacturer and his wholesalers or retail- 
ers must meet the following conditions: (1) cover only 
commodities which are identified by trade-mark, 
brand, or the name of the producer or distributor; (2) 
cover only commodities which are in free and open 
competition with commodities of the same general 
class produced or distributed by others; (3) be lawful 
as applied to intrastate transactions in the jurisdic- 
tion in which resale is made; (4) include no unreason- 
able restraints other than prescription of minimum 
prices for resale; and (5) be entered into by parties 
who are not in competition with each other. 


Miller-Tydings Act Does Not Reach Expected Goals 


In my opinion, like most legislation holding a par- 
ticular class exempt from the operation of the Sher- 
man Act, those interested in securing this Federal leg- 
islation did not secure sufficient relief by the exemp- 
tion statute to permit its effective use for their pur- 
poses. While the statute permits vertical price-fixing 
from the producer through the various stages of dis- 
tribution to.the ultimate consumer, it specifically pro- 
hibits horizontal agreements between competitors at 
any step of the distribution process. Most manufac- 
turers are unwilling to fair-trade their products unless 
competing manufacturers also fair-trade their prod- 
ucts which compete at substantially the same price. 
This same condition obtains as to sales by whole- 
salers to retailers, and sales by retailers to consumers. 
Since horizontal arrangements are prohibited, and 
since the Act is of limited use without such arrange- 
ments, many who have attempted to use the state fair 
trade laws, as well as the Miller-Tydings amendment 
to the Sherman Act, have entered into horizontal 
price-fixing agreements under the guise of complying 
with State and Federal laws. Such agreements, how- 
ever, violate both state and Federal law. They violate 
the Miller-Tydings amendment itself. Those who en- 
ter into them will be prosecuted whenever discovered. 


It is interesting to note that in fact few manufac- 
turers have been interested in voluntarily fair-trading 
their products. Fair trade contracts generally have 
been developed by agreements among wholesalers or 
retailers to boycott products of a particular manufac- 
turer unless such manufacturer will make contracts 
which protect profit margins satisfactory to the dis- 
tributors. These distributors often have refused to en- 
ter into fair trade contracts with the manufacturers, 
under threat of boycott, unless satisfactory profit mar- 
gins are allowed to them. Hence, the manufacturers 
have been forced by competing wholesalers and also 
by competing retailers, under threat of boycott, to 
enter into fair trade contracts which the manufac- 
turers didn’t really want. 


Vigorous enforcement of the Sherman Act during 
the post-war period will do much to prevent monopoly 
and cartel abuses. If American and foreign business 
interests thoroughly understand that the Government 
of the United States will not countenance these prac- 
tices which threaten the continued existence of a free 
competitive system, they will apply their ingenuity to 
the attainment of full production and expanding dis- 
tribution to the benefit of the American public and 
of themselves. If and when particular problems arise 
affecting competitive relationships which cannot be 
settled without action of the type which would nor- 
mally violate the antitrust laws, then solutions will 
have to be found for each separate problem through 
special governmental action. We cannot longer con- 
done private agreements to regiment industry—agree- 


ments that run contrary to our American tradition. | 
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RELIANCE PENCIL CORP 
Mt. Vernon, N.Y 













NON-RUBBER 


Typewriter 
Keys 


* 
The SPRING’S 
the THING! 


MASTER 
SPEED KEYS 


Guaranteed for three 
years. 


Speed Key Mfg. Co. z20,ccmbes piece 





















Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build fo fit your particular need. 
Write us for details. 


Markilo Company, Mfrs. 


3633 S. Racine Ave. Chieage, U. 8. A. 











SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 
ally advertised! Write 
for details now! 






Simply tip 
the card 
and copy 


3468 N. Clark St. 


Meilicke. Systems, Inc. Chicsso, ill. 
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HEADQUARTERS 
for fine leather 


UPHOLSTERY 























520 West 42nd St. 





EHRLICH UPHOLSTERY WORKS 


i New York, N. Y. 
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MAGIC FLOW 


An Excellent 
Duplicating Ink 


Duplicating Stencils 


Correction Fluid 


amples and prices upon request. 


CONTINENTAL 


NK COMPANY 


69 W. Van Buren St., Chicago 








TNERTYPE 


E fer Al Gites Mewhines 
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NEATYPE 


TYPEWRITER 
TYPE CLEANER 


The FINEST cleaner with 
the RIGHT cleaning brush 
attached. Easy sales—sure 
repeats — excellent profit. 
For full information and 
samples, write 


STARKEY PAPER 
& SUPPLY CO. 


720 Delaware St., Kansas City, Mo. 








WORKING FOR 
MORE OUTPUT 
PER TYPIST 


Busy with War work, we still 
supply parts and service, to 
speed your typing. 


THE DAWN MFG. CORP. 


DIVISION OF THE 





HALL-WELTER CO., in ROCHESTER, N. Y. 
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WPB AND OPA JOIN IN ASSURING ADEQUATE 

PRODUCTION OF ESSENTIAL CIVILIAN GOODS 

Office of Economic Stabilization Director Fred M. 
Vinson on December 15 announced details of a far- 
reaching program for insuring adequate production of 
essential civilian goods to be effectuated jointly by 
the War Production Board and the Office of Price 
Administration. 

A broad policy statement addressed to WPB Chair- 
man Donald M. Nelson and OPA Administrator Chester 
Bowles lays down procedural responsibilities of the 
two agencies in carrying through the program. It also 
establishes the framework for changes and modifica- 
tions in existing price control techniques when such 
action will result in stepping up production of specific 
items. 

Primarily, these changes will result in a greater 
equalization of profit margins for all products and 
price lines of individual consumers’ goods industries 
when such action is needed to improve production of 
essential items. There is also provision for special 
handling of price controls affecting marginal pro- 
ducers, and affecting producers whose current profits 
are at excessively high levels. 


Two Major Principles Involved 


The policy statement incorporates two major prin- 
ciples on which will be based any future joint opera- 
tions of the two agencies in formulating programs for 
production of essential civilian goods. These are: 

1. The War Production Board is responsible for 
formulating plans and programs to assure needed vol- 
ume production of essential civilian goods. When 
WPB finds that existing price regulations “constitute 
a serious impediment” to fulfillment of the programs, 
certification to this effect will be made to the Office 
of Price Administration. 

2. OPA is empowered, under certain conditions, to 
revise existing price schedules as a production stim- 
ulant, but in every case pricing formulas spelled out 
in the policy statement must be adhered to as a pre- 
ventive against inflationary or uncontrolled price in- 
creases. 

Both WPB and OPA actions under the program are 
subject to review and approval of the Director of 
Economic Stabilization. 

OPA is instructed to review promptly existing price 
regulations in order to institute price reductions for 
all items where profit margins are excessive. Purpose 
of this is to compensate for price increase resulting 
from the directive and also to equalize, insofar as pos- 
sible, profit margins of individual items in accordance 
with the Stabilization Act of October 2, 1942. 


Volume Increased in Low-cost Goods 


Particular emphasis is placed by the program on the 
need for improving output of essential low-cost goods 
where serious shortages have developed in recent 
months. 

“When materials and facilities are available, they 
must be used whenever possible for producing the 
maximum quantity of gcods for the greatest number 
of consumers,” Mr. Vinson said. “The nation cannot 
enjoy the luxury of frills and extras when the nation’s 
economy is stripped for war production and more war 
production. 

“There exists a patriotic responsibility on the part of 
all manufacturers of consumers’ goods to produce 
utilitarian, durable products at a cost which the aver- 
age consumer is able to pay. 

“It must be remembered that millions of our citizens 
have experienced no increase in income since the start 
of the war. A large number have actually seen their 
incomes go down. These individuals—dependents of 
men in the armed forces, pensioners, recipients of life 
insurance or annuities, municipal and other govern- 
ment employees, school teachers, and so on—-must have 
their essential needs provided for. It is our intention 
to see that these needs are met.” 
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pur your money on 9TAPLE-MASTER 
a dure STRAIGHT Winner! 


The “all steel’’ STAPLE-MASTER stapling 


machine is available on preference rated orders. 


MARRWELL MFG. CO., INE. 222201 ey 
q . es e NEW YORK 13, N. Y. 




















EXPERIENCE 


—acquired in 43 years of manufacturing 
is providing and will provide 


WOOD OFFICE CHAIRS 


for war and peace time needs. 


° 


High Point Bending & Chair Company 
Siler City, North Carolina 
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The Master File The r ( Features 
With Superior Value Y7 r Values 
—Order Now— "| Profits 
WOOD FILE 
Full Suspension Drawer 






A File to Give the Maximum of Usable Filing 






Capacity, Ease of Operation and: Durability: 


Users of Master Wood Files know how well these sturdily 








constructed cabinets meet the myriad problems of present day 
filing. Made in Rich Green Lacquer Finish. 
PRESENTING AMERICA’S 
GREATEST FILING CABINET VALUES 
THE DEMAND FOR THIS MERCHANDISE IS 
GREA1 ORDER NOW. 
Prompt Deliveries Assured 
We Manufacture Card Upright Filing Cabinets 
THESE UPRIGHT CABINETS ARE BUILT IN 
















3 SIZES DOUBLE DRAWER TABULATING 
7 DOUBLE DRAWER Compartments—8” x5” CARDS 
8 DOUBLE DRAWER Compartments—6” x4” CARDS 
10 DOUBLE DRAWER Compartments—5” x3” CARDS 





LEGAL AND LETTER SIZE FILES 
2-drawet 3-drawetr 4-drawer 
ALL MADE OF THE SAME EXCELLENT 

CONSTRUCTION 


List Price 


Letter Size = Legal Size 
OD °° No. 310 


No. 300 











F.0.B. Factory 


Order « Sample inston Manufactoring Co, over « sample 


File Now— OFFICE FURNITURE %c EQUIPMENT / File Now— 
Be Convinced Home Office: 176 W. Wisconsin Avenue, Milwaukee 3, Wis. Be Convinced 
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SEND FOR A COLOR CARD 


HIGGINS INE CO. 


It was a man’s world. Then came the war! Then came the call for workers of the 
fair sex. Thousands of em - 
of the sexes for whether you're a big rugged he-man st bold black outlines 
for a dreadnaught or a choice bit of femininity putting the finishing touches to a 
design for a dainty dial, Higgins will match 


your skill with ‘ “Beautiful” 
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we re neutral in this battle 


““God-Bless-’em”’. Well, 


W vorking quality 





[.NC. 271 NINTH ST.. BROOKLYN 15, N. Y. 


BILLFORM “PROCESSED” 
CARBON PAPERS 


Each sheet of Storm’s “BILLFORM PROCESSED” 
carbon papers is specially processed to make it curl 
resistant. Each sheet is therefore easier to handle. 
Each sheet lasts longer. Each sheet will MAKE new 
friends, permanent friends for you. 


The “Complete Line” 


CARBON PAPERS: Cleangrip, Whitedge, Clean Pull, Cameo, 
American, Reliance, Storms Pen and Pencil Carbons, in all 
weights and finishes. CARBON ROLLS: Tailor’s Marking. 
Photo Offset, Billing Rolls for Elliott Fisher Machines, Bill- 
ing Rolls for Burroughs Posting Machines, Register Rolls, 
Tally Rolls, Teletype Carbonized Rolls, Rolls for Elliott- 
Addressing Machines, Special Rolls. INKED RIBBONS: 
Stormtex, Cameo, American Reliance, Ribbons for Addresso- 
graph Multigraph, Speedaumat, etc. 











AN INSTANT SUCCESS 


Storm Spirit Hectograph Carbon 


H. M. STORMS CO. 


561 GRAND AVENUE BROOKLYN, N. Y. 
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TEMPO offersthe 
most complete 
line of stencils 
with and with- 
out film. All sten- 
cils we make 
are sold under 
our own brand 

names. We sell 
only through 
dealers. 

















MILO HARDING CO. 


| am interested in TEMPO’S complete line. Please 
send Catalog, prices and discounts. 


| ni aceieaieeta 
ADDRESS______ a 


in “ 
Ps ‘ 
*~ 











Please help me 
win MY victory 


too. .. - 


‘JOIN THE MARCH OF DIMES 
ae INFANTILE 
PARALYSIS 


JANUARY 14-31 ES 








MPO CELLULOSE 


“WE HAVE TESTED THEM ALL... THE FINEST STENCIL WE HAVE EVER USED,” WRITES ONE USER. 


Tempo Cellulose is entirely different from other cellulose stencils. 
Once sold—it stays sold and brings consistent “repeat” business 
because it gives satisfactory results under all operating conditions. 
Tempo Cellulose “does not show its age’’—does not deteriorate 
either on your shelves or when filed away for re-runs. Operators 
are enthusiastic about the clear, sharp copies and absence of eye 
strain in proof-reading. 


MILO HARDING CO. 


436 WEST PICO BOULEVARD - LOS ANGELES 
617 COMMONWEALTH ANNEX - PITTSBURGH 


Makers of famous TEMPO Film Stencils 





GRIPTITE 
BANDS . 


The Permanent Successor 


to Rubber Bands 


GRIPTITE Bands are a definite need in 
every office. 
They are easily appli 






ed; quickly removed 


They hold papers such as cancelled checks, 

deeds, mortgages insurance __ policies, 

vouchers, and other documents neatly 

compressed. 

They are manutactured in 14 lengths— Order from your Stationer or 
6" to 54” long. write direct for sample 
They can be u 2r and over again. and prices 


ROCHESTER WIRE-O BINDING, INC. 








108 MILL STREET ROCHESTER, N. Y. 








* DOWNERS GROVE, ILL. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 


RITE-RITE MFG. CO. 
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Try our Type Cleaner in Your Office 
and See How It Compares. 


Sample Sent Upon Request 
Martens Type Cleaner 





7 West 29th St. New York City 








THE PERFECT FLUID AND PATENT APPLICATOR 
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Starting January 18th 
it’s up to US! 


th 
W. retailers have made history in our War Bond up a large banner to display on the building, and 
selling up to now. All of us can be proud of the part our windows and aisles will be so decorated that 
we ve played—but the biggest part is still to come! everyone will realize we’re all-out for the 4th War 
The 4th War Loan, starting January 18th, calls for Loan. We're getting some good War Bond posters 
| fourteen billion dollars. Let’s decide now to break direct from the Treasury, and from our local Retail 
all records in helping to reach that goal. Here are Committee—and we’re making some of our own, too. 


some ideas for doing it—what do you think? : ee 
“Our newspaper advertising will give generously to 


| “Like every retail store worth its salt, we're going the drive. Mats for newspaper advertising—and 
: | to make our quota in “E” Bonds—a quota of $200 good suggestions as to themes—come from our local 
worth, bought or sold by every employee. So I’m War Finance Committee, or the papers. 3-minute and 
lining our people up in two rival teams, with cap- 13-minute radio transcriptions are available for re- 
tains for each floor, and lieutenants in each depart- tail sponsorship. We retailers have a lot to gain by 
” ment, to make sure that everyone knows just how to selling War Bonds. They soak up surplus buying 
make out “E” Bond applications, and how best to power, and put very welcome funds in retail chan- 
) sell his $200 quota to his customers and friends. nels when the war is over.” 


“T’ve gone over the plan with our City War Finance , 
ees For the name of your local Retail Chairman, 
Retail Chairman, and he'll help us arrange our meet- 


FILL IN THE BLANK BELOW 


ings and rallies. Team rivalry, and the attractive 





citations for each one making his $200 quota, ought 


to put the 4th War Loan over in our store in a big 





r Store Name:.__. ~siasictts Caine peep ade eaee 
way. 
$ “As official War Bond issuing agents, we’re making Individual’s Name: -neseeeneeeoee 
y eT ee 
Keep Backing the Attack! is 
WITH WAR BONDS ae 


This space contributed to Victory by 


OFFICE APPLIANCES 


MAIL TO: Retail Section, War Finance Division, 
747 Washington Bldg., Washington 25, D. C. 


This advertisement prepared under the auspices of United 
States Treasury Department and the War Advertising If you are not now—and you should be—an issuing agent for 


Council. War Bonds, consult your War Finance Committee, or banker, 


7 for full details. No collateral required for “rated” stores. 
J 
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Back to serve eyo u tomorrow 


S ships go down to sea ies Destroyer Escort 

Vessels, LST’s, etc. . . . you'll find many of 

them have sturdy, dependable berths and metal fur- 
niture built by Royal. That’s our job now! 

While working hard for victory . . . Royal is far 
along in its plans for peacetime production, too. 
When we have returned to normal, you can again 
look to Royal for furniture that will be the leader in 
the field. As always, it will meet the needs of the 
discriminating buyer. Beauty will be combined with 
utility. It will have all the traditional quality for 
which Royal has long been famous. 





As always, you can depend on Royal for a furni- 
ture line that is most practical for you—a line with 
maximum profit opportunities. 

The Royal Metal Mfg. Co., 175 No. Michigan 
Ave., Chicago, Illinois. 


Metal Furniture Since ’97 Re A 


Royalchrome Furniture « Royal Steel 
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Folding Chairs ¢ Royal Housewares 











LINE OF TOMORROW eR 


55 Lagat 
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Printing on paper by means of engraved block letters was practiced by the Chinese as early 
as 50 B. C. Gutenberg in 1450, printed from type moulded from metal, for the first time. 
Yet, to get an idea in the morning and have it in the mails by evening, without type or 
presses, was the feat accomplished by modern science in the development of HEYER 
Quality HECTOGRAPHS. 


HEYER Quality HECTOGRAPHS are today serv- 
ing thousands of firms, producing 50 to 100 copies 
from one original . . . quickly and economically. 
And after many operations, the pan can be re- 
newed easily with HEYER Quality REFILL at a 
saving. 

HEYER Products are top quality, backed by 40 
years of experience in the manufacture of Dupli- 
cators and Duplicator Supplies. Stock them and sell 
them for 100°, customer satisfaction. Prompt 
Deliveries. 
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SATISFIES 








hese are lonesome, waiting days for you. 
The telephone is strangely silent. No 
door bell rings. 


Across a thousand, thousand miles of 
straining heartstrings, his hand rests on 


your shoulder. 


“Keep your chin up,” he seems to say. 
“Vl be back.” 

With all your heart, you wish he were back 
now! 

Bringing him back sooner is what we, too, 

are living for and working for. Your man, 

and our men. Back! Safe! 

So we re making carbines powerful, light- 

weight guns~~ for your man... instead of 

shiny, new, smooth-touch type writers for you. 


We know youre glad that’s the way it is. 
We know you could use a new Underwood. 
It would he ‘lp you do your work faster, 
easier, better. We d like you to have it, ne 
if it weren't for him. 

Like you, we re mighty proud to be working 
hard to speed the day when he'll come 
back to vou! 


Underwood Elliott Fisher Company 


One Park Avenue, New York 16, N. Y. 


*% Wee are now in war production on-—-l. 8. Carbines, 

Caliber 30 M-i firplane Instruments—Gun Parts- 

{mmunition Components fk uses Primers and Vis- 
cellaneous Items 


Buy War Bonds... To Shorten the Duration 


Sopyright 1943, Underwood Elliott Fisher Company 








